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‘Sparks 


State of the nation’s economy: 
Up 
/ Business INpeEx — The New York 
Times barometer in week ended 
Aug. 2 rose to 160 from 147.8 in 

rior week. This compares with 

70.8 for week ended Aug. 4, 1951. 
' WHOLESALE Foop Prices — Index 
elimbed to new high for the year, 

cording to Dun & Bradstreet, 

d stood at $6.65 in week ended 
Aug. 5, compared with $6.63 in pre- 
ceding week. For same period last 

ear, the figure was $6.95. 

»\ CarRLoapINGs — Spurred by more 
shipments of steel from mills, 
rail loadings in week ended Aug. 
2 went up 20.7 percent to 732,- 
290 cars from prior week. How- 
ever, they were still 9.9 percent 
under comparable 1951 week. 

Gas Sates—Manufactured, mixed 
and natural gas rose 0.4 percent in 
June compared with similar 1951 
month. Sales amounted to 3,271,000,- 
000 therms versus 3,257,000,000 in 
June 1951. 











* * * 


Down 

Bic Store Sates—Volume of de- 
partment store sales in week ended 
Aug. 2 dipped 2 percent, compared 
with same 1951 week. It also de- 
creased in the four weeks ended 
Aug. 2 by 1 percent. 

Bumpine Awarps — Heavy con- 
struction in week ended Aug. 4 
fell to $253,100,000 from the pre- 
ceding week’s record high of $1,- 
131,612,000. This was 13 percent 
below this year’s average week. 

Crass I Carriers — Net income of 
Class I railroad lines during June 
dropped to $49,000,000, compared 
with $52,000,000 in the same month 
last year. Gross freight revenue 
was off about $51,000,000 that month 
as a result of steel strike. 

Financing — During July, state 
and municipal financing was re- 
ported at $226,218,635, compared 
with $364,090,917 in same month last 
year. 

*~ * . 


General 


PrersonaL INcome—Was estimated 


at a $264,000,000,000 annual rate for II 


the first six months of 1952. This 
was 6 percent higher than in first 
six months last year, according to 
Commerce department. In June 
alone, annual rate of personal in- 
come was $266,000,000,000, up $1,- 
500,000,000 from the preceding 
month. 





Top Cars 

New-car registrations for six 
months, 1952. 
1952 Pos. Make 1951 Pos. 
1—446,1386 Chev. 605,602— 1 
2—354,847 Ford 487,186— 2 
3—235,355 Plym. 303,397— 3 
4—161,469 Buick 221,061— 4 
5—134,817 Pontiac 184,800— 5 
6—131,016 Dodge 157,978— 6 
7—113,770 Olds. 153,013— 7 
8— 89,758 Stude. 105,626— 9 
9— 89,663 Mercury 128,374— 8 
10— 72,256 Nash 67,061—11 
1l— 61,518 Chrysler 87,079—10 
12— 47,608 DeSoto 58,778—12 
18— 42,017 Cadillac 51,356—14 
14— 40,369 Hudson 57,612—13 
15— 35,309 Packard 36,597—15 
16— 19,797 Kaiser 30,948—16 
17— 17,486 Henry J 30,818—17 
18— 17,724 Willys 14,019—18 
19— 12,476 Lincoln 18,710—19 
20— 2,523 Austin 1,755—21 
21— 1,875 Crosley 3,076—20 
22— 1,805 Brit. Ford 1,473—22 
23— 1738 Allstate 

Total All Makes 
2,139,875 2,808,586 

For further details see page 

60, today’s issue. 














As Revised CPR 83 Becomes Effective .. . 





Car Prices May Go Up 
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HIGH 
12.3 Cars — Apr. 1, 1951 





RECORDS 


Low 
4 Cars — Aug. 1, 1952 
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Stocks Reach Postwar Low: 
Only 4 Cars Per Dealer 


By Bernie Thomas 
Associate Editor 
A NEAR famine in factory ship- 
ments because of the steel 
strike resulted in stocks of new 
cars around the country shrinking 
to an average of only four units 
per dealer on Aug. 1, the lowest 
level since the end of World War 


The average was 6.2 new cars 
per outlet when dealers opened 
their doors for business a month 
previous, and stocks averaged 8.7 
on Aug. 1, 1951. 

On Aug. 1, this year, according 
to Automotive News’ regular sur- 
vey, the number of new cars at all 
U. S. franchised dealerships—plus 
those warehoused by dealers and 
factories, demonstrators and cars 
still in transit—totaled only 180,717, 
as against 277,962 a month earlier 
and 387,286 on Aug. 1, 1951. 

With little or no merchandise to 
sell, dealers from all parts of the 
country said they were being 
squeezed tighter and tighter be- 
tween declining income and in- 
creasing fixed expenses, Many said 
they are almost certain to wind up 
with a loss on third-quarter oper- 
ations. 

* * ~ 
Tas average new-car dealer, sur- 
vey comments showed, is more 
than ever convinced that his oper- 
ation is too dependent on new-car 
sales for showing figures on the 
right side of the ledger. 

Some dealers said that during 
July they still found it necessary 
to discount and overallow on trade- 
ins in order to make new-car sales, 
even though stocks of cars were 
scarce everywhere. 


“There was a general tighten- 
ing of trading policies toward the 
end of June,” said a Boise, Id., 
dealer. “However, it was evident 
early in July that the public was 


going to stay home until things 
loosened up again.” 

The average new-car dealer is 
more determined than ever to shed 
some of his dependency on new- 
ear sales for a living. The steel 
strike served to inspire many a 
conference between dealers and 
their service managers during July. 

” * * 


EALERS said that most of the 
prospects for new-car  pur- 
chases during July were some of 
the sharpest traders they ever had 
to deal with. Many of the prospects 
didn’t buy, it was added, and they 
are expected to get sharper as new 
cars become more plentiful. 

From all over the nation, in the 
latest survey, came reports from 
dealers in all lines of cars that 
stocks of new units were about 

(Continued on Page 66, Col. 3) 
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Optional Lids Return 
Full Dealer Discounts 


By Mac Gordon 
Associate Editor 

RANCHISED dealers will revert 

to a less rigid system of new- 

car price controls under a modified 
CPR 83 to become effective Satur- 
day (Aug. 23). 

The order, signed Aug. 11, will 
end specific dollars - and - cents 
ceilings on new cars by make, 
since ceilings will depend on in- 
dividual dealer markups. It is 
scheduled to be announced Tues- 
day. 

As required by the amended De- 
fense Production Act, the new CPR 

83 will permit dealers to reinstate 





Dealers Report 
Signs of Softer 
Car Market 


By Bob Sheldon 
Staff Writer 

en that many new 

and used-car dealers are con- 
fronted with a softening market 
were turned up last week in an 
Automotive News survey of key 
areas. 

While lack of cars is the big 
problem at the moment, some 
dealers said they were preparing 
for more intensive merchandising 
and closer trading to absorb up- 
coming new-car production. 

In the used-car field, a leveling 

off, if not a weakening, of the price 


Reports by Cities 
For city-by-city reports on the 
auto sales outlook, see page 8, 65 
and 66. 








structure was in prospect. Slowed 
activity in the wholesale traffic 
reflected the reluctance of the re- 
tail market to maintain recent 
price boosts. 
” a * 

LTHOUGH dealers anxiously 

were awaiting new-car_ ship- 
ments to build up depleted inven- 
tories, fears were expressed by 
some dealers that the factories now 
would have a tendency to overpro- 
duce on 1952 models. 

Such a situation, it was said, 
might result in a year-end sales 
scramble to clear away ’52 stocks 
in preparation for the introduc- 
tion of ’53 lines. 

Reports on the sales outlook in 

(Continued on Page 69, Col. 4) 





full pre-Korean discounts and 
preparation charges on new Cars. 
This will result in 1 percent retail 
price increases on cars sold by 
dealers exercising the discount re- 
covery option. 

* * * 


og piiseagencnen a at OPS headquar- 
ters emphasized that controls on 
retail prices of new cars would be 
retained in the new regulation. 
Press reports early last week had 
spoken of “abandonment” of new- 
ear ceilings, failing to point out 
that discretionary ceilings would 
replace the arbitrary “basic” prices 
hitherto used by OPS. 

Once a dealer selects one of two 
optional periods on which to base 
his ceiling prices, he must adhere 
to those ceilings at risk of violat- 
ing the new CPR 83. 

The new regulation probably 
will dispense with “basic” retail 
prices and the Special Orders 
which OPS had issued this year 
to publish “basic” ceilings. Con- 
gress, in effect, outlawed use of 
“basic” ceilings by makes for 
dealers, since these froze dis- 
counts at rates arbitrarily chosen 
by OPS in violation of practices 
in Texas and other states. 

Dealers henceforth will be al- 
lowed to use the markups employed 
in either of the following two base 
periods: The pre-Korean Apr. 1- 

June 24, 1950, or the post-Korean 
Jan. 25- Feb. 24, 1951. 


Under the upcoming revision, 
CPR 83 will let dealers charge con- 
sumers for advertising expenses if 
they did so in the base period pre- 
ferred by the individual retailer. 
If ad charges were absorbed then, 

(Continued on Page 70, Col. 1) 





Preduction 


Automotive News Estimates, 
U. 8. Cars, Trucks 





122,094 
43,955 
37,093 % 
Last Prev. 1951 
Week Week Week 


For complete production totals 








by makes, see table, page 70. 








Makers Ask Big ’53 Output Hike 


By William Ullman 

Washington Correspondent 
ASHINGTON. — Auto manufac- 
turers Thursday asked NPA at 
a meeting here to allocate enough 
materials for assembly of 1,500,000 
cars in the first quarter of 1953. 
Industry representatives said NPA 
had exaggerated its predictions of 

a military steel shortage. 

Estimating that the steel strike 
cost the production of between 
600,000 and 300,000 cars, members 
of the NPA passenger-car indus- 
try advisory committee urged 
NPA to allow partial recovery of 
this loss through higher materials 
allotments in the fourth quarter. 





Under the present plan, factories 
could get CMP steel tickets for 80 
percent of the 1,150,000 cars sanc- 
tioned for the final 1952 quarter. 
NPA Thursday was asked to raise 
this permit to 90 percent of the car 
materials quota, with conversion 
steel and foreign steel accounting 
for the other 10 percent. 

* * x 


EANWHILE, revised percent- 
i ages of industry for car mak- 
ers, originally intended to go in to 
effect Oct. 1, ran into a snag of 
disagreement. 

NPA’s Motor Vehicles division 
had reached a decision on how to 
cut up the fourth-quarter car pro- 





duction pie, reportedly giving 
General Motors, Ford, Chrysler 
and Studebaker slight increases. 


(Continued on Page 63, Col. 1) 
* * * 


Big Production Rebound 
Slated for This Week 


HIS week should see automotive 

production rise sharply to near 
pre-strike levels, but still faltering 
operations in U. S. plants last week 
yielded only 25,834 cars and 11,259 
trucks for a total of 37,093 vehicles, 
according to AuToMmoTive News esti- 
mates. 

Because persistent steel short- 

(Continued on Page 69, Col. 1) 
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Two or Three Cents Likely... 





Labor Day to Hike 
Auto Wages Anew 


By Mac Gordon 
Associate Editor 
UTOMOTIVE labor costs will go 
for another upward spin Labor 
Day when the next adjustment of 
cost - of - living allowances takes 
effect, 

For hourly-rated employes, a 
boost of two or even three cents 
an hour has been predicted on 
the basis of price increase reports 
from the Bureau of Labor Sta- 
tistics. 

The Sept. 1 review of automotive 
pay escalators will be based on the 
July 15 reading of the Bureau’s 
consumer price index. This report 
will be issued sometime next week. 

+ * + 


ABOR Day’s bonanza for hourly- 
rated and salaried workers will, 


Price Tilts Asked 
By Suppliers to 
Auto Makers 


WASHINGTON. — Provision for 
adjustment of ceilings in their in- 
dustry to reflect increases in the 
cost of copper, steel, aluminum and 
wages is urgently and immediately 
needed, members of the Automo- 
tive Original Equipment Parts 
Manufacturers Industry Advisory 
— told OPS here Wednes- 

ay. 

Meeting for the fourth time with 
OPS officials, committeemen urged 
that manufacturers be permitted 
to adjust their ceilings to reflect 100 
percent the increases in material 
costs recently authorized and wage 
increases which have already taken 
place or will occur, plus the normal 
markup on the increased costs. 

They said the industry has been 
absorbing increased costs since the 
July, 1951, cutoff date under Ceil- 
ing Price Regulation 30 until the 
ability to absorb has been ex- 
hausted. 


Members said their industry 
normally sells to auto manufactur- 
ers under contracts which provide 
for adjustments to reflect changes 
in the cost of materials and wages. 
They said their costs are well 
known to their customers and that 
prices in their industry were effec- 
tively controlled by competitive 
buying by customers, whose prod- 
ucts are under control. 








Allstate Outsells Henry J 
In Four Texas Areas 


HOUSTON. — Allstate contin- 
ued its sales supremacy over the 
Henry J during July in four 
areas in Texas where both cars 
are sold. 

Totals for the four areas 
showed Allstate sales at 69 and 
Henry J at 48. At Dallas, 28 All- 
state sales were reported as 
compared with 24 Henry Js; in 
Fort Worth, one Henry J to no 
Allstates; Houston, 30 Alistates 
to 11 Henry Js, and San Anton- 
io, 12 Henry Js to 11 Allstates. 








if it approximates two or three 
cents, more than offset the one-cent 
reduction made in cost-of-living al- 
lowances June 1, when the last 
quarterly review took place 
throughout the auto industry. 

Auto workers, however, were 
compensated for the cut in cost-of- 
living bonuses by the annual “pro- 
ductivity” boost of four cents an 
hour in base wage rates. 

Many vehicle manufacturers 
regard the “productivity” factor 

raises as a labor cost booster, al- 
though technically the Govern- 
ment forbids its inclusion in price 
data. 

The Sept. 1 pay boost will be the 
ninth consecutive one since the 
beginning of the Korean war June 
25, 1950. Cost-of-living allowances 
for auto workers rocketed from a 
low of three cents to eight cents 
on Sept. 1, 1950, and now stand at 
23 cents following the dip of last 
June. 

* * * 

ELATED industries are also 

caught up in a wage increase 
cycle in the wake of the steel 
settlement. Goodyear and the CIO 
United Rubber Workers came to 
terms last week on a mid-contract 
raise of 10 cents an hour, and this 
is expected to provide a pattern 
for the tire industry as a whole. 


The Goodyear agreement is sub- 
ject to the approval of the Wage 
Stabilization Board, but no diffi- 
culty is expected in this quarter. 
Adjustments of the cost-of-living 
allowances in auto contracts are 
made automatically without the 
necessity of formal WSB endorse- 
ment. 

Coupled with the increases in 
the expense of steel, the advances 
in labor costs seem likely to in- 
tensify automotive pressure on 
OPS for further vehicle price 
boosts. 

OPS has made no provision for 
recognizing any cost stepup since 
July 26, 1951, which was the “cut- 
off” date under the Capehart 
amendment and formula. 

Omitting the anual “productivity” 
raise from _ consideration, auto 
wages as reflected in cost-of-living 
allowances have mounted a net 
total of four cents an hour in the 
last year. To this will be added the 

Sept. 1 adjustment, whatever it 
finally is. 
* * * 
T= theory that the vehicle as- 
sembly companies, particularly 
the independents, should continue 
to absorb out of profits current cost 
demands is strongly challenged out- 
side of OPS and ESA circles. 

Relief action for cost-pinched 
producers is, therefore, antici- 
pated this fall after the coal wage 
dispute is resolved. 

Whether a _ 1953-model pricing 
formula will be attached to the 
Capehart amendment or take a 
new form entirely remains to be 
seen. 
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Philadelphia Lots Pledge Sun 


SSS 


day Closing— 


Members of the Philadelphia Used-Car Dealers Assn. called off a strike after lots 
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pledged to close their places on Sundays. The association made up signs reading, 
“This auto dealer will not close on Sunday. Do not patronize this dealer."’ Shown 
burning picket signs are (from left). Moe Cerota, president of the dealer group; 
Jules E. Kutner, past president, and Stanley W. Hoffman, executive president, 





Hair-Raising Finish for This Winner— 

William G. Power, Chevrolet advertising manager, thinks the bald pate of Edgar 
Bergen could benefit from some oil, and Joe E. Brown and James Stewart seem to 
agree. In a fun feature at the Soap Box Derby, Bergen won the ‘‘oil can trophy” as 
the three actors drove down the track in out-sized racers. 


* * 


Ga. Boy 


AKRON.—A shy southern boy 
who drove a damaged car in spite 
of minor injuries, Joe Lunn last 
week scored one of the most popu- 
lar triumphs in the history of the 
All-American Soap Box Derby. 

Flashing to victory by a narrow 
margin in the fastest of 81 heats 
that were run before 60,000 specta- 
tors at Derby Downs, 11-year-old 
Joe won a $5,000 scholarship to the 
college of his choice. He is a fifth- 
grade pupil in Thomasville, Ga. 

After edging out James 

Thomas, of Williamsport, Pa., 
and Victor C. Shepherd, of Flint, 

in the thrilling final heat, Joe re- 

ceived the championship trophy 
from Thomas H. Keating, general 

manager of the Chevrolet divi- 

sion, which co-sponsors the race 

along with leading American 
newspapers. 

“You are a grand example of the 
ingenuity and pluck of American 
youth,” said Keating. 

Joe just murmured, “Thanks” and 
“all right.” 

Joe’s car was damaged after he 
crossed the finish line in his first 
heat. He swerved out of control, hit 
the sideboards and damaged three 
wheels. He suffered slight chest and 
arm injuries. The wheels were re- 
placed, the car was patched up, 
partly with adhesive tape, and Joe 
went on to win. His final heat was 
the fastest of the day. He dashed 


Texas U.C. Men 
Seek to Repeal 
New-Car Ban 


DALLAS.—The Texas Used Car 
Dealers Assn. plans to seek repeal 
of a state law which restricts or 
bans the sale of new motor vehicles 
by other than new-car dealers. 

Dick Smith, association president, 
told members in a bulletin that a 
repeal measure would be presented 
to the 1953 Texas legislature. 

Smith charged that the law in 
questiorm has been a failure. He 
said it has failed to accomplish 
promised results and serves to 
make Texas titles unreliable. 

“It has hindered the flow of 
interstate commerce,” said Smith. 
“It has delayed the issuing of titles | 
and proved unnecessarily expen- | 





Repeal of the measure would | 
benefit the public more than deal- 
ers, said Smith. 


Show in Pontiac 
Draws 100,000 


PONTIAC, Mich. — An estimated 
100,000 persons thronged 14 displays 
at an auto show presented here 
last week by the Pontiac Automo- 
tive Trade Assn. at the 4-H club 
fairgrounds. 

Jack Habel (Chevrolet), show 
chairman, said the turnouts for the 
four days of the show surpossed 
even the most optimistic estimates 
of local dealers. There was nightly 
entertainment, and two bicycles 








in Damaged 
Wins Soap Box Derby 





Car 


down the 975-foot course in 27.77 
seconds. 

This 15th running of the derby 
had an international flavor, with 
contestants entered from U. S.- 
occupied Germany, Canada and 
Alaska. More than 150 boys took 
part, each the winner of a locally 
conducted race. It is estimated 
that more than 3,000,000 persons 
witnessed or participated in the 
races, 

Prior to the main event at Derby 
Downs, there was a half-hour pa- 





To the Victor— 


Sitting in his patched-up racer after the 
15th running of the All-American Soap 
Box Derby in Akron, Joe Lunn, 11, of 
Thomasville, Ga., receives a kiss from his 
mother and the championship trophy from 
Thomas H. Keating, general manager of 
Chevrolet. 

* * . 

rade with 37 marching units, in- 
cluding 18 bands. Then followed, 
just for fun, the “oil can trophy” 
race among Edgar Bergen, Joe E. 
Brown and James Stewart, movie 
celebrities in Akron to help enter- 
tain the young contestants. 

At a “banquest of champions” 
which followed the derby, trophies 
and prizes were awarded to the 
top 10 place-winners and to boys 





with outstanding cars. 


Big K-F Loss Hit 
By Holder Group 


First-Half Net Deficit 
Put at $6,032,837 


DETROIT. — After reporting a 
consolidated net loss of $6,032,837.94 
for the six months ended June 30, 
Kaiser-Frazer ran into fresh criti- 
cism last week from the Kaiser- 
Frazer Stockholders Protective 
Committee. 

The corporation reported, for 
the six-month period, a loss of 
$8,539,563.47 for automotive oper- 
ations and a profit of $2,506,725.53 
for defense operations, including 
earnings from certain work per- 

formed in 1951. 

Sales for the six months totaled 
$155,746,200.53. Of this sum, $63,- 
401,771.25 covered automotive items 
and $92,704,429.28 was in defense 
items. 

The statement drew renewed de- 
mands from Charles W. Steadman, 
secretary and counsel of the stock- 
holders’ committee, that K-F quit 
the automobile business. The com- 
pany said it had no comment on 
his angry blast. 

Steadman declared in Cleveland 
that the company “had quite clearly 
failed in its efforts to enter the 
automobile industry,” and insisted 
that “drastic measures” be taken 
at once to forestall “financial ruin.” 

In a telegram which he said he 
had sent to Henry Kaiser at Willow 
Run, Steadman told the industrial- 
ist: 

“Your announced loss of $8,639,- 
563 in your automotive department 
for the first six months of 1952 
comes as a severe shock to the 
stockholders’ committee. 

“This amounts to a loss of $269 
on each of the 31,733 Kaiser- 
Frazer cars made during the 
period and contrasts sharply with 
the 1952 profits promised by 
Edgar Kaiser (K-F president) at 
the annual meeting in May to 
comfort stockholders for the $65,- 
000,000 of losses in the three pre- 
ceding years.” 

Steadman asked for permission 
to have independent auditors ex- 
amine the corporation’s books and 
records. He said that losses over a 


four-year period had reduced the 
(See K-F REPORT, Page 69, Col.3) 


Haller Quits Deal 
After 33 Years 


WASHINGTON.—Fred L. Haller, 
former president of NADA, has re- 
tired as an auto dealer after 33 
years in the busi- 
ness and has 
leased the build- 
ing which housed 
his local Hudson 
operation to Wil- 
lys-Overland for 
use as a factory 
branch. 

Haller said he 
would confine his 
activities to his 
real estate hold- 
ings and “possibly 
do some public relations work in 
Washington.” 

“It is not without some feeling 
of regret that I make this an- 
nouncement,” Haller said. “The 
business has been good to me and 
I have enjoyed every minute of its 
fast-paced activity.” 








Fred L. Haller 








Ghee News 3 





Mozen Briefs Local Derby Champ— 


Harry T. Mozen, president of Southway 


Chevrolet Co., Darlington, S. C. (center), 





were given away Friday night. 


went to see how the Darlington champion at the All-American Soap Box Derby was 
gettnig along with his preparations for the big race. At left is R. B. Brunson, repre- 
senting the Darlington News and Press; at right, Daniel lL, Holley jr., 13, the Darling- 
ton champion, 





. 
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N TALKING about the necessity 

of a new contract the other day 
with one of the most beloved lead- 
ers of this trade, he said to me, 
“John, did you ever know a manu- 
facturer who cancelled a_ good 
dealer?” 

Well, of course, the question was 
proposed merely to draw me out. 
The answer depends largely on the 
definition of a good dealer and who 
interprets it. I am perfectly willing 
to leave the answer to the dealers 
in the field and particularly those 
dealers who have served the trade 
a great many years. 

When I was secretary of the 
NADA, I got as many as 100 let- 
ters a week from dealers who 
had been cancelled, urging us to 
do something about it. I remem- 
ber one heartbreaking case in 
particular. 

It was during the deep depres- 
sion and dealers were hard to 
obtain. The factory representative 
for one of the large manufacturers 
had sold the son of a preacher in 
a Colorado village on taking on 
the contract. The family fortune 
of $25,000 was invested in the enter- 
prise. 

The capital, due to a long trad- 
ing, was dissipated during the year 
and the contract cancelled. Of 
course, a factory cannot continue 
a dealer with no money to carry 
on, but wasn’t there at least some 
moral responsibility on the part of 
the factory who selected and en- 
couraged this family to invest to 
see that opportunity was granted 
to retrieve the loss? 

* + * 


Lip-Service Insincerity 


I WILL never forget, too, an occa- 
sion when a factory official, in 


addressing a group of his dealers, 


many times during the evening en- 
couraged his listeners to make sug- 
gestions from the floor for any 
change of factory policy that would 
be beneficial to the trade. 


The one dealer who answered the 
appeal and took the floor was can- 
celled within 60 days even though 
he as well as his father had been 
successful operators for many 
years. 

Since the war I have noticed 
that in one nearby state more 
than 25 dealers of a certain vol- 
ume line manufacturer have been 
cancelled. In most of these in- 
stances the cancellation was be- 
cause the dealers refused to 
invest much additional money in 
the business. 

A large amount of money, in the 
dealer’s judgment, was not justified 
either on the manufacturer’s past 
record or in his future hopes—an 
investment that the dealer thought 
it advisable to make only when in- 
creased business justified expan- 
sion, 

Only time will tell whether these 
new dealers, who replaced old deal- 
ers, will make better representation 
for the factory. It is certain that 
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5) Dealers tell me 


By John O. Munn 








the new dealer’s overhead will be 
much greater. 

And the trading of used cars, 
once we come into a keenly com- 
petitive market, will be just as 
vicious. 

* * * 


No Dealer Security 

OWEVER, in discussing the 

present contract the necessity 
for a change that more adequately 
recognizes the dealer risk is not 
altogether based upon dealer can- 
cellations as much as the fact that 
the clause that provides cancella- 
tion without cause effects the deal- 
ers who remain in business more 
importantly than the dealers who 
have passed out of the picture. 

Because of this cancellation 
clause, dealers have forever been 
faced with situations in which fac- 
tory representatives administrate 
the relationship between factory 
and dealer on the basis of “You do 
it or else.” The “or else” means, of 
course, the cancellation of the con- 
tract. 

In urging the necessity for a 
permanent franchise it is not 
done on account of my interest 
in the dealer only but in the in- 
terest of the manufacturer and 
the automobile owner as _ well. 
With 52,000,000 owners and this 
number increasing each year, a 
larger investment is required by 
automobile dealers to take proper 
care of these owners. 

The policy of an automobile deal- 
ership now must be to embrace 
investments and build organiza- 
tions to take care of these owners 
properly if the industry is to ne- 
glect no opportunity for expansion. 
Dealer policy can no longer be 
predicated alone on the selling of 
new cars. 

Of course, the factory only makes 
money when new cars are sold. 
While factories are very much in- 
terested in the service picture, still 
factory executives’ success is meas- 
ured entirely by the movement of 
new cars; hence, policies must be 
administrated from that stand- 
point. 

* cd * 


Trade Must Demand It 
ACTORIES have maintained 
their relationships with dealers 

on the basis of the present type of 

contract for 50 years, Naturally 
factories will continue with the 

Present contract unless some 

greater influence is brought to bear 

than now is being exerted by 
dealers. 

Since the war the discussion of 
contracts has been academic be- 
cause there was a waiting market 
for all cars that could be built and 
profits rolled in. But with the steel 
strike in the past, production to 
exceed the market is looming up 
for the future. 

Of course, factories in the ag- 
gregate know how many new 
cars the market will absorb. In- 
dividually they can’t let down 
and lose registrations to another 
maker who continues building 
even though he knows that over- 
supplying the market will wreck 

dealer investments. 

But there never will be a change 
in the factory contract until more 
dealers become interested and ad- 
vocate the change. More than that, 
dealers must get together and unite 
on the type of contract that would 
work out to the mutual long-term 
advantage of the entire industry. 

This getting together is a long- 
time project because opinions have 
to be united so that dealers can 
use their effort unitedly. Any di- 
vision of opinion will prolong the 
birth of a better contract. 
Leaders of dealer associations 
can’t get ahead of the thinking of 
the dealers they attempt to lead. 
They must of necessity wait until 

the dealer’s thinking catches up 

with them. 
* * * 
Process of Evolution 


N SOME respects it can be lik- 

ened to the situation when our 

government was formed. After the 
(See MUNN, Page 70, Col. 1) 





| With Help of Smaller Cars in First Half . . . 


| 

By Sam Sampson 
Staff Writer 
| NJEW smaller cars helped their 
+‘ makers gain larger shares of 
total market during the first six 
|}months of this year, according to 
| AUTOMOTIVE News tabulations based 
on registration figures through 
June. 

The so-called independent mak- 
ers increased their share of the 
market, as compared with that of 
the Big Three, by 1.78 percent 
from 1951 to 1952. 

Against sales figures for the same 
period a year ago, Nash showed the 
greatest gain this year with an in- 
crease of 0.99 percent. It is felt that 
some part of this may be due to 
higher sales of the Rambler models. 

Willys, which brought out the 
Aero cars this year, benefitted 


from an increase of 0.33 percent 
over the first half of last year. 


| A 0.06 percent increase in Austins 
and a 0.19 percent hike in the 
shares of miscellaneous cars, which 
|include the smaller foreign models, 
| also bore out this trend. 
+ Bd * 

bp mmy the Big Three, Chrysler 
Corp. was the only one to re- 
ceive a better proportion of the 
market. The corporation’s gain of 
0.6 percent reflected an increase in 
all divisions except Chrysler, which 
was off 0.23 percent. 

General Motors was the biggest 
loser. Its aggregate was 1.32 per- 
cent lower than the ’51 share. All 
GM divisions were down except 
Cadillac, which rose 0.13 percent. 

Ford Motor Co. lost 1.06 per- 
cent. Ford and Mercury cars fell 

















How They Fared... 
New-Car Sales by Makes 
° ' 1 
For (First Half) '52-'51 
Total Percent Total Percent Change in 
Sales Share of Sales Share of Share of 
Ist Half 1952 Ist Half 1951 Market 
1952 Sales 1951 Sales (Pct. Pts.) 
CHRYSLER CORP. ... 475,497 22.22 607,232 21.62 + .60 
Chrysler _.......... a 61,518 2.87 87,079 3.10 — .23 
DeSoto 47,608 2.23 58,778 2.09 + .14 
Dodge ... socstuislvs tess, 6.12 157,978 5.63 + .49 
Plymouth ...................._ 285,855 11.00 303,397 10.80 + .20 
FORD MOTOR CO. .... 456,986 21.35 629,270 22.41 —1.06 
Ee veces SFA 847 16.58 487,186 17.35 — .77 
Lincoln 12,476 58 13,710 49 + .09 
Mercury .. a 4.19 128,374 457 — 38 
GENERAL MOTO 898,209 41.97 1,215,832 43.29 —1.32 
Ee 161,469 7.54 221,061 7.37 — .33 
ID odeccsscscsesscedeexsiun 42,017 1.96 51,356 1.83 13 
Chevrolet. _.................... 446,136 20.85 605,602 21.56 — .71 
Oldsmobile .................. 118,770 5.32 153,013 5.45 — .13 
Poentine .......................... 134,817 6.30 184,800 6.58 — .28 
KAISER-FRAZER. ..... 38,021 1.78 61,766 2.20 — .42 
Frazer ..... Bisa: cakGonys, aiaeene aaa maa Ti deeds < deta 
ge _ SEES notre 17,486 83 30,318 1.10 — .27 
Allstate 738 Fae dant ae 
Kaiser ...... een 19,797 92 30,948 110 — .18 
BRITISH FORD 1,805 a. . see a 
I incite hinsinnn 2,523 12 1,755 06 + .06 
CROSLEY 1,875 .09 3,076 ll — 02 
RINT Sissicacycsscisicdescnts 40,369 1.89 57,612 2.05 — .16 
ere 72,256 3.38 67,061 2.39 + .99 
PACKARD 35,309 1.65 36,597 130 + .35 
STUDEBAKER 89,758 4.19 105,626 3.76 + .43 
WILLYS ...... oe 17,724 83 14,019 50 + .33 
MISCELLANEOUS , 9,543 45 7,267 26 + .19 
TOTAL. ............ .2,139,875 100.00 2,808,586 100.00 
—Automotive News compilations from R. L. Polk & Co. Data. 








GREENVILLE, S. C.—The South 
Carolina Automobile Dealers Assn. 
honored the state’s best teen-age 
drivers at a banquet here following 
the statewide Road-E-O safe-driv- 
ing contest. 

Speakers paid tribute to the win- 
ner of the competition, 19-year-old 
J. P. Long, of Greenwood, whose 
prizes included an expenses-paid 
trip to Washington late in August 
to compete in the national Road- 
E-O contest. 

All participants in the contest 
were guests of SCADA at the 
awards banquet. Other honor 
guests included Claude R. McMil- 
lan, South Carolina chief highway 
commissioner; Robert A. Jolley jr., 
president of the state junior cham- 
ber of commerce; Greenville city 
officials, and highway patrol and 
police traffic officers. 

Among the speakers were SCADA 
President W. C. Hamilton, of Con- 
way, and SCADA Safety Director 





Davis to Assist Crowl 
In North Calif. Groups 


SAN FRANCISCO. — Richard H. 
Davis has been appointed assistant 
to Amos T. Crowl, manager of the 
San Francisco and Northern Cali- 
fornia Motor Car Dealers Assns. 
Davis also will serve as field rep- 
resentative for the two organiza- 
tions. 

Davis, a native Californian, for- 
merly was with Shell Oil Co. as a 
dealer salesman. He has worked as 
a field representative trainee and 
business analyst for Ford at Rich- 
mond, Calif. 





S. Carolina Dealers Honor 
Teen-Age Driver Champs 


J. A. Cochran, of Chester. Also rep- 
resenting the association were Ella 
W. Ford, executive secretary, and 
A. H. Easterby, a director of 
NADA. 


The driving contest was spon- 
sored by the South Carolina junior 
chamber of commerce in coopera- 
tion with SCADA, the state high- 
way patrol, the Greenville police 


department and Liberty Mutual In- 
surance Co, 





_ Independents Up Sales Share 


off, but Lincoln rose 0.09 percent. 

By makes, the following cars 
gained in the first-half market: 
Nash (0.99 percent); Dodge (0.49); 
Studebaker (0.43); Packard (0.35); 
Willys (0.33); Plymouth (0.20; De- 
Soto (0.14); Cadillac (0.13); Lincoln 
(0.09); Austin (0.06); British Ford 
and Allstate (each 0.03). 


* s a7 
OSERS in the first half were: 
Ford (0.77); Chevrolet (0.71); 


Mercury (0.38); Buick (0.33); Pon- 
tiac (0.28); Henry J (0.27); Chrysler 
(0.23); Kaiser (0.18); Hudson (0.16); 
Oldsmobile (0.13), and Crosley 
(0.02). 

The tabulation showed that GM 
accounted for 41.97 percent of the 
total first-half market; Ford Mo- 
tor Co., 21.35 percent, and Chrys- 
ler Corp., 22.22 percent, The Big 
Three total represented 85.54 per- 
cent of the market. 


Figures for the similar period a 
year earlier showed GM taking 
43.29 percent of the market; Ford 
Motor Co., 22.41 percent, and Chrys- 
ler, 21.62 percent, for a combined 
total of 87.32 percent. 

* * * 
CCORDING to R. L. Polk & Co. 
statistical house, 898,209 GM 
cars were sold during the first half, 
475,497 Chrysler Corp. cars and 
456,986 Ford Motor Co. cars. 

First in sales for the independ- 
ents was Studebaker, with 89,758 
registrations so far this year. Nash 
was second, with 72,256 cars regis- 
tered, Hudson third with 40,369, and 
K-F fourth with 38,021 cars sold 
this year, including the Henry J 
and Allstate models. 


Search Is Started 
For ‘Brand Name’ 
Dealer of 1952 


NEW YORK.—The search is on 
for the auto dealer who this year 
is most effectively presenting the 
story of the pride, value and re- 
sponsibility back of manufacturers’ 
advertised brands in its advertising 
and promotion. 

This dealer will receive the cov- 
eted “retailer-of-the-year” plaque 
before 2,000 leading business execu- 
tives on Brand Names Day—1953, 
at the Waldorf-Astoria hotel. 

Henry E. Abt, president of Brand 
Names Foundation, said that the 
plaque and four “certificates of 
distinction” will be presented to five 
top firms in the automotive field 
and in each of 21 other fields. 

Last year’s award in the automo- 
tive field brought national publicity 
to Monarch Buick Co., Inc., New 
York and “certificate of distinction” 
awards to Grand River Chevrolet 
Co., Detroit; O’Daniel Ranes, Inc., 
Evansville, Ind.; Masters Pontiac 
Co., Inc., Long Beach, Calif., and 
Crawford Motor Co. Benton, 
Arkansas, 

Dealers can obtain entry forms 
and an informational kit from the 
Foundation’s offices at 37 W. 57th 
St., New York 19. 











Road-E-O Winners Get Their Awards— 


Among guests at the awards banquet sponsored by the South Carolina Automobile 
Dealers Assn. in Greenville were (from left) W. C. Hamilton, of Conway, SCADA presi- 
dent; J. A. Cochran, of Chester, safety director; J. P. Long, of Greenwood, first-place 
winner in the state Rod-E-O contest; Ted Robinson, of Rock Hill, second-place winner; 
Bill Davenport, of Spartanburg, third-place winner; Robert Jolley jr., of Greenville, 
president of the South Carolina junior ch 


ber of ¢ ce, and Paul Barrett, of 








Greenville, president of the Greenville ivgior chamber. 
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Capsule Comment 


Auto production is moving up again, with the likelihood 
that it will reach pre-strike levels before the end of the 
month. 

For many dealers, this will represent the end of the 
new-car drought. For others, it will represent the re- 
newal of a sales problem. Will your sales organization 
be ready for it? 

* * 

Industry has been getting a lot of advice lately on how to 
design cars. Some want ’em smaller, some want the driver 
pushed out in front. 

It is interesting to note that nearly all of the changes 
critics want are available on cars on the American mar- 
ket—either on American-built or foreign-built cars. The 
American makers watch what people buy the most of. 
Funny thing is that what the public buys most of is not 
what the critics say they should. 


* * * 


According to the Inter-Industry Safety Committee, what 
the safety movement needs are whistle-stop leaders. 
There is plenty of room in the safety campaign for 
all dealers. Are you in? 


* * * 


Used-car market appears to be sliding a bit, and dealers 
are being more selective in their buying. 

Which means that the customers are picking and 

choosing, too. 
* * * 
The FBI is reported to be preparing to step up its drive 
on car thieves. 

Dealers can help slow up the movement of stolen cars 
by taking more time to check a car and its papers. This 
would pay off, for dealers take the rap for stolen cars 
many times during the year. 


* * * 


The planners sneered last winter when auto makers told 
them materials would be running out of the nation’s ears 
by mid-summer. 

Here it is mid-summer, and we wonder if those birds 
knew this steel strike was coming. “Course a lot of 
people think those birds helped it come. 








Auto 
Forum Si mwa 


“Anyway, they won’t be sent | 





to Siberia if they come in second 
place.” — Gov. Dewey, referring 
to U. S. athletes at the Olympics 
in Helsinki. 

* * * 


TV Dilemma 


Columnist Robert Ruark: “I 
see only one way out, if TV is 
here to stay. Everybody must 
be rehearsed, at all times, to 
look his best, keep his best 
profile in the general direction 
of the camera, drink mildly, 
swear not, scratch not, cease 
chewing tobacco, remain aloof 
from evil companionship and 
dwell constantly on truth.” 





* * * 


Vice Versa Consumption 

“Tt is interesting to note that 
in many localities where coal is 
gradually being replaced by 
other fuels for home heating, 
the same coal is coming back 
through wires into these homes 
in increasing volume, as_ the 
householder expands his use of 
electrical energy.” — George 
Love, president, Pittsburgh Con- 
solidation Coal Co. 

















* * * 


Blindfold Needed? 


“The low - mentality motor- 
ist, once he is taugh to drive 
properly, will not deviate from 
what he has learned. The 
higher mentality is inclined to 
experiment and also to think 
about other things, to the 
detriment of his driving. Sim- 


n 
. grates Nise! 

ee HOW Ya 
weet” LIKE IT, 
SUCKERS? 





ilarly, the person with extra- 
ordinary vision is handicapped 
in driving by his keen sight.” 
—James Stannard Baker, di- 
rector of research and devel- 
opment for Northwestern’s 
traffic institute. 


* * * 


Important Guy 
“The man of the hour in 

















this election will be the inde- 
pendent voter—an amorphous, 


Letterbox 








inscrutable and undependable 
sort of fellow, who may or 
may not take the trouble to 
go to the polls at all, and who, 
if he does, may not decide for 
whom he is going to vote un- 
til he gets inside the voting 
booth.” — Cabell Phillips in 





‘Help Wanted .... 7 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








New Times. 


All the Makes 

I have been in the automobile 
industry since 1912, with General 
Motors, Nash, and as a dealer. 

As a Nash dealer in Passaic, 
N. J., in 1946, I received a booklet 
covering all makes of cars pro- 
duced during the past 15 years. 


* * * 


With federal taxes—both cor- 
porate and personal—running at 
or near record levels, the more 
public attention this subject re- 
ceives, the more likely it is 
that some relief may be forth- 
coming from Congress. — The 


Exchange. I loaned the booklet to a car 
* * # dealer and it was lost. I prized this 
book highly, and would give most 

Indispensable anything to get a replacement. 


“Fifty million adults in car- 
owning households depend on 
passenger cars daily. Nine mil- 
lion adults in non-car-owning 
households also use cars dai- 
ly.”—Automobile Manufactur- 
ers Assn. 


Can you help? —F. K.LosTerMan, 
Greenfield Center, N. J. 
Epriror’s Note: Can anyone help 


Mr. Klosterman? 
* * *~ 


For Handicapped 

Can you give me the name of a 
manufacturer of attachments for 
installation on Studebaker cars 
(with automatic transmission) to 
enable a legless man to operate an 
automobile? — HersHet Forp, Flor- 
ence Motors (Studebaker), Flor- 
ence, Ala. 

Eprror’s Nore: Stewart Mfg. & 
Hobby Shop, 18201 Van Owen S8t., 
Reseda, Calif., manufactures a 





* * 


“Your customer is not an 
incident in your business life 
—he IS your business life.”’— 
E. B. Wess in Printers’ Ink. 


* * * 


Those individuals and fam- 
ilies who get into the red can- 
not see a green light ahead.— 
B. C. Forbes. 














10 Years Ago... 


The Big Story 


Further liberalization was in sight for medium and higher-priced 
cars under OPA’s new-car rationing regulations. The plan was to 
add new classifications of eligibles for these types of cars... Exten- 
sion of gasoline rationing to Ohio, Michigan, Indiana and Illinois, 
probably in September, was foreseen by petroleum industry sources. 
Included also would be 80 counties bordering the eastern rationing 
area ... It’s practical—and saves gasoline—to run cars by using 


only half their cylinders, Sun Oil Co. said. 
—From the files of Automotive News. 














hand-controlled device, which is 
mounted on the steering wheel of 
any make car, and retails at 
$97.50. 

Another maker of equipment 
for the handicapped is Brakes, 
Inc., 585 W. 35th St., New York 
City. This too, is hand-operated 
and retails at $49.50. 


* * * 


Plastic Body 

Many weeks ago, I read an arti- 
cle in Automotive News regarding 
a plastic or fiberglass sports body 
being developed and subsequently 
to be produced. 

Where may I get further in- 
formation as to price, etc?—Lesur 
Lecum, Park Circle Motor Co., 
(Chevrolet), Baltimore. 

Epitor’s Note: Write W. G. 
Kole, manager, Ferro Corp., 4150 
E. 56th St., Cleveland. 


* * * 


Scripps-Booth 


Can you give me the year Scripps- 
Booth cars were introduced, and 
the last year that the car was 
made?—D. S. Parkuurst, Stillwater 
Mfg. Co., Stillwater, Minn. 

Eprror’s Nore: The Scripps- 
Booth automobile company was 
incorporated in 1913, and the first 
cars were produced in 1914. Pro- 
duction of the car ended abruptly 
in 1922. 


om . * 
Statistics 
Will you suggest a statistical 
source for new-car production 


figures by years, and a breakdown 
of makes during the past 15 years? 
—Lester R. GueNntHeR, Warrens- 
burg, Miss. 

Eprror’s Note: Automotives News 
1952 Almanac, pages 14 and 24. 
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An Outstanding Line of 
PASSENGER CARS 


pls 


UTILITY VEHICLES 
for a Wide Range of Fields 
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The Willys line gives a dealer more than broad 
market coverage—he has year ’round coverage as 


Broad Market Coverage- | 

| YEAR-ROUND BUSINESS | 
for WILLPS DEALERS 

— A REAL OPPORTUNITY FOR MEN WHO QUALIFY | 


well. When passenger-car sales have their usual 
seasonal slumps, the widely-useful Willys utility 
vehicles take up the slack. For example, Willys 4- 
Wheel-Drive vehicles sell best when the weather is 
worst. With a line so diversified—and exclusive in 
many fields—the Willys Franchise offers an excep- 
tional opportunity for a qualified, ambitious deal- 
er. The number of open points are limited—get 
complete details now. 


General Sales Manager 


Willys-Overland Motors, Inc. 
Toledo 1, Ohio 





Without obligation, please have a representative call and 
give me full information about the Willys Franchise. 


Name 





Address 





City & State. 





Business Position 




















6 





AUTOMOTIVE NEWS, AUGUST 18, 1952 








5 Shortcomings Cited .. . 





SAE Urged to Work 
On Truck Design 


SAN FRANCISCO.— Much re- 
mains to be accomplished in the 
field of truck design, the national 
West Coast meeting of the Society 
of Automotive Engineers was told 
here last week. 

Five basic needs and a recipe 
for a “model” unit were discussed 
by W. P. Davis, of Associate 
Transport, Inc., New York. 

Davis listed the following as the 
five “basic problems” of intercity 
common carriers: 

1. Uniformity in ICC and state 
regulations on load and length. 

2. The need to increase cubic 
capacity in tractor and semi-trailer 
combinations. 

3. The need “for high capacity, 
durable and lighter weight equip- 
ment than is now generally avail- 
able to the industry.” 

4. Maintaining equipment with 
greater durability at lower cost. 

5. Safer features and equipment. 
He called for development of a 

“flexible” three axle power unit not 
exceeding 10,000 or 12,000 pounds in 
weight, with approximately 200 
horsepower available on loads up to 
60,000 pounds. 

The speaker recommended adop- 
tion of the AASHO proposals on 
truck length and bridge formula in 
states with more restrictive laws. 
This plan affects concentration of 
weight and is designed to reduce 
damage to highways and bridges. 

“This,” Davis said, “would per- 


Packard Adds 
Hotpoint’s Behnke, 
Ups Brownell 


DETROIT.—Packard has elected 
two vice-presidents to head newly- 
grouped management functions in 
procurement and industrial rela- 
tions. They are Albert H. Behnke 








A. H. Behnke 


Cc. W. Brownell 


of Chicago, who has been with 
General Electric’s Hotpoint division 
in materials procurement for more 
than 20 years, and C. Wayne 
Brownell, who has been promoted 
from the position of manager of 
industrial relations at Packard, 
Behnke is widely known in the 
metals industry. At Hotpoint he 
worked with Packard President 
James J. Nance and Fred J. Wal- 
ters, marketing vice-president. 
Election of Brownell as a vice- 
president gives top management 
status to the industrial relations 
department, Nance stated. He will 
be responsible for all policies and 
planning of the company’s indus- 
trial and employe relations. 
Brownell has been with Packard 
since 1944, when he joined the 
company as legal advisor and per- 
sonnel manager. He is an attorney. 





Sen. Ives Speech. 


For N.Y. Meeting 


ALBANY, N. Y.—Sen. Irving M. 
Ives, New York Republican, will be 
the principal speaker at the con- 
vention Sept. 14-16 of the New 
York State Automobile Dealers 
Assn., it is anounced by Bob Pur- 
cell, chairman of the convention 
committee. 

Ives will speak on the Tuesday 
afternoon of the convention. Toast- 
master at the annual banquet Tues- 
day evening will be Red Motley, 
noted as an after-dinner speaker. 

Purcell said that an elaborate 
clambake had been arranged to 
follow the Monday afternoon busi- 
ness session. It will be held at the 
Syracuse yacht and country club. 





mit manufacturers to eliminate 
some of the models they must 
now engineer and manufacture, 
and permit them to utilize their 
facilities to improve vehicle de- 
sign requirements further.” 


One way to obtain more cubic 
capacity, he said, would be to re- 
duce wasted space, such as that be- 
tween the radiator core and the 
radiator grille, and bettwen the 
grille and the front bumper. He ad- 
vised a ceiling of 102 inches on the 
front-of-bumper to back-of-cab di- 
mension in conventional type trac- 
tors. He was critical of “excessive” 
front-of-bumper to centerline-of- 
front-axle dimensions. 


Davis suggested a ratio of one- 
third between tractor and semi- 
trailer unladen weight and gross 
load. He declared that tractor 
builders “should try to save weight 
everywhere, and think always of 
the need to reduce the weight of 
each component part used in the 
vehicle.” 


Willys Smashes 
All Sales Records 


In 3 Quarters 


TOLEDO. — Willys - Overland 
Thursday reported for the nine 
months ended June 30 net income 
of $5,192,963, equal to $1.73 a com- 
mon share on record sales of $234,- 
499,146. 

The per-share profit was 60 per- 
cent higher than the $1.08 figure 
for the same period last year, with 
2,795,704 common shares outstand- 
ing in both periods. Sales were up 
50 percent over last year’s $156,- 
733,088. 

Volume for the nine months not 
only far surpassed that of any com- 
parable period, but also was well 
ahead of any previous full year of 
the company’s history, President 
Ward M. Canaday pointed out in a 
letter to stockholders. Civilian sales 
continued to lead military in both 
the nine months and the June 
quarter, with the new Aero Willys 
cars contributing materially to the 
overall gain this year, he said. 











handy 6 to Greet Delegates— 


16-18 convention of the National Used-Car Dealers 
Assn. are these members of the Cleveland Used-Car Dealers Assn. Standing, left to 
right: Mark Durschlag, Manny Weiser, Charles Lazzaro, Sam Newman, Norton Comp, 
Ben Hart, Larry Skall, and Harry Halpert. Seated, left to right: Mort Venig, Irv Rubin 


Planning for the coming Oct. 


and Max Freedman. 








Ward’s Banker Acquitted; 
Ex-Dealer Asks Retrial 


By Ira R. Alexander 
Staff Correspondent 

DENVER.—Lester W. Hall was 
acquitted in Denver district court 
last week of four charges of help- 
ing Fred Ward defraud a local in- 
vestment company of $100,000. The 
jury was out four hours. 

Hall had been charged with con- 
spiring with Ward, bankrupt Hud- 
son distributor, and the Ward audi- 
tor, Mervyn L. McCarthy, to de- 
fraud J. K. Mullen Corp. of $100,- 
000 in a loan made to Ward. 


Hall was described both as 
“corrupt” and as “innocent” in 
closing arguments as his five- 
week-old trial came to an end. 
The prosecution charged that 
Hall “knowingly” helped Ward 
defraud the Mullen concern while 
he was vice-president of the U. S. 
National Bank. The defense con- 
tended that Hall was just another 
of Ward’s victims. 

Meanwhile, attorneys for Ward 
told Denver district court that 


Ward was “put in jeopardy twice. 


and twice tried by the same evi- 
dence” in his two criminal trials— 
the first time being acquitted and 
the second time, convicted. 

The law firm of Dickerson, Mor- 
rissey & Zarlengo moved that Judge 
Joseph J. Walsh order a new trial 
for Ward on the basis of this and 
28 other alleged errors made by the 
court during the second trial, which 
ended in a guilty verdict against 
Ward June 7. 

Ward was convicted of defraud- 





Used-Car Bulletin from Detroit .. . 





Aug. 13 


(Sales very fast. Sold 57 units out 
of 85 offerings.) 

BUICK—’51 Special Riviera, $2,080. °49 
RM 2-dr., $1,290*; 4-dr., 1,110*, °47 
Special 4- ‘ar., $620. 

CHEVROLET — '52 SL Deluxe 2-dr., 
$2,065*. '51 SL Deluxe 2-dr., $1,290. 
‘50 Bel-Air, $1,510*; SL Deluxe 4-dr., 
$1,170, $1,250. '49 conv., $1,020. °47 
FL Special 2-dr., $630. 

CHRYSLER—’49 Windsor club coupe, 
$1,215°. 

DeSOTO—'51 Ye conv. 
’49 conv., $1,19 

DODGE—’51 reid club coupe, $1,- 
690*. °46 Custom 4-dr., $520, $625. 
°41 2-dr., $230. 

FORD—’52 Custom (8) 4-dr., 
"51 %-ton pickup, $730. '49 station- 
wagon, $975. '48 conv., $740; %-ton 
panel, $510. '47 stationwagon, $535. 

FRAZER—’48 Manhattan 4-dr., $410. 

HUDSON — ’48 Commodore (8) 4-dr., 


$2,020*. 


$2,275". 


$675. °46 Super (6) 4-dr., $255. 
KAISER—'52 4-dr., $2,365*. '51 4-dr., 
$1,250. ‘49 4-dr., $590. °47 4-dr., 


$380, 2 at $250. 
MERCURY—’50 2-dr., $1,240. '49 2-dr., 

$1,025; club coupe, $1,090. 
NASH—’51 Rambler, $1,380. '50 States- 

man 4-dr., $825, $970, $975. 
OLDSMOBILE — °47 (76) 2-dr., 


$635. 
PACKARD—’48 4- dr., $740. 
PLYMOUTH—’52 Cambridge 4-dr., 
725. '51 Cambridge club coupe, §$1,- 
345; 4-dr., $1,350. '47 4-dr., 
PONTIAC—'52 Catalina, $2,750*; 
tain (8) 2-dr., $2,275*. '50 Chieftain 
* $1,560". '49 SL (8) 2- dr., 
$1,070; 4-dr., $1, 
STUDEBAKER — ‘48 ‘Champion conv., 
$625. 


$610, 


$1,- 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 





*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 54-56 


Aug. 6 
(Sale was fast, but not enough 
clean cars. Sold 54 units out of 81 
offerings.) 


BUICK—’50 yor 2-dr., $1,240. °49 
RM conv., $1,3 
CADILLAC —’48 (62) 2-dr., $1,380*. 


CHEVROLET — '51 SL Deluxe club 
coupe, $1,325. '50 SL Deluxe 2-dr., 
$1,060; club coupe, $1,210. ‘49 FIL 
Special 4-dr., $860; SL Deluxe 2-dr., 
$950. '46 SM 2- dr., $270. 

DeSOTO—’'49 Custom 4-dr., $1,245*. 

DODGE—’50 Wayfarer 2- dr., $880. '49 
Coronet club coupe, $870. 48 Custom 
4-dr., $660. ’47 Custom 4-dr., $705. 

FORD——'52 Victoria, $2,575*. 
luxe (8) 4-dr., $1,555*; conv., 
805*; Victoria, $1,775*. °'49 Deluxe 
aaa $825, $940; stationwagon, 


FRAZER—'49 4-dr., $725*. 
HUDSON — '50 Commodore (8) 4-dr., 


$1,145. ‘48 Super (8) 4-dr. $635. 
"47 Super (6) 2-dr., $325. 46 Super 
(6) 2-dr., $275. 

— "52 4-dr., $2,400*. 47 4-dr., 


$27 
LINCOLN—'49 club coupe, $1,150*. 
MERCURY — ’51 club coupe, $1,700*. 
47 4-dr., $520. °46 2-dr., $500 
NASH—’50 Statesman 4 -dr., $890. 
OLDSMOBILE — '51 (88) club coupe, 
$2,190*. ’50 (S88) 2-dr., $1,565"; 
4-dr., $1,510. ’49 (98) conv. $1,105*. 
"48 (98) conv., $1,105*; 4-dr., $900*. 
46 (66) 2-dr., $350. 
PLYMOUTH—’52 Cambridge 4-dr., $1,- 
850. '49 stationwagon, $1,105. '48 
SD 4-dr., $705. °'47 SD conv., $725. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,- 
9: 6 -, $1, 315; sL 
'47 SL (8) 2-dr., 
$565, | 


10. 
WILLYS—'49 %-ton panel, $415. 
MISCELLANEOUS — ’48 International 
1%-ton van, $405. 











ing Mullen of $100,000. Ward has 
not been sentenced, pending out- 
come of this motion and possible 
appeal to the state supreme court, 
and he is free on bond. 

William E. Doyle, chief deputy 
district attorney, charged in the 
trial “a web of evidence tied Hall 
to Fred Ward, who was the 
greatest con man to hit Denver 
in years.” Doyle declared that 
“this entire Fred Ward business 
could not have been pulled off 
without the help of a bank offi- 
cer’s manipulation.” 

The prosecutor said the state’s 
testimony showed Hall “was cor- 
rupted, not duped,” by Ward. He 
charged that the ex-banker knew 
Ward’s entire business was near 
collapse long before the actual 
crash last summer, and that Hall 
actively helped Ward swindle the 
Mullen company in an effort to 
keep Ward going. 

Doyle accused Hall of giving 
“special treatment” to Ward's 
bank account and of failure to give 
Waller C, Brinker, vice-president of 
the Mullen corporation, an accurate 
picture of Ward’s financial affairs. 

Robert D. Charlton, one of Hall’s 
attorneys, declared that there was 
not one syllable of evidence linking 
Hall with any crime. He told the 
jurors that “the prosecution wants 
you to convict Mr. Hall on con- 
jecture and suspicion.” 





Kentucky Parley 
To Hear Gould 
And Farrington 


LOUISVILLE.—Activities de- 
signed to make it a “streamlined, 
businessman’s convention” have 
been announced for the Kentucky 
Automobile Dealers Assn, gathering 
to be held Sept. 14-16 at du Pont 
lodge in Cumberland Falls state 
park. 

General Chairman Paul Dex- 
heimer, of Somerset, said that Her- 
bert M. Gould, of Detroit, general 
manager of the Motors Holding 
division of General Motors, would 
address the convention on “How 
Dealers Can Earn Maximum 
Profit.” 

A Washington report will be de- 
livered by Charles J. Farrington, 
legislative counselor and assistant 
to the president of NADA, and a 
newspaperman’s viewpoint will be 
voiced by Sam Adkins, Sunday edi- 
tor of the Lowisville Courier-Jour- 
nal, 


Industry forums will be con- 
ducted by Joseph E. O’Daniel, of 
O’Daniel Raines, Inc. (Oldsmobile), 
Evansville, Ind.; Fred M. Sutter, of 
Frederick M. Sutter, Inc. (Dodge- 
Plymouth), Columbus, Ind.; Turner 
A. Summers, of Summers-Herr- 
mann, Inc. (Ford), Louisville; Ern- 
est Burwell, of Ernest Burwell, Inc. 
(Chevrolet), Spartanburg, S. C., and 
Walter J. Wilkins, of Norfolk Mo- 
tor Co. (Cadillac-Oldsmobile), Nor- 
folk, Va. 

An open discussion of Govern- 
ment regulations affecting auto 
dealers will be led by state and 
federal officials. 


@ Planning Begins 
For Cleveland 


NUCDA Parley 


CLEVELAND. — Key talks 
problems affecting the used-car 
business will highlight the three- 
day annual convention of the Na- 
tional Used Car Dealers Assn. to 
be held here in the Hotel Hollen- 
den, Oct. 16-18. 

Approximately 500 persons are 
expected to participate in discus- 
sions of “Government Regulation 
of Small Business,” “Public Rela- 
tions and Advertising in the Used- 
Car Business,” “Proper Auto Fi- 
nancing Procedures” and “Indus- 
try Relations Between Manufactur- 
ers and Used Car Dealers.” 


Seven committees have been 
named to coordinate the Cleveland 
convention by Irv Rubin, president 
of the Cleveland Used Car Dealers 
Assn. Committee chairmen for the 
sixth annual get-together include 
Mort Venig, co-chairman; Max 
Freedman and Mark Durschlag, 
program; Harry Halpert and Ben 
Hart, finance and_ registration; 
Sam Newman and John Chicker, 
welcoming and hospitality; Charles 
Lazzaro and Cy Bornstein, enter- 
tainment and banquet; Ruth Rubin 
and Annette Venig, ladies enter- 
tainment, and Seymour Terrell, 
convention coordinator. 


National officers of the Associa- 
tion are James C. Downing, presi- 
dent; Ray Hayward, first vice- 
president; Jack Geller, secretary, 
and Cyrus S, Gordon, treasurer. 

Walter Wilson, Dallas, is honor- 
ary president and Margaret Corell 
is executive secretary. National of- 
ficers are at 918 Penobscot Bldg., 
Detroit. 


Lloyd, M’Farland 
To Address Ga. 
Parley Sept. 6-8 


ATLANTA. — The Georgia Auto- 
mobile Dealers Assn. three-day 
convention opens Sept. 6 at the 
General Oglethorpe hotel, Savan- 
nah, it is announced, 

The convention opens on a Sat- 
urday this year at the request of 
the membership. A record atten- 
dance is expected. 

Principal speakers will include 
J. Saxton Lloyd, president of 
NADA; Gov. Herman Talmadge, 
and Dr. Kenneth McFarland, edu- 
cational consultant of General 
Motors. 

In addition there will be special 
entertainment for the ladies and 
the annual banquet and ball on the 
last evening of the convention, Hix 
Green, GADA president, said. 


on 








Service Managers Meet 

Mel Nelson, service manager of 
Glenn E. Thomas Co. (Dodge- 
Plymouth), Long Beach, Calif., re- 
ports that members of the Dodge- 
Plymouth dealers parts and service 
managers club are now holding 
monthly meetings. 





Dri-Charged Battery— 


A new dri-charged battery that can be 
manufactured, shipped, warehoused and 
delivered in a dry state to the customer 
has been developed by Firestone Tire & 
Rubber Co. and now is available in Mich- 
igan, according to A. N. Stuart, Detroit 
district manager. Demonstrating the pro- 
cess of energizing a dri-charged battery 
are A. N. Stuart (left) and O. E. Brehm, 
battery sales department, of Firestone, 





Detroit. 
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Record Breaking Crowd Applauds 


Chevrolet Dealers and Co-Sponsors 
Celebrate 15 Years of Constructive Activity 
for American Boys 


The greatest Soap Box Derby of them 
all is over! But the cheers of the crowd... 
the thrills . . . the excitement . . . the dis- 
play of sportsmanship at its very best... . 
will linger long in the hearts of those who 
saw and participated in the 154 home- 
town events and the spectacular All- 
American Soap Box Derby, Derby Downs, 
Akron, Ohio, August 10, 1952. 












This was the largest Soap Box Derby in 
history . . . planned that way in every 
detail! Chevrolet dealers, co-sponsoring 
newspapers, civic groups and clubs have 
developed this great community project 
into a national institution, which has just 
celebrated 15 years of constructive activity 
for American boys. Chevrolet Division of 
General Motors, Detroit 2, Michigan. 





T. H. Keating, General Manager of the 
Chevrolet Motor Division, congratulates 
All-American champion Joe Lunn of 





Thomasville, Georgia, representing Colum- ~ 
bus, Georgia, after presenting trophy, as 
the champ's mother looks on. 
The 15th annual All-American Soap Box 
Derby Championship Trophy. a , 
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City-by-City Reports .. . 





Dealers Eye Sales Future 


Epitor’s Note: Below are re- 
ports from correspondents who 
checked auto dealers in principal 
cities across the nation as to the 
sales outlook on new and used 
cars: 

+ + * 


Boston 

OST of the new-car dealers in 

the Boston area have kept 
themselves alive during the period 
of shortage caused by the steel 
strike through purchase and sale 
of used cars. Sales generally have 
been at or near ceiling prices, but 
competition among dealers for 
available cars has pushed whole- 
sale prices up to a point where 
retail profit margins have been 
narrow. 

Dealers right now are finding it 
hard to buy advantageously, and 
dwindling inventories of new cars 
naturally have not been bringing 
in enough good trades. With few 
exceptions, new-car stocks are 


down to rock bottom and only 
hard-to-sell models are still on the 
floor. 

Looking to the future, some 
dealers are thumping themselves 
on the chest and declaring that 
they will sell all the new cars the 
factories can ship them for the 
balance of the year. However, a 
more widespread opinion is that 
many customers who would have 
bought in July will back away in 
September. 

Some dealers ‘expect a loss of 
25 percent or more of the tentative 
orders now on the books, while 
others believe that closer shaving 
of profit margins will stimulate 
enough sales to make up in volume 
what they lose in unit profits. 

The feeling is general that fac- 
tories will make up for lost time 
with a production boom as soon as 
the flow of components from sup- 
pliers makes this possible, and that 
dealers will have to scramble to 





move all those cars ahead of new- 


model introductions.—(Harry Stan- 


ton.) 
* + * 


St. Louis 

ITH both new and used-car in- 

ventories at an extremely low 
|point in St. Louis, dealers found 
| trade none too brisk but were look- 
ling for a silver lining by Sept. 1, 
|when they hoped to have more 
ample stocks on hand. 

Although dealers were using tele- 
vision and radio in addition to 
newspaper ads to accelerate sales, 
they encountered a strong reluc- 
tance among potential buyers to 
place orders for future deliveries. 

In most lines, a few new cars 
still were av le, although 
some dealers had none at all. One 
dealer who sells both new and 
used cars had but 25 of the latter 
on hand as against an average 
of 75. There were small inven- 
tories of Cadillacs, Lincolns and 
Chryslers, but retail activity had 
not been lively for about a month. 

Used-car prices were holding 











DeSoto Convertible Carries Beauty Queen— 


This DeSoto Fire Dome Eight convertible was the official car in the Miss Lakes O' 
Monticello beauty parade held in Monticello, Ind. Driving the car is Jack Hopkins, of 
Hopkins & Winings (DeSoto-Plymouth), Monticello. Along with queen Trudy Golden 
in the back seat are Wilmer A. McClintic of Monticello and Gov. Henry F. Schricker 


of Indiana. 





about even. Used cars have been 
somewhat more active than new 
cars, but even in this department, 
buyers were hard to find, on the 
wholesale level as well as the re- 
tail. 

Part of the blame for the slug- 
gish local market was laid to em- 
ployment factors. There was a 30- 


















CHROME 


KEEP 


Amazing NEW 


a 
pitting, tarnish 


s 
metal finishes 


and sea air 


Factory-Bright/ 


prevents rust, corrosion, discoloration, 
preserves chrome and all other bright 
protects against road salts, water, smog 


dries crystal-clear—one application lasts 


indefinitely — will not chip or peel 


NOW! Sensational new Prexy Krome-Kote! Pro- 


tects and preserves all metal finishes . . . 
not for months. . 


weeks... 


not for 
. but indefinitely! 


Car chrome, boat trim, storm doors and storm win- 
dows, door hardware, brass, copper, silver ornaments 
and fixtures, door chimes and all other bright metal 
surfaces. Quick and easy to apply. Order Prexy 


Krome-Kote for your stock today! It sells faster 


because it’s highest quality 


PRODUCT 
GUARANTEED 
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POINT-OF-PURCHASE DISPLAYS! 


Roll up additional profits by providing 

a Krome-Kote service for your cus- 

tomers! Build extra business with this 

free, powerful display material. Cash 

in on a service your customers need 
..and WANT! 


Extra Money 


with Krome-Kote Service! 
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WINDOW STREAMERS! 
DIRECT MAIL MATERIAL! 













Allen Products Corporation 
20450 Sherwood Avenue 
Detroit 34, Michigan 


Name 


YOUR PROFIT..... 


... and priced right! 





LOOK WHAT YOU MAKE 
ON A DOZEN OVER-THE-COUNTER SALES! 


Retail Price ($1.00 a bottle). . .$12.00 
Dealer Cost (40% discount)...... 7.20 





Address 





City 





My jobber is. 


Zone__ State___ 





Please ship me 


([] Check enclosed 





dozen bottles of Prexy Krome- 
Kote, packed 12 to the box. 


[_] Bill me 


[_] Also include free window streamers, direct mail selling aids 
and point-of-purchase display material. 


—THE POPULAR PRICED BRAND 





day truck strike in St. Louis, and 
the steel walkout resulted in the 
closing of many plants, none of 
which expected to resume full op- 
eration until a continuous supply 
of the metal was assured. 


Although dealers reported that 
floor-play was at the lowest point 
in years, they hoped that with the 
return of new-car shipments and 
the end of the summer holidays, 
buying interest would be renewed. 

On every hand, however, the fear 
was expressed that factories, in an 
effort to regain lost production, 
were apt to overbuild current 
models and that many 1952 cars 
would remain unsold when the 
1953s put in their appearance. 

Shop business was at a level 
somewhat below that maintained 
through the spring and early sum- 
mer, but there still was a fair vol- 
ume, both in parts and service 
sales.—(Sam X. Hurst.) 

* oe * 


New York City 


UST prior to the end of the steel 

strike, the shortage situation 
among new-car dealers in all lines 
was becoming acute. Up to the 
present, no dealer feels that he 
has an adequate supply of cars on 
hand, but despite the shortage, 
dealers find that they must go out 
and push in order to make new- 
car sales. Customer resistance or 
reductance to buy still is prevalent. 

The same situation was true 
among used-car dealers. Several 
new-car dealers have entered the 
used-car market in a strong way 
since the steel strike, as a buffer 
against new-car shortages and as 
a way to maintain the salaries of 
their new-car salesmen. 

Prices on used cars have gone 
up as much as $200 in some lines, 
and dealers say that ceilings 
would have been reached on most 
late-model cars if the steel strike 
had continued another two weeks. 

Dealers predict that new cars will 
be coming at them in great volume 
soon, and they believe that they 
will really have to push to get rid 
of the cars the factories will be 
building. Except for those who are 
looking forward to new models in 
the next few months, most dealers 
feel that they will have a heavy 
cleanup operation on their hands 
at the end of the year.— (Ed 


Brown.) 
+ * = 


Atlanta 


| ie! RECENT weeks, Atlanta’s Big 
Three dealers had to get by with 
only occasional small shipments. 
Dealers in other lines have had 
cars at least part of the time, but 
below the usual number. 

The outlook is_ classified as 
“vague, with a lot of unknown 
factors.” The general feeling seems 
to be that there will not be enough 
cars for several months and that 
building up of inventories will be 
slow. 

Dealers in the more popular 
lines have waiting lists and, as a 
rule, are limiting the number of 
orders they will take. 

One dealer in a large make of 
car said, “The market is here for 
new cars when we can get them in 
quantity, but we will have to go 
after it. In spite of the steel strike, 
there are no waiting lists, but since 
the end of the strike, there defi- 
nitely has been more interest.” 

Many new-car dealers began buy- 
ing used cars when they foresaw 
that there would be a lack of new 
ones. They have had a good, strong 
market throughout the summer. 

On the whole, used-car dealers 
reported that their stocks had 
(Continued on Page 65, Col. 1) 
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Chrysler Announces 


New Air Cooler 


ETROIT.— Chrysler Corp. last 

week said it is now installing 
in some of its cars the “highest 
capacity air conditioning system 
yet developed” 
for passenger au- 
tomobile use. 

Several weeks 


Motors Corp. 
announced it 
will offer an air 
conditioner as 
optional equip- 
ment in 1953 
Cadillac and 
Oldsmobile cars. 

dames ©. Seder James C. Zeder, 
Chrysler vice-president of engineer- 
ing, said Chrysler’s new system is 
the result of research dating back 
to 1939. 


Out of that research, he said, has 





come an auto air conditioning sys- 





ago General 


;tem that insures adequate cooling 
| and dehumidification even when the 
| car is operating in traffic in scorch- 
| ing weather. He said the system 
| gives the “fastest cool-down” from 
| the time it is first turned on. 

| * oa * 

} ge? scsoy-wocke system, said Zeder, 

A differs from automobile air con- 
| ditioning previously known not only 
by providing cool and dehumidified 
air inside the car, but also by draw- 
ing fresh air from outside into the 
cooling system, 

“This,” he said, “prevents the 
staleness associated with automo- 
bile air conditioning systems which 
only recirculate the same air inside 
the car.” 

Zeder claimed for Chrysler’s 
system a cooling ability far 
greater than the window-type air 
conditioners used in homes. 





High humidity conditions give 


‘Junior’ Air Conditioner for Ford V-8— 


Heart of Refrigair Jr., first auto air conditioner in low-price field, is a four-cylinder 
compressor mounted under hood (right arrow). Also under hood, between grille and 
radiator, is condensing coil (left arrow). Unit develops up to two tons cooling capacity. 
It is built for 1952 Ford V-8. 





air conditioning systems their;tures and humidity conditions in 
greatest test, according to Zeder. many parts of the U. S. 
x * * 


[HE Chrysler system, he said,| He sdded that the system. re- 
| has been put to actual test in| quires only minor power from the 


| automobiles under severe tempera-| engine. It is operated by a single 














Quicker, 


any time, 


There’s one for every 


any place, any 
with PERMACEL Maskers- 


Easier Masking 


temperature 


paint shop--- 










bench or wall. 


NEW permacet 7k 


-Permits use of PERMACEL 750 Masking paper 12” 
in width, plus a second roll of 3”, 6”, 9” aprons. 


NEW peRMacel 8 UNIVERSAL MASKER The 
most versatile masker on the market. PERMACEL 8 
Universal Masker, equipped with 36” PERMACEL 
750 Masking Paper in 1, 


2, or 3 widths. Mounted on 


072 DOUBLE DUTY MASKER———>> 


ALSO AVAILABLE—other maskers and conversion 
kits for all-around, all-weather masking purposes. 


THE TAPE THAT STICKS TO THE JOB IN ALL KINDS OF WEATHER 













INDUSTRIAL TAPE CORP., NEW BRUNSWICK, NEW JERSEY World-famous specialists in pressure-sensitive tapes. 





control on the instrument panel. 

“Freshened, cooled and dehumidi- 
fied air is forced into the car 
through a grille located on the 
shelf behind the rear seat,” Zeder 
explained. 

“Streamlined, screened, fresh air 
intakes are mounted on both sides 
of the body, blending into the body 


lines.” 
. > « 


‘Junior’ Air Conditioner 
Offered for 52 Ford V-8 


FORT WORTH, Tex. — Automo- 
bile air conditioning through use of 
the refrigeration unit process has 
taken another step forward in the 
southwest, where the long Xsct sum 
mers are making such installations 
increasingly popular. 

Being offered now is a “junior” 
unit designed exclusively for 1952 
Ford V-8 automobiles. Suggested 
price: $435 installed. 

The new unit, Refrigair Jr., re- 
cently was introduced in Texas by 
Automotive Refrigerated-Air Co., of 
Fort Worth. William E. Lind, gen- 
eral manager, says the response 
has been fine, with interest spread- 
ing rapidly throughout the south- 
west. 


Refrigair Jr. is sold and installed 
by authorized Ford dealers only, 
Lind said. 

The new product is distributed 
through A. R. A. Mfg. Co., also of 
Fort Worth, manufacturer of Re- 
frigair, a larger and more expen- 
sive air conditioner for heavier 
cars. However, the “junior” version 
is not a “short cut,” the company 
claims, and is as efficient as the 
refrigerated air conditioning unit 
that A. R. A. builds for the most 
expensive cars. 

The company said it already is 
in the advanced stage of develop- 
ing adaptations of the unit for 
other low-price cars. 

The installation for Fords com- 
prises this essential setup: 

A four-cylinder compressor and 
condensing coil are located under 
the hood of the ’52 V-8. The cooling 
case unit is mounted in the luggage 
trunk flush behind the rear seat. 

This coil package is said to take 
up less space than the average size 
suit case and contains two variable 
speed fans. Air outlets and return 
vents fit flat on the surface of the 
package tray. Dashboard switch of- 
fers six speeds. 

The unit is said to filter, cool, de- 
humidify and circulate the air in 
the car every 20 seconds. 





Universal Law 
For Licensing 
Drivers Studied 


UNITED NATIONS, N. Y.—The 

possibilities of creating a uniform 
law throughout the world for the 
licensing of motor vehicle drivers 
will be studied by a group of ex- 
perts from different countries who 
will convene for a month at United 
Nations headquarters beginning 
Sent. 29. 
Present licensing laws differ from 
| countrv to country and cause need- 
| less difficulty in crossing interna- 
|tional frontiers by car, Sec. Gen. 
|Trygve Lie reported to the Trans- 
| port and Communications Commis- 
sion. 

Members of the group making the 
study are: 

Rudolph F. King, registrar of 
motor vehicles, Commonwealth of 
Massachusetts, Boston (U. S.); S. 
Maiidulla, provincial motor trans- 
port controller, Punjab Govern- 
ment, Lahore, Pakistan: Jacques 
Michel, engineer of bridges and 
highways, chief engineer, French 
Overseas Ministry, France. 
| Senator Ibrahim Rachid, secre- 
|tarv-general, Royal Automobile 
Club, Cairo. Egvpt; Jose Domingo 
Rucci, chief, traffic and tourist di- 
vision, Argentine Automobile Club, 
Buenos Aires, Argentina; J. R. Wil- 
lis, under secretary for highway 
administration. Ministrv of Trans- 
port, London, United Kingdom. 


GM Diesel Outlet 


Detroit Diesel Engine division of 
General Motors announces avpoint- 
ment of Earle Equipment Co., De- 
troit, as Michigan distributor of 
GM diesel engines to the petroleum 
industry. The company has been 
Detroit Diesel’s industrial engine 
distributor in Michigan since 1948 
and is now establishing engine 








sales and service facilities at Ros- 
common, Mich,, for oi] well drilling 
applications. 
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MG-": international favorite of sports car drivers. 
Overhead valve 1,250 c.c. engine develop- 
ing 54 b.h.p. Twin S.U. semi-downdraft carburetors. 
Speed: over 80 mph. Over 30 miles per gallon of gas. 





~ Vawuas 





EALERSHIPS... 


in ILLINONS ¢ MICHIGAN 


INDIANA +> WISCONSIN - OHIO 


IOWA’ NEBRASKA (eastern half) 


Midwestern dealers who are selling these famous 











makes of British sports cars and family cars are as 


| 
MOREIS 
| 











enthusiastic about them as the people who buy and 


drive them...The sports car market is growing by leaps 


aimler 


ROLLETCE 


BENTLEY 
ASTON-MARTIN™ 


*Dealerships also available in 
Missouri. 


and bounds...The small foreign cars such as the Morris 





are becoming more than ever first choice of families who want 
comfort with economy... For those who want distinction as well 
as superior riding qualities, the Bentley, Daimler, Rolls-Royce 
and the Aston-Martin offer many unmatched 
advantages. Valuable dealerships are still open 


in choice locations in the midwest. Write, wire or 






telephone for details now! 


NEBRASKA 


5. H. A RNOL L, DISTRIBUTOR 


415 East Erie Street, Chicago II, Illinois 


**Dealerships also available in 
North Dakota, South Dakota, 
Kansas, Minnesota, Missouri, 
Kentucky and Tennessee. 


V 


TELEPHONE: 





Michigan 2-5436 
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List of States with Protective Laws Growing .. . 











Irresponsible Driver Reeling 


|. me aimed at providing more 

effective protection against 
financially irresponsible motorists 
were among the most widely con- 
sidered issues in the comparatively 
few state legislatures which con- 
vened this year and will be con- 
sidered on a far broader scale in 
1953, when the lawmaking bodies 
of 44 states convene in regular 
session. 


Although compulsory motor- 
ists’ liability insurance will con- 
tinue to be proposed, with strong 
backing in some states, analysis 
of current-year developments in- 
dicates the probability of a con- 
tinued trend toward new and 
stronger financial responsibility 
laws of the so-called security 
type and the possible spread of 
unsatisfied judgment laws of the 
type enacted this year in New 
Jersey. 

Proposals for compulsory insur- 
ance were rejected this year in the 
legislatures of nine states—Arizona, 
Georgia, Kentucky, Maryland, Mis- 
sissippi, New Jersey, New York, 





Rhode Island and Virginia. In 
Massachusetts, the only state which 
now has a compulsory insurance 
law, the legislature was flooded 
with proposals for changes or re- 
peal of the system. Only affirma- 
tive major legislative action in 
Massachusetts on such bills was 
expected to be authorization of an 
interim study of the issue. 

In a move hailed by its propon- 
ents as setting a pattern for other 
states seeking an alternative to 
compulsory insurance, the New 
Jersey legislature this year enacted 
a series of bills giving the state a 
strong financial responsibility law 
and a unique companion unsatis- 
fied claim and judgment fund to 
be operated by private insurance 
companies. 

* aa + 


NDER the New Jersey program, 

which will not become fully ef- 
fective until Apr. 1, 1955, unin- 
sured motorists will be required 
to pay $3 annually into the fund 
and insured motorists to pay $1 an- 
nually. Insurance carriers will pay 








e Yes, the name WEED sure helps 
sell tire chains. For WEED Chains 
have always been first in research, 
finest in quality and foremost in 


public demand. 


e For example, WEED V-Bars have 
flaring reinforcements with 288 grip- 
ping points that double the bite on 
ice or snow. Their opposite right and 
left construction gives two-way grip 
and balanced traction. So, WEED 
V-Bars stop shorter, start quicker, 
hold straighter, wear longer. They’re 
safer. Tell your customers snug chains 


wear longer. 


® WEED Zip-On Appliers make it 
easier to put chains on. Sell Zip-Ons 
with every pair of WEEDS. 

CO AMERICAN CHAIN & CABLE 


COMPANY, INC. 
York, Pa. + Bridgeport, Conn. a 








Don’t S’kid Yourself 


STOPPING ON GLARE ICE AT 20 M.P.H. 


with Reinforced Tire Chains 





























*For stopping or starting on ice or snow, synthetic rubber 
tires skid or spin 10% to 50% more than natural rubber 


sass 











% percent of their automobile 
liability insurance premiums into 
the fund, which will be adminis- 
tered by a board composed of two 
representatives of each of the 
stock and mutual companies plus 
the state treasurer. 

Claims against uninsured motor- 
ists will be assigned by the New 


Jersey plan to individual companies | 


in proportion to their premium 
writings. At their own expense, the 
companies will investigate and de- 
fend the claims. Where judgments 
are obtained, the fund will pay the 
claimant and attempt to collect 
from the judgment debtor. Liabil- 
ity limits are fixed at $5,000 and 
$10,000 for personal injury or death 
and $1,000 for property damage. 


Constitutionality of the New 
Jersey program is expected to be 
challenged and pending the out- 
come of such a test and some 
actual experience under the leg- 
islation, the plan is less likely to 
be widely copied by other states 
than some of its more enthusias- 








First Ford Dealer Welcomes Execs— 


William L. Hughson, San Francisco Ford dealer, who signed the first dealership con- 
tract with the late Henry Ford in 1903, was one of 30 Bay area Ford dealers who 
welcomed L. W. Smead, general sales manager of the Ford division and C. E. Bowie, 
manager of sales administration, on a recent visit. Above from left: Bowie; W. J. 


; Hughson; Arthur S. Hatch, western 





Cooper, assistant western regi 
regional sales manager, and Smead. 





tic advocates have been predict- 
ing. 

North Dakota and several Cana- 
dian provinces are now operating 
unsatisfied judgment funds, but 





x. 
SREY ESS 


» 










James MacDonald, Prexler & MacDonald, 6249 W. 26th St., Berwyn, Ill., says: 


“1 Make Good Money 
Selling Tire Chains” 


"/'ve always made money selling tire chains because 
I've sold WEED for 28 years. Of course, | feature WEED V-Bars 
although many car owners still like WEED Regulars. | get 
my order in early and put several sizes out where my customers 
can see them. Many buy ahead of time. Those who wait 
at least know where to get them when the weather 
turns bad. The name WEED sure helps sell tire chains.” 


Flaring Reinforcements with Right-Left Construction 


GIVE DOUBLE GRIP and REDUCE SIDE-SKID 






ZIP-ON 
APPLIERS 
make it 
easier 
to put on 
chains 







— 2 
MAES ORNS 
ee at se cone es a 
ek YY. 


Re | 








The Tire Chain that Doubles the Wear 
and Doubles the Bite on Ice or Snow... 


WEED W BARS 





these differ from the New Jersey 
program in that the funds are not 
operated by private insurance car- 
riers. An unsatisfied judgment fund 
proposal was rejected this year by 
the Michigan legislature. 

Besides setting up the unsatis- 
fied judgment fund program, the 
New Jersey lawmakers also 
strengthened the state’s 23-year-old 
financial responsibility law to pro- 
vide for loss of driving privileges 
for persons involved in accidents 
who are unable to demonstrate im- 
mediately, through insurance or 
posting of security, their ability to 
settle damages arising out of the 
accident. New Jersey’s old law was 
of the weak type requiring the 
guilty party in an accident, if un- 
insured, to take out insurance or 
deposit security for future acci- 
dents. 

+ 7 7. 
ig fyrond security - type motorists’ 
financial responsibility laws 
were enacted this year by the leg- 
islatures of Mississippi, Rhode Is- 
land and South Carolina. Such laws 
were amended in several other 
states, including Arizona, Michi- 
gan, New York and Virginia. Laws 
of this type have now been adopt- 

ed by some 39 states. 

Although rejecting compulsory 
insurance proposals this year, the 
New York legislature enacted a 
bill authorizing a census among 
automobile owners to determine 
the extent of liability insurance 
coverage and thus provide infor- 
mation on which the lawmakers 
next year may base a final deci- 
sion on the compulsory insur- 
ance issue. 

The measure permits the state 
motor vehicle commission to in- 
clude on all applications for regis- 
trations a space in which the appli- 
cant would state whether or not he 
had a liability insurance policy and 
what its limits were. 

Other new laws enacted in New 
York include a bill prohibiting a 
minor from operating a motor ve- 
hicle unless he or the vehicle’s 
owner has standard automobile 
liability insurance. Required cover- 
age is at least $10,000 and $20,000 
for personal injury or death and 
$5,000 for property damage. 

New York state last year enact- 
ed a law providing that no vehicle 
owned by a minor could be reg- 
istered before a standard $5,000 
and $10,000 liability coverage pol- 
icy was obtained. Another new 
measure enacted this year increased 
this coverage to $10,000 and $20,- 
000, with $5,000 for property dam- 
age. 








N. Y. Counties to Seek 


Lighter Truck Loads 


| INLET, N. Y.—The New York 
| State Supervisors Assn. has an- 
| nounced plans to wage a legisla- 
tive fight to reduce the axle load 
limit for trucks. 

In a resolution adopted at the 
association’s annual summer 
meeting here, county legislators 
warned that an increase in the 
number of heavy trucks is 
jeopardizing the public’s $1,500,- 
000,000 investment in town and 
county roads. The association is 
calling for a reduction to 18,000 
pounds per axle from the pres- 
ent 22,400 pounds. 
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AUDIT BUREAU OF CIRCULATIONS 


123 NORTH WACKER DRIVE - CHICAGO 6, ILLINOIS 


Circulations. For Audit Report refer to latest white paper form. 


Publisher’s Statement — Newspaper 


iE statement is subject to audit by the Audit Bureau of 6 months ending March 31, 1952 





8. Average net paid circulation: Evening | Sunday 


9. Net Press Run & time of ed? 








See Par. 9 














Total City & Retail Trading 
Population 1950 Census 1,499,758 | 791800 =—-322,799 











ALL OTHER Se 
Dealers & Carriers..........++++++++ 36,447 128,854 A 
Mail Subscriptions. ............-+++++: 5,494 2,170 

Total “All Other” 41,941 131,024 





Subscriptions to Armed Forces (orders 
for 11 or more only) 


TOTAL NET PAID excl. Bulk 
(For bulk sales, see Par. 10) 


AVERAGES BY QUARTERS: 
October 1 to December 31, 1951 
January 1 to March 31, 1952 


#1950 Census except as explained in Weegee 28 
(a) Includes predate edition carrying date line of following day? 




















332,139 
335,365 


450,802 
456,844 














9. Net Press Run & time of editions: Evening Issue for Thursday, 


Net Sales 
Press Release Ci 





Press Date Issue 








Edition Time Printed Dated Run See Not 
1st 12:15 PM 3/6 3/6 73,980 A-c/ 
2nd 1:30 PM 3/6 36 


Predz 6:00 PM 5 


—_— we 






CITY ZONE Edition Time 
Carrier Delivery by independent car- > Ee oe 
riers filing lists.............sssceees 218,432 215,000 1st 5:45 
Dealers & Carriers not filing lists..... 8,347 9,806 2nd 10:00 

Street Vendors ............00eeeeeeees 16,767 10,702 3rd 1: 
Publisher’s Counter Gales... .ccccccsce 105 72 : 

Mail on ae te oc ccccccceccccceeccs 11 For explar 
Total City Zone 
Population # 866,960 243,662 235,580 = 
RETAIL TRADING ZONE 

Carrier Delivery by independent car- 

a. he PPrercrrrcrrr re 41,341 61,172 10. Avera 

Dealers & Carriers not filing lists..... 5,364 25,964 

Mail Subscriptions.............+0++0++ 1,433 
Total Retail Trading Zone = 
Population # 622,798 48,138 87,219 


More People Are Reading 
The Milwaukee Journal 
Than Ever Before — 
more than 9 out of 10 

in the ABC City Zone 


The Milwaukee Journal] 


Preferred Newspaper of Readers and Advertisers 
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5 THE U. 5S. 
ERS IN ADVERTISING IN 
_ SIx MONTHS - 1992 
\ eeneeneers 24,161,110 
bs ET, vscseceseses 27,630,046 
2, Ceewumpnieaiiete.------ °°" ‘a 
3. Los Angeles Times «sccceecesersee® yg vl 
i}, Washington Star ----- anes ceeeeseee ee are 
5, New York Times ---cscsscorreerr’’’ 27 Bo 280 
6. Miami Herald ..-escserserrsereee 2p a 
Te Philadelphia Inquirer ..-eserssee ET 
8. Baltimore Sun .--cesesserererrse’*  enpecd 
9. Cleveland Plain Dealer ..+++++***" a bas! soe 
10. Detroit News -occsscccsssoerre’**” ’ ’ 
SIFI 7 
ve guawen seeder 7,419,037 
- ee cc ccaee 7,119,186 
3. Cleveland Plain Dealer .-+eereees? event rr 
i}, Miami Herald .--++erererseererre’® Oe -' 
J 5. Chicago Tribune .-ceeeeeesrrrrre’® 579807 948 
" 6. New York Times --seseerereesreeee’ 39 9605975. 2 
D 7. Detroit News .---- se veeeenees go H 
I 8. Philadelphia Inquirer .ss++eereet tha ‘ 
R 9. St. Louis Post-Dispatch .-+---***" Let g 
Atentnnatt Enquirer oooeeseenesee9 5. > 9 





Advertisers Are Using More 
Space in The Milwaukee 
Journal Than Has Ever 
Before Been Published 

by Any Newspaper 
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FOB FACTORY 








Engineers Are Quizzed 
On Car of Tomorrow 





eo week AUTOMOTIVE NEws will publish the first in- 
stallment of a series of nine articles under the general 
title: The Car of Tomorrow — As An Engineer Would Build 
It. Most of the new features of automobiles start out as an 
engineer’s idea. However, by the time an engineer’s idea has 





filtered down through the< 


proving ground, the styling 


section, the tool designer, the 
sales department, the cost engineer 
and finally, top management, it 
may be changed in a number of 
ways. 

As a matter of fact, most of 
the ideas of engineers—probably 
at least 80 percent—are drowned 
by the cold water that is thrown 
on them by sales executives, tool- 
ing engineers and others who, 
often quite justly, believe these 
new ideas won’t work out com- 
mercially. 

The engineer, however, if he’s a 





good one, doesn’t give up. He keeps 
on trying. Eventually, he sees his 
ideas adopted,’ usually in modified 
form, by an auto producer. Then 
the sales and publicity people 
whoop it up and a great engineer- 
ing achievement is heralded for all 
to see. 

This is as it should be. The pub- 
lic should not be made a guinea pig 
for untried engineering ideas. The 
regrettable part of the process, 
however, is that many of the engi- 
neer’s ideas which have positive 
merit and are later proved in serv- 
ice are never heard of, if at all, 


until they are finally incorporated 
in an automobile. 
* + * 
Stimulating Subject 
T SEEMED to Automotive News 


some of these ideas of responsible 
auto engineers before its readers 
now. Readers tell us they are al- 
ways interested in the Car of To- 
morrow. No other subject is of such 
provocative interest. 

The fact that there may not be 
wide agreement among engineers 
on the merits of the suggestions 
made here does not detract from 
their value to the reader, He, too, 
can read—and judge—for himself. 

Finding engineers having the 
breadth of experience, the broad 
knowledge of engineering funda- 
mentals and the willingness to 
talk about their ideas was not 
easy. Keeping out the Buck Rog- 
ers stuff—the impractical dreams 
of the visionary—was not a sim- 
ple matter. 

Finding, in addition, engineers 
who were willing -to weigh their 
suggestions in terms of cost as well 





as performance was another re- 


that it might be helpful to bring} 


sponsibility that was not lightly 
assumed. 

The new series of articles start- 
ing next week will discuss new 
passenger car engines and consider 
the possibilities of lightweight en- 
gines for light cars. Other subjects 
to be covered include manifolds, 
carburetors, brakes, transmissions, 








Washing Machine— 

A special washing machine has been 
designed by Alvey-Ferguson Co., Cincin- 
nati 9, for removing grease and chips 
from rocker arm shafts after machining 
operations. A unique feature of this ma- 
chine, according to the firm, is the special 
type of A-F bar conveyor unit equipped 





with steel discs upon which the shafts ride. 

















YOU DON’T ALWAYS NEED 
MACHINE TOOLS 


MACHINE PARTS 


OILITE 


PRODUCTS OF SINTERED METALS 














With OILITE 





YoU: 


Other OILITE 





Advantages Include: 


Field Engineers and Depots throughout U. S. and Canada 






9 (LTE 


Oilite 


Products 


include: 


AMPLEX MANUFACTURING COMPANY 


Subsidiary of Chrysler Corporation 


Detroit 31, Michigan 


BEARINGS, Finished Machine Parts, 


Cored and Solid Bars, Permanent Filters, and Special Units. 





suspensions, plastic bodies and di: 


castings. 
* * 


Wayne U. Maps Lectures 


In Materials Handling 


DETROIT.—A special feature in 
the materials management center’s 
program at Wayne university dur- 
ing the coming year will be the 
Neil M. Loney lectures in mate- 
rials handling. 

“Two lectures will be presented 
during the year in honor of a man 
whose foresight, courage and indus- 
try have done much to demonstrate 
the possibilities for cost savings 
and product protection by the ap- 
plication of improved methods and 
equipment to materials handling 
operations,” according to Dr. Spen- 
cer A. Larsen, director of Wayne's 
materials management center. 

First of the lectures will be given 
by Loney himself on Oct. 6 in the 
Rackham Memorial auditorium, 
Detroit, at 8 p.m. His subject will 
be “The Economics of Materials 
Management.” 

The committee on arrangements 
consists of: Frank Babcock, Dow 
Chemical Co.; Darrel A, Buhlman, 
Lincoln-Mercury; Hugh Campbell, 
Detroit board of commerce; Her- 
bert O. Horning, Chrysler Corp.; 
Don W. Kelsey, Union Steel Prod- 
ucts Co.; Thomas W. O'Neill, 
George F. Alger Co.; Elmer C. Ros- 
enberg, GMC Truck and Coach di- 
vision; Henry Linbright, Ford Mo- 
tor Co., and Clifford C. Whiteford, 
Ford Motor Co., committee chair- 
man. 

* * * 


Doctors Warn of Infection 
To Chromium Platers 


CHICAGO.—Subtle damage to the 

livers of workers in chromium plat- 
ing plants is reported in the Journal 
of the American Medical Assn. 
_ Chromium compounds have been 
known for many years to be toxic 
to various organs of the body, es- 
pecially the skin, the mucous mem- 
branes and the kidneys. However, 
primary liver damage has not been 
a conspicuous clinical finding, the 
report said. 

A group of doctors associated 
with the Hektoen intstitute for 
medical research of the Cook coun- 
ty hospital and the Stritch school 
of medicine of Loyola university, 
both of Chicago, told of five cases 
of workers whose livers were af- 
fected by the inhalation of plating 
fumes. 

“Prophylactic measures, such as 
adequate ventilation and protective 
covering, should be taken in all 
factories to reduce exposure to a 
minimum,” the Chicago doctors re- 
commended. “Skin and mucous- 
membrane lesions should be treated 
promptly to prevent chronic sys- 
temic absorption of these com- 
pounds.” 


One worker had jaundice, a symp- 
tom of abnormal liver functioning. 
Four patients had no symptoms re- 
lated to the liver or other internal 
organs, but did have the nasal le- 
sions frequently attributed to chro- 
mium intoxication, the doctors said. 
The findings of liver damage with 
no constitutional complaints was 
made through various tests. 

7 *~ * 


Dow Corning Announces 


Improved Silastic Tape 


MIDLAND, Mich.—Lower degree 
of water absorption and improved 
dielectric properties are claimed in 
the new Silastic R tape G-25, ac- 
cording to the manufacturer, Dow 
Corning. 


Clayton Doremire, manager of 
the firm’s electrical industry sales, 
states that the new tape is stronger 
and tougher and vulcanizes to form 
a homogeneous, moisture-proof and 
oil-resistant jacket or outer wrap- 
ping for field and armature coils, 
transformer coils and other similar 


equipment. 
* + 


Timken Bearing Reveals 


Graphitic Steel Product 


CANTON, O.—The Steel and 
Tube division of Timken Roller 
Bearing announces a new graphitic 
steel product called “Graph-Mo 
Hollow-Bar.” 

This product will have all of the 
advantages of graphitic-type tool 
steel plus the convenience of the 
hollow bar section in manufactur- 
ing ring gages, dies and other an- 
nular tool steel parts, Timken says. 
Stock sizes will range from four 
inches to 16 inches. 
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THAT’S TRUE of television or of any NEWSWEEK’s 800,000-plus cir- 
major-purchase item. Motor cars? Con- 
sider this... 


» 





culation delivers more families 
with incomes of $5,000 and 


54% of all new cars are bought more...per dollar invested cee 
by only 20% of the population than any other magazine. 

. .. the 20% with incomes of  /Yow’re sitting pretty if your makes are 
$5,000 and more. And note this: NEWSWEEK - advertised. 


Newsweek sells the people 
with the Spending Money... 
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—=Coming Events= 





Dealer Conventions 


August 24-26 — Automobile Dealers Assn. 
of W. Virginia, Greenbrier hotel, White 
Sulphur Springs, W. Va 

Aug. 29-30—Montana Automobile Dealers 
Assn., Many Glacier hotel, Glacier Na- 
tional Park, Mont, 


Sept. 6-8— Georgia Automobile Dealers 
Assn., General Oglethorpe hotel a 
vannah., 

Sept. I1-12—Colorado Motor Car Dealers 
Assn., Shirley Savoy hotel, Denver. 

Sept. 12-13 — Maine Automobile Dealers 
Assn., Samoset hotel, Rockland, Me. 

Sept. 12-13—New Mexico Automotive 
Dealers Assn., El Rancho hotel, Gal 


lup, N. M. 

Sept. 14-l6—Kentucky Automobile Dealers 
Assn., DuPont lodge, Cumberland Falls 
State Park, Ky. 

Sept. 14-l6—New York State Auto Dealers 
Assn., Hotel Syracuse, Syracuse. 

Sept. 15-16—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 

Sept. 20-22 — South Carolina Automobile 
Dealers Assn., Ocean Forest hotel, Myr- 


tle Beach, S. C. 
Sept. 21-23— South Dakota Automobile 
Dealers Assn., Cataract hotel, Sioux 


Falls. 

Sept, 21-23—Arkansas Automobile Dealers 
Assn.,_ Arlington hotel, Hot Springs 
Nat'l Park, Ark. 

Sept. 22-23—Automobile Dealers Assn. of 
North Dakota, Elks Club, Fargo, N. D. 

Sept. 22-26— Federation of Automobile 
Dealers Assns. of Canada, Montreal. 

Sept. 25-26 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 





Sept. 25-26—New Jersey Automotive Trade 
ssn., Traymore hotel, Atlantic City 


N, J. 
Sept. 29-30—Minnesota Automobile Deal 


ers Assn., Nicollet hotel, Minneapolis. 

Oct. 5-7—Texas Automotive Dealers Assn 
El Paso. 

Oct. 9-11—Pennsylvania Automotive Assn. 
Chalfonte-Haddon Hall, Atlantic City 
N, J. 

Oct. 12-14— Arizona Automobile Dealers 


Assn., Pioneer hotel, Tucson. 
Oct. 16-18 — National Used Car Dealers 
Assn., Hotel Hollenden, Cleveland. 
19-21 — Florida Automobile Dealers 
Assn., Sans Souci hotel, Miami Beach. 
Oct. 26-28 — Automobile Dealers of Ala- 
bama, Buena Vista hotel, Biloxi, Miss. 
Oct. 26-28 — Tennessee Automotive Assn., 
Noll hotel, Nashville, 

Nov. 16-17—Texas’ Used-Car Dealers Assn., 
Buccaneer hotel, Galveston. 

Dec. 1-2—Idaho Automobile Dealers Assn., 
Boise. 

Dec. 3—Oregon Automobile Dealers Assn., 
Columbia Athletic Club, Portland. 

Dec. 4— Utah Automobile Dealers Assn., 
Newhouse hotel, Salt Lake City. 

Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 

Feb. 14-18, 1953 — National Automobile 
Dealers Assn., San Francisco. 


* * * 


Dealer Auto Shows 


March 14-22, 1953 — Chicago Automobile 
show, International Amphitheater, Chi- 
cago. 
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Aftermarket Shows 


March 26-29, 1953—Southwest Automotive 
show, Automobile bldg., Fair Park, 
Dallas. 

* * * 
General 

Sept. 10-12— National Petroleum Assn., 
50th annual meeting, Traymore hotel 
Atlantic City, N. J 


Oct, 20-24—National Safety Council, na 
tional exposition, Conrad Hilton hotel 
Chicago. 

Oct. 22- Nov. I—International Motor Ex 
hibition, Earls Court, London, England. 

Nov. 10-13—American Petroleum Institute 
annual meeting, Conrad Hilton hotel 
and Palmer House, Chicago. 

Dec. 10-13—Automotive Service Industries 
show, Municipal Auditorium, Atlantic 
City, N. J 

* * * 


Engineering 
Sept. 9-11—Society of Automotive 
neers, national tractor meeting, 
Schroder, Milwaukee. 
Oct. 22-24—Society of Automotive Engi 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh. 


Engi- 
Hotel 


Nov. 3-4— Society of Automotive Engi- 
neers, Chase hotel, St. Louis. 
Nov. 6-7— Society of Automotive Engi 


neers, Mayo hotel, Tulsa, Okla. 
Nov. 30- Dec, 5— Society of Automotive 
Engineers, Statler hotel, New York City. 
* * * 


Trucks 
Sept. 15-17—Truck Body & Equipment 
Assn. convention and exhibit, Chase 


hotel, St. Louis, 


Oct. 6-10—American Trucking Assn., con- 
vention and roadeo, Waldorf Astoria, 
New York City. 


l i 
Inventories Shrink .. . 





Tire Shipments Gain 
25% During Month 


| NEW YORK.—Manufacturers’ 
| shipments of passenger casings in 
| June increased 25.30 percent to 7,- 
| 834,295 casings from 6,252,478 cas- 





“Says that after selling rocket 
ships and jets in Smith’s toyland, 


our conventional models 
rather tame.” 
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es Constructed for 


© {n the building of this skyscraper, every cross- 
beam counts... every rivet plays its part to- 
ward making the finished construction able to 


withstand the ravages of time and use. 


And in refining Stabilized Quaker State Quad- 
rolube, no detail is overlooked to make it the 
finest gear lubricant produced anywhere in the 
world. Its stubborn resistance to pressure, heat, 
cold . . . moisture, rust and corrosion means more 
protection and longer life in transmission and 


differential systems. 


Your customers will recognize the Quaker 
State green-and-white sign as a symbol o! the 


best in lubrication. 


A COMPLETE LINE OF FINEST QUALITY LUBRICANTS 


® Quaker State Super Quadrolube 

® Quaker State Super Quadrolube X-SCL 
@ Quaker State Viscous Lubricant 

® Quaker State Wheel Bearing Lubricant 
@ Quaker State EXPP2 Lubricant 

® Quaker State Universal Joint Lubricant 
@ Quaker State Waterproof Lubricant 

@ Quaker State Quadrolube 

@ Quaker State Quadromatic Automatic 
Transmission Fluid Type A 























|ings in May, according to the Rub 
| ber Mfg. Assn. 

Production of passenger cas- 
ings held steady in June at 6,067,- 
076 casings compared with 6,069,- 
190 the month before. Inventories 
at the end of the month were 
8,649,809 casings, a decrease of 
16.74 percent from the previous 
monthend’s stocks of 10,388,646. 
Shipments of truck and bus cas 

ings in June totaled 1,168,706 cas- 
ings, a decline of 1.85 percent from 
the previous month when 1,190,670 
casings were shipped. Production 
decreased 4.72 percent to 1,299,916 
casings from the previous month’s 
total of 1,364,239. 

Inventories totaled 3,018,414 
casings, a gain of 5 percent over 
May when 2,874,752 casings were 
in stock. 

Shipments of automotive inner 
tubes in June reached 6,040,236 
units, an increase of 13.32 percent 
over May when 5,330,307 inner tubes 
were shipped. Production declined 
4.08 percent to 5,535,555 units in 
June, compared with 5;770,673 units 
in May. Inventories at 10,973,997 
units were 4.51 percent below the 
level of the previous monthend’s 
stocks of 11,492,670. 





Management Role 
In Shaping Society 
To Be Surveyed 


NEW YORK.—A survey to dis- 
cover what management is doing 
to educate itself and its employes 
is being undertaken by the Amer- 
ican Management Assn., President 
Lawrence A. Appley, announced. 

The study will be conducted by 
a research group headed by Lt.-Col. 
Lyndall Urwick, chairman of Ur- 
wick, Orr & Partners, London, and 
an authority on management ad- 
ministration and education, Appley 
said the Fund for Adult Education, 
set up by the Ford Foundation, had 
asked AMA to make the study. 

The survey will be based on the 
premise that the role of manage- 
ment personnel—from foremen to 
chief executive officers—is becom- 
ing more important in the whole 
structure of society. 

An executive tangibly influences 
the character, personality and cap- 
avilities of the individuals who 
work for him, and through them 
he touches the lives of people he 
never sees, Appley observed. 


“Thus, AMA deems it important,” 
he explained, “to discover what 
management is doing, and is plan- 
ning to do, to increase its own 
competency in the fulfillment of its 
responsibilities; what it is doing to 
prepare individuals at the manage- 
ment level for the assumption of 
greater responsibility and author- 
ity; and what it is doing to help 
nonsupervisory people to be mature 
and responsible workers and citi- 
zens.” 





* 8 
Little Giant 
Bendix Producing New Unit 
For Jet Engine 

SIDNEY, N. Y.—An ignition sys- 
tem lighter than a bedside radio is 
providing the “super spark” needed 
to start jet fighter planes weighing 
up to 20,000 pounds, it was dis- 
closed here by George E. Steiner, 
general manager of the Scintilla 
Magneto division of Bendix Avia- 
tion Corp. 

The new seven-pound system, 
which uses electronics to produce a 
10,000-watt spark from a current 
supply of only 24 volts, now is in 
volume production at the Scintilla 
plant. 

So effective is the new ignition 
system that its super-hot spark is 
unaffected “even when the igniter 
plug nose is tamped full of carbon 
or graphite or buried in fuel or 
lubricating oil,” Steiner said. This 
means, he said, that the systems 
will fire badly-fouled plugs with 
ease, 














AUTOMOTIVE NEWS, AUGUST 18, 1952 _ 17 





The New York'Times 


announces the appointment effective September 1 of 










‘The Sawyer-Ferguson-Walker Company 












as national advertising representatives in Detroit : 
serving Michigan, Northern Ohio, and Western Pennsylvania . 
; 

with offices in the Guardian Building, Detroit ) 

Theodore F. Etter, Charles Miller, and Kay Stich, 






of The New York Times advertising sales staff in Detroit, 







have joined the Detroit organization of Sawyer-Ferguson-Walker. 





The Sawyer-Ferguson-Walker Company will continue 


to represent The New York Times in the eleven Western states, 





with offices in Los Angeles and San Francisco. The New York Times 






continues its own advertising offices in Chicago and Boston. 
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Hi h . f A id t Jobbers Briefed 
"S ost o ccidents On Turnover 1 
280 Million Man-Days Lost on Jobs Last Year, At Collesce Class P 
National Safety Council Reports g ‘ 
. ‘ P P P A COLUMBUS, O.—Students from 
CHICAGO. —In offering its new| section. detailed statistical in- 24 states and Mexico heard Fred S 
book, “Accident Facts,” the Na-| formation is provided on acci- Roberts, president of Phelps-Rob- 
tional Safety Council stated last| dents of all types—motor vehicle, erte Corp. and president of Nation- 
week that “you could work five| transportation, home, farm and al Standard Parts Assn. talk on 
days a week for the next million} school. “Controlling Wholesalers’ | Turn- 
years and not make up the time| Single copies may be obtained over” at a two-week course in : 
lost as a result of 1951’s work acci-| from National Safety Council, 425 wholesale management at Ohio ’ 
dents.” N. Michigan —— Chicago re “ State university. : 
The dollar cost of the 280,000,- adi ‘Tuantities. eige aes ee Fifteen students representing the 
000 —— —_ ce = +" ae ae Ohio State Scene of Management Course— automotive parts Gistsibetors in- 
= SS ee gy edgy The National Assn. of Wholesalers recently sponsored a course in wholesale man- dustry Were GinOns t e 62 executive 
placed at $2,650,000 by the Coun- Ky. High Schools Asked agement at Ohio State university to develop future executives in wholesale companies. and junior executives who com- 
cil, in the 1952 edition. To Start D C ‘ A pleted the course. 
o Star river Courses The course was attended by 62 students from 24 states and Mexico, representing 10 3 d by the Nati 1A 
Twenty-one pages of the we-gege FRANKFORT, Ky.—Superin-| wholesale fields, automotive parts distributors and a cross-country section of manage- f Wwholesal y it > aaa ~ 
book are devoted exclusively to tendent of Public Instruction Wen-| ment, This i f th otett het etended é ules * ° olesalers, it was designed for 
P ent, is is One Oo e representative groups ar atte e classes covering every future key executive in wholesale 
occupational accidents, and provide | goj} p, Butler said high schools will phase of wholesaling. companies. ‘ 
the factual background necessary | he encouraged to start driver train- P a a 
to give an industrial safety pro- Widespread interest attracted a 
ing courses this fall. Schulz. Gates, Clark nounced by the company. large’ cross-country section of dis- 
gram direction. - A new manual on driver educa- : re Schulz has become Pacific Coast | tribution’s top management from 10 
Commonest sources of injury,/tion will be sent to all schools for| Named by Goodrich manager for the division, succeed- | Wholesale industries represented by f 
part of the body most frequently| cjassroom study, in addition to| Fred C. Schulz, Don W. Gates and ing the late K. K. Kantzer. Gates | NAM. 
injured, off-the-job problems, wo-| ,>tual automobile practice. Butler| Grover C. Clark have moved to new | has been appointed merchandising| The course covered practically 
men in industry and many other|.,iq many schools are unable to| assignments with the B. F. Good-| manager, and Clark becomes man-|every phase of wholesaling includ- 
subjects are included, teach driving because they can’t| rich Co. associated tire and acces-|ager of advertising and sales pro-|ing sales management, purchasing 
In addition to the occupational | obtain automobiles. sories division, it has been an-! motion, succeeding Gates. and promotion, personnel adminis- 
tration, operations management 
and financial management. 
e 
Belgium May Slash 
U.S. Car Imports | 
BRUSSELS, Belgium.—(UTPS)— . 
According to a government com- 
mittee for economic coordination, 
Belgium is considering a severe 
restriction on imports of American 
and British automobiles in favor 
I / MA MI V/Hi vy, Early autos frightened horses causing rhyme bh a 
runaways and ill feeling between the The plan, aimed at giving this 
horse and buggy set and automobile country’s economy a shot in the 
operators. To overcome this sales arm, would require that companies 
resistance one manufacturer added assembling cars here use a certain 
imitation horses’ heads to the front es his percentage of Belgian raw materi- 
als and equipment. 
Opponents of the plan say it 
would result in a virtual monopoly 
for a few manufacturers. Of the i, 


15,000 automobiles assembled in 
Belgium last year, a bare 5 percent 
were British and French and the 
remainder were General Motors 
and Ford products. 


Mass. of Letters 


State Is Close to Exhausting 


Alphabet on Tags 


BOSTON.—Massachusetts is put- 
ting the alphabet to some hard work 
on its license plates. Latest letter 
to join the state’s alphabet soup is 
“P,.” which will be used to identify 
passenger cars. 

Twenty-two letters now are em- 
ployed on license plates to desig- 
nate motor-vehicle types and uses, 
leaving only “I,” “O,” “Q” and 
“U” with no such task to perform. 

A new special plate is being pre- 
pared for cars more than 25 years 
old which are used for exhibition 
purposes. This plate will have the 
words “Antique Auto” at the top. 

The letters “A” and “B” are used 
on commercial vehicles. Automobile 
dealers are identified by the letter 
“D” followed by the number as- 
signed to them, with letters from 
“A” to “Z” after the numbers. Pas- 
senger cars also use the letters 
“E,” “H” and “K,” with “V” plates 
reserved for disabled veterans. 

Municipally owned cars have the 
letter “M,” and the metropolitan 
district commission uses “MDC” 
while automobiles and trucks of the 
metropolitan transit authority are 
identified by the letters “MTA.” 
State-owned autos use the letter 








... new MERCHANDISING PLAN 
helps you get immediate sales of specific 
service operations...when you need them! 





Here’s how this inexpensive, easy to use, mer- 
chandising plan works. Order a supply of specific 
service folders or cards addressed by Reynolds & 
Reynolds Mailing Service Department. File these 
ready-to-mail folders or cards according to the 
service operations they advertise, such as brake 
service, wheel alignment, etc. The moment business 
slacks off in any division of your service depart- 
ment, mail the cards or folders advertising that 
particular service operation. Or, make regular 
Saturday and Monday mailings to overcome that 
midweek lull. 


This is only one of Reynolds & Reynolds many 
mailing services. If you wish to be relieved of office 
upsets at mailing time, if you want your mailings 
to go out on time . . . economically, use Reynolds 
& Reynolds complete mailing service. And, remem- 
ber, Reynolds & Reynolds produces colorful, 
business building service promotional literature. 


Reynolds & Reynolds produces 
several hundred sales aids and operating systems 
that build and protect your profits. 


Automobile repairmen have “R” 
plates, owner repairmen use “XFR” 
and motorcycle dealers use “Z.” 
Farmers use “F” for their ve- 
hicles. Trailers are identified by 
“T,” and the foreign consular corps 
has “CC.” Persons engaged in 
transvorting automobiles are iden- 
tified by the word “Transporter” on 
their plates. 


The Reynolds & Reynolds Company 
Celina, Obio 
write today for 


complete information on 
Reynolds & Reynolds 
economical mailing service! 


Please send literature describing Reynolds & Reynolds complete 
Mailing Service and Promotional Mailing Pieces. 





Firm Name 





Address 








City. 





State 


3 Parts Depot Managers 


Are Named by Ford 


Appointment of Ford parts depot 
managers in Chicago, Atlanta and 
Pittsburgh has been announced by 
Earl G. Ward, parts and accesso- q 
ries manager of Ford division. 

Urban B. Miller goes to Chicago: 
Harold W. Walker to Atlanta, and 
Harold E. Hornbeck to Pittsburgh. 


| 
| 
| 
| Name. 
| 
| 
| 
| 
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DEXTER MOTORS LIKE COMMERCIAL CREDIT COOPERATION — Shown here are Mr. 
Morris Greenman, left, Secretary-Treasurer, and Mr. Meyer M. Lasker, President of a. a ad : ae ; Re 


Dexter Motors, Inc., one of New York City’s largest Dodge-Plymouth dealers. 


This company has been in business since 1933, and has always used the COMMERCIAL 
Crepit PLAN on both new and used car sales. ““COMMERCIAL CREDIT’S service has always MMERCIAL REDIT 
been excellent, ’’says Mr. Lasker, “and their cooperation with us has been of great assistance 


} 
in helping make more new and used car sales; it’s a genuine pleasure to do business with CoRPOR ATION | 


COMMERCIAL CREDIT.” 


A subsidiary of Commercial Credit Company, Baltimore 
... Capital and Surplus over $125,000,000 . . . offices 
in principal cities of the United States and Canada. 


YEAR AFTER YKAR—Commercial Credit financing 
is complete, competent, dependable 








“2 





WHOLESALE PLAN HELPS DEXTER MOTORS KEEP 
STOCKS UP—This is the beautiful, modern showroom of YNSOLICITED MAIL HIGHLY GRATIFYING + 


Dexter Motors, Inc. CommerciaL Crepit furnishes dealers __fJere are excerpts from one of the many letters WRITE, WIRE OR PHONE the office nearest vou that 
i ack inc i Y y iv rav.w . ¥ ° é s é 
with a complete package, including factory drive-away,whole- CommerciaL CrepIT receives: “Your financing ff C -RCIAL C P service. Consult your local 
sale. demonstrator and retail financing. A customer -Car bl a, offers CommerctaL Crepit Pian service. Consult your loca 

: ' fi h enabled me to own and operate my own business, telephone directory. Millions of time buyers, over a period 
Repair Plan also helps dealers keep profits up when new car employing 75 people . . . I want to thank you for P fs : oe ae Sega tae: I <yc 
AiMiintnn oes by helping them sell more and . ; of many years, have used and like CommerciaL Crepit PLAN. 

-xceaarsill_ sh ose Ian Bus. og : your service and your courtesy . . . It is a pleasure Let us tell you how this “brand name” financing can help you 
bigger and more profitable repair jobs. for me to recommend ComMeERcIAL Crepir highly phe te P) 


close more sales, contribute to your progress and profit. 





to my business friends.” 
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Hoggish Drivers Limit 
Benefit of Wide Roads 


By William Ullman 


Washington Correspondent 


ig potentialities of wide highways, properly used, are 








ing rendered less useful than they 

might be—and in some instances 

even impotent—is only too clear & 
as the daily accident toll is sur- 
veyed. 

No matter how much progress is 
made in an engineering way, wheth- 
er in the matter of signal devices 
signs and the like, or more modern 
roads, the problem of traffic safety 
will not move toward solution un- 
less the individual motorist under- 
stands his repsonsibility as _ the 
operator of a high-powered, high- 
speed vehicle. 




















everything that the average car owner seems to think The accident records indicate 
them to be. This fact clearly is indicated in a survey of the plainly that a vast amount of edu- 
U. S. Bureau of Public Roads on the capacities of highways Schoolboy Dreams in Nash Outdoor Poster— ian Bis, on b taatter OF Teak, the 
of various dimensions. ys a a The daydreams of boyhood are portrayed by artist Howard Scott in this outdoor only sound solution to the problem 


| wider roads, however, the average F A int i ; ‘ . r r 
study shows that a three- driver must overcome the tendency poster for Nash. The board is appearing at every Nash dealer point in the U. S. which increasingly is becoming a 
. to think of high i during August. J. B. Huntress, ad manager, reports that the auto manufacturer's | ggminant one before the country. 
lane highway, although only , to nk of highways in terms Of | return to human interest themes on its outdoor posters has brought a vote of approval * 6 @ 


half again as wide, has twice | “my half.” That | trom its dealers and many complimentary letters from the public. SDPA Chief May Quit 


idea goes only for 
he capacity of vehicles as a two-| 4 : 
ane toad. The first will carry the two-lane road. justification for heavy expenditures|of the huge number of accidents|/T‘ELFORD TAYLOR, chief of the 











about 1,000 vehicles an hour, with} tines toncua te on wider highways is seriously| reported in the U.S. every year are Small Defense Plants Adminis- 
80 percent of the cars moving in| should be ‘‘my modified by the way the average! due to driving on the wrong side tration, is expected to resign short- 
one direction, while the second has} third,” and on| Motorist drives. ee or “cutting in.” ly. Gots "aaa te ee am = 
Oe ee eee | wider highways ; It is more apparent today than turn to "private law practice in 
The four-track highway, although still smaller frac-| Only One Solution ever before that the problem of | Now Yorke 

only twice as wide as the two-lane tions. ALTHOUGH everyone acknowl-| highway safety cannot be solved " * «© «© 

road, will carry three times the| Many traffic ex- edges that keeping to the right/ alone by the use of mechanical | ~ h Debut 

number of vehicles. perts are con-|side of the road is a primary rule| aids. That they are invaluable is | OUrtouse Deou 








To derive the fullest benefit of | _ William Uuman vinced that the|of traffic safety, many thousands! quite obvious; that they are be- A PUBLIC housewarming for 
pains Washington’s huge new U. S. 


courthouse has been scheduled ten- 

tatively for October. One tour is 

planned for members of the bar as- 
(Continued on Page 58, Col. 1) 


e Chrysler Lauds 
f/f 0 p, 1/) f Service Record 
Of V-8 Engine 


DETROIT.—With a mileage rec- 
ord of over a billion miles of own- 
er driving behind it, the Fire Pow- 


er V-8 180-horsepower engine has 
proven the least demanding serv- 
ice-wise of any engine Chrysler 
has produced, reports F. E. Van 























Halteren, Chrysler division’s direc- 
tor of service. 
“When this engine was ready for 





production, we were faced with the ¥ 

7 GIVES MORE SPACE FOR WIDER ENGINES not Shek es eee wes tee 7 

2 on highly complex mechanisms 
REDUCES LUBRICATION SERVICE 75 PER CENT never before used in a mass-pro- 


duced automobile engine,” Van 
Halteren said. 
“To be sure that the Fire Power 





7 Ball joints located on the king-pin 3 MAKES FRONT WHEEL SUSPENSION INSTAL- 


line move inner pivots outward, veer extra LATION EASIER AND FASTER engine was properly serviced in the 
inches under the hood for wider engine design. field, we inaugurated a special Fire 
F ‘ 7 , Power service training program for 

© ys GLANCE at the illustrations and you use with the already ope 

see how valuable inches are saved vere Rainey prageass of 2S years 

under the hood! Quick comparison points Van Halteren said that all of 

out the number of lubrication services elimi- Chrysler’s 3,500 dealers, coast to 

A i coast, participated in the program. 

nated. But these are only small points in The program called for a number 


of service clinics using slide films 
to train dealers’ servicemen in the 
advanced service. techniques called 
for by the new engine. 


the over-all story. 


Thompson's Ball Joint Suspension also 








eliminates front suspension bind. It improves “Complete participation in this 
steering; makes handling easier; and prolongs program was necessary in order to 
; ine tite Th A niet ‘ assure owners of proper service for 
service lire. rough weight savings, parts their Fire Power anywhere in the 
reduction and compact design, Ball Joint country,” he said. 

: : : : ee Van Halteren said that in the 
Suspension speeds assembly. And in To hands of a very critical clientele, 
the equivalent of a complete rebushing job owner-service satisfaction has been 
2 ° maintained at a very high level 
can be done in half an hour because removal deaiie the tast het the Piso Pov- 
of front wheels and bushings, bleeding the er engine has 25 percent more 

. . parts than the in-line eight which L 
braking system and normal realignment sheaneted tt. \ 
are unnecessary. 

” ? 

Let Thompson’s “ENGINEERED STEERING Nash’s S. F. Zone 
experts h ring prob- . 

perts elp you solve your steering Pp Chalks Up Sales 
lems. Inquiries from all automotive makers A 
are welcome at Thompson’s Detroit Division. Gain of 74 Pet. 

Call us at WA 1-5010. SAN FRANCISCO.—May and 





June registration figures just re- 
leased show that Nash’s San Fran- 
cisco zone has the greatest per- 
centage of increase in new-car 
| registrations of all Nash zones in 
|the midwestern and western half 
of the U. S., it was reported last 
| week by W. E. Boyer, zone man- 
| ager. 

With a gain of 74.84 percent over 
registrations of the corresponding 
months of last year, the local zone 
topped by 33.66 percent the na- 
tional average Nash gain of 41.18 
percent. 

The next highest West Coast 
zone, Los Angeles, reported a 52.95 
percent increase. Figures from the 


2 Lubrication points are reduced from 12 to 4 by 
eliminating upper and lower standard threaded 
bearings, knuckle support, king-pin and its bushings. 





3 Only three simple operations are required to 
assemble or remove the compact service package 
from the suspension. 


Thompson 6 Products, Inc. 


DETROIT DIVISION 


7881 CONANT AVENUE © DETROIT, MICHIGAN 


East Coast were not available. 

Boyer said Nash’s new continen- 
,tal design was a factor which had 
| contributed to the car’s increased 
popularity in this area. 
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You need The News to do 
B16 BUSINESS it Now York! 


To sell millions...you 
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DAILY 2 NEWS [sss 


EXTRA NEW YORK’S PICTURE NEWSPAPER ——" 
Yew York 17, N.Y. Monday, July 14, 19628 











must reach millions! 


“You can’t explode a sales program 

















Vol 3A, NO.16 cm 


LOOKS LIKE XMAS AS 
CROWDS JAM SHOWING 
OF TELEVISION 





in New York with a cap pistol,” says 
Gerald O. Kaye, Vice President of 
Bruno-New York, Inc., metropolitan 
RCA Victor television distributors. 
That’s why The News was selected to 
carry 16 full pages of advertising in its 











Sunday issue, July 13, showing the new 
line of RCA Victor “Magic Monitor” 
television sets to the 2,400,000 families 
in New York City and suburbs who 
read the New York News every Sunday. 


Bruno-New York, 118 years old, 
America’s largest television 

and appliance distributor, deals with 
hundreds of TV and appliance 
retailers—it knows New York... it 
knows the selling power of The News. 





’ ‘Customers By | The —— «i 
streets wi 
Only brief hours after a coe $s hi Se ree a ae wp 


BCA Vieter “Magi on 
pone ool ets Ve RCA Exhibition s Hall, Radio » chy. 





# 
Lined Up For Hours. liad 
ntir 
ier “Se a whe up aun nd Radio chy te see new RCA 
w 
Victor “Magic > nee itor” telev 


Television retailers spend three times 






as much of their advertising money 





% 








in The News as in any other New York 


Photographic report to our advertiser Bruno-New York, newspaper, 


distributors of RCA Victor “Magic Monitor” Television. 
Radio Corporation of America, too, is 


a consistent advertiser in The News... 
reaching a majority of New York 
market customers ...in the largest 
medium, most effectively, at the 
lowest selling cost. 


Both daily and Sunday, the New York News 
has more than TWICE the circulation of any other newspaper in America 
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Reports from Various Areas... 
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Auto Market Page 


Buffalo 

Used-car supplies are tightening | 
up in the Buffalo market as a re- | 
sult of the growing shortage of 
new cars. Used-car prices are firm- 
ing up all along the line, and deal- 
ers predict that prices will go 
higher and supplies become shorter 
before auto manufacturers start 
catching up with new-car demand. 
Fewer used cars are coming to 
dealers in trades because of re- 
duced new-car sales. At the same 
time, demand for good used cars 
has been accelerated by the lack of 
new cars. Dealers, however, say 
the demand fcr used cars is far 





When people see in 
..smore come in... 


and SPEND! 


NN 
SELECT A STOREFRONT WITH hen 
A VIEW TO SALES! 


There’s no cheaper way to put your whole store on display 
than with a Libbey-Owens-Ford Visual Front. A Visual Front 
makes your entire store a display window. 

And for a lot less than you’d think. Why not call your local L-O-F 
Distributor or Dealer? Like you, they are local people, who know 
local conditions and codes. They can recommend local contractors 
and architects who will see that you get the maximum return for every 





from the boom stage and has been 
artificially created as a result of 
the steel strike. 

One used-car dealer reported 
wholesale prices of used cars are 
up from $50 to $75 a unit and 
that these advances soon will be 
translated into higher prices at 
the retail level. 

At the same time, sales managers 
emphasize that most late-model 

used-car prices still are $75 to $150 
below OPS ceilings. But continued 
strong demand is expected to find 
prices crowding ceiling levels in the 
near future. 

Meanwhile, District Enforcement 
Director John A. Lynch of OPS 





reported 14 complaints of over-ceil- 
ing sales of used cars in the Buf- 
falo area in recent weeks. He at- 
tributed this to mounting shortage 
of used cars growing out of the 


steel strike. 


Lynch said most of the com- 
plaints state overcharges of be- 
tween $50 and $100. The majority 
of cases are still under investiga- 
tion although a few of the violators 
already have been assessed cash 


penalties.—(George E. Toles.) 
+ + * 


Manhattan, Kans. 


Lack of new cars caused by the 
lower 


steel strike resulted in a 








“I’m afraid we can’t afford a big 
straight eight! Have you got a lit- 
tle crooked six?” 








number of new units sold by car 
dealers in Riley county (Manhat- 
tan) during July. A report issued 
from the office of the Riley county 
treasurer showed that there were 

















hh 


modernization dollar you spend. 


Your L-O-F supplier has the most complete line of storefront modern- 
ization materials, too—L-O-F Polished Plate Glass, Golden Plate to 
minimize fabrics’ fading, Thermopane* insulating glass to reduce con- 
densation, Tuf-flex* doors for clear view entrances, Vitrolite* glass paneling 
to beautify exteriors, L-O-F Plate Glass mirrors for interior beauty. 

Send the coupon for your free copy of our Visual Fronts book, and 


the name of the L-O-F Dealer or Distributor nearest you. 


*D 





Western Chevrolet, Abilene, Texas 
White & Prinz, Architects. 









For a modern VISUA Lo 


aRONT see your nearest 
IGLASS} 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


L-O-F Distributor. 


gape FREE BOOK ON VISUAL FRONTS 


Libbey* Owens*Ford Glass Co. 
7682 Nicholas Building, Toledo 3, Ohio 


Send me your book on Visual Fronts and the name of the nearest 





Name 


Address 


(Print Plainly) 








City— 


State 


Zone 








63 new cars registered compared to 
84 in June. 

Sales by make were: Chevrolet, 
15; Ford, 11; Pontiac, 8; Stude- 
baker, 8; Mercury, 6; Dodge, 3; 
Oldsmobile, 3; Plymouth, 3; Buick, 
2; Chrysler, 1; Nash, 1; DeSoto, 1; 
Willys, 1. 

The used-car market was 
slightly more alive. There were 
278 units registered in July, com- 
pared to 263 in June of this year. 

New-truck sales held about 
steady with June. Sales by make 
were: Chevrolet, 3; Ford, 3; THC, 3; 
GMC, 1. This record shows there 
were 10 new trucks sold in July 
compared to 11 in June. 

The used-truck market also held 
about steady. There were 33 used 
trucks sold in July, compared to 34 
in June.—(George M. Hunholz.) 

. * * 


Louisville 


Prospects for auto purchases, 
both new and used cars, are few 
and far between here in the midst 
of one of the worst droughts in 
years. 

Countrysides are burning up 
and farmers are being forced to 
sell livestock at heavy losses. The 
outlook for tobacco, the money 
crop of Kentucky and Tennessee, 
is poor. 

Agricultural experts estimate that 
drought losses may mount to $50,- 
000,000. Dealers can’t see much 
reason to hope for better market 
conditions through the balance of 
the year.—(A. W. Williams.) 

i. 


* * 


Ottawa 


Used-car dealers, despite settle- 
ment of the steel strike, are hold- 
ing the line of new-car prices. 

“The news of the steel settle- 
ment has eased the excitement, 
but we’re getting more business 
just the same,” reports one dealer. 

Another dealer said he is so con- 
fident in his business this year 
that he is renewing his lease on his 
premises. 

“Definitely,” said another dealer 
when asked if his sales of used 
vehicles are going well now. He 
complained, however, that he can- 
not get enough good vehicles to 


meet the demand. — (M. L. 
Schwartz.) 

* 7” = 

Topeka 


It was almost impossible to buy 
a new car in Topeka, Kans., as of 
July 10. Customers looking for used 
cars found prices sharply higher— 
although still below OPS ceilings. 
The steel shutdown was blamed for 
both facts. 


Dealers’ showrooms were practi- 
cally empty of new cars. Most 
dealers reported a complete sellout. 
None had more than two to five 
new cars on hand. 


The unfortunate shortage came 
at the height of the new-car sales 
season—with no hopes of getting 
new automobiles while the steel 
strike continued and for some time 
after it is over. 


“We have no new cars on hand 
and don’t know when we will be 
able to get any,” one dealer said. 
“We are at the point where our 
only demonstrator is being used 
by practically our entire sales 
force.” 

Even the most optimistic of the 
used-car dealers reported that the 
present supply would not last more 
than 30 days. This dealer believed 
prices would go higher, reaching 
ceiling in a short time. 

“When the present good used 
cars are sold, it will be difficult to 
replace them and the prices will 
of necessity be higher,” a used-car 
dealer said. “However, the ceiling 
prices range from $100 to $200 
above the pre-steel strike period.”— 
(George M. Hunholz.) 


* * * 


Boston 


According to the Federal Reserve 
Bank of Boston, New England’s 
huge textile industries, which for 
some time have shown declines in 
activity, are now beginning to dis- 
play definite signs of pickups. In a 
review of the second quarter of 
1952, the bank said that during 
June textile manufacturers re- 
ported increased inquiries and im- 
proved prospects for orders. 

Sounding a note of cautious 
optimism, the bank said that mill 
inventories were in better balance 
and that employment should in- 





crease along with orders. 
New England woolen firms were 
(Continued on Page 23. Col. 1» 
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(Continued from Page 22) 


reported as quite active, but the 
worsted division is eagerly await- 
ing an upturn after more than a 
vear’s slack in civilian employment. 
(Guy Livingston.) 

* * * 


Montgomery, Ala. 


New-car sales here declined in 
June, dropping from 360 in May to 
280. Dealers generally blamed a 
lack of merchandise. 

Chevrolet led the registrations 
with 48, and Ford was second with 
41. Plymouth registered 34; Dodge, 
20; Mercury, 18; Nash, 17; Pack- 
ard, 16; Pontiac and Oldsmobile, 15; 
Buick, 14; Chrysler, 11; Studebak- 
er, 9; Willys and Lincoln, 5; Hud- 
son, 4; Cadillac, 1; Henry J. 1; 
and Jaguar, 1. 


Truck sales climbed from 102 in | 


May to 111, with Chevrolet leading 
sales with 51 units. 

The used-car market was spotty, 
with a buyer’s market prevailing. 
Trading was close, but some deal- 
ers continued to show good profits 
by buying clean cars to supplement 


tradeins. Service business main- 
tained a good rate. — (William 
Lynn.) 

* * * 

Clevelan 


Dealers here hope the next couple 
of weeks will bring a “more healthy 
market condition.” 

New-car sales during the week 
ended Aug. 2 dropped to 967 
units, lowest point in three 
weeks. Sales during July aver- 
aged under 1,100 weekly, or 200 
per week less than in June. 

The picture for used-cars was 





brighter. Sales totaled 2,667 during 
the week ended Aug. 2, a four- 
week high. However, average 
weekly sales of used cars in July 
were only slightly higher than in 
June.—(Sanford Markey.) 

* * * 


San Antonio 


Motor vehicle sales in San An- 
tonio and Bexar county continued 
to decline in July, totaling 846, as 
compared with 1,121 during June 
and 1,230 in May. 

Of the July total, 667 were cars 
and 119 commercial vehicles. 

In the new-car field, Ford nosed 
out Chevrolet with 105 cars sold to 
102 for Chevrolet. Plymouth took 
third with 59 sales recorded. 

Chevrolet led in commercial ve- 
hicle sales, with a total of 33 ve- 
hicles, as compared with 21 Fords 
and 10 Dodges. 

Leader in new-car sales was Gil- 
lespie Motor Co. (Ford), with 48 
sales, followed by Turbeville Mo- 
tors (Mercury) and Ranger Pontiac 
Co., each with 45. San Antonio 


Buick Co. had 44 sales.—J. H. 


Reed.) 


* * cad 
Hamilton, Ont. 


Dealers in the Hamilton (Ont.) 
area are having difficulty filling 
new-car orders owing to a growing 
shortage of cars. The majority have 
used up their stock of new cars 
and refuse to guarantee delivery 
dates. 

U. S. autos are the most diffi- 
cult to obtain, including the high- 
er-priced models. 

One dealer expressed the fear 
that the shortage might create a 
“black market” situation similar to 
that which existed immediately 
after World War II.—(George E. 
Toles.) 


+ * * 
Elmira, N. Y. 

With new cars at a premium in 
Elmira, N. Y., dealers were looking 
forward to a sharp increase in 
used-car sales. One seller reported 
that demand had been rising for 
two weeks, although others de- 
scribed the market heretofore as 
steady.—(George E. Toles.) 

* * e 


Birmingham 

Limited deliveries from the fac- 
tories during the steel strike were 
contributing causes in the decline 
of new cars sold in Birmingham, 
Ala., in July as compared to June. 
Total sales for the month in Birm- 
ingham were 308 under June. 

Sales by makes: Allstate, 4; 
Buick, 27; Cadillac, 15; Chevrolet, 
86; Chrysler, 19; Crosley, 3; De- 
Soto, 9; Dodge, 48; Ford, 84; Henry 
J, 10; Hudson, 16; Kaiser, 11; Lin- 
coln, 6; Mercury, 44; MG, 3; Nash, 
20; Oldsomible, 30; Packard, 18; 


Pontiac 26; Studebaker 20, and 
Willys, 10. Total for July was 693, 
against 1,001 for June, — (Stuart 
Riddle.) 


* * * 
Pittsburgh 
Business in the Pittsburgh dis- 
trict the week ended Aug. 2 made 
rapid progress in recovering from 
the steel strike, according to the 
bureau of business research of the 
University of Pittsburgh. 
Industrial production increased 
sharply as steel mills and blast 
furnaces resumed operations. Like- 
wise, originating freight shipments 
rose decidedly. 
Department store sales were up, 








Top 10 cars (on miles-per-gallon basis) including Sweepstakes winner 
—all equipped with this famous Borg-Warner Transmission unif—averaged 
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but the gain was somewhat less 
than seasonal. New-car registra- 
tions reflected a decided increase. 





| Merlin, Highet Move Up 


At Cleveland Graphite 


Appointments of M. J. Merlin as 
Cleveland factory manager and 
Hugh S. Highet as chief manufac- 
turing consultant, have been an- 
nounced by Cleveland Graphite 
Bronze Co. The appointments were 
made in connection with the com- 
pany’s establishment of a separate 
division for conducting its original 
equipment business. 

Merlin came to Cleveland Graph- 
ite in 1941 as a methods engineer. 
He later became superintendent of 
the diesel bearing department, 
master mechanic and manager of 
the heavywall bearing unit. Highet 
joined the company as a toolmaker 
in 1927. After serving as superin- 


Again this year the records proved: B-W Overdrive means 
more miles per gallon of gas! 

In the grueling, 1415.4-mile Mobilgas Economy Run— 
sanctioned and supervised by the Contest Board of the AAA 
—the 10 best actual miles-per-gallon records were made by 
1952-model cars equipped with Borg-Warner Overdrive. 

And in every year of this annual contest, the fon-miles- 
per-gallon Sweepstakes winner has been equipped with this 
famous Borg-Warner transmission unit. 

What better proof could you want of real fuel economy! 


3 MILES “FREE” IN EVERY 10! 


An advanced-type transmission, B-W Overdrive automatically 
cuts engine revolutions 30%. At 50, for instance, the engine is 
taking it easy at only 35! That saves gas—hands the owner as 
much as 3 miles “free” in every 10. Saves engine wear, too— 
means longer life and fewer repair bills. 

Made exclusively by B-W’s Warner Gear Division, Over- 
drive is now offered on 11 leading makes of cars. Proof again 
that . . . B-W engineering makes it work—B-W production 


makes it available. 


Borg-Warner 
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Corder Motors, Vancouver, Wash.— 


View of recently completed building of Corder Motors, Inc. (Oldsmobile), 16th & 
Main Sts., Vancouver, Wash. Owner L. H. Corder reports that the dealership is one 


of the most modern and complete in the northeast. 





tendent of the aircraft bearing |sistant general superintendent in 
casting department and as assistant | 1945 and general superintendent in 


master mechanic, he was made as- | 1946. 














Mobilgas 
1952 Economy Run 
April 14-15-16 


Sanctioned and Supervised by 
Contest Board A.A.A. 


Toughest car driving contest in all the world . . 





MILES PER 
GALLON 


. spanning all four 


seasons and all-year driving conditions in a 35-hour run of 1415.4 miles 
from Los Angeles to Sun Valley, Idaho, over a course with altitude 
from 70 ft. below sea level to 8010 ft. above . . . from mountains to 


desert, and from icy roads to intense heat. 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago 
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| who know why Carthage was de- 














A MOST inspiring change is tak- 
ing place in the minds of mil- 
lions of mothers and fathers in 
America who want their sons and 
daughters to have a better chance 
for real success and happiness than 
they themselves enjoyed. 


Time and EXPERIENCE have 
changed the old fashioned concep- 
tions of what constitutes the best 
education for a boy or a girl who, 
like all the rest of us, must first 
learn how to make a living TODAY 


and TOMORROW, while a broader|.. . 


culture and the older ideals of the 
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Liberal Arts are being left to the 
more culturally inclined or the 
more liberally financed. 

To lay the IDEA right down 
on the line ... in this most prac- 
tical world there is a far greater 
demand for young men who know 
how to handle a- micrometer or a 
test tube than there is for those 


stroyed. There is a greater de- 
mand for men who know the 
manuals of the shop and labora- 
tory than for those who know 
the incidents of Hannibal’s cross- 
ing of the Alps. One cannot hope 
to support his family or send his 
children to good schools unless 
he can do at least ONE thing a 
little better than the next man 
- even though it’s only laying 
brick (at twenty dollars a day). 


Last night, at about 11 p. m.,, a 
beamingly happy woman in her 
mid-forties burst into the office 
where I was “two-fingering” the 
typewriter, when, humming joyful- 
ly, she started emptying the waste 
baskets and dusting off the desks. 

“What makes you so happy?” I 
asked, shifting the carriage on the 
Underwood. 

o° Tere (ere ° gee » ¢ 
BOY,” she cried. “HE’S just 
won a scholarship in one of the col- 





leges of the City of New York. I’ve | 
worked the night shift here in 


Grand Central for ten years, hop-| 


ing to help him do that.” 


“How old is he . .. and what 
course is he specializing in?” 


“He’s 19. His mathematics teach- | 


er in high school encouraged him 


to try for a scholarship in engi-| 
neering. Now, he’s going to be an| 


engineer.” 

She didn’t know nor care about 
all those sines ... co-sines... and 
logarithms in those books in which 
his “head was buried” every night 
while she emptied the waste bas- 
kets and mopped the tiles .. . Her 
BOY was a SUCCESS. He had 
ARRIVED. 


* * * 


Friendly Philosopher 
LYING from New York to Cleve- 
land the other night on the mid- 
night plane I sat down next to a 
boy who had just finished college 
and was trying to decide what kind 
of a job he really wanted. 


“What course did you take in col- | 


lege?” I asked. 

“Economics and political science,” 
he answered. 

“Can you make a living with what 
you have learned?” 

“No, I’m afraid not, until I have 





| presented to Joe Toepfner, 











| Plaque to Toepfner— 


A 20-year service plaque recently was 
Inc. (Stude- 
baker), Columbus, O. Toepfner, president 
of the firm, is shown receiving the award 
from Frank T. Corcoran (left), Studebaker 
regional manager. Looking on in the 
center is Herman Marte, vice-president of 
the dealership. 





a lot more practical _EXPERI- 
ENCE.” 

“Didn’t your professor tell you 
that?” 

“Oh, yes, he was wonderful .. . 
BUT, he said the world is moving 





Schrader Contributions to the Tire Industry 
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WE MAINTAIN STOCKS IN ~~ 
WAREHOUSES AND WITH DEALERS 
IN EASY-TO-USE, EASY-TO-STORE 
PACKAGE UNITS. AND WE 
DISTRIBUTE “HOW-TO” FACTS ABOUT 
CARS, SERVICE MAINTENANCE OF 
TIRE VALVES TO HUNPREPS 
OF THOUSANDS OF TIRE 
SERVICE MEN. 
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Schrader service backs you right down to your 


own customer. . 


. the consumer. Whether he 


is a fleet operator with 500 trucks or your 
neighbor with the family car . . . Schrader 


provides all the information and equipment 
to dealers everywhere to help your customer 
get all the miles you built into your tires. 


A. SCHRADER’S SON, 470 VANDERBILT AVE., BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 
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so ‘fast into new phases of Eco- 
nomics that one can hardly keep 
up with it.” 

“WELL,” said I (posing as the 
old philosopher), “Economics has 
to do with economy and that 
means saving MONEY. An en- 
gineer or scientist gets an IDEA 
of how to do something better 
and for less money than it has 
ever been done before. The pro- 
duction man devises means to 
produce it better and for less 
money than has been possible 
before. The marketing man 
thinks up ideas of how to reach 
the largest possible number of 
people who would like to be 
served. The advertising man 
knows how to reach millions of 
consumers at a comparatively 
small cost per consumer .. . 
THAT’S ADVERTISING AND 
THAT’S MY BUSINESS.” 

“Say I like sales and adver- 
tising. 'Spose I could get into that?” 
Said I (facetiously), “Have you 
got a rich uncle or relative who 
controls a big advertising account? 
Then you would become a vice- 
president and lunch at the Stork 
Club ... but you wouldn’t know 
anything about the fundamentals 
of advertising. N-O-O-H, so you 
haven’t. Then you'll have to start 
ringing door bells . . . finding out 
what makes women buy things.” 
“Well . . . I’ve done some house 
to house selling during summer va- 
cations.” 

“Tell me, did the women slam 
the door in your face?” 

“Oh, my no, they seemed to like 
me. Most of them seemed to like 
to talk to someone.” 

ok oo os 


Don’t Crowd, Son! 

KAY ... boy you’re IN. You’re 

tall and dark ... you’re well 
dressed . . . you have a nice voice 
and you seem actually HONEST. A 
woman decides those things at first 
glance. Take it easy . . don’t 
“crowd the lady” and you’ll make 
a living right off the bat. 

IF ... you know your product 
and TELL YOUR story from the 
woman’s point of view. Selling is 
partly a pleasing personality . . 
accurate knowledge of what your 
product will do for HER... not 
your commissions . . . combined 
with honest ENTHUSIASM .. 
plus that old bulwark of old fash- 
ioned HONESTY ... which women 
cannot fail to admire. You know 
they’ve been lied to a lot.” 

“Shouldn’t I see the men too?” 

“Not unless your product costs 
more than she would dare to spend 
without talking to her husband.” 

“I guess you’re right. You’ve had 
EXPERIENCE” .. . (sotto voice, 
“AND HOW”.) 

We circled for an hour over 
Cleveland airport before we could 
land in the fog. Then I said “GOOD 
BYE BOY ... Don’t tell any- 
one what I told you.” He was met 
by his mother and his sweetheart, 
upon whom he could start practic- 
ing AT ONCE... HUH... prob- 
ably Chairman of the Board... 
someday. 

P. S:: Stranger things have hap- 
pened. 


Rubber Usage 
Shows Negligible 
Change in Month 


NEW YORK.—New rubber con- 
sumption during June decreased 
0.90 percent to 102,438 long tons 
from the 103,365 long tons con- 
sumed in May, according to the 
monthly report of the Rubber Man- 
ufacturers Assn., Inc. 

Consumption of natural rubber 
during June was up 0.57 percent to 
36,681 long tons from the 36,474 long 
tons used during May. Use of syn- 
thetic rubber amounted to 65,757 
long tons a decrease of 1.70 percent 
from the previous month’s total of 
66,891 long tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
21,737 long tons, 2.40 percent lower 
than the 22,271 long tons used dur- 
ing May. 








Goodrich Boosts Catt 


Harold K. Catt, with B. F. Good- 
rich Co, purchasing since 1940, has 
been named general purchasing 


agent, according to William W. 
Scull, 
traffic. 


director of purchases and 
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Factorice Move to Keep Replacement Lines Filled .. . 





Parts Shortage Unlikely 


et the lengthy steel strike 
and the loss to production of 
many service parts items, a survey 
of the parts managers of the car 
and truck factories discloses that 
they do not anticipate any critical 
shortage of replacement parts. 

In practically every case the 
parts managers state that unlike 
former instances where produc- 
tion was cut off sharply, the fac- 
tories and dealers came into the 
strike period with unusually 
large stocks of practically all 
items. 

As one prominent parts manager 
puts it, “Although the availability 
of many parts from sources is poor 
at the present time, our inventories 
in field warehouses and here at the 
factory are of sufficient strength to 
carry us well into November. 


“In other words, we are confident 
that new supplies of critical parts 
will be available long before cur- 
rent inventories have been com- 
pletely sold out.” 

* 


* * 


| fren during the strike many 
parts experts in the industry 
were inclined to be a little dubious 
about their ability to maintain 
availability of several critical items 
during the latter part of October 
and early November, they now feel 
that with careful dispersal they 
will be able to ride over this period 
without cars or trucks being laid 
up because of lack of parts this fall. 
Several factories have already 
put “car tied up” orders into effect 
and will not ship critical parts out 
to dealers unless the order especi- 
ally states *that a car is down for 
the lack of a certain part and that 
none of these parts is available 
from other sources in that area. 
This move has been made to 
conserve those items built of 
material that has been in more 
or less short supply all during 
the recent defense period and to 
prevent “hungry” dealers from 
hoarding critical parts that are 


‘Fair Play’ Vowed 
For ASI Show 
In Atlantic City 


HICAGO. — Adequate hotel and 
exhibit facilities are assured 
for this year’s Automotive Service 
Industries show in Atlantic City, 
according to Frank G. Stewart, 
vice-chairman of the ASI show 
committee and chairman of the 
Motor & Equipment Wholesalers 
Assn.’s section of the committee. 
Stewart said that competition has 
returned in the food, hotel and 
beverage business at Atlantic City, 
and that prices “are guaranteed to 
be on a par with those at Chicago 
or other leading commercial cities.” 


The show is scheduled Dec. 10-13. 


Stewart recalled there was dis- 
satisfaction with conditions pre- 
vailing at the ASI show in Atlantic 
City back in 1946. However, he 
said, these conditions were “un- 
usual,” in that the war had just 
ended and many hotels were still 
occupied by military personnel. 

At that time, also, the railroads 
cancelled all special trains and 
Many regular ones because of a 
threatened coal strike. 

For this year’s show, said Stew- 
art, Atlantic City authorities have 
gone allout to assure satisfaction. 

He predicted the use of all avail- 
able exhibit facilities and the larg- 
est wholesaler attendance of any 
ASI show in history. 








not actually needed for the im- 
mediate repair of customers’ cars. 

As another parts manager ex- 
plains his policy on the distribution 
of such parts: 

“We are doing everything pos- 
sible to control the distribution of 
functional parts that might get in 
short supply so that owners of our 
product will not be deprived of the 
use of their cars. 


“When our stock of these items 
is reduced to a 30 days’ supply, we 
will no longer ship on stock orders, 
retaining the stock for the filling 
of emergency orders only. 

“When these items go on the 
critical list, we back-order them 
on stock orders, and when the 
acknowledgement of the back 
order is mailed it carries a state- 
ment to the effect that our stock 
on this item has reached a criti- 
cal point due to the steel strike 
and will only be supplied on 
emergency orders for inactive 
cars—on which orders the own- 
er’s name and address and serial 
number of the car must appear. 

“In this way, and in this way 
only, can we control distribution of 
those critical items and make cer- 
tain that the limited stocks which 
we have will be distributed to areas 
where there is an actual need for 
s.” 

* * * 
EALERS, therefore, who are 
now getting parts back-ordered, 
need not feel any alarm over the 
fact that they are getting an un- 
usual number of items _ back- 
ordered. 


Factory parts managers still can 
remember war days and several 
times shortly following those days 
when such precautions were not 
taken soon enough and customers’ 
vehicles were laid up because there 
just weren’t any replacements 
available anywhere to put the ve- 
hicle back on the road. 


Factory parts experts still do 
not have a clear picture of what 
is ahead in the way of parts 
availability. They know that cer- 
tain metals and shapes have been 
in tight supply owing to the 
heavy demands of the defense 
program. They know that Wash- 
ington will endeavor to channel 
sufficient critical materials to the 
defense program so that it will 
not bog down. 


They know, too, that there is a 





chance that even after some of the 
parts made from this material 
start to flow into the various fac- 
tories for vehicle production, there 
is a feeling that not too much will 
be channeled to service stock until 
the parts pipelines are filled again. 


It is generally felt that, by and 
large, both the factory and dealer 
stocks in this present situation will 
be ample to carry the needs of the 
dealer’s parts replacement through 
until large-scale production is 
again established. 

* * * 

| fe IS known that factory manage- 

ment has, in a number of in- 
stances, arbitrarily diverted stocks 
of factory-manufactured parts to 
service parts depots just to prevent 
any shortage in these items occur- 
ing. 

Factory service men are much 
more worried right now over the 
possibility of a serious shortage 
coming up early next spring if 
lake shipping does not open early 
to replenish the lost ore stocks of 
the steel mills. 


There is a general feeling that 
the mills will not be able to make 
up the two months’ ore stockpil- 
ing that has been missed this 
summer due to the strike. Of 
course, if that happens not only 
Service parts but production 
parts, as well, will suffer. 

High alloy steels are one of the 
most crucial items facing the in- 
dustry at present. With certain 
sheet steel shapes and thicknesses, 
high alloys are greatly in demand 
for defense production, and it is 
felt that a substantial percentage 
of such metals will be channeled to 
defense programs until manufac- 
turers have reestablished banks 
dissipated during the strike. 


However, there are also consider- 
ale finished and partly finished 
stocks in the hands of the mills 
that will be shipped in quantity 
just as soon as it is possible to 
do so. 

* * * 

At PRESENT, the source picture 

is too clouded for any one to 
do more than conjecture on how 
soon all of the suppliers building 
the myriad of finished and semi- 
finished parts and components will 
be able to resume full production. 

And it is because of this uncer- 
tainty, that the factories are put- 

(Continued on Page 45, Col. 1) 





Full Utilization of Shop 
Called Key to Profits 


| i A RECENT discussion partici- 
pated in by service-minded deal- 
ers, equipment manufacturers and 
factory service experts, aimed at 
determining why more dealers with 
well-equipped shops were not mak- 
ing a higher percentage of absorp- 
tion, the talk finally resolved on 
one word—utilization. 

Lack of utilization of space and 
manpower; lack of utilization of 
diagnosis techniques available 
through the testing and correc- 
tion equipment now in the shop; 
lack of utilization, for better mer- 
chandising, of the contacts pro- 
vided by customers coming into 
the shop—all these add up to the 
low number of items per repair 
order that still exist in the aver- 
age franchised dealer’s shop and 
the lower profit being earned as 
against the volume of business 
done. 

It was the consensus of the meet- 
ing that lack of utilization of these 





facilities in the average shop also 
was the cause of a great deal of 
the dissatisfaction being found with 
dealer service in general. 

Another important point was 
brought out for those dealers lo- 
cated in cities and metropolitan 
points in particular, and that was 
the lack of attention being given to 
the reception and care of women 
drivers. 

- . * 

WAS pointed out that today 

there were vastly increased num- 
bers of professional women and 
that in addition to these profes- 
sional women, who represented a 
large car ownership, the housewife 
was the one best able to bring the 
family car into the shop for repairs. 

Much of the women’s business 
goes to the corner filling station 
because Joe or Jim, the operator, 
has made it a point to know the 
women drivers in his neighborhood 

(Continued on Page 46, Col. 1) 











Backshop 








--+ by Jack Weed 











N ITS nationwide “Let’s Get 

Acquainted” promotion that 
starts out with a planned program 
for August, September and Octo- 
ber, the Ford division has done a 
couple of things that show the new 
trend of factory thinking toward 


3M Gives Tips 
On Removing Old 


Chrome Protector 


| RESPONSE to requests from 
car owners who want to have 
chrome protector compounds re- 
moved or renewed, the adhesives 
and coatings division of Minnesota 
Mining & Mfg. Co. offers dealers 
the following suggestions. 

For renewal of chrome protec- 

(See TIPS, Page 45, Col. 3) 
* * * 








. 


Removing Old Protector— 


Use a good heavy-bodied paint 
mover or chrome- protector removing 


re- 


liquid to loosen adhesion. When bubbles 
start to form, protector is ready to be 
removed. 





Cleaning Chrome— 

Dip rag in kerosene or other petro- 
solvent and clean chrome from = any 
gummy substance that is left over. 





Applying New Coat— 


After the chrome has been thoroughly 
el d of old substance, apply new coat 





the dealer on such promotional 
campaigns. 

In the “king-size” promotional 
portfolio—it’s so darn big that 
even I did not have a waste- 
basket large enough to throw it 
in when I was through going over 
it (it was designed with this 
catch in mind, I understand)— 
the factory included, for free, all 
of the banner and window posters 
each dealer will need. 


In the folder, the factory men 
recommend that each dealer put 
out a “loss leader,” such as is being 
done right along by the drugstores, 
and they offer the dealer a stand- 
ard accessory for each month at 
factory cost. They suggest to the 
dealer that he, in turn, pass it on 
to the customer at the same price 
together with a service special. 

In addition to going after more 
business from Ford owners, the 
program also incorporates plans 
and projects for going after more 
wholesale parts business from the 
fleet owners and garages in the 
dealer’s area. b 

* 


Maintenance Reminder 


A§ I WAS stumbling around out 
at Ford getting the lowdown on 
this parts promotion program, one 
of the boys handed me a new “Pre- 
ventive Maintenance” gadget that I 
believe has considerable merit. It 
consists of two plastic disks, one 
superimposed over the other and 
with a center grommet holding 
them together. 

The outer disk has a rectangu- 
lar hole in it labeled, “Dial mile- 
age for needed service.” Around 
the edge of the outer disk are 
mileages running from 300 miles 
up to 15,/000 miles. On the face 
of the inner dial are printed two 
basic services labeled “A” and 
“—” 

At 300 miles, for instance, there 
appears in the opening, “Change 
engine oil, differential lube. Drain 
Ford-O-Matic, strain fluid, adjust 
bands, refill.” At 1,000 miles, the 
instructions in the window opening 
say to give the car the “A” services, 
and so on around the cycle. 

This gadget is being given to the 
Ford mechanics, as it says on the 
dial, “to help you, as a Ford serv- 
iceman, to remind Ford owners of 
the periodic services needed to 
maintain peak performance and 
satisfaction.” But I see no reason 
why the same dial deal, in printed 

cardboard, would not be a good 
item for a dealer to give each new- 
car customer so that he, too, would 
always know what to have done at 
these mileages. The back of the 
dial has plenty of space for a good 
advertisement on the quality serv- 
ice the dealer has to offer. 
. x a 


New-Type Oil Filter 
E E. IVERSON dropped in from 

* Minneapolis to show me a 
new type of oil filter that seems to 
have possibilities. In the first place, 
it is a low-pressure filter so that 
there is little likelihood of an 
owner losing his engine oil because 
the gaskets were not put back 
properly. 

This new deal, which has had 
seven years of experiment and 
use, according to the inventor, 
also has a tube running from the 

(Continued on Page 28, Col. 1) 








of protector. 
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Dealer Business Counsel 


Service Maintenance and Lubrication Contract 
Assures Steady Flow of Business into Shop 


By J. B. Van Tassel 

Dealer Business Counsel 
| ee SO many cases the average 
purchaser of a new car will 
leave the dealer’s service depart- 
ment for one reason or another as 
soon as the war- 
ranty or lubrica- 
tion contract ex- 


pires. 
Of course, many 
of them leave 


before this time. 
It is important 
from both a re- 
peat sales and 
profit standpoint 
over the long pull 
to do everything 
possible to keep 
these new-car owners coming back 
into your service department. 

The sale of a lubrication contract 
only at the time of the sale of the 
new car is not enough inducement 
to keep owners coming back, 
largely because there is not enough 
investment involved to penalize the 
owner if he fails to return or goes 
to some other place that is more 





J. B. Van Tassel 





Bailey Heads Up Service 
For GM Technical Center 


Elmer Bailey has been appoint- 
ed director of the service section 
of the General Motors Technical 
Center, it is announced by John 
J. Cronin, vice-president of GM’s 
manufacturing staff. 


Bailey joined GM in 1942 as 
traveling auditor. Several years 
later he was placed on special 
assignments. In 1947 he was 
transferred to the procedures and 
methods section of the comptrol- 
ler’s staff. In 1950 he was tempo- 
rarily assigned to the Technical 
Center, and was named resident 
comptroller Sept. 16, 1951. 





convenient or where he gets better 
service. 

The service maintenance and 
lubrication contract is the one 
way, in my opinion, to help in 
bringing the owners back, pro- 
vided you give them good serv- 
ice at the right price and help 
to make it convenient for them to 
bring their cars back to your 
place for service. The price of 
the lubrication part of this con- 
tract is more or less fixed and 
should be easy to predetermine, 
However, the price of the service 

maintenance of this contract is one 
which will require considerable 
thought and study on the part of 
the management before a retail 
price can be set. The best way to 
set this price would be on the 
basis of your own past experience 
in service and parts costs as taken 
from the study of these costs from 
your own service operation. 
* ok * 


Make Contract Clear 
N CONNECTION with this serv- 
ice maintenance part of the con- 
tract it should be specified that the 
contract does not include any pro- 
visions for work at no additional 
charge on wreck jobs and repair 
work required because of abnormal 
abuse of the car. This part of the 
contract should be fairly specific 
as to just what service work on 
the car is covered by the contract. 
I would suggest that this con- 
tract be for a period of at least 
12 to 18 months from the time of 
the delivery of the new car. The 
majority of folks like to operate 
on a budget basis. Hence, here is 
another good selling point in con- 
nection with the sales of your 
new car. 
This combination service main- 





tenance and lubrication contract 





Postman Calls 26 Times— 


Rural mail carrier Charles Crawford and Mrs. Crawford accept delivery of their 26th 
Chevrolet. Twenty-four of them were purchased from Ed Sahli (right), who has operat- 
ed Sahli Motor Co., Beaver Falls, Pa., since 1931. 





insures the customer of a maxi- 
mum of efficiency and economy in 
the operation of his car and it also 
insures you, as a dealer, of a steady 
flow of service and parts profits 
and a repeat buyer for all of your 
products. Also, it pays in advance 
for parts and service and elminates 
expensive collection procedures. 


It has many benefits for both the 
customer and the dealer, and this 
is just as a matter of suggestion 
on the part of the writer for what- 
ever the dealer might see fit to do 
with it. 

One other thought for considera- 
tion in the development of this 
service maintenance and _ lubrica- 
tion contract is the importance of 
specifying in the contract that all 
work on the car must be done in 
the new-car dealer’s place of busi- 
ness. This should really help to 
hold ’em, 

(Any questions you may have 
on business management will be 
gladly answered by writing J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 





Fire Fighting 
Program Is Localized 


At Eaton Axle Plant 

CLEVELAND.—Eaton Mfg. Co.’s 
axle division recently revamped its 
fire brigade organization to provide 
faster and more efficient protection 
for any section of its large plant. 

Backed up 100 percent by man- 
agement, Captain G. A. Morrison 
and Fire Marshall J. A. Brady set 
up an advisory board in charge of 
the new program. Board members 
are C. C. Wickson, plant superin- 
tendent; H. M. Thompson, labor 
relations supervisor; Morrison, and 
Brady. 

The board handles all reports of 
fire hazards, suggestions for better 
fire protection, organization of fire 
training, the fire safety informa- 
tion program for all employes, and 
oversees maintenance of extin- 
guishing equipment. First act by 
the board was to enlarge and de- 
centralize the existing fire brigade. 





NPA Approves 
$726 Million 
Building Plans 


WASHINGTON.—Approval of 1,- 
599 commercial construction proj- 
ects throughout the United States, 
with an estimated cost of over 
$726,000,000, was announced last 
week by the National Production 
Authority. The approvals, made on 
second quarter applications, carried 
allotments of materials for that or 
succeeding quarters. 

A geographical breakdown on the 
construction showed California 
leading the country with 254 proj- 
ects costing more than $146,000,000, 
New York was second with 156 
projects costing more than $118,- 
000,000. 

Each area, NPA pointed out, is 
included in the list of seven so- 
called hardship areas in the coun- 
try to which NPA has given special 
consideration for the alleviation of 
unemployment in the building 
trades brought about by lack of 
defense industrial expansion con- 
struction and the slack in ordinary 
construction due to NPA construc- 
tion regulations. 





Gould Battery Sales 
Show Sharp Increase 


ST. PAUL.—June sales of auto- 
motive starting and lighting storage 
batteries by Gould-National Bat- 
teries, Inc., showed an increase of 
47 percent over June of last year, 
and an increase of 30 percent over 
May, 1952, according to Albert H. 
Daggett, president. 

“The hesitation in the purchases 
of automotive starting batteries for 
replacement purposes which had 
characterized the year 1951 and the 
early months of 1952 has come to 
an end,” Daggett said. 

“The demand for batteries of this 
type could not long be postponed in 
view of the number of cars, buses, 
trucks and tractors now in use, 
which is at record levels,” he said. 
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Used in oil and gas, Miracle Power circulates 
in car engines, forms a breathlike, lubricating 
film of colloidal synthetic graphite on all vital 
surfaces. This film helps oil maintain a better 


performance. 
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By Simon M. Schwartz 
Staff Correspondent 

FORT WAYNE, Ind.—There are 
thousands of filling stations scat- 
tered throughout the land today, 
but there was a time when they 
were a real novelty. According to 
W. G. Zahrt, one of the early sales 
managers of S. F. Bowser Pump 
Co., of Fort Wayne, J. D. (Jake) 
Gumpper originated the term “fill- 
ing station.” 

Gumpper was running a gro- 
cery in Fort Wayne when the late 
S. F. Bowser perfected his first 
coal-oil hand pump. It was 
placed in Gumpper’s store, and 
he was so pleased with its possi- 
bilities that he sold the store 
and became a salesman for the 
Bowser company. 

Gumpper was a good salesman. 
He had enthusiasm and imagina- 
tion. He firmly believed that the 
horse was not here to stay. And he 
knew that the horseless-carriage 
playthings of that day had to have 
gasoline. The gasoline must be con- 
veniently located. His answer was 
“pumps.” 

“Jake’s Filling Stations,” as they 
became known to the trade, closely 
resembled the familiar outhouses 


For Only $16,500, 
He’s Got Himself 
A Rolling Castle 


CHICAGO.—Alex 








Dreier, Chi- 


cago television newscaster, claims | 


as the nation’s most expensive 
make-over job the car he has 
named the Broadmoor Muntz-Lac. 

He bought the car originally for 
$4,500 and has added $12,000 to its 
cost in the form of a new Cadillac 
engine and many “snazzy” innova- 
tions. 

Dreier turned the redesigning 
and customizing assignment over 
to Al Rogers in Colorado Springs, 
Colo. The latter required four 
months to complete the work. 

Added to the newly installed 
Cadillac motor are five chrome 
carburetors so that Dreier can at- 
tain a “cruising” speed of 135 miles 
per hour. Engine, gas and oil lines, 
brackets, and bolts are also 
chromed. 

Other achievements include a 
cold weather warmer that auto- 
matically starts the motor every 
24 minutes, running it for two to 
four minutes and turning the en- 
gine off then to keep 
while parked outdoors. 


Another gadget is a brake unit | 


telling how many feet are required 
to stop the car at a given speed. 
There is also a 
analyzer; a charginator on battery 
control of the car’s entire electri- 
cal system; a gyro control unit for 
anti-skid purposes; a black polariz- 
ing light for night driving; rear 
fenders sporting four chromed ex- 
haust pipes which protrude about 
eight inches, two radio antennas, 
one on each rear fender; push- 
button controls for doors; easy-eye 
glass windows that open electrical- 
ly; bucket seats equipped with 
safety belts; bullwhite alligator 
leather upholstery and a four-horn 
system powered by a 125-pound 
pressure chamber supplying force 
enough to be heard miles away. 





Centennial to Plug 


Engineer Career 


CHICAGO. — Stating that Amer- 
ica’s colleges and technical schools 
are preparing only about half as 
many trained engineers as_ the 
country needs, Lenox R. Lohr an- 
nounces that one of the main ob- 
jectives of. the Centennial of Engi- 
neering, to be celebrated in Chi- 
cago later this year, will be to in- 
spire more young men and women 
to take up engineering as a career. 

Lohr, who is president of the 
Museum of Science and Industry, is 
the Centennial’s president. Serving 
with him as Centennial directors 
are former president Herbert Hoo- 
ver and Charles F. Kettering, re- 
ae consultant of General Mo- 
Crs. 


it warm 


Pioneer Filling Stations 


Enterprising Hoosier Salesman Peddled Pumps 
That Looked Like Outhouses 


lof the day. They consisted of a 
|rectangular tank encased in a 
beaded siding which extended 
above the tank to enclose a meas- 
uring pump, with roof and lock. 


Gumpper’s territory was north- 





Transport Group Lays 
Plans for 1953 Show 


NEW YORK.—Following the suc- 
cess of its 1952 show, the 1953 Na- 
tional Transport Vehicle Show and 
Fleet Maintenance exposition will 
open Feb. 25 and close on the night 
of Feb. 28, 1953, according to the 
Automotive Transport Trades Coun- 
cil, 


It is also announced that previ- 
ous exhibitors will be given first 
choice of booths and that the revi- 
sion of the floor plan will provide 
more demonstration booths than 
were available in the 1952 show, 
while more vehicle exhibits will be 
accommodated in the central dis- 
play area. 


station he sold was at Huntertown, 


was skeptical. He did not think 
there would be much use for such 
| @ contraption. That was a challenge 
|} to Gumpper. 

He thought fast and came up 
with a winning suggestion. “Tell 
you what,” he said. “We'll set 
the tank right up bere on the 
curb where everyone can see it. 
To catch the eye of the approach- 
ing automobile driver, we'll have 
the factory stencil your name on 
the street side and beneath that, 
in big letters, ‘Auto Filling Sta- 
tion.’ You'll get a lot of gasoline 
trade and attract other custom- 
ers.” 

That was the moment of origin. 
Gumpper subsequently sold many 
of his filling stations, especially 
along the Wabash river from Hunt- 
ington to Lafayette, although some 
of them later were swept into the 
river by a raging flood. 

Filling stations have come a long 
way, from the _  gallon-at-a-time 
crank jobs to the modern super- 
service depots. But despite all the 
glitter, fancy devices and special 
services, they still are “filling sta- 
tions.” 





ern Indiana, and the first filling | 


north of Fort Wayne. The buyer | 









Adjusters Attend Nash Body School— 


Some 30 insurance adjusters recently attended a school at Nash's body plant and 
technical service department in Milwaukee to study body repairs on unitized body 
construction. Shown seated at the speaker's table are Nash personnel who presented 
the program, including (left to right): Floyd Silvers, chief body technician; J. M. 
Cooper, insurance department manager; W. A. Cook, national service manager; F. H. 
Brodek, technical service supervisor, and R. K. Seidel, parts plant manager. The 
adjusters represented Lumbermens Mutual Casualty and Allstate Insurance. 


ee 











| made possible by 


position. 


from installation to 





combustion | 


FLOOR BUTTON 





proven by over 85, 
sure to specify Bendix Starter Drive. Your 
inquiry will receive immediate attention. 


The ease and convenience of push button start- 
ing has made it a popular feature with the car- 
buying public. The economy of push button 
starting with the Bendix Drive has made it 
the choice of leading car manufacturers. This 
unique combination of quality and low cost is 


Bendix exclusive design 


features. For example, the Bendix* Starter 
Drive requires no actuating linkage and the 
solenoid may be placed in any convenient 
Result—starting motor can be 
mounted more easily and in more positions. 
Also the Bendix Drive has fewer parts and 
needs fewer adjustments. For true economy 


service, plus performance 
000,000 installations, be 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


AVIATION CORPORATION 
ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 





PUSH BUTTON 


IN ALL TYPES OF 


STARTING! 





PUSH BUTTON STARTING 


nn Bendy 
STARTER DRIVE 






ACCELERATOR 


CLUTCH PEDAL 
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Backshop . 





by Jack Weed 





(Continued from Page 25) 


top of the filter to the air cleaner 
that he claims will draw off the 


vapors formed from condensation | 
which are always present in the | 


oil at every cold start. 

Added to this is an “extra” which 
can be sold to those motorists who 
drive only short runs, as from a 
cold garage at the home to a lot 
or a cold garage at the office or 
place of work, and never get their 
engine ‘hot enough to vaporize the 
accumulated water. 

This is a heater which gets its 
heat from the exhaust manifold 
and which can be incorporated in 
the top of the filter to heat the oil 
on these short runs so that the 
water will vaporize and be drawn 
off, 

* * * 


—— just so the boys will have 
another selling point—and just 
possibly, also, to reduce the cost of 
manufacture—the filter has a clear 
plastic top so that the owner can 
see when his oil is getting dirty 


|and thus know when to change the 
| cartridge. 

Because it is of the low-pres- 
sure type ad drains the oil back 
into the engine sump by gravity, 
the filter can be mounted pretty 
nearly any place in the “under- 
hood” compartment, out of the 
way yet easy to get at. 

I was particularly interested in 
the latter feature as the boys in 
the shop have to take off the air 
cleaner to change the cartridge in 
my filter. This not only takes time 
but wears out the rubber hood 
from the air cleaner to the top of 
the carburetor stack. 

This filter now is being put on 
the market gradually and should 
be in general distribution within 
a year, I understand. 

* * 
Atlantic City Reforming? 
I AM getting quite a kick out of 
the ASI bulletins, which are com- 
ing to my desk much more often 
than in former years. 

The JOC must be getting a kick- 

back from some of the jobbers 












iS 


Nash Bed Cars for C. A. P.— 


the nearest hospital. 


| and see the men you want to 
see, I much prefer Atlantic City 
myself. It has two great advan- 
tages: The show building is 
within walking distance of any 
number of good hotels, and the 


|| weather is usually much easier 


During a recent practice air search conducted by the Delaware wing, Civil Air 
Patrol, Nash cars were used as ambulance units. The cars, equipped with the Nash 
builtin bed feature, were provided by Al Kutner, Kutner Nash, Wilmington, Del. 
Shown with the cars are two Kutner salesmen, Bob Weaver (left) and Bill Young, who 
served as drivers during the air search. The cars were used to travel to the scene 
of the “crash” to provide emergency first aid to survivors and transport them to 





about holding the show in Atlantic 
City this year as each bulletin em- 
phasizes that Atlantic City is not 
“Gyp City, N. J.,” this year and 
that the hotels and other purveyors 
of food, lodging and entertainment 
have promised—prices will not be 
any higher than they are in Chi- 





cago or any other metropolitan 
city. That I will have to see—but 
I’m going to believe the bulletins 
until I find out differently. 

“Tll admit that for a show 
where you have to work as hard 
as you have to at the ASI in 
order to see the many exhibits 




















Why sell less than the 
best? Only Corogard offers 
you so many sure-fire 
sales features plus free 
merchandising materials 


and sales aids. 


Get the facts on the 
nation’s number one 
chrome coating. Ask your 
3M distributor about 
COROGARD or write us 
for complete details. 


REFLECTIVE SHEETINGS @°*°3M"" ABRASIVE PAPER AND CLOTH @**3M*" ADHESIVES AND COATINGS @**3M*’ 






Beautiful 
parency that 
natural chrome 


Stops corrosion 


ture, salt, road 


industrial fumes 


cle 


/; 


ar trans 
dim 


wont 


luster 


from mois 
chemicals 


Made by makers of famous 


Scotch” Brand 


Tapes 


Tests prove if provides 


longer-lasting 


protection 


than other brands 


ignition systems 


No removal problems! Re- 
coating reactivates original 
coat to new clarity 


Excellent waterproofer for 


WH 


My! 


MINNESOTA MINING AND MANUFACTURING COMPANY 
ADHESIVES AND COATINGS DIVISION e 
General Sales Office: St. Paul 6, Minn., Export Office: 270 Park Ave., New York 17, N. Y. 


MAKERS OF **SCOTCH’ BRAND PRESSURE-SENSITIVE ADHESIVE TAPES © “SCOTCH” 


411 Piquette Ave., Detroit 2, Michigan 


BRAND SOUND RECORDING TAPE @ **SCOTCHLITE’’ BRAND 


ROOFING GRANULES e**3M"" CHEMICALS 


to live with. 


| Even our own Mel Adams 
| wouldn’t have a chance to have his 
| pocket picked on a streetcar in 
Atlantic City as he did the last 
time the big parts show ran on the 
|Pier. There aren’t any streetcars 
lin the seaside resort, to my 
knowledge. 


* * 


Place to Hang Your Hat 


NCIDENTALLY, for the benefit 

of the factory service men who 
will want a place to hang their 
coats and hats, our AUTOMOTIVE 
News booth will be 1008 and 1010 
on the outside wall just to the left 
of the main entrance as you come 
in from the boardwalk. Mark it 
down now so that you will know 
where to find those coat hangers 
next December. 


Don Teetor, chairman of the JOC, 
tells us that the railroads are plan- 
ning on running special trains from 
the west right into Atlantic City 
this year so that we may avoid 
that monkey business of having to 
find transportation over from Phil- 
adelphia in the wee, cold hours of 
the morning. I hope the airlines 


do the same. 
= * . 


Pre-Delivery Negligence 
RNIE HARRIG, service man- 
ager of Chevrolet, sends along 
clipping from the Houston Post, a 
long story by Buckshot Lane, sher- 


| iff of Wharton county, in which he 


absolves all automotive manufac- 
turers from turning out bad ve- 
hicles. The sheriff tells of how he 
was passed on the open road by a 
driver in a new truck that had 
not been licensed as yet, and said 
truck was going over 70 miles an 
hour. 


The sheriff was absolutely 
right in that this truck could 
well have given its future owner 
plenty of reason for complaint 
only because it was not driven 
properly before it was turned 
over to the buyer. The sheriff 
says he didn’t put the finger on 
this driver for reckless driving 
only because the speed demon 
was outside of his county and he 
had no jurisdiction, 

Of course, we all know that but 
a fraction of a percent of the new 
vehicles ever get this harsh treat- 
ment as far as driving before sale 
is concerned. But can it be said 
that running the guts out of a ve- 
hicle for a few miles before deliver- 
| ing it is any worse than not giving 


| the vehicle the proper checkover 
|and lubrication before turning it 


| over to a buyer? That occurs every 
day in most every city in this 
country. 





| * * * 
| Dealer, Maker Get Blame 


| Tas buyers of those vehicles as- 
sume that in a purchase involv- 
|ing as much money as a new car 
or truck, the dealer has been me- 
ticulous in putting the vehicle in 
| shape for the new owner to drive. 


| When such a buyer runs into 
| trouble that on the face of it indi- 
cates the car he purchased was a 
“lemon” but which trouble may 
have originated in a maladjustment 
that was not caught in the get- 
ready or which resulted from im- 
proper lubrication, both the dealer 
and the maker of the car are 
blamed. 

It’s too bad that more get-readys 
are not done out where the public 
can get the sheriff’s impression of 
why good cars develop faults that 
were not built into the vehicle. 





Portland Assn. Names 
Gifford Field Secretary 


Gordon Gifford, well-known in 
the automotive parts field in the 
Portland area, has been appointed 
field secretary of the Portland 
Automotive Trades Assn., an- 
— Ed Bozeman, PATA presi- 
ent. 


In recent years Gifford has been 
northwest division manager for the 
National Federation of Independ- 
ent Businesses, Inc., a national as- 
sociation composed of independent 
businessmen. In the ’20s and ’30s 
he was parts manager for various 
car dealerships in Portland, among 
them Northwest Oakland Co. and 
Braley & Graham (Buick). Jack 
Spalding is PATA manager. 
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FLAMMABLE 
EYE STOPPER AT NIGHT—In daylight 
there seems to be no difficulty in convey- 
ing a warning about the contents of tydol 
fuel oil and gasoline-filled tank vehicles, 
but Tide Water Associated Oil, anxious 
to improve public safety at night, decided 
to experiment recently with reflecting 
NU-LOOK—Designed especially for the| WAFFLE BRAKES—Holding power that| FLO-TEST—A moderately-priced Flo- sak dicar ann, ines eae 
‘52 Ford and Mercury, Joma Mfg. Co.,/ stays high is one of many improved fea-| Test machine for testing gallons-per-min-| paim, Fechteler & Co. of New York. Dur- 
Inc., 901 Zerega Ave., New York.72, an-/tures provided by Waffle brake blocks,| ute flow of an auto radiator has been| ing the day, a silk screen red reverse strip 
2 nounces a replacement interior mirror that) an adaptation of industrial brake materi-| J ,nounced by Inland Mfg. Co., 1108|30% inches long by 4% inches deep out- 
i Be TRAE provides undistorted full view rear vision.| als to automotive service, announced by Jackson St., Omaha, Neb. Called the line the word “flammable” on the rear 
Wide-Range Gage— Called Nu Look, it features an exclusive Gatke Corp., 228 N. LaSalle St., Chicago J-50, this new Flo-Tester offers the same of the tank truck. At night, the same sign 
two-piece construction that makes installa-| 1. The waffle block's unique structure pro- pan doubles as a reflector as an approaching 
Plunjet has been developed by Shef-|tion @ matter of minutes. The bracket| vides non-abrasive cleaning which pre- Gurantity end accuracy Gs Me large car's headlights beam on the truck and 
field Corp., Dayton 1, ©., for use in con-| mounts independently of the mirror. At-| vents formation of the film without increas- | ™odel and, as the manufacturer points | retiect back from the unscreened portion 
junction with the Precisionaire and other! tachment of mirror head to swivel ball| ing drum wear. The result is clean,| Ut, can easily be rolled up to a car On|of the sign. Scotchlite is a product of 
makes of air gages for gaging wide toler-| and tightening of nut makes installation | like-new drum surfaces that retain holding | the service floor for testing the radiator | Mi ta Mining and Mfg. Co., St. Paul. 
ance work. It can be adapted to a wide| complete, says Joma. power and run cooler, says the company. without removing it from the vehicle. (Continued on Page 30, Col. 1) 











range of applications. The gaging head | —————_____- —- pena ———— — 
is calibrated by a feeler gage having | 
minimum and maximum limit elements. | 
Two types are available, the normal and | 
the reverse, and they may be had in three | 
standard ranges: .040, .020, .010. Plun- 
jets for special ranges and closer toler- 
ances can be supplied on special order. 
Measures irregular parts such as the pro- 
file of aircraft turbine blades and buckets. 
It is already being widely used by manu- 
facturing and users of aircraft turbine 
blades whereby eighteen of these gaging 
heads are used to get a simultaneous 
measurement at eighteen points of the 
blade profile, the firm states. 





* + * 








BEAD BREAKER—A 1952 Cam _ heavy- 
duty bead breaker for all passenger car 


tires, with an exclusive adjustable handle — 
feature, is offered by Cam Tool, 11 Rand- fc] 
wick, Oakland, Calif. George Knapp, head 
of the company, said “our 1952 Cam y 
heavy-duty bead breaker has an exclusive | = rth 
adjustable handle which automatically : "_ ; A 


shifts itself so the breaker shoe presses : ‘ ™~, 
any passenger-car tire bead at the right , 


angle This makes it possible to save time Ketter AH EAD WITH 
in breaking beads on the new low pres- 


sure tires (Nos. 750-15, 820-15) and on ; \ 
ARO FOR LUBE RROFITS 
Saves 


safety or rusty rims. Although many fire 
Rea Space! Veme! Easy to reach .. . easy to crack extra-tough fittings with 


beads break away quickly, much time is 
lost when a ‘tough one’ has to be han- 
L Seta 8 ae & oo bonne S. 
a recall c t works on all passenge aves 
“THE HUSKY”... ARO’S 10,000 Ib. gun! Keep it 

handy for fittings that can’t be serviced by high-pressure 

pumps... ideal for trucks and under-the-hood fittings. 

Holds 400 shots of lubricant. Weighs only 314 Ib. 

loaded. 

ARO DRAINS Choose ARO for profit! Complete line . . . advanced 
SS ee ee ee Sees features in cabinet models, overhead reels and hand guns 


small . Adjustable 
height _When full, bowl is re- for your needs today! 


on = kone eae throat 
valve automatically opens and 
empties bowl into drum or tank. 














THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


_ . Without obligation, send the Aro Lube Catalog No. 19 with 
information on complete Aro line. 





TILT-TYPE MIRROR—A prismatic tilt-type 
rear view mirror, developed by Pittsburgh The Leaderl 
Plate Glass Co. research scientists in co- 
operation with Standard Mirror Co., is 
now available for cars. Manufactured by 


the Standard, Buffalo, the new mirror 
(bottom) operates with a simple flip mo- LU i ct E Q U i PM ENT! Street 


Name 





Company. 











ghost" image which removes the sting- 


—_ LAIR TOOLS UYDRAULIC E UIPMENT City, Stare 
ing glare of headlights approaching from ai = Q 


the rear, RE ae ee eee 





tion, bringing into focus a secondary or 




















New Products 





(Continued from Page 29) 


GROOVE GAUGE—Perfect Circle Corp., 
Hagerstown, Ind., announces a gauge for 
checking the limits of wear in the top ring 
grooves of pistons. The company says that 
the gauge is actually four gauges in one, 
since it round and beveled 


is in four 








places, each being a different thickness. 


V-8 EMBLEM—A car ornament called a 
“Super V-8 Emblem," designed for 1952 
Fords, has been announced by Denton 
Hassel Manufacturing & Distributing Co., 
739 W. Nine Mile Rd., Ferndale 20, Mich. 
The emblem, in the form of a chrome- 
plated ‘'V,"’ is used to embellish the Ford 
crest on both front and rear. 
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TROUBLE SHOOTER —A new portable 
electronic instrument for locating sources 
of engine trouble and other moving 
mechanisms has been announced by Anco 
Instrument division, 4254 W. Arlington 
St., Chicago 24. Called Elec-Detec, the 
device quickly locates friction noises in 
gears, 


and other parts, it is stated. 


bearings, pistons, cams, clutches 








CAN BE MOVED AROUND—4-V Grease- 
is a@ portable pressure greasing 
1428 


master 
unit offered by G & T Industries, 


| Barwise, Wichita. It is operated by a con- 


ventional six or 12-volt vehicle battery 
and weighs less than 40 pounds. Having 
25 feet of pressure hose, a universal pres- 
sure gun, 10 feet of electric connecting 
cable, Greasemaster will service combines, 
corn pickers, or cotton pickers as well as 
tractors, highway maintainers and other 


similar equipment. 





There is a difference in sealed-beam headlamps 


...and this 
is 1t— 








All-Glass sealed-beam headlamps do not grow dim 














One-piece All-Glass 
construction. Dirt 
and moisture can’t 
get in. 


Filaments held in 
vise-like grip. Can’t 
shake loose. 


Mirror-like, built- 
in reflector. Stays 
bright. 


Rugged, hard-glass 
precision lens to 
put light where you 
want it. 


WHEN YOU BLOW ON YOUR GLASSES, moisture condenses on the 


lens. When moist air gets inside some types of sealed-beam headlamps, 
the same thing happens. It condenses on lens and reflector. And as the 
water deteriorates the reflector, the lamp grows dimmer. 


Moisture can’t get into General Electric sealed-beam headlamps be- 
cause they’re All-Glass and all one big bulb. Tests show they average 
99% as much light after years of use as when new. 








MAKE EXTRA DOLLARS FROM FALL CHANGEOVERS 


Check all the lamps on the cars you service. It’s easy, takes only a few 
minutes—and pays off in profitable sales of G-E headlamps, tail lamps, 
dash and dome lamps. Surveys show I car out of 3 needs at least one 
lamp replaced. You’re sure of satisfied customers when you recommend 
and install G-E lamps. 








You can put your confidence in— 


GENERAL @® ELECTRIC 





x 





LUBRIGUN — High-pressure lubrication 


of cars and trucks is provided by the 
lubrigun developed by Lincoln Engineer- 
ing Co., 5709 Natural Bridge Ave., St. 
Lovis. The unit is mounted on a base with 
The 


says that the pump and sleeve assembly 


four swivel-type casters. company 


can be lifted as a single unit, making 





drum changing a one-man operation. 











BUMPER JACK—An automobile bumper 
jack, said to reduce lifting effort as much 
as 47 percent and automatically fit the 
deepest-skirted bumper, has been intro- 
duced by Walker Mfg., Racine, Wis. Ac- 
cording to the manufacturer, the Walker 
“400"" bumper jack lifts even the heaviest 
passenger car easily, due to a “counter- 
acting” roller principle in the lifting me- 
chanism and an ‘“‘adjust-o-matic” lifting 
| hook. 








<3 





UNSEEN SALESMEN—The message re- 
peater is manufactured by Mohawk Busi- 
ness Machines, 47 W. St., New York. The 
company says that the machine is placed 
out of sight inside a new car, and is 
activated when the customer opens the 


door. Immediately the recorder points-out 





features of the car without the aid of a 
salesman. Machine operates on a tape 
and up 


five minutes. 
(Continued on Page 31, Col. 1) 


recorder records messages to 
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(Continued from Page 30) 


PERMACEL. 





TAPE SALESMAN—Said to be the first 
air-guided display of its kind ever to 
appear in the industry, the store display 
piece of Industrial Tape Corp., New Bruns- 
wick, N. J., has gone out to all its auto- 
motive jobbers. Salesmen and ITC promo- 
tion department worked it up jointly after 
sounding out reactions of jobbers in sev- 
eral trial runs. Unit has five cardboard 
“silent salesmen" attached to cord to be 
suspended from jobber's ceiling. Each 
card is two-sided and promotes Permacel 
automotive products, including maskers, 
masking tapes and masking papers, and 
the No. 29 7-mil. vinyl film electrician's 
tape. Sales messages on each highly 
colored card promote product benefits to 
the customer. 





HANDLES 20 TONS—A 20-ton model 
heavy-duty hydraulic jack has been added 
to its automotive and industrial hydraulic 
and mechanical jack line by Auto Special- 
ties Mfg., St. Joseph, Mich. This increases 
the number of upright hydraulic jack 
models now available from the company 
to 10, ranging from 1% to 20-ton capaci- 
ties. For the first time, a sling-type carry- 
ing handle has been incorporated into the 
Ausco jack design and used exclusively on 
the 20-ton hydraulic model. This feature 
facilitates carrying the jack, which weighs 
45 pounds, and assures normal upright 
handling and retraction of the ram when 
not in use, the firm states. 


* * * 





ELECTRO-PROBE — Erwood, Inc., 1770 
Berteau St., Chicago, has developed the 
“electro-probe," which it claims will help 
manufacturers, garages and repair shops | 
save time and expense in seeking faulty 
pistons, tappets, bearings or other wear- 
ing parts in running motors and machines. 
The company claims that the device is a 
thousand times more sensitive than the 
human ear, but unaffected by airborne 
noises because it is sensitive only to vi- 
bration at point of contact. 








ELECTRIMATIC—Pierce Governor, Inc., 
Box 1000, Anderson, Ind., announces the 
Electrimatic choke. The company claims 
that the device will bring relief to driv- 
ers who are plagued by flooded carbure- 
tors and balky engines. Electrimatic is 
designed to replace the automatic choke 
on any car so equipped and insures in- 
stant starts, says Pierce Governor. 








JUST SQUEEZE—Torch-O-Matic produces 
acetylene flame at squeeze of trigger; 
instantly shuts off on release, saving time, 


work, fuel, matches and reducing fire 
hazard, reports Velocity Power Tool, 7505 
Thomas Bivd., Pittsburgh 8. This 12-ounce 
pistol-shaped torch is said to be well 
suited for a wide variety of work—solder- 
ing, sweating copper fittings, silver sol- 
dering, light brazing, removing paint, 
loosening nuts and bolts, heating tile 
mastic, straightening fenders and heating 


putty. 











BEAR MARKETS TOE-CHANGE INDICATOR—Bear Mfg. Co., Rock Island, Ill., 
taken over the manufacture and marketing of the toe-change indicator. This indicator 
absorbs the parallel in and out motion of the front wheels as the front end assembly 
moves up and down, and, consequently, allows the operator to adjust toe-angles un- 
der load and driving conditions while the car is on the alignment rack, says the 
company. 





has 





GMC Survey Engineer 


Announces Retirement 

Jesse D. Trueblood, transporta- 
tion survey engineer for GMC 
Truck & Coach, has retired after 
26 years with General Motors. 

He received his education at Pur- 





due university and obtained a law 
degree from John Marshall law 
school, Chicago. He was associated 
with Union Pacific railroad, the 
Interstate Commerce Commission 
and Chicago and Northwestern 
railroad before coming to GM in 
1926. 





STICKING VALVE LIFTERS? 


TRY 


THE 





AMAZING PURPLE OIL 





\ 





Vy a4 
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Hydraulic valve lifters often become stuck due 
to lacquer and varnish formations. Car dealers all 
over the country are proclaiming the amazing suc- 
cess of ROYAL TRITON motor oil in combating this 
problem. Cases have been reported where badly 
sticking lifters were freed within minutes after 
ROYAL TRITON was put in the crankcase! ROYAL 
TRITON is saving dealers thousands of dollars in 
warranties and replacements. 


Heavy-duty ROYAL TRITON motor oil keeps 
valves clean and free because: 


1. It contains special compounds that retard the 
formation of lacquer and varnish. 








America's Finest 


UNION OIL COMPA 


OF CALIFORNIA 


2. ROYAL TRITON’S greater detergent action pre- 
vents sludge from clogging valves and lifters. In- 
stead of being deposited on engine parts, sludge and 
gum stay suspended in the oil until drained. 


ROYAL TRITON’S combination of pure paraffin-base 
stocks and additives is found in no other motor oil! 


Having trouble with sticking valve lifters? In- 
quire today about handling heavy-duty ROYAL 
TRITON motor oil in your automobile agency. Write 
to your nearest Union Oil Company office: 


Los ANGELES CHICAGO New York 
Union Oil Building 1612 Bankers Building 4904 RCA Building 
CINCINNATI New ORLEANS 


917 National Bank of Commerce Building 


a 


2111 Carew Tower Bldg. 
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Highways & Safety... 





Hall of Akron Gets 
Award for August 


( NE of the most active members | 

of the Akron Automobile Deal- 
ers Assn. and enthusiastic promoter 
of a _ scholarship 
program for high 
school drivers, 
Vance C. Hall, 
vice-president of 
Hall - Roush 
(Studebaker), is 
honored as AUTO- 
MOTIVE News’ 
“Safety - Minded 
Dealer of the 





Month” for Au- 
gust. 
V. C. Hall The _§signifi- 
cance of Hall’s 
work in safety was recently 


pointed up when he was pre- 
sented with an award by the 
Inter-Industry Highway Safety 
committee on behalf of the Ak- 
ron dealers’ association during 





President Truman’s highway 

safety conference, 

It was during Hall's tenure as 
president of the Akron dealer group 
and chairman of the 
public relations committee that the 
scholarship plan was inaugurated 
in the community by dealers. 

“We feel that our scholarship 
program is the crowning incentive 
to the teachers of driver education 
as Well as the students themselves,” 
Hall told Automotive News. Mem- 
bers of his association are lending 
22 cars to high schools for behind- 
the-wheel training. 

+ Ba 


Scholarship Plan 


fee scholarship plan consists of 

written tests and development 
of driving skills. At the end of each 
school term, the association picks 
a winning boy and girl from each 


+ 





safety and| 





scholarship to Akron university. 

Besides the scholarships, the 
dealers award savings bonds to 
second and third-place winners, 
and a trophy to each winner in 
an individual high school. 


Enthusiastic support has been 


given the program by local police, 


the chamber of commerce, the city’s 
school system and parents. 


“We have made a motion pic- | 
ture of our entire program,” Hall 
says. “The film presents a very 


good summary of just how the pro- 

| gram is conducted. 

| * * * 

| Creating Goodwill 

te ITH the fine reception we 
have received from the film 

and the program itself, we can say 

with confidence that this is one of 

the very finest public relations pro- 

grams dealers could possibly con- 

duct in their community.” 

In the opinion of Hall, high 
school driver education has proven 
itself “the finest safety activity in 
any community.” 

“Statistics are proving that the 
courses are getting results in lives 
saved and better driving practices,” 
he says. 

With the belief that safety pro- 
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| high school in the community, The 
final winner receives a four-year 
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| Passaic Motors Presents Training Car— 


Passaic Motors (Ford), Passaic, N. J., recently presented a 1952 Ford student training 


car to the city. At the presentation were: 


(left to right) H. Wehrien, Robert J. Russell, 


Passaic Motors; Reba Eaton, acting principal Passaic high school; Walter Zysk, presi- 


dent of the board of education; A. Marks, 


superintendent of schools. 


driver instructor, and Dr. Clark McDermith, 





motion is a must for automobile 
dealers and the fact that “safety 
and better highways are subjects 
that will be with us for many 
years to come,” Hall has dedicat- 
ed himself to assuming personal 


Begin with the Rods 
on Every Bearing Job? 


Today’s engine bearings have a lot of built-in 
mileage. But you don’t get the advantage of the 
mileage if you put the bearings into faulty con- 


necting rods. 


You can do two things: (1) Use Federal-Mogul’s 
exchange insert connecting rod service, provided 


by good jobbers 


throughout the country; or (2) 


take a chance that the rod will “get by”. 


Can you afford to take a chance on “getting by’’? 


USE Federal-Mogul 


Exchange Insert 
Connecting Rod Service! 


FEDERA 
Mogul 








eARIin 
® ¢ Mogul’s 


servicel 





Sepy ct 
FEDERAL-MOGUL SERVICE (Division of Federal-Mogul Corporation) DETROIT 13, MICHIGAN 






A new, round bearing, when put 
into an out-of-round rod bore, soon 
conforms to the misshapen bore, 
defeating the purpose of the entire 
overhaul. Be sure, with Federal- 
insert connecting rod 














responsibility in keeping the ball 
rolling in his eommunity, 

Hall’s untiring efforts in safety 
have resulted in many other worth- 
while programs in Akron. Dealers, 
at his instigation, recently partici- 
pated in voluntary inspection of 
motor vehicles in Summit county. 
(Ohio does not require inspection 
by law.) The dealers checked over 
|75,000 vehicles during one year at 
|no cost to the public, Hall says. 

They also have inaugurated safe- 
ty clubs among foremen in indus- 
try, held a jalopy-junking program, 
served on the mayor’s committee 
to encourage off-street parking and 
engaged in committee activity on 
behalf of legislation to insure bet- 
ter highways and safer highway 
transportation. 

* oa 


‘* 
8 Madison Dealers Give 
Cars for Training Courses 

One of the largest summer pub- 
lic school driver education courses 
in the nation, using eight dual- 
control cars, is being conducted in 
Madison, Wis. 

Madison dealers who are loaning 
cars for the program this year are: 
Caves Buick Co., Gillespie-Blumer 
| Motors, Inc., Hult’s Capital Garage, 
| Kayser Motors, Inc., Kimport Pack- 
ard Sales, Inc., King Motors, Inc., 
Pyramid Motor Co. and Waters 
Motor Co. 





* * * 


H & S Shorts 

Plans for early construction of a 
$1,000,000 parking garage to serve 
the Philadelphia department store 
area were announced by Chairman 
Francis J. Chesterman of the Phil- 
adelphia parking authority. Ches- 
terman said the new garage will 
hold 500 vehicles. It will be four 
stories high and embody the latest 
garage designs. 

* * 

A new sort of traffic safety 

course for children is being tried 





| out in Vancouver. Miniature 
| courses have been arranged in 
| city parks, where youngsters 


from 5 to 9 are encouraged to 
drive small pedal cars, meeting 
the problems motorists meet in 
everyday downtown traffic. A 
traffic constable is on hand at 
each course, which has two-lane 
roads, a remote-control traffic 
light, and all the usual traffic 
signs. 
* ck * 


Four major roadside improve- 
|ment programs for safety will be 
|}recommended to the New Hamp- 
| shire legislature next year, accord- 
| ing to State Highway Commissioner 
| Frank D. Merrill. Sought are meas- 
ures for more effective traffic con- 
trol at drive-in theaters; control of 
night advertising signs, which 
blind and confuse motorists; con- 
trol of signs or billboards that 
restrict vision on curves or at in- 
tersections, and control of gasoline 
pumps so that automobiles stop- 
ping for service will be off the 
highway’s right-of-way. 
* * * 





Members of the Kentucky Au- 
tomobile Dealers Assn. who have 
been loaning cars to high schools 
for driver training courses will 
be cited for their contribution to 
highway and safety at the associ- 
ation’s annual meeting at Cum- 
berland Falls Sept. 14-16, it was 
announced, 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 


Attorney at Law 
“OME pertinent questions regard- 
ing the sale of automobiles to 


minors are posed by T. D. Keyser, | 
of T. D. Keyser Motors, Lansdale, | 


Pa. He asks: 

“First: If a car is sold for cash 
to a minor, can the father demand 
the return of the money and must 
the car be taken back by the sell- 
ing dealer? 

“Second: If a car is financed 
with a legitimate company and 
the contract is signed by the 
minor whose name appears on 
the certificate of title, but is en- 
dorsed as a third party by the 
father of the minor, is there any 
question that this car must be 
taken back by the dealer in the 
event of a default of payment? 

“Third: As a last question, what 
would you consider a good policy 
as to selling to minors? How can 
it be done?” 

My opinion on the first question 
is: If an automobile is sold for 
cash to a minor, the minor himself 
can demand return of the full pur- 
chase price and compel the dealer 
to take back the automobile. 


This is so even though the minor 
wrecks the car and its value is con- 
siderably depreciated. See Cheshire, 
219 Pac. (2d) 100. In this case, a 
minor purchased an automobile for 
$1,563. He wrecked it, and its value 
was only $175. A higher court held 
that the seller must take back the 
car and refund the full $1,563 pur- 
chase price, 

* * 


How to Avoid Pitfalls 

Y OPINION on the _ second 

question is: The legal relation- 
ship between the seller and father 
depends on the contract endorse- 
ment signed by the father. Ordi- 
narily, the dealer should repossess 
the automobile. 


My answer to the third question 
is: It is not good policy to sell 
automobiles to minors. . 

I shall now endeavor to explain 
in simple language just how, in my 
opinion, sellers of automobiles 
should deal with minors. First, if 
you are uncertain whether a pros- 
pective purchaser is a minor, you 
should ask him if he is a minor or 
an adult. Also, his statement should 
be made before witnesses. 


The fact that the minor falsely 





U.S. Renegotiators 
Credit Efficiency, 
Defense Activity 


NEW YORK. — Industrial effi- 
ciency and contribution to the 
defense effort are favorably con- 
sidered in renegotiation discussions, 
John T. Koehler, chairman of the 
Renegotiation Board, told a brief- 
ing meeting of the American Man- 
agement Assn. here. 

“I believe that Congress meant 
what it said,” he commented, 
“when it made mandatory upon 
the board to give favorable recog- 
nition to the efficiency of the con- 
tractor and when it required the 
board to take certain other named 
factors into consideration.” 

These additional factors were 
listed as reasonableness of costs 
and profits, net worth, risk as- 
sumed, nature and extent of con- 
tribution to the defense effort and 
character of business. 

For this and other reasons, 
Koehler stated that he is opposed 
to any attempts to solve problems 
by reducing them to a formula. 
This opposition includes the for- 
mula of maximum and minimum 
standards for determining excessive 
profits, he said. 

“The Renegotiation Board decid- 
ed at the outset,” said Koehler, 
“that it would be guided by two 
common-sense considerations. In 
the first place, we determined to 
keep our rules and procedures as 
simple as possible and, in the sec- 
ond place, that all business affected 
by the act would be treated fairly 
ind in like manner.” 

The board also decided that busi- 
ness would be informed at all times 
of the actual procedures and tech- 
niques employed in the renegotia- 
tion of cases, Koehler said. 





states to you that he is an adult 
will not relieve you from your 
normal responsibilities. In order 
for you to be in a better position 
in this respect, it may be advis- 
able for you to have the prospec- 
tive customer sign a paper that 
he is an adult before you agree 
to sell an automobile to him, 
especially if you have doubts 
about his age and legal ability to 
make a valid contract. 

On the other hand, assume that 
the minor wants to make a pur- 
chase and you want to sell the au- 
tomible. You should write a con- 
tract in which an adult he names 
is the real or legal purchaser. In- 
sert a clause in the contract which 
clearly states that the minor wants 
to purchase the automobile and, 
since your policy is to refuse to 
sell automobiles to minors, it is 
fully agreed that the automobile 
desired by the minor is being sold 
to the adult; that this adult is the 
actual and legal purchaser, and 
that the adult is making the pur- 
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The New Home of Yale Rubber— 


Yale Rubber Mfg. plans to open its $1 million plant at Yale, Mich., Oct. 1, according 
to President E. H. Henderson. It will cover 85,000 square feet. The firm manufactures 


rubber parts which adhere rubber to metal. 








chase intending to resell the auto- 
mible to the minor. 
¥* * * 


Legal Action Is Averted 
| iy THIS manner, you have made 
it very clear that you are not 
selling the automobile to the minor; 
that you have refused to sell the 
uutomobile to him; that you are 
selling to an adult who agrees that 
he is making the purchase and 
assuming full responsibilities as the 








legal and lawful purchaser in order 
to accommodate the minor so that 
the latter may have possession and 
use of the equipment or automo- 
bile he desires. 

By this plan, you avoid losing 
a sale and, at the same time, you 
entirely and lawfully eliminate 
any and all future legal liabilities 
and adverse lawsuits which the 
minor may file. 

If, however, you merely sell the 
automobile to the adult without 
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having a clear understanding that 
the adult is making the purchase 
to resell to the minor, it is obvious 
that a court will assume and infer 
that although the adult actually 
made the purchase, yet you, know- 
ing that finally the minor would 
take possession of the automobile, 
merely “used” the adult to take 
temporary possession of the auto- 
mobile which legally the minor was 
purchasing through the adult. That 
is quite a different legal situation. 


Chrysler Gives Fla. Dealer 
Service Training Award 


Chrysler Corp. recently award- 
ed Ben Hopkins Motors (Chrys- 
ler-Plymouth), Sarasota, Fla., a 
testimonial certificate showing 
completion by the service depart- 
ment staff of a three-year train- 
ing course designed to take the 
guesswork out of service opera- 
tions. 


Thorough training, the award 
said, minimizes the danger that 
an incorrect diagnosis will result 
in unnecessary and expensive 
work in locating the source of 
trouble. 
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Car buyers are prime prospects for tire chains as an important, needed 
accessory for safe driving. For extra profitable sales volume, get a set 
of Campbell Tire Chains in the trunk of every car you sell! Here’s how 
Campbell helps you make chain sales easy: 


BETTER PRODUCT You can show your customers the 
extra metal in Campbell's patented lug reinforcement. This 
insures better traction and guards against skids and side 
slips. Only Campbell has this patented construction. When 
you sell Campbell, you sell the safest, longest-wearing tire chain! 


CAMPBELL 





Neha 


BETTER PACKAGE Campbell's modern, colorful, eye 
catching package displays well, stores 
well in less space, keeps chains neat 
in car trunks. The new color plan makes 
packages easy to identify. SALES CLINCHER is the 





handy, easy-to-use Chain Applier included with every 
box of Campbell Lug-Reinforced Tire chains. 





BETTER SALES HELP The new Campbell Merchan- 


dising Kit contains display banner, ad-mats, streamers, 
post cards and display suggestions. And you can tie this 
promotion to Campbell's strong national advertising. 
Write today for free kit. 


Tire Chains are optional equipment that’s 
a must with wise motorists. Get your 


share of this profitable business! Stock and 
sell Campbell Lug-Reinforced Tire Chains. 


CAMPBELL CHAIN (omsany 






MAIN OFFICE: YORK, PA. 


Factories: York, Pa., and West Burlington, lowa 





Chain for every need...industrial...marine...farm... automotive 
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Schonlaw's New Lot in Hollywood— 
has opened a used-car lot across the street 
from his main building. Prominent nighttime display is shown in this picture. 


Charles Schonlaw, Hollywood, Calif., 





Spence to Long 

Spence Motors (Dodge-Plym- 
outh), Burlington, N. C., in busi- 
ness there since 1934, is in the 
process of being sold to M. B. Long. 

Royall H. Spence sr., who estab- 
lished the firm in 1934, was quoted 
as saying that the total amount 
involved is approximately $65,000. 

















Motor Oil.. 


BUY 


; AG the power you bought 


Whether you pile up the miles in cross-country 
hops or start-and-stop city driving, give your 
motor a break. Use on/y 100; Pure Pennsylvania 
. made from the finest crude the 


world has ever known. It provides that comfort- 
ing, money-saving, extra protection against the 
trouble and expense caused by high-pressure 
friction that robs you of the power you bought. 






100% PURE 


PENNSYLVANIA 


MOTOR OIL 


For your protection, only oils made from 

100% Pure Pennsylvania Grade Crude 

which meet ovr rigid quality require- 

ments are entitled to corry this emblem, 

the registered hedge of source, avality 
ond 


Lockman Building Burne 


Fire of undetermined origin has 
destroyed the two-story building 
housing Lockman Motor Co. on 
Route 3, Lincolnton, N. C. Seibert 
Lockman, owner, removed a num- 
ber of cars from the building just 
before fire spread over the entire | 
structure. 
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Dealer Doings 











C. C. Kirby has been named pres- | 


| ests of E. P. Bergeron and the late 


ident of the newly-formed Fletcher | |L. M. Bergeron in Bergeron Motor 


Kirby Motors, Inc., 831 Hogan St., 
Jacksonville, Fla. The firm was for- 
merly known as Fletcher Motor 
Sales, Inc., and Kirby was vice- 
president and general manager. 

+ od * 


Cavnar Buys Denver Deal 
Reed Auto Sales, 5901 E. Colfax 
Ave., Denver, has been purchased 
by W. W. Cavnar, it is announced. 
Name of the dealership has been 
changed to Cavnar Motors 
(Dodge-Plymouth). A $250,000 re- 
modeling program is being 
planned, according to the new 
owner. 
* * * 
Ungar Appoints Two 
James R. Mankivell has been ap- 
pointed sales manager and Alfred 
G. Hatch, assistant service man- 
ager for Ungar Buick Co., Miami, 
according to Frank S. Edelen, gen- 
eral manager. 
* * * 


Elkhart Chrysler Deal 
i. A. Bergeron bought the inter- 





| Co., Inc. (Chrysler-Plymouth), 215 
N. Main St., Elkhart, Ind., and is 
continuing the business under the 
same name. H. A. Bergeron has 
been a Chrysler-Plymouth dealer 
in Kankakee, IIl., for 18 years. 

* * * 


Ryan, King Get K-F Deal 

Joe Ryan and Roy King recently 
have bought the Kaiser-Frazer 
franchise for Vermilion, O. The 
firm will be known as Ryan-King 
K-F Motor Sales. 


* * * 


Midwest Motor in Salina 


Midwest Motor Co., Inc., Salina, 
Kans., has been incorporated with 
a capitalization of $100,000. L. F. 
Upjohn was named resident agent 
of the firm. 


* * * 


Carroll to Southern 
William L Carroll jr., former 
manager of Thomas Motors, Gon- 
zalos, La., has been named general 
sales manager of Southern Motor 
Service (Willys), 178 Saint Cath- 
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Progressive 


on? 


pS RS you are... 
THIS ADVERTISING 


works jor yoy ' 


Month after month . . . for twenty-nine continuous years... 
leading national magazines have carried the story of 100% 
Pure Pennsylvania . . . the oil made from nature’s finest crude 

. to millions of car owners in all walks of life. Whether you 
do business in a major city, county seat, or in the heart of 
rural America, the answer is the same: your customers and your 
prospective customers are included in those car-owning readers. 


Farmer 





/ 


SELL THEM BY TELLING THEM 


Sell them by offering them your brand of 100% Pure 
Pennsylvania. 
Sell them by pointing out the greater engine protection, 
insurance against costly repair bills, that comes from using 100% 
Pure Pennsylvania Motor Oil. 


Sell them by displaying Pennsylvaniaoil ina prominent location. 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 





PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION | 
Oil City, Pennsylvania 





lerine St., Natchez, Miss. He will 
|be in charge of all sales, service 
and parts at Southern Motor Serv- 
ice. 


. aa hd 
Bosak to Expand 
Bosak’s Motor Sales, 3568 
Broadway, Gary, Ind., has ob- 


tained a building permit to build 
a $66,000 addition to its present 
quarters. The addition will be 
used for a salesroom and storage 
facilities. 

* 2 - 


Bough Motors (Ford) Gets 


Four-Letter Award 
Bough Motors, Inc. (Ford), Mil- 
ton, Mass., has received the Ford 
four-letter award, it has been an- 
nounced. The dealership, which is 
located at 338-348 Granite Ave., is 
owned and operated by J. Law- 
rence Bough, 
* ok 


Rockenbaugh Motor Sales 

With capital of $25,000, incorpor- 
ation papers have been taken out 
by M. & R. Rockenbaugh Motor 
Sales, of Greenfield, O. Incorpora- 
tors are M. W. Rockenbaugh, C. R. 
Rockenbaugh and Dale Mowen. 

- + as 


Vogel Heads Truck Sales 
Leslie O. Vogel has been named 


| truck sales manager for Went- 
| worth & Irwin, distributors for 


GMC trucks in Portland, Ore. 
* * * 


Vann Auto Sales 


Vann Auto Sales, Inc., Fayette- 
ville, N. C., has been incorporated 
with capital stock of $100,000 to 
deal in automotive vehicles of every 
kind. Principals are H. S. and Al- 
thea N. Vann and J. R. Wilson. 

* m= a 


Mossy Gets Second Lot 

The lot adjoining Mossy Mo- 
tors, Inc. (Oldsmobile), New Or- 
leans, has been taken by Wiley 
L. Mossy, president, for a used- 
car location. Mossy also retains 
his used-car lot which is on the 
opposite side of the street of his 
new-car dealership. 

. = * 


Cowlitz (Wash.) Dealers 


Elect Mason President 


William D. Mason (Ford) has 





| been elected president of the Cow- 


litz County (Wash.) Auto Dealers 
Assn. 

Others elected include: Ivan 
Thornley, Longview Buick Co., 
vice-president, and J. E, Kinnebrew 
(Studebaker), director. 

* a * 


Larson Buick in Idaho 


Daniel Motor Co. (Buick), Mos- 
cow, Ida., has been sold by Glenn 
|R. Daniel to Bob Larson, of Spo- 
kane, Wash., who has been asso- 
ciated with Kauffman Buick Co. 
and Lincoln-Mercury Auto Co. 
Firm name has been changed to 
| Larson Buick Co. 


$50, 000 Fire Hits Kelp 


Fire caused by paint explosion 
damaged Kelp Chevrolet Co. by up- 
|wards of $50,000 in Grants Pass, 
| Ore. Loss was insured. 
| 7” = a 


Dyer’s Adds I-H Line 


Dyer’s Auto Service (Oldsmobile), 
Bend, Ore., owned by George M. 
| Dyer, has acquired the Interna- 
tional truck franchise also. 
| 7 a o 


Gary Nash Looted 


A cashbox containing more 
than $1,500 in cash and checks 
was stolen at night from the 
Gary (Ind.) Nash dealership at 
655 Washington. The box con- 
tained $673.88 in cash and $918.89 
in checks, bonds and drafts, in 
addition to keys to all locks at 
the dealership. Owners of the 
dealership are Frank Burnett, 
Elza Price and Frank Hedges. 

* * ca] 


Robertson Gets Mo. Deal 


Gene Robertson has purchased 
the Chevrolet dealership at Crane, 
Mo. Robertson since World War II 
has been general sales manager for 
Montpelier Mfg. Co. at Montpelier, 
O. Prior to the war he was con- 
nected with Dodge Truck division. 

* * * 


Overlooked 


In Kendallville, Ind., the J. R 
Stonebraker dealership reported to 
the police that the firm’s building 
had been entered but prowlers took 
only a small amount of cash and a 
set of license tags. One week later 
the firm reported additional loot 

(Continued on Page 35, Col. 1) 
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It had 


| 


taken by the prowlers 
cream-colored convertible. 
not been noticed as missing when 
the first report was made. 

* * * 


Rhodes to Johnson 

The Nash dealership in San Ra- | 
fael, Calif., has been sold by Jack | 
H. Rhodes to Ben Johnson, former 
San Francisco Chrysler-Plymouth 
dealer. Rhodes’ sons, Robert and 
Jack jr., will remain with the deal- 
ership. 


* * * 


McGimsey Retires 

Charles McGimsey, Dixon, Calif., 
has retired from the automotive 
field after 31 years of service. He 
sold his dealership to Dudley 
Dicker. McGimsey had been a 
member of the Northern California 
Motor Car Dealers Assn. for 22 
years, serving 15 years as treas- 
urer of the association. 

2 . 


Nichols Names Henderson 


N. D. Henderson has been ap- 
pointed general manager of Nichols 
Brothers Motors (Dodge-Plym- 
outh), Dallas. He joined Nichols 
after serving as assistant regional 
manager for another Dallas auto- 
mobile firm. a 


Whipple Buys Estate 
George P. Whipple, president of 
Whipple Motor Co. (Chevrolet), 
Louisville, has bought a 21-acre 
tract of land and a stone resi- 
dence on Lime Kiln Lane for 
$75,000. a 


* 
Green Takes Packard 
Tom O. Green has opened Pack- 
ard Biloxi Motors, 621 E. Howard 
Ave., Biloxi, Miss. 
* * * 


Edwards Motor (K-F) Opens 

Edwards Motor Co. (Kaiser- 
Frazer), has been opened at 1505 
Main St., Joplin, Mo., succeeding 
Alexander Motor Co. Ted Fox. 
formerly with Alexvander Motor, -is 
manager of the new firm. 

* * * 


Lewis Buys Building 

J. C. Lewis Motor Co., Savannah, 
Ga., has purchased property, in- 
cluding a_ three-story building, 
across the street from its location. 
The property gives the firm the 
entire frontage on both sides of 
Barnard St., between Oglethorpe 
and Hull. 


* * * 


K-F Concern Opens Lot 
Sti-Rod Motors, Inc. (Kaiser- 
Frazer), 2035 Poydras St., New Or- 
leans, has opened a used-car lot at 
2025 Canal St., according to Jay 
Hainkel, general manager. Joseph 
Bartels is the used-car manager. 
* * * 


Peninsula Motors 
Peninsula Motors, Inc. (Nash), 
has announced the grand opening 
of its new sales and service facili- 
ties at San Mateo, Calif. Formerly, 
the dealership was at Burlingame, 
Calif. Hugh H. Shaw is general 
manager. 
~ * * 
Walker Has $50,000 Fire 
A fire at E. F. Walker Motor 
Co., Elizabethtown, Ky., caused 
damage estimated at $50,000. Fire 
Chief Bishop R. Wilcox said the 
fire started from an explosion of 
a barrel of paint thinner. 
* * a 


Norris Ups Rushing 
Lewis Rushing has been named 
sales manager of Frank Norris 
Motors, Charleston, S. C. 


* * * 


Caplan Named 





Henry Caplan, president of Henry 
Caplan, Inc. (Chrysler - Plymouth), | 
New York, has been appointed a| 
member of the advisory board of | 
Manufacturers Trust Co., Brook- | 
lyn, N. Y. Caplan has been a dealer | 
for 35 years and is a member of | 
the Automobile Old Timers. | 

* * * 
Evans Heads Zoning Group | 
Set Up by Chicago Assn. | 


Dealers evidenced their keen 
interest in revamping Chicago’s 
zoning ordinance when James F. 
Goodwin, president of the Chi- 
cago Automobile Trade Assn., 


34) 


appointed Max Evans, of Bel 
Park Motors, Inc. (Oldsmobile), 
as chairman of the newly-formed 
CATA zoning committee. 

Evans urges association mem- 
bers to contact him through 
CATA headquarters if they have 
any zoning problems in _ their 
neighborhoods. 


* * * 


Willys at Niagara Falls 


Mil-Pine Motors (Willys) has 
opened at 8505 Pine Ave., Niagara 
Falls, N. Y. Joseph Trapasso is 
the owner. 


— 


* * 


Gregg’s Parts Store Burns 
The parts department of Nor- 
ton Gregg Chevrolet Motor Co., 
Shawnee, Okla., was destroyed by 
fire. Firemen fought the blaze for 
more than an hour before bring- 
ing it under control, 
oo + + 


Johnson Gets Nash Deal 


Ben Johnson, former San Fran- 
cisco Chrysler-Plymouth dealer, has 
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New Service Addition for Penn-Stone— 


Penn-Stone Motors Co. (DeSoto-Plymouth), Muskogee, Okla., recently opened the 
new service addition shown at the left. W. L. Stone is president of the firm, and 


M, L. Penn is vice-president. 


Fgh 
Nee 





purchased the San Rafael Nash 
dealership owned by Jack H. 
Rhodes, it is announced by W. E. 
Boyer, San Francisco Nash zone 
manager. 

+ * * 


New Orleans Nash Deal 


Changes Ownership 

Jack Lester Motors (Nash), 
New Orleans, has been bought 
out by the newly organized Bal- 





lard Nash, Inc., with W. B. 















Meacham as president and Jack 
Lester jr. as vice-president. 

Meacham has announced that 
Eddie Lamare will be new-car 
sales manager and Eddie Pene- 
guy will be service manager of 
the new company. The dealership 
will remain at 700 St. Charles. 

* * ok 


K & W Sells Building 


The building occupied by K & W 
Motors, Inc. (Hudson), at E. Davie 


Tod 
| + * * 
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| has been purchased by a depart- 
| ment-store concern for approxi- 
| mately $85,000. K & W plans to 
remain in the building until Jan. 1. 


Jack Roach to Build 


Plans have been drawn for a 
$350,000 building for Jack Roach 
Motor Co., Houston. Located on the 
Buffalo speedway at Bissonet Ave., 
the two-story building will contain 
37,000 square feet of floor space. 

* * * 


Jackson Goes to Royal 


L. G. Jackson, formerly with the 
International Harvester in Artesia 
and Hobbs, N. M., has been ap- 
pointed truck sales manager for 
Royal Motors, Inc., El Paso, Tex. 

* + x 


Burkhalter Names Smith 


Frank H. Smith has been made 
manager of the service department 
of Burkhalter Chevrolet Co., Tifton, 
Ga. 


* * * 


Hassan Bros. Expands 
A new lot for sale of used cars 
of all kinds and new Nash cars 
has been op d by Hi: n Bros. 
(Nash) Quincy, Mass, Managed 
by Harry Pascal, the new lot con- 
tains about 32,000 square feet. Its 








and S. Blount Sts., Raleigh, N. C., 


(Continued on Page 43, Col. 1) 














"Here's the hitch! We've got to come 
up with a radio that will fit in this 
small space. It'll be an odd shape, too." 





"Let's talk to 
They've solved 


anybody in the 
business." 





When your radio requirements call for unusual shapes or 
sizes, do what others have done. Call in Bendix* Radio. 
Bendix engineers have solved so many radio and electronic 
problems that it’s virtually impossible to startle them with 
any request—no matter how impossible it may seem. 


. or even if 


Get the complete story from our 


BENDIX RADIO DIVISION of 


BALTIMORE 4, MARYLAND 


Bendix. 
more and 


tougher problems than 


radio 








And, of course, you can always be certain of getting quality 
products when you deal with Bendix. Their auto radios have 
been performance-proven on the cars of one of America’s 
largest manufacturers. 


_ If your problem is price or production, Bendix can be of real 
assistance. They have long been recognized as leading auto- 
motive suppliers who understand production line costs and 
methods. 
It boils down to this: if your problem is design . . . or quality .. . 
or price and production . 
problem, it will pay you to talk to Bendix. 


you have no particular 


*REG. U.S. PAT. OFF 


Detroit office. 


261 McDougall, Detroit 7, Mich. » Phone: LOrain 8-1419 and 8-1313 





AVIATION CORPORATION 






































and accessories for models dating back to 1928, the new depot’s completely modern 





THE DEDICATION OF FORD DIVISION’S new Central Parts Depot in Livonia, 
Michigan, on June 12, 1952, marked another step forward in Ford’s continuing handling facilities feature a 4,200-foot conveyor which steps up the flow of stock 
plan to provide better service to Ford Dealers. Stocking over 37,000 different parts from depot to dealer. The building also houses Ford Division’s General Office staff. 
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FORD DIVISION’S COMPLETELY NEW Parts & Accessories Depot in Dallas serves Ford Dealers in a large area stretching from Louisiana to New Mexico. 
——7 











OCCUPYING A 16-ACRE SITE, this new depot in Memphis supplies Ford Parts & Alabama. This modern distribution center is part of an extensive program to im- 
prove availability of parts and accessories to Ford Dealers’ customers everywhere. 


Accessories to dealers in adjacent areas of Tennessee, Arkansas, Mississippi and 
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FORD 


DEDICATES 
WORLD'S LARGEST 
SINGLE PARTS DEPOT 


Ford’s new Central Parts Depot is 

one of 29 distribution centers 

speeding up delivery of Ford Parts and 
Accessories to 6,400 Ford Dealers 

and their customers from coast to coast. 


Ford Dealers across the nation now benefit from Ford Division’s newly 
enlarged network of Parts & Accessories Depots—designed to make 


Ford Parts & Accessories quickly available to customers everywhere! 


Nine new depots have been completed, eight others, rearranged. In- 
creased facilities for receiving, filling and shipping orders will greatly 
improve stock handling, and thereby provide better service to dealers’ 


customers. And to Ford Dealers this means larger volume, increased 
profits! 


This new development is part of a multi-million-dollar expansion pro- 
gram which Ford Motor Company started in 1947. As a result, Ford’s 
productive capacities have increased almost 50% in the past five 
years. Ford Division shares in this progressive building program, a 


true reflection of Ford’s faith in the future. 


At Ford, a policy on paper has become a policy in action! That policy 


is: better service to Ford Dealers and their customers! 


“Ford’s confidence in the 
future helps my future, 
too—another BIG reason 
why It’s GREAT to be 
a FORD Dealer !’’ 

















STRATEGICALLY LOCATED FROM BOSTON TO LOS ANGELES, Ford Divi- 
sion’s 29 Parts & Accessories stock locations distribute parts and acces- 
sories to neighboring Ford Dealers with maximum efficiency. The nine 
new distribution centers built since January 1, 1949, indicated by the 
heavy dots on the map, lessen the work load on previously established 
distributing points. and make possible a faster, smoother flow of parts 
and accessories to the 6,400 Ford Dealers and their customers everywhere. 














FORD DEALERS ON THE WEST COAST will benefit from faster distribution of parts 
now that Ford Division’s new Parts & Accessories Depot at Los Angeles has been 
completed. The new depot, along with others at Richmond, Calif., and Seattle, 
Wash., helps make parts available when and where western Ford Dealers want them. 
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EQUIPPED WITH THE MOST MODERN EQUIPMENT for expediting orders, Ford Di- 
vision’s new Parts Depot in Cincinnati, like all other depots, also houses Sales Dis- 
trict personnel. The location provides dock space for four freight cars and 12 trucks, 
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Roundup from State Capitals... 








By Bethune Jones 
Legislative Correspondent 
ON’T look for any widespread 
tax relief at the state level de- 
spite the fact that taxpayers got a/| 
brief respite from the previous 
postwar uptrend in state taxes) 
when current-year legislatures en- | 
acted comparatively few changes in | 
state general and special tax laws, | 
with reductions about offsetting in- 
creases for the first time in many 
years. 

With lawmills not convening in 
many states this year and with a 
prevailing desire generally to keep 
things quiet with elections in the 
offing, the resultant dearth of new 
and increased state taxes is not 
surprising and is unsusceptible to 
interpretation at this point as the 
start of a new trend. 

Inflationary factors and pres- 





sure for new and expanded serv- 





Louisiana increased individual 


Legisla lion Affecting Aube Industry 


ices which led to the tax boosts 
of recent years are still present 
and there already are_ indica- 
tions that new or increased levies 
of various types, many of them 
directly affecting the automotive 
industry and its markets, will be 
proposed in more than half of the 
44 state legislatures scheduled to 
convene in regular session next 
year. Sizeable tax reductions 
loom as a serious possibility in 
only a handful of states. 


Income tax laws received more 
legislative attention this year than 
any other tax category, with the 
overall result favorable to taxpay- 


ers. Georgia liberalized personal ex- | 


emptions and granted more credit 
for dependents. Maryland allowed 
individual income taxpayers a 15 
percent credit on taxes due on 1951 
income. 











income tax exemptions provisions, 
| with expected savings of $2,000,000 
|a year for taxpayers. California 
brought state personal income and 
bank and corpo- 
ration franchise 
tax laws into con- 
formity with re- 
cent amendments 
to the _ federal 
law, with expect- 
ed savings to tax- 
payers of $3,200,- 
000 a year. 
Mississippi re- 
vised its individ- 
ual and corporate 
income tax law, 
offsetting higher rates in several 
categories with higher personal ex- 
emptions for most taxpayers. Colo- 
rado extended its income tax law 
pvith a 20 percent reduction voted 
last year and broadened the base 





Bethune Jones 
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to include cooperatives, savings 
and loan associations and credit 
unions. 


New York continued its income 
tax for another year at 90 percent 
of the regular rate. Virginia ex- 
tended indefinitely in a _ revised 
form its automatic tax reduction 
act providing for both individual 
and corporate income tax cuts, 
contingent upon the level of an- 
nual revenues. 

Kentucky made 
“temporary” state income tax in- 
creases adopted two years ago, 
while Rhode Island continued for 
another year an increase from 4 to 
5 percent in its corporation income 
tax. 


permanent the 


+ 


Oklahoma Veterans’ Bonus 


KLAHOMA will vote in Novem- 
ber on a proposed veterans’ 
bonus program, to be financed by 
increased individual and corporate 
income taxes and a number of 
other levies. The measure proposes 
an income tax of one-eighth of the 
income tax of the individual or cor- 
poration to be added for the bonus. 
States in which new or increased 
taxes against corporate or individ- 
ual income, or both, may be pro- 
posed next year include Connecti- 
cut, Michigan, New Hampshire, 


* x 


“ORCHIDS” to the factory men........ 
TO HELP YUUR PROFITS 


Hoods and other 
sheet metal parts 
Cad- 
wrap with Cadclips 


protected by 


ore welcomed by the 
truck and freight peo- 
ple. They 


parts handle 


know such 


easier, nest 


better and cut down 


damaged-in-transit claims. 


YOU MUST KNOW Cadwrap 


You may not have known 
its name until now, but 
most dealers now receive 
parts 
their factories wrapped in 
Cadwrap . First devel- 


oped to protect fenders, 


sheet metal from 


it is now used on all such 
decks, 


hoods, fenders, etc. 


items as elelelan 


WHAT ARE Cadclips? 


A patented metal device 
which slips over the dou- 
bled edge of Cadwrap 
and is easily clipped in 
place. They eliminate the 









unhandy wire or cords 


formerly used, making 
the parts easy to handle 
and, perhaps, most im- 
portant, cut down storage 
space because they nest 


SO well. 


Cadwrap anv Cad clips art MANUFACTURED BY 





| 
| 
| 
| 






















THEY SPECIFY 


Cadwrap 


The men at your factory are always on the lookout for ways to help their dealers 

show better profits, especially in your service and repair departments. That is why 

most manufacturers of cars and trucks now ship sheet metal parts wrapped in 

Cadwrap. And your own experience will prove that doors, fenders, decks, 

4 hoods, etc., shipped in this unique, patented, cushion-type protection, arrive in 

such excellent state that they are ready for immediate use if necessary. 
This saves time and money and thus increases your profits. 

Perhaps today, you may see one of your mechanics unwrapping a 

fender, or hood or deck that has arrived in good condition because 

of Cadwrap. As he removes that heavy, tough, creped paper with 





the excelsior cushioning and examination shows the sheet metal 
part is “factory fresh,” why not “pin an orchid” on the factory 
men who find so many ways of helping you—their dealer — 


cut costs and make money? 


WHAT IS Cadwrap? It is a patented wrapping consisting of tough, extra-heavy, creped 
paper laminated to excelsior cushioning pads. Because it conforms 


to the shape of the part, it is easily handled and fastened in place. 


CADILLAC PRODUCTS, INC. 


2300 GAINSBORO AVENUE 





FERNDALE 20, MICH. 


| New 
| tions will be proposed in Utah and 


Jersey and Oregon. Reduc- 
Vermont. 

In the field of sales tax legis- 
lation, Arizona this year exempt- 
ed materials purchased by con- 
tractors for construction purposes 
and also enacted a measure to 
prevent imposition of a gross 
proceeds tax on sales taxes col- 
lected by merchants. Georgia 
exempted intrastate freight trans- 
portation from its sales tax. 
Rhode Island continued for an- 

other year an increase from 1 to 2 
percent in its sales tax rate. An 
initiated measure to increase Okla- 
homa’s sales tax from 2 to 3 per- 
cent, to raise additional funds for 
old-age pensions, will appear on the 
November ballot. 

New sales taxes may be proposed 
next year in Nevada, New Hamp- 
shire, New Jersey and Oregon, 
while increases may be sought in 
Connecticut and South Dakota. 
States in which sales tax reductions 
will be proposed include California 
and Utah. 

Missouri this year boosted its 
gasoline tax rate from two to 
three cents a gallon and _ in- 
creased truck and bus fees to aid 
in financing a long-range high- 
way modernization program. 
Massachusetts raised its gasoline 
tax from 4.3 to 5 cents a gallon 
as part of a measure authorizing 
a new $200,000,000 highway bond 
issue. Louisiana cut its gasoline 
tax from nine to seven cents a 
gallon. 

Montana will vote in November 
on an initiated measure to increase 
the gasoline tax from six to seven 
cents a gallon. Oregon voters will 
decide in November the fate of a 
1951 act increasing the truck mile- 
age tax and lowering plate fees, 
and also will vote on an initiated 
state constitutional amendment to 
prohibit imposition of truck mile- 
age taxes. 

*x 


Gasoline Taxes Eyed 

ASOLINE tax increases are ex- 

pected to be sought next year 
in many states, including Arkan- 
sas, Arizona, California, Colorado, 
Connecticut, Indiana, Maryland, 
Nebraska, New Jersey, New York, 
North Carolina, Ohio, South Da- 
kota, Texas, Utah, Vermont, West 
Virginia and Wisconsin. States in 


* * 


which new or increased truck 
taxes may be proposed include 
California, Colorado, Connecticut, 


Maine, Maryland, Nebraska, New 
Jersey, Ohio and Vermont. 
Extending the long-term trend 
away from state reliance on real 
property taxes as a major source 
of state revenue, the Georgia leg- 
islature referred to the voters in 
November a proposed state con- 
stitutional amendment reducing 





the state property tax from five 
mills to 4 mill. Idaho solons next 
year may consider a proposal 
that the state abolish its ad 
valorem tax and leave property 
| taxation exclusively for local 
governmental units. 

Current attention in the toll road 
|field remains centered on Ohio, 
|where the state supreme court re- 
cently cleared the way for a start 
in the fall on construction of the 
projected 241-mile toll superhigh- 
way across the northern part of 
the state. 

Although a cautious approach to 
the possibility of establishing toll 
roads in Missouri was advocated by 
several witnesses at the _ initial 
hearing conducted by a special 
legislative committee investigating 
the subject, indications are that en- 
gineering surveys to determine the 
feasibility of such projects will be 
recommended. 

South Dakota’s state legislative 
interim research council has been 
requested to study toll roads and 
how they will affect the state’s 
traffic flow. 

Elsewhere on the highway fi- 
nancing front, Louisiana lawmak- 
ers approved for a submission to 
the voters in November a proposed 
state constitutional amendment au- 
thorizing the state department of 
highways to issue $30,000,000 in 
bonds for approaches to the proj- 
ected Mississippi river bridge at 
New Orleans, for another bridge or 
tunnel crossing of the New Orleans 
industrial canal and for major 
highway construction elsewhere in 
the state. 

The new Mississippi river bridge 
authority, created under previously 
enacted Louisiana legislation, ex- 
pects to issue $43,000,000 in bonds 
to be amortized from tolls, for con- 

(Continued on Page 52, Col, 1) 
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On the Financial Front... 





Shares of Truck Firms C23 %0 site 


Show Best Rise 


By George Deery 


Associate Editor 
HE listed shares of truck manu- 
facturers made a better average 


gain in price, or showed less aver- | 


age decline than the common 
shares of the car makers in the 
month ended July 31, according to 
a compilation by First of Michigan 
Corp., member of the Midwest and 
Detroit stock exchanges. 

While six commercial vehicle 
companies’ shares climbed an 
average of 5.5 percent, the best 
a like number of car builders 
could do was 3.8 percent. 

The loss for the two truck issues 
that declined was 3 percent, with 
one quotation unchanged from its 
close June 30. It was pointed out 
by the investment firm, however, 
that only one car issue gave up 
ground—Crosley sinking 30 percent. 

* a * 


7 AISER - FRAZER and Packard 
registered no change when the 
month had ended. On the other 
side of the industry, Four-Wheel- 
Drive’s price was the same as it 





Fruehauf Boosts 
Net to $3,001,165 
In First Half 


Fruehauf Trailer sales for the 
six months ended June 30 amounted 
to $86,504,282 and net earnings after 
taxes were $3,001,165, amounting to 
$1.90 a common share, Roy Frue- 
hauf, president, and Harvey C. 
Fruehauf, chairman, said in the 
quarterly report to shareholders. 

In the corresponding period last 
year, sales totaled $76,829,316. Earn- 
ings for the first six months of 
1951 were $3,651,229, after taxes at 
the lower rates then prevailing. 
After adjusting for the tax rates 





Roy Fruehauf 


Harvey Fruehauf 
applied to the entire 1951 year, 
such net earnings were reduced to 
$3,415,365, or $2,18 per common 
share. 


For the quarter ended June 30, 


sales were $37,869,773, compared to 
$33,864,101 for the corresponding 
1951 period. Net earnings after 
taxes were $1,389,991, amounting to 
87 cents a common share. Net earn- 
ings for the same quarter last year 
were $1,472,050, or 93 cents a share. 

“During the past six months our 
sales of defense materiel were $30,- 
102,253, and at June 30 our backlog 
of orders for military type trailers 
exceeded $90,000,000,” the report 
stated. 


. 


se 
Eaton Net Dips 
Profit for Half Put 
At $5,015,631 
Eaton Mfg. has reported first 
half net profit of $5,015,631, equal 
to $2.80 a share, compared with 
$5,405,314, or $3.02 
a share in corre- 
sponding 1951 pe- 
riod. Net sales for 
the six months 
just ended to- 
taled $97,224,290, 
against $97,590,- 
008 in the same 
period last year. 
Chairman C. I. 
Ochs commented 
that “even if 
C. I. Ochs steel production 
is resumed shortly, it will be some 
weeks before normal conditions 
will be restored in the automotive 
industry.” The strike has had a 
material effect on Eaton’s July out- 
put, he said. 








was at the beginning of the month. 

Willys-Overland led the apprecia- 
tion in value among the car corpo- 
rations when it made a rise of 8.2 


percent. 

} Others on the up side were 
Nash, 6.5 percent; General Mo- 
| tors, 2.6 percent; Hudson, 2.6; 


Studebaker, 2.3, and Chrysler, 0.5. 
First of Michigan’s figures indi- 
cate Reo was the outstanding truck 


firm on the upside, gaining 11.7 | 
percent. Federal was up 7.7; Inter- | 


| Kaiser - Frazer, 


| national-Harvester, 7.2; White, 3.8; 


| Diveo, 1.3, and Diamond T, 0.9. 


+ * 


Chrysler, 78%; Crosley, 1%; 
Diamond T, 13%; Divco, 9%. 
Federal, 5%; Four-Wheel-Drive, 


95; General Motors, 59%; Hudson, 
15; International - Harvester, 35%; 
4%; Mack, 14%; 
Nash-Kelvinator, 20%; Packard, 5; 
Reo, 22%; Studebaker, 38%; White, 
27, and Willys- Overland, 9%. 

a * * 


B-W Profit Drops 
Six Months’ Income 
Hits $10,867,457 


Gross earnings of Borg-Warner 
for the six months ended June 30 


showed a gain, but net income 
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OUT CEEPETELEL ELLE E 


CCC COU EC CELE 


— Friction build business 


But before | knew it this young Alemite 
salesman had offered to prove “Friction 
Fighting” pays off—to prove it in a meeting 
with my whole organization. He gave us 
proof, all right, in cold facts and figures. 
Even had a movie that showed us the way 
to more business, big business for car deal- 
ers. We agreed right then to give it a try. 


And we’re not a bit sorry! 


7 


is up 21% 





@ece 


Man—how our new car buyers come back for 
frequent proper lubrication, plus all other 
service! One look at the books shows what 
the Alemite “Magnet Plan” has done. Cus- 
tomer return is up 23“. Total service volume 
. Here’s one plan designed for 
profits far beyond lubrication and oil 
changes for casual customers. I’ve got the 
proof on my balance sheet! 


after taxes was down, R. C. Inger- 
soll, president, has reported. Earn- 
ings before taxes were $30,285,020, 
as against $28,855,866 for the same 
1951 period. Net income declined 
from $11,594,587, equal to $4.83 a 
share, to $10,867,457, or $4.52 a 
share. Sales dropped 8.2 percent 
from $201,832,434 to $185,202,423. 
Ingersoll disclosed that defense 
volume was 25 percent of total pro- 
duction, as against 7 percent in the 
first half of last year. He added 
that the company may not be able 
to resume full production for at 
least several weeks because many 
kinds of steel required can not be 
obtained immediately. 
* * * 


Net for Stewart-Warner 


Reaches $1,809,578 
Stewart-Warner had sales of $62,- 





201,606 and net profit carried to 
surplus of $1,809,578, equal to $1.41 
per share of capital stock, in the 
six-month period ended June 30, 
James S. Knowlson, board chair- 
man and president, has announced. 
In the first six months of 1951, 
sales were $51,410,156, with profit 
equal to $1.71 per share. The 1952 
figures are unaudited and subject 
to year-end adjustments. 

In a letter accompanying. the 
semi-annual report to stockholders, 
Knowlson pointed out that the 1952 
sales were 21 percent greater than 
a year ago, adding: “Notwithstand- 
ing, profit from operations declined 
due to an increased proportion of 
business for government account 
and to increased costs. Profits on 
government business are limited in 
some instances by contractural ar- 

(Continued on Page 51, Col. 1) 








— his ease is typteal [ 


One more example of how dealers all over 
the country are “cashing-in’” on the Alemite “Magnet Plan.” 

Making their Service and Parts Department pay as much as 84% of their 
overhead with Alemite “Magnet Plan” features. Want the 

facts? Call your Alemite distributor. Or mail this coupon now! 


ALEMITE 


ws POF ose, 


A PRODUCT OF 








O 





Address 


ACT NOW! JUDGE FOR YOURSELF! 


See how the Alemite “Magnet Plan” can help you cover your fixed over- 
head— improve your trading position. No obligation. Mail coupon today! 


Alemite, Dept. C-82, 1826 Diversey Pkwy., Chicago 14, Illinois 


SE ee 





[ couldnt believe my ears! 





When I thanked the Alemite man, I told him 
how “Friction Fighting” now covers our 
fixed overhead. And I thanked him doubly. 
Once for that meeting that meant so much 
to our profit picture, and again for the free 
sales boost we get every two weeks with 
Alemite’s advertising. It’s our automatic 
customer follow-up in the Post and Collier’s. 
Keeps reminding’em; keeps ’em coming back. 


CT] Send us complete information on the ‘Magnet Plan” 


We would like to arrange a showing of your Hollywood movic 
“It's The Come-BACK That Counts!” 


Zone 
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| Oren K. 
| pointed industrial engineer for 

| Gould-National Batteries, Inc., St. 
» | Paul, according to Albert H. Dag- 
| gett, president. 
| * * * 


| Firestone Sales Department 


| Promotes Two Managers 


Two promotions in the Firestone 
Akron by H. D. Tompkins, sales 
vice-president. 


tire sales, has been named man- 
ager of truck tire sales, gee 
the late George M. Jenkins. C. 
Miller, national account and Mo 
ernment sales manager, Moves up 
to replace McCrory as manager of 
farm tire sales. 
* * + 


C.LT. Picks Jordan to Head 


Division Office in Texas 
Universal C.1.T. Credit Corp. an- 
nounces appointment of John A. 
Jordan as assistant vice-president 
and as head of the company’s 





Nash Executives Meet Coast Dealers— 

H. C. Doss (left), Nash sales vice-president; Roy D. Bolt (center), Los Angeles zone 
manager, and L. T. Kouns, western sales manager, attend a Nash dealer meeting in 
Dealers from the Southern California and Arizona area also were 


Los Angeles. 





Deacon has been ap-| 


sales department are announced in | 


Cc. J. McCrory, manager of farm | 





newly opened division office in | enberg, 


Abilene, Tex. 


Jordan will make his headquar- | 
Fidelity Union Bldg, | 


ters in the 
402 Butternut St. Serving with him 


|as operations managers will be C. | 


F. Campbell and V. L. Manuel. The 
office will supervise the company’s 
operations through branch offices 


|in Abilene, El Paso, Midland, Pecos, 


Roswell and San Angelo. 
* * * 


Chicago Section of SAE 
Chooses New Officers 


Choices of the nominating com- 
mittee show virtually a monopoly 
for automotive men as 1952-1953 
officers of the Society of Automo- 
tive Engineers, Chicago section. 

Picked as chairman was Robert 
C. Wallace, of Diamond T. The un- 
opposed ticket also includes David 
C. Peterson, Stewart-Warner, vice- 


chairman; Merrill R. Bennett, In- 
ternational Harvester, secretary, 
and Hal B. Drapeau, an inventor, 
treasurer. 


Division vice-chairmen named 
are: Arthur J. Volz, of Bendix 








CHECK YOUR FILTER 
WHEN YOU 
CHECK YOUR OIL P 








ee: 
OP BB 


Profitable Filter and Cartridge Sales COME QUICK 
When Dealers Display the WIX Merchandiser. . . la 


The sensational WIX Merchandiser Cabinet is the powerful 
sales magnet that PULLS filter service profits to Dealers. 
Everything needed to make fast, frequent sales is right 
at the fingertips! Included are: a lively stock of WIX 
Replacement Cartridges with the great new filtrant 
WIXITE, the patented WIX Dirtector to show the true 
condition of the oil, Identification Chart, Price List and 
Catalog—ALL in ONE complete, sales-quick unit! Even 
a shelf for canned oil. Put this strong selling force to work 
for you .. . it attracts attention and speeds up sales, service 


and profits. 











OIL FILTERS g 
WIX ACCESSORIES CORP'N. 


CARTRIDGES 






GASTONIA, N. 






Cc. 


CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 25 CURITY AVE., TORONTO 13, ONT. 





Products; John W. Queen, Joseph 


|T. Ryerson & Co.; Jack A. Nelson, 
| Standard Oil Co. (Ind.); 


Richard L. 
Smirl, Borg & Beck; M. P. deBlum- 
enthal, Studebaker; W. Robert Dal- 
International Harvester; 
Donald W. Wing, Available Truck 
Co., and Arthur C. Schmidt, Arm- 
our & Co, 
* * * 
Warner Brake Promotes 


Peterson in Sales 
M. C. Peterson has been named 


manager of national account 
sales for the Warner Electric 
Brake & Clutch Co., Beloit, Wis., 


it is announced by George G. Mc- 
Manis, manager of the firm’s 
automotive division. 

Peterson joined the Warner 
organization a year ago as Chi- 
cago district manager. He had 
formerly served as division sales 
manager for Willys-Overland and 
as vice-president of Flex-O-Tube 
Co. 

+ + * 
Vaniman, Fruehauf Chief 


Of Export, Retires 

Retirement of R. L. Vaniman, 
who has been vice-president in 
charge of export for Fruehauf 
Trailer Co. since January, 1944, has 


_| been announced. 


Vaniman, who has been in direct 
charge of the trailer firm’s over- 
seas manufacturing plants in Eu- 
rope and South America and its 
distribution system in foreign coun- 
tries around the world, will con- 
tinue to serve as a consultant. Be- 
fore joining Fruehauf, Vaniman 
served his country in World War 
II as director of the automotive 
division of the War Production 
Board. For 13 years prior to the 
war, he was with the export divi- 
sion of a ee 


20-Year Wait 


Cole, GM Engineer, 
Gets Degree Late 


Twenty years after being called 
out of school because he was 
urgently needed on the job, Edward 
N. Cole, new chief engineer of 
Chevrolet, was awarded his de- 
gree and a ten-year key award 
from General Motors Institute, 
Flint, along with the 1952 graduat- 
ing class. 

The record showed Cole had 
never received his diploma. On 
Dec. 27, 1932, while he was a co- 
operative student in Automotive 
engineering, Cole’s sponsor, Cadil- 
lac, invited him to come back for 
a full-time job in the engineering 
department. He lacked 9% hours 
to graduate. 

Upon recommendation of John F. 
Gordon, now chairman of the board 
of regents of GMI, the 33 regents 
voted unanimously to grant Cole 
his diploma, on the basis that 
from his experience he had ac- 
quired more than the equivalent 
knowledge of the engineering stud- 
ies he had to leave unfinished in 
1932. 

In the interim, Cole had _ suc- 
ceeded Gordon as chief engineer of 
Cadillac, had served as plant man- 
ager of the Cadillac tank plant, 
and on May 1 this year, was named 
chief engineer of Chevrolet, suc- 
ceeding E. H. Kelley, who was ap- 
pointed Chevrolet general manufac- 
turing manager. 

. * * 


Ford Ups Hamilton 


Guy Hamilton jr., has been ap- 
pointed administrative assistant in 
the general manager’s office, it is 
announced by L, D. Crusoe, general 
manager of Ford division. Hamil- 
ton has been manager of the Ford 
division organization department 
since Dec. 1, 1951. In his new posi- 
tion, he will be responsible for the 





activities of the organization and 
administrative services depart- 
| ments as well as the administration 
| of the general manager’s office. 

* * + 


Ansul Sales Chief 


| Ansul Chemical Co., Marinette, 
| Wee. announces appointment of 
| Paul R. Larimer as general sales 
| manager. This is a new post created 
| by the company to supervise and 
| coordinate the company’s sales di- 
visions. 


| 


* * * 
St. Onge Aids Willys Sales 
In Great Lakes Region 


Willys-Overland has announced 
the appointment of William J. St. 
Onge as assistant regional sales 

(Continued on Page 41, Col. 1) 














_AUTOMOTIVE NEWS, AUGUST 18, 1952 








Auto Personnel 








(Continued from Page 40) 


nanager for the Great Lakes re-| 


yion with headquarters in Chicago. 
St. Onge has been a zone man- 
iger for Hudson for the 


past five | 


years and from 1942-1947 was direc- | 


or of the War Production Board 
n Minneapolis. For 12 years, 1930- 
1942, he served Chevrolet in various 
sales capacities in the Minneapolis 
region. 


* * * 


Shannon Named an Assistant 


To Chrysler’s vanderZee 


Appointment of Richard S. Shan- 
non to the central sales staff, 
Chrysler Corp., as an assistant to 
A. vanderZee, sales vice-president, 
has been an- 
nounced. Shannon 
comes to Chrys- 
ler from the De- 
troit Edison, 
where he had 
been assistant ad- 
vertising man- 
ager since 1946. 
After graduation 
from college he 
spent eight years 
in sales and sales 
promotion work 
with the Real Silk Hosiery Mills 
and the C. G. Conn Band Instru- 
ment Co. in the east before coming 
to Detroit in 1941. He served two 
years as supervisor of technical | 
placement for the Detroit Voca- | 
tional Bureau before moving to 
Cadillac, where he was supervisor 
of employe morale activities for 
two years during World War II. 

* + 


* 





R. S. Shannon 


Reo Names Restrick 


Reo Motor Co. of Canada has 
appointed Vernon M. Restrick as 
district sales manager in Calgary, 
Alta. 


Ford’s Gornick to Report 
On World Fiscal Parley 


Alan L. Gornick, tax counsel for 
Ford Motor Co., will represent the 
U. S. A. council of the International 
Fiscal Assn. as national reporter at 
the Sixth International Congress of 
Fiscal Law in Brussels, Belgium, 
the week of Sept. 8. 

His appointment was announced 
by Mitchell B. Carroll of New York, 


* * 





president of the association and | 
past-president of the fiscal commit- | 
tee of the League of Nations. 


Geis Heads Lincoln Sales 


In Denver District 


W. R. Geis, formerly manager cf | 
parts and accessories sales for Lin- 
coln-Mercury in Denver, has been | 
appointed manager of a newly- | 
created Lincoln sales department 
for the Denver area, according to 
F, L. Macarty, L-M Denver district | 
manager. 


Ba * | 
| 


Wico Electric Promotes 


Ray, Durst, Bagnall 

Frank E. Ray jr. has been pro- 
moted to purchasing agent of Wico | 
Electric Co., Springfield, Mass., ac- | 
cording to Eibe W. Deck, manu- 
facturing vice-president. Ray joined 
Wico in 1945 as a buyer. 

At the same time, Kenneth Har- 
man, president of Wico, announced 
the promotion of Eugene E. Durst 
to the newly created position of 
technical assistant to the manufac- 
turing vice-president. Vincent Bag- 
nall, who has been in charge of 
Wico’s methods department since 
1948, was promoted to replace Durst 
as manufacturing engineer. 

* * * 


General Tire Names Ink 


Creation of the position of comp- | 
troller of sales and distribution 
costs for General Tire & Rubber 
Co. and the appointment of John C. 
Ink to that assignment has been 
announced by M. G. O’Neil, execu- 
tive assistant to the president. 

* * & 


Harris, Spencer Named 


To Gould Sales Posts 


Fred H, Harris has been made 
assistant general sales manager 
of Gould-National Batteries, Inc., 
St. Paul. A. M. Spencer will suc- 
ceed him as Memphis sales man- 
ager, according to Harry Barnes, 
sales vicé-president. 

Harris has been in battery sales 
for the past 20 years, having had 
wide experience in retailing, job- 





bing and direct distribution. He 
came with Gould-National in 1941 
as district sales manager in St. 


Louis and was transferred to 
Memphis in 1947. 
* + * 
Nash Named Director 
Raymond A. Nash _ has_ been 


elected to the beard of directors of | 
Industrial Tape 
wick, N. J., a subsidiary of John- 


Corp., New Bruns-| (33g 


son & Johnson. Nash has served as| rs 


director of manufacturing since 
joining the company in September, 
1950. 


* * : 
Wood Retires, Smith Named 


Chevrolet Foundry Head 
Managership of the Chevrolet 
grey iron foundry in Saginaw, 
Mich., has changed hands with the 
retirement of Carl C. Wood, who is 
crediting with setting an alltime 
production record of 3,310 tons in 
a single day and establishing the 
plant as the largest: grey iron foun- 














| Scott Hails Winner— 
A. C. Scott (left), president of the Geo. F. 


Alger Co., Detroit, congratulating John 
Preston, Michigan state roadeo champion 
in the tractor-tandem axle trailer class, on 
his victory at Lansing. At right is W. Earl 
Givens jr., the company's safety director. 
This was Preston's second championship. 





dry in the world. When Wood 
started at the plant, it was pouring 
125 tons a day. 

His successor as plant manager 
is John F. Smith, formerly ‘general 


|for 27 years. 
| perintendent of the foundry in 1929, 
| general superintendent in 1936 and 
| plant manager in 1949. 


| Acker Named to Manage 
|L-M Planning Department 





| superintendent, who started at the 
| foundry in 1925 as a laborer. 

Wood had been with Chevrolet 
He became night su- | 





* * * 


Appointment of J. E. Acker as 
manager of a newly created manu- 
facturing planning department has 
been announced by R,. P. Powers, 
general manufacturing manager of 
Lincoln-Mercury. 

The new department will be con- 
cerned with current and forward 
administrative planning for all 
manufacturing departments of the 
division, Powers said. Acker for- 
merly was manager of the expense 


budgets department of the divi- 
sion’s controllers. office, and has 
been with Lincoln-Mercury since 


1948. 
* * 


Andrysiak Heads Assembly 
At Chrysler Tank Plant 


Robert T. Keller, general man- 
ager of tank manufacturing opera- 
tions for Chrysler Corp., has an- 
nounced the appointment of Roman 
Andrysiak a as superintendent of as- 





Championship Class! 


@The superior quality of Ditzler Finishes is best shown 
by their championship performance in the automobile 
industry. For nearly fifty years Ditzler Finishes have been 
preferred by most of the leading manufacturers of pas- 
senger cars, trucks and buses. This continuous preference, 
which lifted Ditzler to its present rank as the leading 





exclusive manufacturer of automotive finishes, was gained 


| bly, 


| September, 1948, 
| foreman of assembly at the arsenal. 


41 
sembly at Chrysler’s Detroit tank 
plant. 

With more than 10 years experi- 
ence in tank production and assem- 
Andrysiak was chief civilian 
inspector for the Army Ordnance 
Corps at the Chrysler tank arsenal 
during World War II, and since 
has been general 


> 
Four Field Service Posts 
Filled by Ammco Tools 
Ammeco Tools, Inc., North Chi- 
cago, Ill., has announced the fol- 
lowing additions to its sales organ- 
ization. 
James Nelson is the field service 
engineer in Minnesota and the Da- 
kotas. Dave Smith is the field serv- 


* + 


ice engineer covering Montana, 
Wyoming, Nebraska and western 
Iowa. 

Z. E. Rittenhouse is handling 


field service engineering in Mich- 
igan. George Kraft is the field serv- 
ice engineer covering Ohio. 

a * * 


Miller Appointed 


Automotive Equipment Mfg. Co., 
Lynwood, Calif., announces appoint- 
ment of Joseph E. Miller as sales- 
man for the Southern California 
district. 


solely by the year-in and year-out dependability of its prod- 
ucts. There can be no stronger proof that Ditzler Finishes 
are better than any others for all your refinishing needs. 
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3 Big Reasons Why Ditzler RIP RAP 
Is Better Than Other Primer Surfacers 


@ High solid content gives more 
film-forming materials — fewer 
coats are necessary. 


@ Sands easily and feathers out 
beautifully—no splitting or 
chipping at the edges. 


ty gft 


@ Extra-good holdout increases 
durability and keeps paint jobs 
looking better longer. 


Ditzler Rip Rap is available in 


three popular colors—Dark 
Gray, Neutral Gray and Red 
Oxide—in easy-to-pour cans. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


tas 2.2 ee 8.8 8 


GLAS S& Cc 


oO 8 ? AUN FY 














___ AUTOMOTIVE NEWS, AUGUST 18, 1952. 





Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 
Staff Correspondent 
N2 DOUBT you have had the ex- 
‘ perience, more than once, of 
seeing no traceable sales results 
after running an ad (or a series of 
ads) in your local newspaper, or 
possibly after broadcasting a series 
of radio commercials. 


And then, perhaps, you have 
wondered if it really pays to ad- 
vertise. You have heard exciting 
stories of advertising successes, but 
in your own case you have wit- 
nessed nothing spectacular. 


Except in special situations 
(mail-order promotions for ex- 
ample) the value of your adver- 
tising program should not be 
measured solely on the basis of 
immediate, visible, dollar - and- 
cents returns. 

Of course, as I have always in- 
sisted in this column, quick sales 
results are what you should shoot 
for. I have little use for advertising 
that is undertaken exclusively for 





its so-called “remindership” value. 
If you are in the business of sell- 


ing merchandise (as against some | 


sort of intangible service), each 
piece of copy you print should sup- 
ply the reader or listener with 
sufficient product information to 
effect the sale. It should describe 
factually the important features of 
the product and, most important, 
advance credible reasons how the 
consumer will be benefited if he 
buys it. . 
oa + + 


Include Price in Ad 

Y ALL means, except in very 

special cases, your copy should 
include the price of the product 
and the terms of payment. 

If it is possible for any adver- 
tisement to produce immediate 
sales for you, the kind of copy 
I have just described will do it. 
Surely it has a far better chance 
to make a sale than a vague, 
non-informative “reminder” ad, 





no matter how “clever” it may 
be. 

But if the kind of ad I advocate 
doesn’t pay off on the barrelhead, 
in terms of direct results, 
direct results will be far 


than you could possibly expect 


from an empty, meaningless “re- 
minder.” 
There is always the possibility 


that your readers or listeners will 
remember the persuasive and con- 
vincing specific things you have 
said about your product. They will 
not remember generalities. 

Isn’t it true that you, as a con- 
sumer, are sold on a number of 
things that you intend to buy one 
of these days? You are not ready 
to buy right now, for one reason 
or another, but you have been per- 
suaded and convinced by selling 
copy. 

It is impossible for copy that is 
strictly “remindership” to give any- 


its in-| 
greater | 
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“] couldn’t sell this car. It 


supplies me with eggs.” 


body a real, deep-down conviction 
about a product. 
| * * * 
Don’t Give Up Plugging 
A* MOST of my readers know, 
my definition of advertising is 
“Salesmanship in Print.” This does 
not mean that I place no value on 
indirect results. The long-haul divi- 
dends that advertising pays are, of 
course, an important consideration. 
But too many advertisers, un- 
happy about their direct results, 





quit trying for immediate re- 





QUALITY-BUILT 
FEATURES INSURE 
LONG LIFE 
TOP PERFORMANCE 


MIRROR-FINISHED 
PISTON ROD 


assures positive wiping action 


MULTI-LIP SEAL 


seals in fluid, seals out dirt 


SEALED FOR LIFE 
all parts permanently sealed 


ROD GUIDE AND 
BEARING 


insures positive, quiet action 


CYLINDER 


precision finished bore 
insures proper fit 


RESERVOIR TUBE 


engineered for correct fivid 
stability 


PISTON 


precision made for trouble-free 
operation 


“DUPLEX” VALVE DESIGN 


assures uniform ride * a 


SPECIAL FLUID 


Delco-developed for all climates, 


all conditions 


MOUNTING RINGS 
AND BAYONETS 







scientifically welded for maximum 


strength, durability 


it’s EASY To GET INTO THE 
DELCO sHock ABSORBER BUSINESS 


It’s easy to stock and sell Delcos because Delco offers 
a wide variety of shock absorber assortments—large 
or small—to fit every type of business. Take advan- 


tage now of fa 


st-turnover, customer-accepted 


products that assure quick profits! Order your Delco 
assortment today from your Delco Shock Absorber 


wholesaler. 


patents. 


COVERAGE 


absorber equipped 


ing acceptance. 


|] 


the Delco name; 


for more new cars 





A GENERAL MOTORS PRODUCT |... 


DELCO SHOCK ABSORBERS 


A UNITED MOTORS LINE 











DISTRIBUTED BY WHOLESALERS EVERYWHERE 
DELCO PRODUCTS Division 


GENERAL MOTORS CORPORATION * 


DAYTON, OHIO 








FlR&T FOR ENGINEERING 


DEVELOPMENT Delco has pio- 


neered and led—and continues to lead— 
in shock absorber development and engi- 
neering . . . a fact proved by Delco’s 
many basic design 


shock absorber 


He¢eT FOR MARKET 


More than half the 


cars that pass your door are Delco shock 
. More Delcos are in 
use than any other make. Precision 
manufacturing facilities assure continu- 


FOR CONSUMER 
ACCEPTANCE Motorists look for 


leading automotive 


engineers specify Delco shock absorbers 


than any other make. 


They know that Delco fulfills all require- 
ments for smooth, 


efficient, dependable 


operation and long life. 


xf 


TREMENDOUS 


PRESOLD MARKET 


assures huge, growing 
profit opportunities 


turns. They slip into an indif- 
ferent attitude toward their 
advertising, handle it in a care- 
less and slipshod way, and run 
copy hardly worthy of a high 
school freshman. “Oh, what’s the 
difference,” they shrug, “All I’m 
trying to do is to keep my name 
before the public.” 

This is a foolish, defeatist atti- 
|tude. It is right that they should 
|place considerable faith in the 
|long-haul prestige value of their 
| advertising—but it is not right that 
|they should make no attempt to 
|secure immediate results with 
| strong, action-getting Salesmanship 
| in Print. 

Salesmanship in Print is_ re- 
spected by the reader—provided it’s 
honest salesmanship. No consumer 
will ever be offended by advertisers 
who give him dependable informa- 
tion in the manner of one sensible, 
fully-matured adult talking to an- 
other. 

Even though you set great store 
by indirect results, keep on trying 
for direct sales. Babe Ruth was 
never willing to settle for anything 
less than a homer. He was always 
in there swinging for direct results 
with everything he had. Sometimes 
he strvck out, and sometimes—in 
fact, very often—he’d get a free 
walk to the bag. Those gift passes 
were the result of his mighty repu- 
tation as a fence-buster. 

Don’t quit advertising if every 
ad you run isn’t a homer. Some 
of them will be if you swing with 
all you’ve got. Advertising really 
is Salesmanship in Print, at least 
some of the time, when it is 
planned and written with intelli- 
gence and enthusiasm, 

: There is no reason in the world, 
in my book, why the objective of 
your advertising should be solely 
that of “remindership.” 

Give your readers or listeners 
“the works” every time you spend 
a dollar for space or time. Compe- 
tition for the consumer’s take- 
home pay is going to be terrific 
from now on in. 








Arkansas Court 
Asked to Bar 
Loan-Curb Vote 


LITTLE ROCK, Ark. — A pro- 
posed constitutional amendment 
sought by Arkansas automobile 
dealers and other dealer groups to 
clarify state laws on installment- 
plan purchases was under attack 
last week in a petition filed with 
the Arkansas supreme court by 
four taxpayers. 

The suit seeks to prevent Secre- 
tary of State C. G. Hall from plac- 
ing the proposed amendment on the 
general-election ballot in November. 

Brooks Bradley, John W. Mc- 
Hughes, Roger L. Murrel and 
Tilghman E. Dixon, businessmen 
describing themselves as Pulaski 
county taxpayers, filed the suit. 
Since the supreme court now is in 
recess, no action on the petition is 
expected before early in the fall. 

The proposed amendment would 
alter that section of the constitu- 
tion which limits interest rates to 
10 percent. The amendment would 
not reduce the legal interest rate 
but would authorize the legislature 
to specify additional charges which 
could legally be made for collection 
and service costs of installment 
loans. 


The supreme court ruled recently 
that all such collection costs and 
service charges must be included 
with the interest in a total amount 
not to exceed 10 percent. National 
finance companies notified Arkan- 
sas automobile, appliance and fur- 
niture dealers that they would be 
unable to do business in the state 
under the court’s ruling unless the 
law could be clarified. 





Chrysler Names Director 


Of Industrial Education 


Robert W. Conder, director of in- 
dustrial relations of Chrysler Corp., 
has announced the appointment of 
William D. Merrifield as director of 
industrial education. Merrifield 
succeeds John M. Amiss who re- 
tired July 1 under provisions of the 
company’s pension plan. 

Merrifield has been associate di- 
rector of industrial education in 
charge of technical training since 
1944 and supervised a staff of 27 
instructors training more than 800 
young men annually in manufac- 
turing and maintenance trades. He 





joined Chrysler in 1942. 
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(Continued from Page 35) 


addition brings the Hassan Bros. 
total area to nearly 80,000 square 
feet. 


* * * 


Dad Takes Over 
R. L. Watford has taken over 
management of Watford Chevrolet 
in Ludowici, Ga., succeeding his 
son, R. L. Watford jr. 
* * o 





South Land to Expand | 
South Land Motors, Inc., Mem- | 
phis, Tenn., has obtained ow ‘nership 
of the entire block between Somer- 
ville and Camilla Sts. on the north 
side of Union St. there. The prop- 
erty will be used in expansion 
plans of South Land Motors, said 
William Ross Kennedy, president. 
+” * * 


Norris Promoted 
Robert O. Norris has been pro- 
moted to general sales manager for 
Dallas Nash, Inc., 2200 Ross, Dallas. 
He joined Dallas Nash in 1951 as 
business and office manager. 
* ” * 
Scheib Appoints Two 
Appointment of Jack Head as 
sales manager and Gordon Ellis 
as used-car manager has been 
announced by Howard Scheib, 
general manager of City Lincoln- 
Mercury Co., Pasadena, Calif. 
* ok * 


Stalmer Sells Out 


The Chrysler dealership in San 
Diego, Calif., owned by Reg Stal- 
mer, has been sold to Paul Flack 
and Dave Cook. 

* * 


* 


New Studebaker Deal 


Chapman Motors is the new 
Studebaker dealership in Hunting- 
ton Park, and is owned by Clair 
Chapman. The former name of the 
dealership was Kimball Motors. 

* * oa | 


Byrd Wins Sales Contest 


Forty used cars sold in 26 days is 
the record that won a monthly 
sales contest for S. R. Byrd, sales- 
man for Belmont J. SanChez 
(Studebaker), Long Beach, Calif. 
SanChez says that his dealership 
broke all records during the last 
month from the basis of sales and 
profit. 





cs 


* Sa 

Fisher Buick Enlarges 

Construction has started on an 
addition to the service depart- 
ment of Fisher Buick Co. in Los 
Angeles. The added quarters, with 
14,000 square feet of floor space, 
will increase the area approxi- 
mately 50 percent, according to 
H. B. Fisher, owner. Seven new 
service stalls will be added, he 
said. 





* * * 


Miller-Pitman Razed 

An explosion in the paint and 
body shop of Miller-Pitman Ford | 
Motor Co. started a fire that to- 
tally destroyed the two-story 
brick building in Attica, Ind. 
Four cars that were in for repair 
were included in the loss. Rec- 
ords were destroyed by the 
flames. 


* * 


7 

Reed Aids Charity Drive 
James H. Reed jr., president of 
Jim Reed Chevrolet Co., Nashville, 
has been named chairman of the 
large firms division of the 1952-53 
Community Chest campaign for 

Nashville and Davidson county. 

ok * * 


Cadillac Line Added 


King-Atkinson Pontiac Co., Clay 
Center, Kans., is the new Cadillac | 
dealer for Clay Center and vicinity. | 

* oa *” 
Ringer Gets Penn Post 

I. C. Pendarvis, president of | 
Penn Motor Co., Tampa, Fla., an- 
nounces the appointment of C. E. 
Ringer as manager. Prior to com- 
ing to Tampa, Ringer was truck 
manager for Dodge in the Atlanta 
region. 





co * a 
San Francisco Dealer 


Sponsors Annual Outing 

Jerry Bromberg, president of 
Burlingame Motor Co. (Pontiac), 
San Francisco, was host recently 
to employes, their wives and chil- 
dren at the dealership’s annual out- 
ing. 

This year’s outing featured swim- 





ming, baseball and other outdoor 
sports and was climaxed by a fam- 
ily picnic. D. R. Stuart, 
San Francisco zone manager, was 
guest of honor at the gathering. 


Pontiac | 


* * * 
Rowe Nash Opens 
W. E. Boyer, Nash San Fran- 


cisco zone manager, has announced 
the opening of a new Nash dealer- 
ship in Lodi, Calif. The company, 
known as J. D. Rowe Nash, is 


owned and operated by J. D. Rowe | 


and Noble B. Witcher. 


* * * 


Nash Firm Names Klein 
Appointment of Leonard Klein, 
former Akron auto dealer, as gen- 
eral sales manager of East Akron | 
Nash has been announced by C. E. | 
McDowell, owner. 
of * + 


Schmidt Upped in Akron 
Promotion of Fred F. Schmidt 


from general sales manager to 
vice-president of Anderson Pon- 








Washington Centennial to Use Plymouths— 


A valuable contribution to the celebration of the Washington territory centennial 
in 1953 is this official car recently donated to the celebration committee by the six 
Plymouth dealers in Tacoma. Chapin D. Foster, centennial director and director of the 
Washington state historical society, takes delivery of the first car. 
Plymouths are: Winthrop Motor Co. and Espeland Motor Co. (DeSoto-Plymouth); Irwin- 
| Jones and Munson-Smith (Dodge-Plymouth) and Steven Motor Co. and Wakefield 


| Motor Co. (Chrysler-Plymouth). 
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Dealers donating 





tiac, Inc., Akron, is announced by 
John D. Anderson, president. 
Schmidt, who has been in the au- 
tomobile field for the last 15 
years, formerly was with Com- 
mercial Credit Corp. 


| Bighth St. 


Haygood Opens Dealership 

Haygood Buick Co., Miami, Fla., 
recently held a formal opening of 
its new quarters at 1799 S.W. 
Guy Haygood is presi- 





dent, Tony Clausi, sales manager; 
George H. Hixson, service man- 
ager, and W. H. Bagwell, parts 


| manager. 


* * 


Larson Buys Buick Deal 

Robert L. Larson who was as- 
sociated with Kauffman Buick 
Co. in Spokane, Wash., has been 
appointed dealer at Moscow, Id. 
The new firm will be known as 
Larson Buick Co. 

a . * 


Endsley Pontiac Sold 


Jack Reidenbaugh and Merle 
Gruber have purchased Endsley 
Pontiac Sales, Richmond, O. The 
dealership will be known as 
Gruber-Reidenbaugh Pontiac. 

* * a7 


Helms Enlarges Quarters 
Helms Pontiac-Cadillac, San Fer- 
nando, Calif., recently held formal 
opening of its enlarged and mod- 
ernized quarters. The dealership, 
which first opened in 1948, has al- 
most tripled in size. 
* 


Little Buys Hurst Deal 


Norman Hurst, president of 
Hurst Motor Co., Inc. (Oldsmo- 
bile-Cadillac), Newton, Kans., has 
annonuced the sale of his firm to 

(Continued on Page 44, Col. 1) 
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The CentrieFlo is the first commercially 
built with the high 


over and around it so as to | 
carburetor-air cleaner combination 
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Dealer 





Doings 











Robert E. Little, Kansas City, 
Kans. The new name is Bob Lit- 
tle Motor Co, No change in per- 
sonnel is planned. 

* + + 


Long Island Firm Sold 
Distributors, Inc., 
has been purchased by Empire 
Willys, Inc., 1386 Atlantic Ave., 
Brooklyn, N. Y., it is announced. 
Officers are 
president; John Gatti, vice-presi- 
dent, and George Hammerlund jr., 
treasurer. 


Long Island 


Ford Deal at Scranton 
Taken Over by Moore 


A corporation headed by James 
A. Moore has taken over the Ford 
agency in the Scranton (Pa.) 
trading area. Moore for six years 
has operated the Lincoln-Mercury 
dealership in Scranton, Moore- 


(Continued fro 


George Mendelsohn, | 


1 Page 413) 


principal stockholder, obtained a 
long-term lease on the _ sales- 
rooms, repair shop and an adja- 
cent used-car lot from Lawrence 
A. Bloom, former president and 
principal owner of Bloom Motors, 
Inc., which has been dissolved. 
John Mathias is secretary-treas- 
urer of Moore-Ford. 

+ + + 


Del Seidl Buick Co. 

| Great Bend (Kans.) Motor Co. 
| (Buick), owned by Charles and Ray | 
Hulme, recently became Del Seidl | 
Buick Co. Seidl had been Packard 
| dealer in Great Bend. 

| * * +” 


Domingues Chevrolet 
Dan Chevrolet Co., Inc., Lafay- 
ette, La., has filed articles with the 
|secretary of state, changing its | 
| name to Domingues Chevrolet, Inc. | 
* * * 











Nelson Opens New K-F Deal in Wis.— 
new Kaiser-Frazer dealership in Appleton, Wis. 
Michael Nelson, president, also operates a K-F dealership at nearby Clintonville. 


Night view of Nelson Motors, 








has moved to Cincinnati as gen- 
eral manager of Howard Hively, 
Inc. (Lincoln-Mercury), there. 


Wolfe is a former president of the | 


Charleston junior chamber of com- 
merce. 
* * * 


Walkers Appoint Nephew 


, dealership. H. S. Van Osten, former 


sales manager, is used-car 


manager. 


now 


* * * 


Ballard Nash, Inc. 


Ballard Nash, Inc., 700 St. Charles 
| Ave., New Orleans, has been grant- 
|}ed a charter of incorporation, list- 


Blatnick, Inc. 
The corporation, 


Moore-Ford Co., of which Moore 
is president, general manager and 









Wolfe Joins Hively | Ervin Walker, nephew of C. 
Bert Wolfe, for the past four| and E. K. Walker, of Walker Brotb- | 

years with Charleston Motors (Lin-| ers (Nash), Los Angeles, has been | 

coln-Mercury), Charleston, W. Va.,| appointed general manager of the | 


known as 





|ing capital stock 
R. | e 


of $250,000. 


* * 


Duval Opens Truck Center 
Duval Motor Co. (Ford) has 





A-M SUPER 
FLASH-SAND 


keep refinishing operations moving. 


primer surfacer.”’ ) 


finish is assured. 


f 


Rinsneo-Mason Co. 
5935 MILFORD AVE., DETROIT 10, MICH. 


1244 N. LEMON ST., ANAHEIM, CALIF. 


of Flash-Sand. Ask your R-M jobber. 


R-M Super Flash- 

Sand is available 

in Red, Light Gray 
or Dark 


Excellent workability and fast drying helps 










Only light, easy sanding required. (Many 
experienced refinishing men are referring 
to this amazing undercoat as the “Lazy man’s 


The excellent filling and holdout of R-M 
Super Flash-Sand keeps final coats on the 
surface where they belong. A full, glossy 


Reduces two parts of thinner to one part 





Manufacturers of passenger and commercial car lacquers, enamels, primers, 
Gray. surfacers, tinting colors, thinners, removers, rubbing compounds, etc, 


opened a truck service center at 
923 W. Forsyth St., Jacksonville, 
Fla. The center will be managed 
by Wade Lupo, formerly a service 
salesman for the dealership. 


Dealer Cooke Helps Form 


| Louisville Finance Firm 
| Motors Investment Plan, a Louis- 
| ville loan company which plans to 
|}do business under an_ industrial- 
| banking charter, has been incorpor- 
ated with capital stock of $500,000 
Incorporators include V. V. 
Cooke, head of Cooke Chevrolet 
Co., who will serve as vice-presi- 
| dent of the new firm. President will 
|be Charles Patrick, who also is 
president of Motors Investment Co., 
a sister organization. Both compa- 
|nies are quartered at 819 S. Fifth. 
* * * 





| Twyford Appointed 

James W. Twyford has been ap- 
pointed general manager of Deaton 
| Motors, according to John Deaton 
| (Lincoln-Mercury), Beverley Hills, 
Calif. 
| * + * 

Dumas OK’d in La. 

Dumas Chevrolet Co., Oklahoma 
City, has been granted a Louisiana 
permit. 


| Dorschel Shifts to Buick, 
Schoens Quit in Rochester 


Establishment of a new auto 
agency and discontinuance of two 
| others is announced at Rochester, 
| N.Y. 

John G. Dorschel, Studebaker 
dealer since 1946, will set up a 
factory-direct Buick dealership 
and discontinue his Studebaker 
dealership. 

Schoen Brothers, Inc., will dis- 
continue its business, the oldest 
Nash dealership in New York 
state, when the three Schoen 
brothers retire. Dorschel said he 
had leased the showroom of the 
Schoen firm at 68 Genesee St. for 
his new agency, Dorschel Buick, 
Inc. 

The Schoen brothers are Ed- 
ward C., 57, Charles F., 60, and 
Herman J., 55. The Schoen firm 
has been in the auto sales busi- 
ness since 1919. Edward Schoen 
said he will continue as secretary 
of the local Automobile Dealers 
Assn., a post he has held for 20 
years. 





| * * * 
Oregon Firm to Service 


Kenworth, Federal Trucks 
H. W. Roberts, president of Rob- 
erts Motors, Portland, Ore., an- 
nounces formation of Truck and 
| Industrial Equipment Co. to serv- 
|ice Kenworth and Federal trucks. 
| Floyd Chapman will be manager 
|of the new company assisted by 
Paul Rabbach, former representa- 
tive for Waukesha motors and 
| power unit. 
* * * 
Oregon City Assn. Names 
|Weiler as President 


Ben Weiler, Oregon City (Ore.) 
Packard - Willys dealer, is the 
newly elected president of the 
Oregon City Automobile Dealers 
Assn. He succeeds George Stout 
(Chrysler-Plymouth). 

Dallas Dunmire (Oldsmobile), 
was elected vice-president and 
Him Wolfard (Lincoln-Mercury), 
secretary-treasurer. 

* x 





* 
|Monrovia Concern Gets 


'Chrysler Service Award 


Carey E. Hardy, head of the 
Chrysler- Plymouth dealership in 
Monrovia, Calif., and J. Vern Cloyd, 
general manager, recently received 
the “plaque of honor” award given 
annually by Chrysler Corp. for 
efficient customer service work. 

Jack Tuttle, Chrysler regional 
manager, made the presentation at 
a dinner attended by about 25 
members of the dealership. Tuttle 
praised Hardy for having “one of 
the best manned and equipped 
organizations in the western re- 
gion.” 

* x * 


Marfa Motor Bows 
A new Oldsmobile dealership, 
Marfa Motor Sales Co., has been 
opened by Peter Wilson and Paul 
|Mohr in Marfa, Tex., it is an- 
| nounced. 





* * * 

| Jimmy Cobb Expands 

| Jimmy Cobb Motors (Packard) at 
i= S. Goodman St., Rochester, N. 
| Y., has enlarged its floor space in 
its collision and service depart- 
ments. 
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Factories Taking Steps to Keep Dealers Supplied .. . 





Parts Crisis Held Unlikely 


back-order problem on their hands | with items that they are still long | 


(Continued from Page 25) 


ting the “car tied up” orders into 
force. 

Here and there, of course, there 
are some critical items that must 
be conserved with the greatest 
care possible until sources are 
again established. But in the main 
these are on sheet metal parts that 
will not take the car out of oper- 
ation. In many cases these sheet 
metal parts, such as fenders, wheel 
shields and decorative moldings, 
can be repaired for the time being 
instead of being replaced. 


If dealers continue to buy on 
a “rate of sale” basis, say most 
of the parts managers, there will 
be no parts shortage this fall and 
what few items may go on a 
critical basis should not stay 
critical for any length of time. 


The only shortages that might pop 
up on anything other than high- 
alloy steels or sheet metal parts 
will occur because of overcrowded 
facilities in the plants of the pur- 
veyors. 

There may be some of this not 
foreseen at present by the parts 
executives, but in case these parts 
really become critical, a minor op- 
eration can always be performed 
that will separate sufficient of these 
parts from the production line to 
keep vehicles from being tied up in 
the field. 

* + 

De can be guided fairly 

well in their parts situations 
by their factories. At least two 
prominent sources claim that they 
will not be short in any item. 
Others are certain that their back- 
order situation will not be any 
worse than normal. 

Factories normally have some 





Octane Ratings 
Up Slightly 


On Gasolines 


WASHINGTON.—The U. S. Bu- 


reau of Mines reported last week 
that premium and _ regular-price 
gasolines sold at filling stations 
throughout the country last winter 
had octane ratings slightly higher 
than those of the summer of 1951, 
but below the record levels of gaso- 
lines surveyed during the winter of 
1950-51. 

The report, latest in a series of 
surveys made by the bureau in co- 
operation with the American Pe- 
troleum Institute, shows that oc- 
tane values of gasolines sold dur- 
ing the winter of 1951-52 are vir- 
tually the same as values of motor 
fuels surveyed during the summer 
of 1950. In volatility characteris- 
tics, the winter gasolines have 
changed very little, it was pointed 
out. 

A total of 4,206 samples collected 
from service stations throughout 
the country, representing the prod- 
ucts of 136 large and small com- 
panies, showed the premium-priced 
motor fuels to have an average oc- 
tane rating of 90.0 by the research 
method and 82.0 by the motor 
method. Regular-price gasoline had 
an average octane rating of 83.1 
by the research method and 78.1 
by the motor method. Premium- 
price gasoline ratings by the re- 
search method for the summer of 
1951 averaged 89.7, and for the 
summer of 1950 the average was 
exactly 90.0. 

In addition to octane ratings, the 
samples were tested for gravity, 
corrosion, sulfur content, gum, 
tetraethyl lead, Reid vapor pres- 
sure and distillation temperatures 
of both regular and premium-price 
gasolines. 


Leitch Named Sales Assistant 


In Ford’s Atlanta District 


Appointment of J. J. Leitch as 
an assistant sales manager of the 
Ford division’s Atlanta district is 
announced by R. H. East, district 
sales manager. 

Leitch, a former special field 
manager in the Atlanta district, 
will assist in the supervision of 
company product sales in the dis- 
trict, which covers most of Geor- 
gia, ‘half of Alabama and parts of 
Tennessee and North Carolina. He 
joined Ford in Atlanta in 1949. 








due to the unexpected “runs” that 


occur on some items that cannot | 


be foreseen. On older cars and 
trucks they run into situations 
where their “life expectancy” esti- 
mates fall short of actuality and, 
as these items are generally out 
of production, it takes longer to 
roll back into production to fill up 
factory master warehouse and field 
stocks to the controlled § stock 
points. 

Dealers can rest assured in this 
period at least, say the parts men, 
that there is no cause for alarm 
just because their parts orders 
are being censored at the factory 
for the next 60 days or so. 


The factory parts departments 
are acting now to prevent uncalled- 
for runs on their parts stocks such 
as occurred a year ago when the 
Korean scare broke out and many 
dealers, in an attempt to make a 
“killing,” loaded their parts stocks 


|to repair it, if the parts managers 


} 





on. 
No car or truck will be out of 
service because of lack of a part 


can prevent shortages by taking 
the present precautionary steps. 


USED CARS 











oe 
“If you don’t like the shape this 





one’s in, why not try one with a 
better figure!” 


lip 
(Continued from Page 25) 


tors that have become chipped 
and abraded from normal driv- 
ing, the company suggests Bon 
Ami or any other good house- 
hold cleaner to scrub the dirt 
and loose flakes of protector off 
the chrome. A fresh coat of pro- 
tector can be applied right over 
the old coat, 

Depending on how dirty and 
grimy the protective coating be- 
comes, the average coating can be 
renewed in this manner two or 
three times before it must be en- 
tirely removed. 

+ * * 


bprcued the protective coating has 
become so dirty that the use 
of non-abrasive household cleanser 
will not readily remove the scum, 
it should be coated thoroughly with 
any good heavy-bodied paint re- 
mover or soaked with a chrome 
protector remover liquid. 

Let this coating remain on the 
chrome for a little while or until 
the old protector starts to bubble 
and lose adhesion. Do not try to 
remove the old coating immediately 
after applying the remover fluid. 

When the old coating shows 





that the remover fluid has done 
its work, then rub it off with a 
rag that has been dipped in kero- 
sene or other petro-solvent. This 
prevents the old coating from 
gumming up the rag and making 
the rubbing-off process difficult. 

If all of the old coating does 
not come off on the first applica- 
tion, then give the job another 
coat of remover or spot those 
places where the old coat did not 
come off and repeat the rubbing- 
off process. The chrome then is 
ready to be given a fresh coat of 
protector. 





Toledo Firm Becomes 


Division of Bettinger 


TOLEDO.—Toledo Porcelain 
Enamel Products Co. has become a 
division of Bettinger Corp., Walt- 
ham, Mass., through an exchange 
of stock, according to E. L, Adams, 
Toledo Porcelain president. 

The Toledo company specializes 
in metal coatings for various equip- 
ment, including auto exhaust mani- 
folds, tailpipes and mufflers. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
Are you? 


MOTIVE NEWS WANT ADS! 
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KEEP THAT WINDSHIELD WET 
og WHEN YOU TEST WIPERS 


When testing windshield wipers for operating 
speed, cleaning action, length of stroke, or proper 
return to parking position, keep the windshield 
wet! Tests made by running the blades over the dry 

glass will not prove satisfactory. Furthermore, 
adjustments made from dry tests may put the 
wipers out of adjustment for rainy day operation. 


CHRYSLER MOTORS PARTS 


SERVICE TIPS 


Mo Par 


FOR A CLEARER VIEW, 
BE SURE TO USE MoPar 
SAFETY-VISION PARTS 


Genuine Chrysler Corporation Parts 
for Plymouth, Dodge, De Soto, Chrysler 
cars, and Dodge “Job-Rated’’ trucks 


You can rely on better visibility day and night with 


MoPar windshield wiper blades, 


sealed 


beam units 


and other related Safety-Vision parts and accessories. 


They’re factory-engineered . 


factory-inspected . 


and supplied by Chrysler Motors Parts Corporation. 
That’s proof positive of dependable performance, top 
quality and lasting satisfaction. 
What’s more, you can get all the MoPar parts and 
accessories you want anytime—from your nearest 
Plymouth, Dodge, De Soto, or Chrysler dealer and 
from many general service and repair shops. 


DISPLAY 


THIS SIGN to let people 


know you recommend and install 
MoPar parts. For details, write Adver- 
tising Dept., Chrysler Motors Parts 


Corporation, Detroit 31, 


Michigan. 





CORPORATION ¢ DETROIT, MICHIGAN 














Utilization is the Key 


Greater Service Profits Hinge on Full Use 
Of Facilities, Experts Agree 


(Continued from Page 25) 


and cater to them. Far too many 
franchised dealer shops, however, 
look upon the women who come in 
as targets for overselling. 

Selling unneeded service to the 
women customers breaks down 
any confidence they might have 
in the shop because it is well- 
equipped, because it is manned 
with polite, uniformed greeters, 
and because it is the shop of a 
dealer handling the make of car 
she drives. 

If she is a housewife, she must 
risk the displeasure of the man of 
the house when she tells him that 
she has been sold a large bill of 
repairs which he feels certain were 
not necessary. If she is a profes- 
sional woman, she resents being 
“taken for a ride” just because she 
doesn’t understand things mechani- 
cal and therefore, in her mind at 





least, is looked upon as gullible and 
a “soft mark.” 
* + * 
BY the greatest loss of profit 
and of steady service customers 
by the average dealer can be laid to 
the lack of utilization of the facili- 
ties available in the franchised 
dealer’s shop. 

Proper management makes the 
difference between full utilization 
and partial utilization. 

As one of the dealers in the 
discussion pointed out, one of the 
most important problems of the 
average dealer is to get his serv- 
ice manager and mechanics to 
accept and use the equipment he 
purchases for the shop. 

Unless the dealer himself makes 
certain that every valuable piece of 
equipment in his shop is being used 
to the fullest, unless he develops 
programs that will bring this equip- 
ment into use to demonstrate to 
his service manager and mechanics 
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| | 

|that it will produce a profit, the | 

|shop will continue to rock along 
at its present pace. 

| Many car dealers are worried 

| over loss of profit because the steel 

| strike has cut down the number of | 


|new vehicles they are getting, and| ' 


| will get, for the next 60 days. Yet | 
|few of those who are the most} 
apprehensive have done anything 
about checking up on their service 
department, which is the one de-| 
pendable and constant source of | 
revenue that can be made to pro- 
duce greater profits by better man- | 
agement. 
* + * 
7 a analysis of more than 1,500,- 
000 repair orders made each) 
month by John E. Wolf Co. shows | 
that the average number of items 
per repair order still is under one | 
and a half. The July average is| 
1.43, to be exact. 

The study also shows that “pack- 
age services” still are being sold 
as “curealls” for service ailments, 
rather than a careful diagnosis of 
just what makes the car act as it 
does. 

Tuneup headed the list of serv- 
ices appearing on the repair 


tickets analyzed, with 37.71 per- 
cent of all tickets carrying this 








item. Lubrication, the real service 


“ at | 
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“How soon do I take over for 
you, dad? I’ve worked here three 
weeks now!” 





“leader,” was found on only 27.21 
percent of the tickets. 

Front-end work, which appeared 
on 18.64 percent of the RO’s, nearly 
equaled oil changes, which should 
be high on the list because of the 
preponderance of new cars being 
serviced by the average dealer, but 
which accounted for only 20.10 per- 
cent of the service items sold in 
July. 

Against these figures, it hardly 













from this business? 


HERE’S THE TREND TO WATCH 


Today's cars are beauties—and motorists are spending 
more and more money to keep them that way. Records 
prove that appearance services should account for one- 
third of service department volume. Why not profit 









T : is 


Paint touch-up jobs are another of the highly profitable spray-appearance services 


Motorists want these 
Z spray-appearance services 


Your service department volume 
and profits will grow —and con- 
tinue to grow—once you offer 
these popular services. 


Two out of three cars on the road 
today need one or more of these 
spray-appearance services: 

1. Over-all vehicle refinishing 

2. Paint touch-up jobs 

3. Spraying chrome protective 
material 
Spraying underbody coatings 
Spraying upholstery recon- 
ditioners 


4. 
5. 





Air Compressors Hose and Connections 


6. Spraying waxes 
7. Spraying flock coatings 


Tie in these services with your car 
reconditioning programs. You'll 
save time, do a better job at lower 
cost by using the proper DeVilbiss 
Spray Equipment to handle them. 


Your local DeVilbiss Jobber is the 
man to call. He'll analyze your pres- 
ent equipment and help work out 
with you whatever replacements or 
additions are necessary. 





Spray Guns Sproy Booths 


A New Sewice! 


DeVilbiss Rebuilt Exchange Service 
enables you to exchange worn 
DeVilbiss equipment for fully 
guaranteed, factory-rebuilt models 
at nominal charge. Ask your 
Jobber! 


THE DEVILBISS COMPANY, Toledo, Ohio 
Windsor, Ontario @ London, England 


Santa Clara, Calif. 
Branch Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


DeVILBISS 








seems conceivable that such an im- 

portant safety job as brake work, 

which is vital to the interest of 

every car owner, should appear 

on only 11.85 percent of the tickets. 
* ad * 

T IS no wonder that customers 

lose confidence in the ability of 
their dealers to repair properly 
their cars and trucks when so 
many instances of guessing at the 

trouble, instead of using the diag- 
nosis equipment available in the 
shop, come to light every day. 

One instance that is being pub- 
licized right now is a glaring ex- 
ample of what is going on. An 
owner came into a dealer’s shop 
and reported intermittent electri- 
cal failure. While he was driving, 
his lights, ignition and all elec- 
trical accessories would cut off. 
The starter would not crank the 
engine. The car usually could be 
restarted by slamming the doors 
or by pushing down on the hood. 
All connections under the dash 
were cleaned and tightened, and a 
new ground strap and_ starter 
switch were installed. When the 
trouble still persisted, the owner 
was told that the battery was 
shorting internally, and he was sold 
a new battery. 

A test of the electrical system fi- 
nally traced the trouble to the cable 
between the battery and the starter 
switch. 

The end of the cable had been 
poorly sweated into the battery ter- 
minal clamp and had become loose 
and corroded. Vibration would 
cause an intermittent making and 
breaking of the electrical connec- 
tion, with the results described. An 
apparent contributing factor was 
the new ground strap, which had 
been bolted onto a rusty surface 
and also was making a poor elec- 
trical contact. 

The cable that corrected the 
trouble cost the owner in excess 
of $25 and a great deal of irrita- 
tion. It cost the dealer a good 
customer. 

+ +. a 
a case involving inter- 
mittent ignition failure resulted 
in the owner paying for a new coil, 
new condenser and then a new dis- 
tributor with no satisfaction. The 
car was tuned and worked on by 
various shops, all of which only 

guessed at the trouble. 

A test of the car quickly isolated 
the trouble—a loose connection in 
the armored cable leading from the 
ignition switch to the coil. 

An editor of Automotive News 
put his car on a dynamometer 
and found that he was getting 
eight less horsepower at the rear 
wheels than the specifications 
called for. The car was sent to 
a dealer in that car who was 
considered outstanding for his 
service. The service manager re- 
ceived instructions to do what- 
ever was needed to put the car 
back into good condition. 

The car was given a “package” 
tuneup, including a new set of 
spark plugs, a new set of distribu- 
tor points and a new condenser. 
The dealer not only missed approx- 
imately $200 worth of work that 
was needed to remedy the wear 
that 46,000 miles of hard driving 
had developed, but his mechanics 
blotted out an additional three 
horsepower by their tuneup work. 

+ * x 


iw THE average dealer would 
take a couple of days’ repair or- 
ders and go over them once in a 
while, keeping in mind the equip- 
ment he has in his shop—which, in- 
cidentally, adds to his overhead— 
he would quickly determine if his 
shop force was getting full utiliza- 
tion of the equipment available. 

If he then would check the num- 
ber of hours of productive labor 
sold against the number of hours 
available, he could also determine 
if his manpower was being proper- 
ly utilized to bring in maximum 
return. A few hours spent on the 
service floor watching the flow of 
service jobs in his shop should 
bring to light any failure to utilize 
the space to its fullest. 

A review of the complaints on 
the service he was producing 
should serve to warn him of im- 
proper selling and negligence in 
tracking down the needed serv- 
ices which his customers depend 
upon his shop to furnish. 

For the dealer who is facing 
highly competitive conditions, or 
perhaps a sudden lack of new cars 
to sell, a more intensive use of the 
word “utilization” might become 
the difference between heavy 
losses and a profit. 
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Conveyor Belt Idea Seen Feasible . . . 





New Sub-Ground Transit? 


NEW YOR K.—Revoluntionary 
nodes of transportation may be the 
solution to the traffic and transit 
problems of our metropolitan 
enters, according to Col. Sidney 
H. Bingham, chairman of the board 
of transportation of New York 
City. 

Writing in a current brochure 
on “New Ideas for Efficient Pas- 
senger Transportation,” Col. 
Bingham points out that with 
soaring costs of equipment, 
maintenance and operation of 
conventional transit lines, a new 
approach to transportation is re- 
quired to meet the needs of our 
increasing population and to re- 
duce street congestion. 

“No transportation system ever 
has been revolutionized overnight,” 
the colonel concedes, “but the time 
has come when we are forced to 
consider revolutionary ideas in 
transportation. Unless cities can 
solve their problems efficiently and 
economically, they will vanish from 
our maps.” 

Col. Bingham believes that the 
development of a new type of 
underground transportation system 
that can be installed, maintained 
and operated at costs within the 
possibilities of more municipal bud- 
gets will go a long way toward 
clearing up traffic congestion by 
diverting pedestrians off the street 
and creating more direct urban 
transit routes. 


“The conveyor belt principle can 
be applied to underground trans- 
portation and serve as a solution 
to several of our transit problems,” 
he writes. “This conveyor would 
provide continuous movement in 
both directions. 

“While any horizontal installa- 
tion of this type for mass trans- 
portation would be new, we have 
expanding use of the vertical 
counterpart in the escalator, or 
moving stairs, now found more 

frequently in transportation 





terminals, public and _ private 
buildings and department stores. 

“Conveyor belts have provided 
highly efficient and reliable mass 
transportation for bulk materials 
for many years. Their operation 
and maintenance costs are rela- 
tively low. The same _ economic 
advantages are apparent in the 
adaptation of conveyor belts for 
passenger transportation. 

“In addition, the conveyor equip- 
ment requires smaller tunnels, a 
saving factor over conventional 
subway excavation costs.” 


Col. Bingham is convinced that 
some application of the conveyor 
belt can find a niche in the under- 
ground transportation picture “as 
apparently it meets the primary 
rapid transit requirements of 
speed, safety and intensive efficient 
utilization.” 


The high speed conveyor sub- 
way system designed by engi- 
neers of Goodyear Tire & Rubber 
Co. and Stephens-Adamson Mfg. 
Co. as a replacement for the 
Grand Central-Times Square 
shuttle in New York City was 
based upon some of Col. Bing- 
ham’s own ideas. 

The proposed system is now 
being studied by the board of 
transportation’s engineers. It in- 
corporates the use of rubber con- 


MEMA Roster 
Rises to 1,267 


NEW YORK.—The Motor and 
Equipment Manufacturers’ Assn. 
announces that since the beginning 
of the year, 17 members were add- 
ed to the association roster, plus 
nine credit service subscribers and 
five ARR associate members. 

At the present time MEMA has 
514 members, 453 credit service sub- 
scribers and 300 AAR associate 
members, a grand total of 1,267. 








veyor belts for loading and unload- 
ing platforms and_ transporting 
small passenger cars in a continu- 
ous two-way stream between Times 
Square and Grand Central termin- 
als. 


The conveyor subway through its 
continuous operation feature would 
increase the capacity of the shuttle, 
yet its operation and maintenance 
costs are estimated at only 40 per- 
cent of present charges, according 
to Col, Bingham. 


Fair Trade Laws 
Attract Attention 
Of State Bodies 


NEW YORK.—Fair trade laws, 
permitting manufacturers to estab- 
lish minimum resale prices for 
trade-marked products, will attract 
increased attention in future state 
legislative sessions as the result of 
enactment of federal legislation 
validating the so-called “non-sign- 
er” clauses of such statutes. 

Designed to circumvent last 
year’s U. S. Supreme court ruling 
that fair trade minimum resale 
price contracts involving products 
in interstate commerce cannot be 
made binding on retailers not sign- 
ing the contracts, the new federal 
act enables states with fair trade 
laws to require all retailers within 
the state to observe minimum 
prices set by a manufacturer 
through a written contract with 
one retailer in the state. 

Having failed to block the con- 
gressional action revitalizing state 
fair trade laws, which are now on 
the statute books of all states ex- 
cept Missouri, Texas and Ver- 
mont, opponents of such statutes 
may conduct campaigns for their 
repeal in many of the 44 state leg- 
islatures scheduled to convene in 
regular session next year. Besides 
resisting such moves, fair trade 








Display Wins Merchant a New Rambler— 


A new Nash Rambler Country Club was awarded in a national window display 
contest sponsored by Lee hats recently. Winner was R. J. Widmer (third from left), 
display manager for Olson & Veerhusen, Madison, Wis. Shown at the presentation 
of the keys to the winner are (left to right) Harold Graham, vice-president of the 
store; Hervey Ray, president of Nash-Madison Co., local Nash dealer through whom 
the car was delivered; Widmer, and Larry Anderson, representative of Frank Lee 


Hat Co. 





proponents probably will revive un- | 


successful past efforts to obtain 
the enactment of fair trade stat- 
utes in the only three states now 
without them, 

During the current year’s com- 
paratively few state legislative ses- 
sions, a fair trade act repealer was 
killed in committee in the Louisi- 
ana legislature. In 1951, the last 
year of heavy state legislative ac- 
tivity, fair trade repealers were 
killed in Colorado, New Mexico 
and Wisconsin, while Tennessee 
lawmakers rejected a bill which 
would have made fair trade inef- 
fective there. 

Bills to repeal fair trade acts 
were killed during 1949 by the leg- 
islatures of Colorado, Connecticut, 
Idaho, New Mexico, Rhode Island 
and Washington, while the Cali- 
fornia legislature turned down a 
bill to emasculate fair trade. Flor- 
ida’s legislature in the same year 
enacted a revised fair trade act de- 
signed to overcome _ objections 
raised by the state supreme court 
in invalidating an earlier measure. 





In Balance 
Goodrich Stresses Need 


For Aligned Wheels 


AKRON. — “A wheel one ounce 
out of balance at the tread of the 
tire will develop a “sledgehammer” 
pounding at 60 m.p.h.,” says B. F. 
Goodrich tire engineers. 

Pointing out that thousands of 
motorists are driving their cars 
“sideways” as the result of im- 
proper balancing, the Goodrich en- 
gineers say that even at slower 
speeds, out-of-balance wheels cause 
rapid spotty wear, road shock and 
eventually pronounced “shimmy.” 

The BFG engineers explained 
that by having wheels properly 
balanced once or twice a year, 
motorists can reduce spotty tire 
wear, get greater tire mileage, 
eliminate objectionable vibration, 
reduce wear and tear on their car, 
and improve safety, comfort and 
driving. 





The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 








Idea Factory for the 


Automotive Industry 


UNITED S&S 


One sizable section of U.S. Rubber’s Fort Wayne Plant is 
pecialized development laboratory, the 
principal output of which is ideas—both for automotive 


a modern, highl, 


manufacturers and the military. 


Here, carefully chosen technicians apply their skills and 
experience to the creation and perfecting of rubber-oonded- 
to-metal, all-rubber, and plastic parts. Working closely with 
customers’ engineering staffs, they are producing many new 
and often revolutionary designs to meet changing needs. 

You will be interested in a booklet, “This is Your Labora- 
tory,” explaining the unique service this U.S. Rubber unit is 
performing. Address: Engineered Rubber and Plastic Parts, 
Mechanical Goods Division, United States Rubber Company, 


Rockefeller Center, New York 20, N. Y. 


TATES 


RUBBER COMPANY 
MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Australian 


Auto News 


Government Decides Not to Cut Dollar Imports 


On Vehicle 


YDNEY.—(UTPS)—The Austra- 

lian government has _ decided 
against cutting dollar imports of 
motor vehicle spare parts. 

After conferring with industry, 
the government said that the cuts 
would have forced many vehicles 
off the roads, throwing the trans- 
port position into chaos. 

The proposed cuts would have 
sliced per annum imports from 
$6,059,000 to $3,700,000, which, be- 
cause of goods in transit, would 
have exhausted importers’ quotas 
for the next nine months. 

The government said that spare 
parts wouldn’t be put on a special 
priority since import licenses cover 
essential parts for building the lo- 
cal Holden car and other transport 
vehicles. 

The same policy will apply to 





Franklin Named Manager 

Sanson and Rowland, Inc., Phil- 
adelphia, has named Raymond C. 
Franklin manager of its Detroit 
sales office and warehouse. 


Spare Parts 


spare perts from the United King- 
dom, which will be placed under 
administrative control instead of 
import licenses. 

+ 


* * 


Registrations Drop 


OTOR’ vehicle registrations 
dropped from an April total of 
10,543 to 9,400 for May. 

The list is headed by Holden with 
955 registered, an increase of 306 
over April, and Ford Consul, which 
had 1,385, compared to 1,289 for 
April. 

Commercial registrations totaled 
5,597, compared to 5,327 for April 
and 5,720 for March. 

At the end of 1951, 615,791 ve- 
hicles were registered, compared to 


549,838 in 1950. 
a 


Bonanza for Holden 
HE largest profit ever made by 
an Australian company is re- 
ported by General Motors’ Holden. 
For the year ended Dec. 31, earn- 
ings were disclosed to be $7,621,000 











ee 5 a lal 


Skipper-Thomas Trucks for Contractor— 
Skipper-Thomas Motors, Inc. (Studebaker), Marion, S. C., delivered this fleet of 


trucks to the Foster G. Hinds contracting 
vehicles are, left to right: Robert Holden, 


firm; Mrs. Hutchins, secretary; Mr. Hinds, and H. J. Skipper of the dealership. 








firm of Marion. Standing in front of the 
general superintendent of the contracting 





after an increase of more than 
$3,000,000 in tax provision and a 
$120,000 rise in depreciation. 

Sales for the year totaled $95,- 
000,000, an increase of $9,000,000. 
The dividend to the parent com- 
pany in the U. S, was reduced 
from 50 percent to 30 percent, 
and the carry-forward rose by 
$6,300,000, now totaling $13,650,- 
000—all of which will be used in 
the business. 

A total of 45,505 vehicles was sold 





during the year, including 1,537 
Aussie-built Holdens. 

The Holden plant’s payroll rose 
to $18,250,000 in 1951, a 26 percent 
jump. The average wages of 10,164 
employes topped $1,780, compared 
with $1,432 for 10,114 workers the 
previous year. 

+ * 
Ford Volume Off 
ORD CO. OF AUSTRALIA has 
cut 400 employes off its payroll 
of 6,000 because of reorganization 
and a drop in demand for certain 


* 





NOW! Mobiloil’s New Super-Detergent Formula Assures — 


LESS ENGINE WEAR 





ae 


Mobilgas 


SOCONY-VACUUM 





This amazing new combination of ingre- 
dients helps give longer engine life—dras- 
tically reduces engine wear during the 
periods when most wear occurs—during 
starts, warm-ups and stop-go driving. Less 
engine wear means less oil used—an extra 
saving you can offer customers! 


Yes, more than ever, New Mobiloil's friple 
action assures minimum wear, top protec- 
tion against deposits and corrosion, peak 
operating economy. Why sell anything less? 





U 


Radio-active piston rings are installed in test en- 
gines. ‘‘Hot’’ metal particles, worn off the rings into 


the motor oil, are then measured by Geiger counters 
and electronic recording machines. The result? .. . 
an almost unbelievable cut in costly engine wear! 


~NEW Mobiloil 


SOCONY-VACUUM OIL COs, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


IN SENSATIONAL NEW 
RADIO-ACTIVE TRACER TESTS! 


SE of radio-active tracers from the Oak Ridge 
atomic pile—a startling new and reliable method 
—measures the wear-reducing qualities of New 
Mobiloil with new super-detergent formula. 








models of cars, the company an- 
nounced. 

Charles A. Smith, managing di- 
rector, said that if the government 
relented in its credit restrictions, 
happier conditions would _ result 
for employes, dealers and buyers. 

ak . * 


Standard Sales Up 

LB pee a recent decline, sales 
of Standard cars were higher for 

the year ended June 30 at 14,953 


_|cars and tractors, compared with 


13,242 the previous year. In May 
and June the sales were 733 and 
463, compared with 1,294 and 725, 
respectively. 

Standard Cars reports that it has 
delivered 14,130 cars and Ferguson 
tractors for the 11 months ended 
May 31. This compares to 12,517 for 
the same period last year. 

+ * * 


Profit Refund Suit 

y= MOTORS recently won a 
$1,215 court decision in a profit 

refund suit. 

York Motors claimed that a cus- 
tomer sold a car bought from York 
for an unwarranted profit of $1,215 
after agreeing to give the firm first 
option on the vehicle if he decided 
to sell within a year. 

The firm, which turned the 
money over to charity, said that it 
had no desire to make any profit 
out of the deal and that the clause 
in the contract was to stop turn- 
overs of new cars at unwarranted 
profits. 

* 


Austin Sales Drop 

DELAIDE MOTORS, LTD., dis- 

tributor of Austin, states that 

for the year ended June 30 sales 
were down 10 percent from the 
previous year. Sales amounted to 
3,085, against 3,445 for last year. 

The heaviest decline was _ re- 
corded in May and June when the 
respective figures were 223 and 187, 
compared with a monthly average 
of 257. 





Goodyear Gives 
Motorists Advice 
On Tire Care 


AKRON. — Motorists. desiring 
maximum service and long wear 
from tires must exercise reason- 
able care in maintaining them, 
Goodyear Tire & Rubber techni- 
cians advise. 

They say no tire can be expected 
to perform satisfactorily unless the 
car’s brakes, wheel and steering 
function correctly. 

Proper wheel balancing is em- 
phasized as a means of saving a 
car owner countless tire miles. 

Of equal importance, say the 
technicians, is rotation for obtain- 
ing even tire wear. Tires, it is 
pointed out, do not wear to the 
same extent on all wheels. 

On late model cars, the tendency 
is said to be for tires to wear fast- 
er on front wheels, whereas on 
older cars the reverse is true. 


Dollar Value? 


Inspection Fee Too High, 
Miamian Asserts 


MIAMI, Fila.—lIt costs the city 10 
to 25 cents to make the automobile 
inspection for which motorists must 
pays $1, a Miami attorney com- 
plains. 

Figures on inspection costs were 
cited by Bernard B. Weksler, who 
with Leonard H. Wolf has filed a 
suit attacking legality of the auto- 
mobile testing ordinance. 

Weksler estimated the city’s ex- 
penses for testing a motorcycle at 
8 cents, a truck at 18 to 24 cents 
and a tractor-trailer at 24 to 30 
cents. 

“It seems obvious that the city 
is acting unlawfully since the ordi- 
nance itself states that the city is 
to collect $1 only to defray the ex- 
penses of making and enforcing the 
inspection requirements,” Weksler 
said. “Probably 45 to 50 cents will 
cover any and all expenses ‘neces- 
sary.’” 

Weksler turned up city figures 
showing that inspection fees totaled 
$66,391 in the first four months of 
this year. Expenses for the same 
period at the testing stations 
amounted to $21,567.56. 








Gillia Willys Opens 
Gillia Willys Co. has opened for 
business. It is owned and operated 
by Lester Willis. His son, Lester 
Willis jr., is associated with him. 
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Air-Cooled Diesels a Specialty 


By George L. Glaser 
Special to Automotive News 

eS a Germany.—A heat 

wave that has wafted over from 
the U. S. has ‘nelted a lot of the 
tar used in Euiopean roads, with 
the result that merchants are ex- 
periencing a boom in the sale of 
tar solvents to motorists whose 
cars are spotted with the sticky 
stuff. 

In spite of the heat, ll venture 
today to introduce Automotive 
News readers to an old German 
firm that has a name as long as 
the average tapeworm, It is—are 
you ready ?—Kloeckner-Humbolt- 
Deutz A. G., which manufactures 
a line of trucks and buses known 
as Marigus-Deutz, 

Magirus always has been a name 
connected with fire-engine appa- 
ratus, particularly ladder trucks, 
and Deutz in Cologne was the 
birthplace of the four-cycle com- 
bustion engine, which today powers 
the majority of all automobiles. 

Herr Otto, credited with invent- 
ing the fast-running combustion 
engine, worked for Deutz. In Ger- 
many, one frequently hears a four- 
cycle engine referred to as an Otto 
engine. ate 


Neutral in Hot Debate 


A= Magirus vehicles feature air- 
cooled diesel engines, but in re- 
porting this I wish to take no part 
in arguing the pros or cons of air- 
cooled versus liquid-cooled. 

The air-cooled boys claim a 
higher thermal efficiency and 
greater freedom from cooling- 
system troubles for their engines. 
The rest of the industry, having 
liquid-cooled engines to offer, 
contends that air-cooled engines 
are noisier, require wasted horse- 
power for the air-pressure fan 
drive and suffer misshapen cylin- 
ders due to cold air being blown 
in from one side and hot air from 
the other. 

Well, this all sounds like just 
so much sales talk whereas in 
reality both types of engines prob- 
ably have their merits. 

The latest air-cooled job by 
Magirus is a V-8 diesel engine 
which develops 175 horsepower at 
2,250 revolutions per minute and is 
used to propel the firm’s big 6%- 
ton trucks. Another Magirus model 
is a four-cylinder diesel used in 
trucks of 3% to four tons. 

It should also be mentioned that 
Magirus—which produces, by the 
way, in Ulm—offers exchange en- 
gines and factory-rebuilt used units 
to economy-minded customers. 

- . a 


New Oil for Two-Cycles 

N GERMANY, about half of all 

engines used in _ vehicles—in- 
cluding motorcycles—are of the 
two-cycle type, which means that 
the lubricating oil is mixed with 
the gasoline. This mixture is 
sucked into the crankcase, where 
the lubricant does its duty before 
it is pushed up into the combus- 
tion chamber. 

Until now, one has had care- 
fully to mix the fuel in a special 
mixing can before one could fill 
the tank of any type of vehicle 
driven by those valveless, two- 
cycle engines. But Esso of Ger- 
many and a few other petro- 
leum firms are announcing a new 
oil that is said to make the mix- 
ing can as obsolete as a clutch 
pedal on a Hydra-Matic trans- 
mission. 

The new oil, so it is averred, can 
be poured directly into the tank 
and will mix automatically with 
the gasoline, and, on top of that, | 
contains a rust inhibitor and other 
ingredients that will prolong the 





life of the engine. 
* * 


Like a Martian Derby | 


SILVER ARROWS against flying | 
\/ disks—that’s what one could call 
the race on the Nuerberg Ring in 
the Eifel mountains of Germany | 
scheduled for Aug. 3. 

Mercedes Silver Arrows, after 
winning such tests as the 24-hour 
event of Le Mans in France, were 
going to fight it out with the new 





Eddington Promoted 
C. W. Eddington, a salesman for 
Metropolitan Chevrolet Co., Spring- 
field, Ill., for three years, has been 
named truck and fleet manager for 
the company. 





Alfa Romeos. 


what one hears, 
employed by those bothersome fly- 
ing disks. 

The matter of styling brings 
to mind a new type of chassis 
design which currently is being 
utilized only on sports cars to ef- 
fect weight savings but which 
eventually may be used on pro- 
duction models, 

This new construction features a 
web of tubular pipes welded togeth- 
er in the shape of an airplane 
nacelle. The British were the first 
to utilize it, on such cars as the 
Jupiter-Jovelin followed by some 
Jaguar types, and then the Italians 
picked it up. A German firm now 
is said to have this design under 
consideration for superlight sports 
cars. 

* * * 
Opel Plant Forges Ahead 
A VISIT to General Motors’ Opel 
plant in Ruesselsheim reveals 
that not only has it erased the 50 





The latter have a| | percent bomb damage combined 
| styling which, if one may go by | with greater than 20 percent ma- 
is similar to that | chine damage, but that numerous 


new buildings have gone up. 


Opel is one of the very few 
plants I have seen where even 
such items as speedometers and 
carburetors are manufactured on 
the premises. Not more than 20 
percent of all parts come as fin- 
ished products from outside sup- 
pliers. Whenever volume produc- 
tion at lower prices is in order, 
Opel should be in excellent shape 
to meet any challenge. 

By the way, Opel stores its parts 
under a system governed by the 
size of the part. Bins in the re- 
placement-parts warehouse are ar- 
ranged so that those with the 
smallest-sized parts are at the 
front. The bin openings gradually 
grow larger the closer they are to 
the rear of the building. 

This was interesting to an old 
parts peddler such as I 





Ford Cites West Coast Test Winners— 


The winners of Ford's inaugural West Coast Ford diagnosis competition, held 
recently at Frank Wiggins trade school in Los Angeles, line up with the awards 
presented them at the conclusion of the week-long training program. Making the 
presentation are F. Parker Wilber, dean of the Los Angeles trade-technical junior 
college, and James P. Roberts, Ford district sales manager. Over 60 students of Frank 
Wiggins trade school entered the event, competing for $225 in prizes and certificates. 
Certificate and prize winners standing from left to right are: John Daniels; Art Doug- 
las, $100 first prize winner; Fiman Chesnin; Leonard Smith, $75 second prize winner; 





Elmer Art, and Peter Stead, $50 third prize winner. Kneeling from left to right are: 
Carl Haruta, Donald George, Albin Chinn and Walter Heimann. 
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ll plastic upholstery 


Sell with the distinctive beauty of Masland Duran 
for automobile seat cover trim and door panelling. 
In colors to harmonize or contrast with exterior or 


interior coloring. Available in smooth finishes 
or electronic quiltings. Specify Masland Duran 
for your seat cover trim .. . the covering your 
customers know. 





THE MASLAND DURALEATHER COMPANY * Dept. AA, Philadelphia 34, Pa. 











In the Hopper 


highway financing measures is ad- 
vocated by the Nebraska editors’ 
highway improvement committee. 

At a meeting in Freemont, the 
committee, by a vote of 4 to 1, 
approved for presentation to its 
parent body, the Nebraska Editors 
Highway Improment Assn., a mo- 
tion calling for the raising of new 
highway funds through a stamp 
tax, a wheel tax, one-cent gasoline 
tax increase or some other plan 
approved by the legislature. 

* 


a cal 











The Massachusetts gasoline tax, 
which would boost the rate seven- 
tenths of a cent, has been shelved 
until Jan. 1, 1953. The new tax, if 
it goes into effect, will bring the 
total of gas tax increases to two 
cents during the present adminis- 
tration. 

However, highway bonds totaling 
$400,000,000 have been issued on the 
basis of revenue to be gained from 
the additional two-cent tax. The 
new increase will bring the total 
state gas tax to five cents a gallon. 


Sule Seizure Power Proposed 


For Wis. Liability Law 

A proposed Wisconsin law would 
authorize that cars involved in 
accidents on state highways can be 


Nebraska Editors Urge 
Added Road Revenue 


A special session of the Nebraska 
legislature to consider emergency 
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designed for your 
Customers’ Specific Needs! 








CLEANERS & DYERS 


The HERMAN "FORWARD CONTROL” Delivery Body 


Trim, modern, with ‘room to spare interior.’ Used wherever shorter wheelbase 
and larger capacity is paramount. Herman builds many special interiors for 
bookmobiles, display rooms, hatchery bodies, lunchwagons, etc 


FRanklin 5300 


these bodies 
WRITE, WIRE, OR PHONE COLLECT 


HERMAN BODY COMPANY 


ST. LOUIS 10, MO. 








| impounded if the car owners do 
not carry liability insurance, or 
|cannot prove financial ability to 
|pay damages 

accident. 
According to Attorney - General 
Vernon Thomson, a committee has 
bill is to be drafted for the next 

legislature. 

* 


| Iinois Haulers File Brief 


| 7. 
| Against High License Fees 
Illinois truckers have filed a 43- 
page brief with members of the 
state legislature to point up their 
contention that state license fees, 
recently raised by some $20,000,000 
annually, should be sharply cut. 
William Noorlag jr., general man- 
ager of the Central Motor Freight 
Assn., called the higher rates “in- 
equitable, improper, confiscatory 
and designed to destroy the truck- 
er.” A hearing on the truckers’ 
stand is being conducted in Spring- 
field, with State Sen. Simon E. 
Lantz presiding. 


im 6 
Oil Mine 
Petroleum Being Stored 


In Stockholm Cavern 


OTTAWA.—A unique method of 
storing oil has been developed on 
the Stockholm coast, according to 
the Canadian - Sweden Foreign 
Trade Service. 

The oil is being stored in the old 
Harsbacka mine. The mine is about 
124 meters deep (413) feet) and can 
hold over 150,000 cubic meters of 
oil, the trade service says. 

One of two pipes connected to 
the mine from a quay is used for 
pumping oil from tankers and from 
the depot to ships, while the other 
pumps sea water into the mine. 

Since oil floats on water, its level 
can be controlled by the amount of 
water that is pumped into the mine. 
The oil is then “skimmed” off the 
water by a heating process. 


* 
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Ps , 
Just Like a Hospital— 

A mobile hospital unit mounted on a Chevrolet chassis and designed to serve in 
major disasters has been attracting considerable attention in the East. Here are some 
of the features: Two fixed and one portable lung, a complete galley with electric 
refrigerator, two-burner electric stove and sink with hot and cold running water; 
cabinet stocked with surgical dressings of all types, separate power plant for illumina- 





tion and air conditioning and soundproof ceiling and walls. 








Used-Car Notes 





H & N Used Cars Opens 


In McPherson, Kans. 


McPHERSON, Kans.H & N 
Used Cars has opened for business 
at 409 N. Main. It is owned by Mel- 
vin Hunter and Carl Nicholas. 

Hunter formerly was _ used-car 
manager for Miller-Kennedy Motor 
Co., and Nicholas was _ used-car 
manager for Paul Seifert Motor Co. 

* * * 


Oklahoma City Rejects 


Dealer’s Setback Plea 


OKLAHOMA CITY. — The city 
board of adjustment has turned 
down an application of S. B. Lev- 
eridge for a waiver on the 25-foot 
setback regulation at his used-car 
lot at 1436 S.W. 29. 

He and other auto dealers have 
been fighting the regulation. Previ- 
ously, the city council had rejected 
Leveridge’s application, and tnen a 
district court dismissed an injunc- 
tion action on the grounds that he 
should appeal first to the board of 
adjustment. 

Leveridge was expected to take 
the case back to court. 

* * *« 
‘Smilin’ Jack Moore’ 

PORTLAND, Ore.—Jack Moore, 
in the automobile business some 30 
years, has opened a used-car lot 
at 637 N.E. Broadway under the 
name of Smilin’ Jack Moore. 

* * * 


King Cole Buys Tract 
BUFFALO. — King Cole Motors, 
Inc., has purchased a 40,000-square- 
foot tract of land here at 1159-69 
Main St. It is using the bulk of 
the property as a used-car lot. 
” * * 


Lusk & Ellison 


EASLEY, S. C.—Lusk & Ellison, 
Inec., here has obtained a charter 
from the secretary of state to en- 
gage in the used-car business. Au- 
thorized capital stock is $5,000. J. 
W. Ellison jr. is president. 

x * * 


Stepman Moves U. C. Lot 


To New Location in L. A. 

LOS ANGELES.—Formerly at 
7600 S. Figueroa St., Ben Stepman 
Motor Co., Inc., has moved its used- 
car operations to 2101 W. Florence 





Warning 


Cutting Torch Explodes 


Empty Tank Truck 


PADUCAH, Ky.—The death of 
Robert Mays here will serve as a 
grim reminder that car or truck 
gasoline tanks, tank trucks, drums 
and other containers that have for- 
merly held gasoline, crude oil, or 
other explosive materials, must not 
be worked on with a cutting or 
welding torch. 


Near the Tennessee River Bridge, 
a truck-trailer overturned and 
burned recently, killing the driver. 
The tank was bought by two scrap 
metal dealers here, who planned to 
cut it up and sell it. 

Mays was killed when the tank 
exploded while he was working on 
it with a cutting torch. 








Ave., it is announced by Ralph 
M. Siegel, sales manager. 

Siegel said that the firm plans to 
open a new-car business “because 
of the growing demand for autos in 


California.” 


* * * 


Gunmen Attack, Rob 


Mass. Dealer of $2,000 

EVERETT, Mass. — Vincent A. 
Busti, used-car dealer and owner 
of Everett Motor Co., 37 Main 
St., was attacked by two thugs 
and robbed of $2,000 on his lot in 
a daring early evening robbery, 

Busti was fixing a license plate 
when a car drove into his lot. 
Two men got out and attacked 
him. When he refused to sur- 
render his wallet with the $2,000, 
the gunmen forced him inside his 
office and robbed him. 

Everett police have alerted 
used-car dealers in the area to be 
on the lookout for the bandits. 





Chrysler Names Lutz 


To Training Post 


Appointment of Frederick J. Lutz 
as general supervisor of technical 
training in the department of in- 
dustrial education of Chrysler 
Corp., has been announced by Wil- 
liam D. Merrifield, director of in- 
dustrial education. 


In his new capacity, Lutz will 
direct the technical programs of 
the department for training of high 
school and college cooperative stu- 
dents, skilled trade apprentices, 
general machine shop trainees, and 
others involved in special technical 
training programs. 








SAVE COSTLY 
Drive-Line Repairs 
INSTALL 


National 
+. 
PARTS & ASSEMBLIES 
Aad Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem- 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shaft, 
drive-shaft housing, transmission case, 
and ring gear and pinion assembly. 

As Advertised in the Saturday 

Evening Post 
Sold Nationally leading Jobbers 
Write or Wire for Details—Dept. AN 


NATIONAL MACHINE WORKS, INC. 
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(Continued from Page 39) 


angement and by overall profit|second quarter of the previous | 


renegotiation.” 
* . 


Hastings Net Dips | 
To $196,387 | 


Net earnings of Hastings Mfg. in 
the six months ended June 30 were 
$196,387 after income tax provi- 
sions, compared with $452,855 in the 
corresponding first half of 1951. 

The earnings equal 18.6 cents a 
share, compared with 42.9 cents in 
the corresponding six months last 
year. 


3M Sales Soar 


Reach Record High 
Of $88,074,407 

Minnesota Mining & Mfg. sales 
for the first half totaled a record 
high of $88,074,407, compared with 
$85,850,163 for the same period in 
1951. Sales for the three months 
ending June 30 were $44,100,954. 
Sales for the same period last year 
were $41,491,610. 

Despite the $3,000,000 sales vol- 
ume increase for the first half, 
earnings after taxes were down 
slightly from $7,360,939 for the six 
months ending June 30, 1951, to 
$7,287,400. 

The first half earnings amounted 
to 91 cents per share, compared 
with 92 cents per share during the 
first half last year. First half earn- 
ings for 1951 were reported origin- 
ally at $1, but were readjusted to 
reflect retroactive tax increases, 

In his letter to stcokholders, 
President R. P. Carlton said the 
company was being squeezed be- 
tween taxes and rising operating 
costs on the one hand and price 
ceilings on the other. 

* o * 


Hayes Reports Lower Profit 


Of $407,523 for 9 Months 


Operations of Hayes Mfg. and 
subsidiaries in the first nine 
months, ended June 30, resulted in 
a consolidated net profit of $407,523, 
equal to 38 cents a share, it has 
been announced by Rensselaer W. 
Clark, president. The three quar- 
ters’ showing compared with a con- 
solidated net profit of $520,868, or 
49 cents a share, shown for the 
corresponding period of the preced- 
ing fiscal year. 

For the three months ended June 
30, consolidated net income amount- 
ed to $147,623, or 14 cents a share 
on the common stock, contrasted 
with a consolidated net profit of 
$202,621, or 19 cents a share, in the 
like quarter a year previously. Con- 
solidated net sales for the nine 
months ended June 30 totaled $13,- 
669,847, against $12,309,403 a year 
ago, while those for the quarter 
ended June 30 last, aggregated $4,- 
544,206, compared with $4,359,062. 


Federal ‘Seask 
Loses $356,252 
In First Half 


Federal Motor Truck has _ re- 
ported a loss of $356,252 for the 
first half. This compares with a 
loss of $295,423 in the correspond- 
ing period a year ago. 

President George Hammond ex- 
pressed confidence in the future 
earnings outlook, based on large 
defense contracts. 

= * 


Drift Lower | 
| 








Sales and Profit Decline 


At Pittsburgh Plate 


Sales for Pittsburgh Plate Glass | 
for the first six months amounted 
to $196,255,715, a decline of 7.3 per- 
cent from the record high of $211,- 
752,642 established during the first 
half of 1951, according to Harry B. 
Higgins, president. 

Net income for the six months 
period, after taxes, amounted to 


$17,765,435, equivalent to $1.97 per 
share, against $19,479,859, or $2.16 
per share in same ’51 period. 

Sales for the quarter ended June 
30 were $98,816,555 or 8.5 percent 
less than the alltime high for a 
Quarter of $107,957,497 for the 





year. Net income for the second 


quarter was $9,033,709, equivalent | 


to $1 per share. For the comparable 
period of 1951, net 


to 97 cents per share. 


* * 


Income, Profits Decrease 


At American Brake Shoe 


Shipments of American Brake 
Shoe for the first six months were 
$73,918,104, a decrease of $3,675,618 
from the same period of 1951. Sec- 
ond quarter shipments were $35,- 
652,452, compared with $38,265,652 


income! _ 
amounted to $8,735,395, equivalent | ) 





{7 
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“Leonard is always showing off 
his puncture-proof tires.” 





in the first qurater of this year 
and $39,848,528 in the second 
quarter of 1951. 

Earnings were $1,288,298 in the 


| second quarter and $2,664,364 for 


the six months ended June 30. They 
lequalled $1 and $2.07 respectively 
| per share. For the corresponding 
| periods in 1951 they were $1.44 and 
$2.57 per share when adjusted to 
| reflect the higher federal taxes on 
| income which were imposed retro- 
|actively in October, 1951. 
* * + 


Sales, Net Down 
At Federal-Mogul 


Federal- Mogul has announced 
net sales of $18,160,125 for the six 
months ended June 30. Net earn- 
ings for the same period (after pro- 
vision of $2,598,000 for income and 
excess profits taxes) totaled $1,256,- 
967, equal to $2.25 per share. 





In the corresponding period of 








1951, net sales were $18,289,756 and 
net earnings (after provision for 
income and excess profits tax of 
$2,918,500 as revised) totaled $1,- 
408,443, equal to $2.52 a share. 

* * * 


Seiberling Reports Slide 
In Profit, Sales for Half 


First-half sales of Seiberling 
Rubber dropped 11 percent below 
the same period last year, but 
profits were down 35 percent Presi- 
dent J. P. Seiberling has told stock- 
holders. 

Net sales for the six-month per- 
iod were $19,641,935, compared with 
$22,123,570 in the first half of 1951. 
Net profit was $437,137, compared 
with $675,427 for the half last year. 
The profit amounted to $1.08 per 
share, compared with $1.86 at the 
half iast year. 











that mean extra money for you! 


ons to pass on fo 
Here are some truck and tractor 


tomers— some ide 


your cus 


owners will ap 


simple suggesti 
as car, 


preciate — some n 


you sell Casite today and everyday. 


Make it a habit to sugge 


ice, with every sale. 





ew approaches to 


st Casite with every serv- 


help 








‘*Want more power with this tank of gas?’’ Put 
Casite in the crankcasc when you sell gasoline, to 
give the car-owner his:full measure of power. Casite 
guarantees Better and Smoother Performance or 
Double-Your-Money-Back. There are no strings. 





Ls ae 


**Want to avoid those big repair bills?’’ Casite cuts 
Start-up wear because it speeds a film of oil to all 
moving parts. Finest oil is still “cold” at 100°F, 
must warm up to about 210° before the oil starts 
flowing freely. Casite makes slow oil move fast, 
even during “start-up.” 


NATION’S NO. 


**How about a five-minute tune-up?’ Casite is a 


’ quick, easy, profitable tune-up. Just run a pint 


through the air-intake or pour a pint in the gaso- 
line, to get rid of engine gum and goo... free sticky 
valves and rings .. . let the power zoom through. 





**Watch out for sluggish start-up oil!’’ Casite wakes 
it up, speeds it up. Laboratory tests show Casite 
speeds the flow of No. 20 oil 24% at 100°, more 
when colder. Yet as the engine warms up, oil returns 
to normal-range viscosity. Casite gets enough oil 
to the right places at the right time. 


NO. 1 PROFIT-MAKER, 


HASTINGS MANUFA 


Cosite, Drout, Hastings Piston 


CTURING COMPANY - HAST! 
Rings, Spork Plugs, Oll Filters 


**‘Hydraulic Valve Lifters? Here’s the answer!’’ 
Casite in the crankcase gets oil into hydraulic valve 
lifters quicker, helps the lifters function smoothly. 
Casite also keeps away deposits of sludge and gum 
which cause lifters to stick and clatter. 





ees ate ERO oe 


**Sludge protection for a mill a mile!’’ Casite costs 
only 85¢ a pint, yet it retards formation of sludge 
and gum for the next 1000 miles. Casite keeps the 
engine clean, free-running and powerful—helps 
avoid those expensive clean-outs and repair jobs 
caused by harmful sludge and gum. 
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Roundup from State Capitals... 








(Continued from Page 38) 


struction of the projected bridge 
at New Orleans. 

Florida’s state board of ad- 
ministration, formed back in 1930 
to bail the state’s counties out 
of old road debts, has reducedt 
the principal 60 percent and the 
interest 86 percent ,... San Fran- 
cisco’s board of supervisors has 
called for a study of the possibil- 
ity of a $95,000,000 freeway bond 
issue to be paid off with the city’s 
share of state gasoline tax re- 
ceipts. 


In a decision expected to be ap- 
pealed to the U. S. Supreme Court, 
the constitutionality of New York 
state’s weight-distance tax on 
heavy trucks was unanimously up- 
held by the state court of appeals. 
The tax law, which has attracted 
nationwide attention as a possible 
model for similar levies elsewhere, 





whi egisla lion Affecting Abate Industry 


was enacted by the 1951 legisla- | 
ture to go into effect last Oct. 1. | 


* * * 


Compulsory Inspection | 
gg mane righ eagetene already are be- 

ing made to seek the enactment 
of legislation in North Carolina 
next year to revive compulsory mo- 
tor vehicle inspection. North Caro- 
lina’s 1947 legislature enacted an 
inspection law carried out at state- 
operated testing stations, but the 
program was repealed two years 
later under heavy opposition from 
rural areas. 


New and stronger compulsory 
motor vehicle inspection laws will 
be sought next year in many other 
states, probably including Florida, 
Georgia, Michigan, Minnesota, Mis- 
souri, New York, Ohio, Oklahoma 
and Rhode Island. 


Compulsory’ inspection bills 
were unsuccessfully introduced 








this year in the legislatures of 
Georgia, Kentucky, Louisiana, 
Michigan, Missouri, New York 
and Rhode Island. This wholly 
negative result was a sharp dis- 
appointment to inspection advo- 
cates, who had hoped that the 
1951 enactments of new inspec- 
tion laws in Texas and West Vir- 
ginia might be the start of a 
new uptrend for this type of leg- 
islation which previously had 
been at a virtual standstill for 
more than a decade. 


Meanwhile, the new Texas in- 
spection program is continuing to 
run into stiff public opposition, de- 
spite the easing of its require- 
ments and extension of the dead- 
line for compliance. Many candi- 
dates for the Texas legislature have 
been campaigning on platforms 
calling for repeal of the inspection 
law. 

Fourteen states and the District 





of Columbia now have laws requir- 
ing annual or semi-annual inspec- 
tion of motor vehicles as a safety 
measure. They are Colorado, Dela- 
ware, Maine, Massachusetts, Mis- 
sissippi, NNew Hampshire, New 
Jersey, New Mexico, Pennsylvania, 
Texas, Utah, Vermont, Virginia and 
West Virginia. 

State-operated testing facilities 
are used by Delaware, New Jersey 
and the District of Columbia, while 
the others conduct their programs 
through state-designated private 
garages. Several other states con- 
duct “spot checks” through road- 
side. tests and a number of states 
permit municipally-conducted in- 
spection programs, 

* a * 


Credit Amendment 


| gag penile petitions were filed 
in Arkansas with sufficient sig- 
natures to place on the November 
ballot a proposed “modern consum- 
er credit amendment.” Backed by 
auto dealers and others dependent 
on installment sales financing, the 
proposal would amend that section 
of the state constitution which 
limits stated interested charges to 
10 percent by permitting the state 
legislature to authorize additional 
charges which might be imposed 
for services or expenses. 

The proposed amendment would 
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From twelfth place to first place in sales and service 
among sixty-one dealers in his region! That's the 


report of a car dealer who recently 
installed a SUN Scientific Diagnosis 


_ Department. This dealer showed 58% 
increase in parts and labor sales. Similar reports 
are received daily from car dealers and independent 
repair shop owners all over the nation. 


One out of every three cars coming into your shop 
needs work which can best be detected by Scientific 
Diagnosis. This is the proven way to increase parts 


and labor sales. 


Tell us the number of cars you service per month. 
We'll tell you how shops your size are increasing 
their business with sUN Diagnosis Equipment. Write 


ToDAY—there is no obligation. 


ECTRIC CORPORATION 


6327 AVONDALE AVENUE 
CHICAGO 31, ILLINOIS 

















Cleveland police were prohibited 
from shooting at tires of speeding 
drivers in 1906. 





further provide that the difference 
between a cash sale price and a 
time sale price would not be con- 
sidered interest. The _ initiative 
movement resulted from a recent 
Arkansas supreme court decision 
holding that certain service and 
expense fees, which when com- 
bined with interest amounted to 
more than 10 percent, were usuri- 
ous. 

Maine’s supreme court recently 
ruled that the “short form” meth- 
od used by cities and towns to 
record conditional sales con- 
tracts is illegal and that the 
original contract must be record- 
ed in full to constitute a valid 
lien on a third A 
In the field of labor relations 

legislation, Arkansas labor groups 
failed to obtain sufficient initiative 
petition signatures to place on the 
November ballot a proposal to re- 
peal the present state constitution- 
al prohibition against the closed 
shop. 

A summary of current-year de- 
velopments affecting unemploy- 
ment compensation reveals that 
bills increasing benefits or other- 
wise liberalizing such laws were 
enacted in Arizona, Mississippi, 
New Jersey and Virginia. Require- 
ments for unemployment tax con- 
tributions by employers were eased 
through measures enacted in Ari- 
zona and Virginia. 

Gov. Williams vetoed a Michi- 
gan bill which would have tem- 
porarily extended unemployment 
compensation benefits from 20 to 
26 weeks and changed the for- 
mula for employer contributions 
to reduce the minimum from 1 to 

% percent of payrolls for em- 
ployers with stable employment 
reco 
A new Massachusetts law estab- 

lishes a minimum wage of 75 cents 
an hour for intrastate workers not 
covered by special occupational 
orders issued by wage boards and 
provides that wage boards may 
not set standards below 65 cents. 
The general minimum previously 
fixed by Massachusetts law was 65 
cents, with wage boards empowered 
to fix any minimum for various 
occupations. 

California’s minimum wage for 
women and minors has been in- 
creased from 65 to 75 cents an 
hour, effective Aug. 1, under new 
minimum wage orders adopted by 
the state industrial welfare com- 
mission. 

An initiative proposal to revise 
Montana’s workmen compensation 
act and include occupational dis- 
eases and generally increase bene- 
fits failed to obtain sufficient sig- 
natures to qualify for the Novem- 
ber ballot. The proposal had been 
strongly opposed by auto dealers 
and other employers, as well as 
some labor groups, on the grounds 
that its terms were so radical as to 
threaten the welfare of both em- 
ployers and labor. 





Hitt, Honig to Manage 


Trailmobile Divisions 

Appointments of James R. Hitt, 
of Detroit, and Robert D. Honig, 
of Omaha, as division sales man- 
agers of Trailmobile Inc., are an- 
nounced by William A. Burns, 
president. 

Hitt has been named manager of 
the company’s north central divi- 
sion, which includes factory 
branches in Detroit, Toledo and 
Grand Rapids. He has been asso- 
ciated with Trailmobile since 1946. 

Honig will become manager of 
the company’s west central sales 
division, which includes the Den- 
ver, Kansas City and Omaha fac- 
tory branches, 
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The above picture is not the lobby of 


redecorated waiting room of S. L. Savidge (Dodge-Plymouth), Seattle. Here customers 
lounge around in comfort, watch television or do their knitting if they want to while 


waiting for their cars to be serviced. 
. es 





Savidge Adds Homelike Touch to Waiting Room— 


a swank resort or theater. It's the newly- 


* * * 





Waiting Room Sells 


Salesmen at Savidge’s in Seattle Make 


Remodeling 


SEATTLE.—An unusual and at- 
tractive waiting room is not only a 
great asset to the service depart- 
ment, but it is of even greater 
benefit to the new-car sales de- 
partment, S. L. Savidge believes. 

A Dodge-Plymouth dealer in 
Seattle, Savidge discovered this 
accidentally when the service 
waiting room was recently com- 
pletely redecorated. Sound-proof- 
ing, air-conditioning and televi- 
sion were added for the custom- 
ers’ comfort while they wait for 
their cars. 

In addition, the room was given 
a unique and exotic decorating 
scheme using a few wild animal 
trophies shot by Savidge in Africa. 

Connected with the waiting room 
is the cashier’s remodeled office. 
Desks with pens and ink and a 
telephone are provided for the cus- 
tomers. 

“We have had highly favorable 
comments about the new waiting 
room,” says Savidge. “The number 
of customers using the room has 
tripled. Customers who must wait 
for their car are not irritated over 
the delay.” 

The company’s salesmen were 
quick in recognizing how they 
could use the room as a good 
selling point. They immediately 
started showing off the room to 
their prospects, explaining that 
the room was an indication of 
how the company took care of its 
customers after a sale was made. 

“It seemed to make sense to new- 


How's That? 


New Dictionary Explains 
Political Talk 


CHICAGO. —If you don’t know 
what the politicians are talking 
about, perhaps the National Re- 
search Bureau, Inc., can help you. 
It has just issued a “Voter’s Guide,” 
which it says you can carry around 
in your pocket for quick reference. 

The booklet defines 135 political 
terms and government procedures, 
among them being: 

Platform—‘“A statement of prin- 
ciples advocated by a party or can- 
didate at election time. The 
platform represents what the party 
stands for and what they promise 
to do if elected.” 


Bureaucracy — “Centralized gov-| 
ernment administration by bureaus | 
or departments.” 

Pork-barrel raid—“The federal 
or state appropriations looked upon 
as political favors to local politi- 
cians or their communities.” 

Pivotal state—“One in which the 
strength appears to be evenly di- 
vided and the final result un- 
certain.” 

Spoils system — “The practice of 
giving jobs as a reward for having 








Supported the winning party.” 


Job Pay Off 


car buyers,” asserts Savidge, “be- 
cause hardly a day goes by without 
some buyer commenting to the 
sales manager that the new wait- 
ing room ‘surely is beautiful.’” 

Savidge recalls one woman cus- 
tomer who really took advantage of 
the waiting room. She brought her 
car in for a three-hour service job 
—and her knitting and next door 
neighbor, too. 

“The two of them knitted happily 
all afternoon and watched televi- 
sion until the service job was com- 
pleted,” reports Savidge. 





Comparators Held 
Reliable as Test 
For Spark Plugs 


NEW YORK.—Devices for test- 
ing or comparing spark plugs pro- 
vide the most reliable method of 
checking ever devised despite their 
apparent inability to reproduce ex- 
actly all engine conditions, accord- 
ing to Howard H. Vogel, engineer- 
ing director of Champion Spark 
Plug Co. 

“Actually, a tester that would 
simulate all engine conditions 
would be too expensive for service 
garages,” points out Vogel. The 
present low-cost tester, comparing 
new and used plugs-under condi- 
tions of high voltage and pressure, 
represents a satisfactory compro- 
mise.” 

Vogel says that while these pres- 
sures and voltages are considerably 
higher than encountered in the av- 
erage engine, they reveal the rela- 








tive sparking ability the same plugs 
would have in an engine. 

“It is necessary, of course, that| 
the new and used plugs have the 
same gap setting,” he says. 

It is incorrect to compare pres-| 
sure per square inch on a tester} 
with that produced by the com-| 
pression ratio of an engine, Vogel | 
states. Plugs generally will spark | 
at higher pressures in an engine! 
than in a tester. The reasons: Tem- 
peratures are higher, the mixture) 
is more easily ionized and the spark | 
takes place before top dead center 
in the engine. 

“However, the relative difference 
that exists between new and used | 
spark plugs in a comparator will | 
also be present in the engine,” | 
Vogel says. 

“The higher voltages on testers | 
is intentional. Unless spark plugs) 
are subject to such voltages, the! 
test may be unsatisfactory because | 
ceramic insulators would not be 
thoroughly checked for dielectric 
strength or mechanical breakage.” 

Normal resistors used in automo- 
tive and aircraft spark plugs do 
not affect sparking pressures, Vogel | 
asserts, explaining that they affect | 
only the luminosity of the spark) 
which sometimes is difficult to see. | 


i 


L-M Firms Offer 
Free Rides for 
Blood Donors 


NEW YORK. — Lincoln-Mercury 
dealers throughout the country are 
offering free transportation to and 
from blood banks to persons who 
want to donate blood, according to 
J. G. Lewis, eastern regional sales 
manager for Lincoln-Mercury. 

Although the Red Cross _ has 
bloodmobiles which tour major 
population areas to supplement col- 
lections at regular blood centers 
and banks, they are unable to cover 
all suburban and rural locations, 
Lewis said, It is people in these 
areas that the new service is in- 
tended to reach. 

More than 1,700 L-M dealers 
throughout the country have been 
invited to cooperate in the summer 
blood drive of the Red Cross. 
Joseph E. Bayne, general sales 
manager, and the division’s re- 
gional and district sales managers 
have written all dealers to describe 
the pressing need for blood for use 


in Korea and to urge dealer sup- 
port of the program. 

At the request of a local Red 
Cross office, according to Lewis, 
any L-M dealer will provide free 
| transportation to the nearest blood 
donation center from the donor’s 
home or place of work. 

Prospective blood donors should 
first contact the Red Cross centers, 
which in turn will call the dealers. 
Volunteer Red Cross drivers are 
used wherever available. 


e 
Behind the Scenes 
Ford Film Shows 
Stylists at Work 
NEW YORK.—More than 300 
civic leaders, city and school offici- 
als, clergy and businessmen from 
this area viewed the New York 
Premiere of “Tomorrow Meets To- 
day,” a Ford Motor Co. film which 
takes the public behind the scenes 
for the first time and shows them 
the engineering laboratories in 
Dearborn, Mich., where automo- 
biles of the future are born. 
The film shows stylists at work 








on original pencil sketches, rend- 





erings, miniature clay and full-size 
models of futuristic cars. 

It pictures the specialists work- 
ing on engine design and build up, 
chassis design, electrical engineer- 
ing and shows how the cars are 
tested before acceptance for mass 
production. 

Ford’s New York-New Jersey 
community relations committee 
was host at the showing, and 
Angus M. Harris, manager of Ford 
division’s Edgewater (N. J.) as- 
sembly plant and chairman of the 
committee, was toastmaster. 

The film is being shown through- 
out the country. 





|New Flat-Rate Manuals 


Gain OPS Approval 


WASHINGTON. — The Office of 
Price Stabilization has announced 
approval of one supplement and 
two flat-rate manuals covering 
charges by repairmen for work 
performed on 1952-model cars. 


Approved were the 1952 Supple- 
ment to Hudson 480-490-500 and “A” 
Series flat rate manual; the 1950- 
51-52 Buick body flat rate manual, 
and the 1952 Oldsmobile flat rate 
manual. 








ee 


Here are the facts —Tire inflation accuracy 
is important to tire life, and motorists know 
it because every car operators’ manual 
mentions it, and every piece of tire litera- 
ture stresses it. Yet, a survey by National 
Petroleum News shows that gauging equip- 
ment at 40% of service stations and car 
dealer shops is not accurate. Motorists 
want and appreciate proper tire care and 
it's up to you to furnish it. 


ACCURACY 





IS THE ANSWER 


Ordinary gauges just will not do the job — 
it requires a stationary, fully enclosed, 
scientifically engineered gauge that meets 
Grade A testing specifications of the Amer- 
ican Standards Association. Eco Tireflators 
and Islanders offer all of this and more — 
they're fast in operation and doubly sure 
because large drum dials eliminate any 
chance of misreadings. If you want to keep 
ahead of competition by offering real pre- 
mium air service, write for further details. 


JOHN Woop Company 
BENNETT PUMP DIVISION 


Muskegon, Michigan 
FOREIGN SALES OFFICE: 


29 Broadway, New York, N. Y. 


Offices in principal cities 
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$1,590*. '47 Custom conv., $625. 
FORD —'52 Crestliner (8) $2,310*. ’51 De- 








$995. '46 Deluxe (8) 2-dr., $555; Deluxe 





Used-Car Auction Prices | #3 i.2%" 20 Average Used-Car Prices 














business coupe, $470. (Compiled by Automotive News) 
Market Trend “oe sa iP acc Aug., 1952 July June 
KAISER—'51_ Dei , 5; 4-dr. d 
According to Automotive News’ index, prices slid off on all models $1,390°. phogibeadan vacates: $1,215 $1,209 $1,200 a aa” dee ee 
last week while the overall sales percentage stood at a three-week “or on. club coupe, $1,060. ’48 i ; rae $2,501 $2,377 $2,876 
high. ‘ MERCURY — °52 Monterey, $2,750*. ‘50 aa —— 
The index showed that the overall average price dropped $16 for the club coupe, $1,775. '48 4-dr., §715. 1950 1372 1,342 =: 1,308 
period, with all models suffering a loss. NASH—'50 Statesman 4-dr., $1,195. 49 1949 1,076 1,060 1,062 
Following last week’s unusually high figure, ‘52s were down $35 for ol psMoniLe O52 (88) Holiday $3,100* 1948 795 808 797 
the greatest loss of the week, while ’46s dropped $23. 51 (88) club coupe, $2,200*. ’50 (98) 1947 655 661 654 
The price of 51s was down $16, according to the index; ’50s were off Sedanet, $1,720°; 4-dr., $1,660°; (88) 1946 524 550 5638 
$8; '49s, $5; 48s, $12, and ’47s $9. 4-dr., $1,670*. ‘49 (98) 4-dr., $1,350; 
; y BO; 9 ’ P (88) Sedanet, $1,285. '48 (66) Sedanet, July Overall 
Sales, however, averaged 69 percent of the offerings, for the best 5. 
figure in three weeks. At 14 representative auctions last week, 1,889 | PACKARD—’51 (200) conv., $2,115*. Average... $1,215 $1,209 $1,200 


; / >LYMOUTH—'51 C “dr. 
units were sold out of 2,735 offerings. At the same auctions a week | "gi Yor Shae 50 Sumeckan ei Alo ab 





(The above figures are averages of used-car auction prices, all 

















earlier, 1,922 cars were sold from 3,068 offerings—an average of 63 Deluxe club coupe, $1,050; SD 2-rd., $1,- 
rome Y 080. '47 SD 4-dr., $745. '46 Deluxe 4-dr., makes and models, carried regularly in Automotive News.) 
$560. 
Prices marked with am * indicate a wnit equipped with ae i yg me) a  * 
$1,530*; club coupe, $1,505. '49 SL (6)| $1,325. '49 Super sedan, $1,360*, 2,330, $2,240* *; . 
an automatic transmission or overdrive. 4-ar., $1,270. "48 Chieftain (6) 4-dr.,| conv.. $1,175. "47 seate, 800. $2'250°; oi Custom (6) p= oy ye75, 
; (8) Sedanet, $855. "47 SL (8) ILLAC—’ 1,650, $1,500. ’ dan, 
FORT WAYNE, IND. CHEVROLET —'52 FL Deluxe 2-dr., $1,-| 4-dr., $755. "46 SL(6) 4-dr., $530. A te we ae $1,500, $1,450, $1420, $1,358, ston 
875°; SL Deluxe, $1,800. '51 FL Deluxe | STUDEBAKER — '51 Champion Starliner, | CHEVROLET—'52 Bel-Air, $2,400; SL De-| pickup, $805. '49 Custom (8) 2-dr.. $1,- 
(Carl Marker’s Auto Auction. Sale every| 2-dr., $1,490*; SL club coupe, $1,440. ’50 $1,055, $1,440*. '50 Land Cruiser 4-dr.,| luxe sedan, $1,897. '51 SL Deluxe sedan, | 135 $4035, $800. '48 SD (8) sedan 
Tuesday. Prices are for sale of Aug. 5.)| Bel-Air, $1,500. '49 SL Deluxe 2-dr., $1,-| $1/145; Commander conv., $1,160, ’49| $1,675, $1,640, $1,605, $1,600. $850, $835, $825. '47 Deluxe (8) sedan. 
(Prices are firm, with clean cars very 140; FL Deluxe 2-dr., $1,165. '47 FM| Champion 4-dr., $935. ’47 Commander | Air, $1,500. '49 FL Deluxe 2-dr., $1,180; | $290' $750, $737. '46 sedan, $675. ’41 
much in demand, ‘Sold 126 units out of | Aerosedan, $820. '47'FM club coupe,| 2-dr., $625. conv., $1,090. '48 2-dr., $1,000, . sedan, $290. '40 sedan, $310. '26 road- 
152 offerings.) $640; 4-dr., $605; FL Aerosedan, $720. CHRYSLER — ’51 Windsor 2-dr. ster, $410. | ' : 
BUICK—'52 Super 4-dr., $2,750*. '51 Super| "46 SM 2-dr., $520. 4-ar., $1,900°. , i . 
2-dr., $1,975*, $2,010°. °50 Super 4-dr., | CHRYSLER—'47 Windsor 4-dr., $765*. "46 ATLANTA, GA DeSOTO—'50 Custom conv., ee a ee 
$1,650; RM 4-dr., $1 675°. '49 Super! N. Y, 4-dr., $655. i (Dixie Motors Auto Auction. Sale every Custom sedan, $575. SS an ats es ee ae’. 
— Eine SS: bor eH DeSOTO—'51 Deluxe club conupe, $1,705*, | Tuesday. Prices are for sale of Aug. 5.) "ae San te de Sen as oe $1,225*. °48 club coupe, $880, 
Sedanet, $550. ‘46 Custom club coupe, $425. (Market firm. Sold 118 units out of luxe sedan, $800. °° | OLDSMOBILE — °52 (98) conv., $3,500*; 
CADILLAG—'47 (62) conv., $1,115*; (61) | DODGE—'52 Coronet 4-dr., $2,100*; club| 142 offerings.) FORD—'52 conv., $2,500*, $2,425*; 2-dr., $2,250*. 51 (98) sedan, $2,275*. 
4-dr., $995. coupe, $2,110. ’51 Meadowbrook 4-dr., | BUICK—'50 Super con., $1,585*; sedan,' toria, $2,425*: °52 Custom 50 (88) sedan, $1,700, $1,630. '47 (78) 








by TIMKEN-DETROIT AXLE 


KRW’S NEW IMPROVED 
AXLE DOLLIE 



















OUR THANKS TO TIMKEN 
for field-testing the new, im- 
proved KRW axle dollie in their 
service department. Above is 
a model H-150-H Timken- 
Detroit axle at one stage of dis- 
assembly. Timken's service engi- 
neering manager writes that this 
dollie is in constant use and has 
the unanimous approv al of 
Timken mechanics ! 


F,O. B FACTORY 












SWINGS AXLES OPEN 
FOR COMPLETE OVERHAUL 


Your mechanics don't have to be “weight-lifters” to do a 
complete axle overhaul with this new, improved KRW Axle Dollie. 
It handles the largest truck or the smallest car axles equally well. 
Sain Mea es aia ii. de A few turns with a speed wrench and the axle can be separated 
dollie. Flat jaws are grooved horisontally into easy working position (shown above). That way a complete 
for holding reamers, etc., grooved vertically axle overhaul can be done without once removing the axle from 
for gripping round shafts. the dollie. Pays for itself in a few overhaul jobs. 


Clamping jaws can be © Welded tubular steel — rugged, yet lightweight. 
turned and locked in ® Portable — easily wheeled to or from car or truck. 


any of four different a ee ‘ . . 
positions, 90° apart. ® Scientifically designed working height. 


Clamping jaws can © Handles front or rear axles, drive shafts, drive shaft housing, 


hold many parts that 
are awkward or almost mony other parts. 


impossible to hold in 
a vise. 


ae: e WILSON 





Order from Dept. 67. Prices subject to change without notice. 











215 MAIN STREET BUFFALO 3, 


WORLD'S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 





sedan, $680. 

PLYMOUTH — ’51 Cranbrook club coupe, 
$1,550, $1,490. '50 SD sedan, $1,370, $1,- 
250. 


PONTIAC — '51 Catalina sedan, $2,810*; 
Chieftain (8) 2-dr., $1,950*. °50 SL (8) 
2-dr., $1,650. 

STUDEBAKER— 50 Champion 2-dr., $1,- 


ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale every 

Monday. Prices are for sale of Aug. 4.) 

(Prices took a shot in the arm and 
gained back the previous week’s losses. 

A flurry of buying came from new-car 
dealers who are low on new merchan- 
dise and are loading their lots with used 
cars. Sold 149 units out of 165 offerings.) 

BUICK — ’52 Super sedan, $2,860*. ’51 
Speciol sedan, $1,930*. °50 Super conv., 
$1,900*; RM sedan, $1,700*. ‘49 RM 
conv., $1,450*, #1. yl sedan, $1,360*; 
Super sedan, $1,3 

CADILLAC—’51 (60). ‘e, $3,450*. °49 
(62) conv., $2,500*. °48 (62) sedan, $1,- 
780°. °47 '(62) sedan, $1,150*. °41 (61) 
sedan, $270* 

CHEVROLET—’52 SL Deluxe sedan, $2,- 

190*; sedan, $2,185, $2,160*. °51 SL De- 
luxe sedan, $1,500, $1,675*; conv., $1,- 
625; SL Special sedan, $1,375, $i, 210; 
Bel-Air, $1,935*; FL Deluxe sedan, $1,- 
650. ’50 SL Deluxe sedan, $1,300, $1,325; 
conv., $1,475; FL aerosedan, $1,320; 
Bel-Air, $1,550, $1,545*; SL Special se- 
dan, $1,250, $990; %-ton pickup, = 
49 ‘SL Deluxe sedan, $1,135, $1,045, 
100; conv., $1,110, $1,160; FL Bana 
sedan, $1,100, 2 at $1,150; FL Special 
sedan, $975. °48 FL aerosedan, $840, 
$720; SM sedan, $825. ‘47 SM conv., 
$680, $650; sedan, $700, $745; FM conv., 
640. 


$640. 

CHRYSLER — ’51 Windsor Newport, $2,- 
400*. °50 Windsor sedan, $1,510*; NY 
sedan, $1,660*. °48 Windsor sedan, $750. 

DeSOTO—’51 Custom sedan, $2,025*. ’'50 
Custom sedan, $1,570*. 48 Custom 
conv., $960*. 

DODGE—’52 Meadowbrook sedan, $2,150*. 
*51 Coronet sedan, $1,750*; Meadowbrook 
sedan, $1,650*. ’50 Diplomat sedan, $1,- 
710*. ’49 Meadowbrook sedan, $885; 
%-ton panel, $370. °47 stationwagon, 


$400. 

FORD — ’51 Custom (8) sedan, $1,635; 
conv., $1,880*; Deluxe (8) sedan, $1,310. 
50 Custom (8) sedan, $1,250; conv., 
$1,370; (6) pickup, $635. °49 Custom 
(8) sedan, $860, $850; conv., $1,060, $1,- 
030. °48 SD (8) sedan, $830; Deluxe 
(8) sedan, $725, $760. ‘47 Deluxe (8) 
sedan, $660. 

KAISER—’48 sedan, $500. 

LINCOLN—’49 Cosmopolitan sedan, $1,100. 

MERCURY—’51 stationwagon, $2,050*. ’50 
sedan, $1,410, $1,380. °49 sedan, $1,080, 
$1,120. '48 sedan, $670. ’41 sedan, $100. 

NASH — ’51 Ambassador sedan, $1,490; 
Statesman sedan, $1,650*. ‘47 (600) se- 


$3,075*, $3,200*. ‘51 (88) sedan, $1,- 
760*, $2,070*. °50 (98) sedan, $1,600*. 
'49 (76) conv., $1,260*; sedan, $1,275*; 
(98) conv., $1,435*. "47 (78) sedan, 
$620; (76) sedan, $475. °'46 (78) sedan, 
$600*; (66) conv., $590*. 

PLYMOUTH—’52 Cranbrook sedan, $2,000. 
‘51 Cranbrook sedan, $1,600; Cambridge 
sedan, $1,525, $1,410, $1,460. ‘50 Deluxe 
sedan, $900, $800. °49 SD sedan, $1,030, 
$1, 100; Deluxe sedan, $890. °'47 Deluxe 
sedan, $610. 

PONTIAC—’52 Chieftain (8) sedan, $2,- 
545*. °51 Chieftain (8) sedan, $2,075*. 
*50 Chieftain (8) sedan, $1, 540*. '48 
SL (8) sedan, $910. "47 Torpedo (6) 
sedan, $710. ‘'46 Chieftain (8) sedan, 


$800. 

STUDEBAKER—’52 Champion conv., $2,- 
300*. °50 Champion conv., $1,120. ‘'49 
Commander sae “ $940; Land Cruiser, 

’48 1%-ton platform, $260; 
Champion sedan, $650. 

MISCELLANEOUS — ’48 International %- 
ton panel, $300; International %-ton 
panel, $360. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auction. 
Sale every Tuesday. Prices are for sale 
of Aug. 5. 

(Prices climbed back to a level of a 
few weeks ago. Brisk bidding was car- 

ried on for clean cars, Sold 97 units out 
of 121 offerings.) 

BUICK—’50 RM sedan, $1,625*. ‘49 RM 
sedan, $1,275; Super conv., $1,250; se- 
dan, $1,265. '48 Super sedan, $850. °'47 
Super sedan, Bae $725, $600, $510. 

ADILLAC—’48 (62) conv., $1,630. °42 

(75) 7- » on A sedan, 10. 

VROLET — '51 Bel-Air, $1,930*; SL 

Deluxe sedan, $1,600, $1, 490; sL Special 

sedan, $1,495; FL Deluxe sedan, $1,660. 

50 FL Deluxe sedan, $1,250. °49 FL 


(Continued on Page 55, Col. 1) 
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sedan, $1,100. "48 FM 

SM sedan, $810. °'47 FL 
$720. ‘46 FM sedan, $600; SM 
$675; %-ton pickup, $460. 

CHRYSLER—’52 Windsor conv., $2,775*. 
‘49 Windsor sedan, $1,400*. ‘48 NY 
sedan, $960*. °'46 NY sedan, $700; Wind- 
sor sedan, $675, $485; Royal sedan, $745 


conv., 
conv., 
sedan, 


Special 
725; 


DeSOTO—’52 Fire Dome (8) sedan, §$2,- 
725°. ’51 conv., $1,910.* °48 Custom 
conv., $930. ‘41 Custom sedan, $160. 


DODGE—’51 panel truck, $1,250, $1,240, 
$1,230, $1,220, $1,150. *49 Wayfarer 
roadster, $900. 

FORD — '51 Custom (8) 
Deluxe (8) sedan, $1,435*, $1,380, $1,- 
360; Deluxe (6) sedan, $1,320. '50 Cus- 
tom (8) sedan, $1,260; Custom (6) se- 
dan, $1,030. °49 conv., $965; station- 
wagon, $1,025, $910; Custom (8) sedan, 


sedan, $1,640*; 


$1,030, $940, $905. '46 sedan, $625. °40 
sedan, $105. 

MERCURY—’52 stationwagon, $2,800*. ’51 
sedan, $1,850. ‘'50 sedan, $1,450. °49 


sedan, $1,150. °40 sedan, $140. 
NASH—’51 Statesman sedan, $1,460; Ram- 
bler conv., $1,370. 


OLDSMOBILE—’51 (88) club coupe, $2,- 
005*. °49 (98) conv., $1,450*, $1,410*; 
(76) sedan, $1,275*. °46 (78) sedan, 
$540°. 


PACKARD—’46 7-passenger sedan, $490. 
PLYMOUTH—’52 Cranbrook sedan, $2,060, 


$1,950. ‘'51 Cranbrook sedan, $1,500; 
Cambridge club coupe, $1,500, $1,465, 
$1,460, $1,455, $1,430, $1,370. ’'50 De- 
luxe club coupe, $1,180. °48 SD conv., 
$875; SD sedan, $795. °47 SD sedan, 
$630. °46 SD sedan, $350. 


PONTIAC—’50 Chieftain (8) sedan, $1,550. 
°49 SL (8) sedan, $1,275. °48 conv., 


$1,010. 
STUDEBAKER—’52 Champion sedan, $1,- 
675. °’49 Champion business coupe, $900. 
WILLYS—’52 Aero Wing (6) sedan, $1,535. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 1.) 


(Sold 179 units out of 301 offerings.) 


BUICK—’52 Super Riviera 2-dr., $3,070*, 
$2,600; Super 4-dr., $2,250*. °51 Super 
4-dr., $2,000*; Special 2-dr., $1,800. '50 


Super Riviera, $1,825*, $1,730; 4-dr., $1,- 
655, $1,500. °48 RM 4-dr., $900. °41 
4-dr., $165. 

CADILLAC—’51 (62) conv., $3,720*; 2-dr., 
$3,100*. ’°50 (62) 2-dr., $2,900*, $2,860*; 
(61) 4-dr., $2,750*. ’49 (62) Coupe De- 
ville, $2,725*. (61) 4-dr., $1,800*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
925, $1,900; club coupe, $1,875; %-ton 
pickup, $1,525, $1,500. °51 Bel-Air, $1,- 
775*, $1,710; conv., $1,700, $1,600; SL 
Deluxe 2-dr., $1,650, $1,560, $1,550, $1,- 
550. °50 Bel-Air, $1,055; SL Deluxe 
conv., $1,310, $975. 


DeSOTO—’50 Custom 4-dr., $1,600*. °49 
Deluxe 4-dr., $1,275. 

DODGE—’51 Wayfarer 2-dr., $1,200. °50 
Meadowbrook 4-dr., $1,150*, $1,087; %- 


ton pickup, $475. ’39 4-dr., $175. 
FORD—’52 Victoria, $2,530*, $2,395*, $1,- 


960. °51 Victoria, $1,835*; Custom (8) 
4-dr., $1,700, $1,700, $1,690; Deluxe (8) 
4-dr., $1,450, $1,325, $1,275; %-ton 
pickup, $1,130. °50 Custom (8) 4-dr., 


$1,275, $1,340; Deluxe (8) 4-dr., $1,100, 
$1,025. °49 Custom (8) club coupe, $1,- 
030, $890; Custom (8) 2-dr., $1,025, $1,- 
000, $925. °48 SD (8) 2-dr., $735. 


KAISER—’51 Deluxe 4-dr., $1,075; Henry 
J 2-dr., $785, $760. 

LINCOLN—’51 4-dr., $1,940*. 

MERCURY—’52 4-dr., $2,520*. °51 club 
coupe, $1,700, $1,575. °49 2-dr., $1,265, 


$1,070, $1,060; conv., $1,000; 2-dr., $1,- 
. 


600*. 

NASH—’51 Rambler stationwagon, $1,375, 
$1,270. ’50 Statesman 4-dr., $930. 

OLDSMOBILE—’52 Deluxe 4-dr., $2,750*. 
’51 (88) 4-dr., $2,325*; (98) 4-dr., $2,- 

, $2,255*. ’50 (88) Holiday, $1,875*, 

, $1,475*. °49 (88) 4-dr., $1,260*, 
$1,250*. ’40 4-dr., $1,150. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,590, 
$1,550; club coupe, $1,320. ’°50 SD club 
coupe, $1,285, $1,250. ’48 SD club coupe, 
$775. ’47 SD 4-dr., $450, $540. 

PONTIAC—’52 Chieftain (8) 4-dr., $2,- 
705*. °51 conv., $2,025*, $1,800; Chief- 

(8) 4-dr., $1,870*%; SL (8) 2-dr., 

’50 Chieftain (8) 4-dr., $1,575*, 
$1,490*. °49 Chieftain (6) club 
coupe, $1,280. 

STUDEBAKER—’51 Commander (8) busi- 
ness coupe, $1,330. ’°50 Champion club 
coupe, $1,170. 

WILLYS—’52 Aerowing 2-dr., $1,510. 

$660. °48 Jeep, $500. 


"49 
Jeepster, 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 6.) 
(Prices were firm or tending to rise. 
Plenty of action by buyers. Sold 69 units 
out of 93 offerings.) 
BUICK—’50 Super sedan, $1,725*; Special 
sedan, $1,370*, $1,565*. ’°49 Super conv., 
Super sedan, $1,270*, $1,225*, 
. '48 Super sedan, $980. '46 Super 
conv., $310; sedan, $685, $650. '39 Spe- 
cial sedan, $150. 
CADILLAC—’48 (62) sedan, $1,825*. 
CHEVROLET—'51 SL Special sedan, $1,- 
400, $1,330. °49 SL Deluxe conv., $1,170; 
sedan, $1,010. '48 FM conv., $780. °47 
SM sedan, $530; FM sedan, $670. ’°46 FM 
sedan, $530, $600. 


CHRYSLER—’52 N. Y. sedan, $3,050*. ’51 
Windsor sedan, $2,240*, $2,210*. ’50 
Windsor Newport, $1,860*, °48 Windsor 


sedan, $990*. 

DeSOTO—’51 Custom 
Deluxe sedan, $1,280 

DODGE—’52 Diplomat, 
onet sedan, $1,700*. 
$1,250*. 

FORD—’52 Victoria, $2,650*; Custom (8) 
sedan, *. ’51 Custom (8) conv., 
$1,900*, ; sedan, $1,675*, $1,500, 
$1,550; (8) sedan, $1,400. ’50 
Custom (8) sedan, $1,325; Deluxe (8) 
sedan, $1,210, $1,200; Deluxe (6) sedan, 
$1,125. °46 SD (8) stationwagon, $440. 
*51 SD (8) conv., $285. ’°40 SD (8) sedan, 
$175. 

HUDSON—’49 Commodore (8) conv., $950. 

KAISER—’51 sedan, $1,490*. 

MERCURY—’52 sedan, $2,750*. ’49 sedan, 
$1,125, $1,100. 

NASH—’47 Super (600) sedan, $575. 

OLDSMOBILE — ’51 (98) sedan, $2,210*; 
(88) sedan, $2,130*. ’50 (88) sedan, $1,- 
660°. '49 (76). sedan, $1,250*%. °47 (76) 
sedan, $680*. 

PLYMOUTH — ’51 Cranbrook sedan, §$1,- 


conv., $2,125*. °’49 
. 


$2,360*. °51 Cor- 
’49 Custom sedan, 








390; Cambridge sedan, $1,310. '47 Deluxe 
sedan, $570. 

PONTIAC °49 Chieftain (8) sedan, 
285*. ‘48 SL (6) sedan, $880. 


STUDEBAKER—’51 Champion conv., $1,- 
410. 


LOS ANGELES 


Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel, 
Calif. Prices are for sales of Aug. 5-7.) 

(Demand greater for clean units — 
market steady, Sold 235 units out of 443 
offerings.) 


(Los Angeles 


BUICK—’52 Super Riviera 2-dr., $3,125*, 
$3,065*, $3,010*, $2,995*; 4-dr., $2,920*. 
‘51 RM Riviera 2-dr., $2,425*; conv., 


$2,345*; Super conv., $2,220*; 4-dr., $2,- 
025*; Special 4-dr., $1,975*; 2-dr., $1,- 
800. '50 Super Riviera 2-dr., $1,945*; 


RM Riviera 4-dr., $1,805*, $1,585*; 4-dr., 


$1,405*; Special 4-dr., $1,265; Sedanet, 

$1,260*. ‘49 Super 4-dr., $1,395*; Se- 

danet, $1,330*; RM 4-dr., $1,125*, $1,- 
O* 


CADILLAC—’51 conv., $4,150*; (60) 4-dr., 
$3,845*; (62) club coupe, $3,600*; 4-dr., 
$3,410*, $3,385*. ’50 Coupe DeVille, $3,- 
625*; (60) 4-dr., $3,250*; (61) 4-dr., $3,- 


025*, $2,895*; club coupe, $2,920*. '49 
Coupe DeVille, $2,805*. 
CHEVROLET — '52 Bel-Air, $2,385*. '51 
stationwagon, $1,795; SL Deluxe 2-dr., 


$1,555, $1,550; 4-dr., $1,550; SL Special 
4-dr., $1,450; %-ton pickup, $1,320. ’50 
conv., $1,580, $1,405; SL Deluxe 4-dr., 
$1,360*; %-ton pickup, $1,130. °49 SL 
Deluxe 4-dr., $1,310, $1,065; FL 4-dr., 
$1,110; sedan delivery, $1,095; FL Spe- 
cial 2-dr., $1,050, $920; %-ton pickup, 


$985. 

CHRYSLER—’52 N. Y. Town and Country, 
$3,575*; Windsor 4-dr., $2,700*. ‘50 
Windsor club coupe, $1,590*. °49 Wind- 
sor 4-dr., $1,325*; conv., $1,255*. 

DeSOTO—’52 Custom club coupe, $2,500*. 
’51 Custom 4-dr., $1,945*. °50 Custom 
4-dr., $1,945*. ’°50 Custom 4-dr., $1,620*, 


$1,575*, $1,390*, $1,365*. ‘49 Custom 
4-dr., $1,145*; conv., $1,300*. 
DODGE—’51 Diplomat, $1,950*. 
FORD—’52 Victoria, $2,755*; conv., $2,- 
650*. '51 Victoria, $2,190*, $1,955, $1,- 
895; country squire, $2,125*, $2,040*, 
$1,955; conv., $1,945*, $1,850*, Custom 
(8) 4-dr., $1,775*; Deluxe (8) 2-dr., $1,- 
500. °50 Custom (8) 4-dr., $1,430*; 


stationwagon, $1,420*; Custom (6) 2-dr., 
$1,305*; F-1 pickup, $950. °49 Custom 
(8) 2-dr., $1,195*, $1,170*; club coupe, 
$1,150; Deluxe (8) 2-dr., $1,105; Deluxe 
6 4-dr., $975; Custom (6) 2-dr., $890. 


HUDSON—’51 Hornet 4-dr., $2,020*, $1,- 
995*; Pacemaker 4-dr., $1,300. '49 Com- 


modore (8) 4-dr., $995. 
KAISER—’51 2-dr., 
LINCOLN—’51 4-dr., ; 
tan club coupe, $2,000*. '50 4-dr., $1,- 
700*; club coupe, $1,585*, $1,530*. °49 
conv., $1,415*; 4-dr., $1,375*; Cosmopol- 
itan club coupe, $1,325*; 4-dr., $1,245*; 
club coupe, $1,045*, $930*. 
MERCURY—’52 4-dr., $2,430*. 
$2,320*; club coupe, $2,095*, 
$1,940*, 4-dr., $1,970*. °50 conv., 
630*; club coupe, $1,510, $1,445. 
4-dr.. $1,305; conv., $1,300*, $1,275*. 
OLDSMOBILE—’52 (98) Holiday, $3,625*; 
4-dr., $3,390*, $3,260*; Super (88) 4-dr.. 
$2,885*. °51 Suner (88) 4-dr., $2,245*, 
$2,070*; 2-dr., $2,200*; (88) 2-dr., $1,- 
905*, $1,845*. °50 (88) conv., $1,950*; 
(98) 4-dr., $1,880*. ’49 (98) 4-dr., $1,- 
200*; club coupe, $1,195*. 
PACKARD—’51 (200) 4-dr., "49 
4-dr., $990*, $905*, $815. 
PLYMOUTH—’52 Cranbrook 4-dr., $2,150*, 
$1,805. °51 Belvedere, $1,800. °50 SD 
4-dr., $1,155. °49 SD 4-dr., $1,095. 
PONTIAC—’52 Catalina, $2.975*, $2,955*; 
Chieftain (8) 2-dr., $2,450*. °51 Catalina, 
2,290*; SL (8) 4-dr., $2,100*; sedan 
coupe, $1,935*, $1,930*. °50 Chieftain 
(8) conv., $1,895*, $1,740*%; 4-dr., $1.- 
725*. $1,640*: 2-dr., $1,680*, $1,675*, 
$1,455*. °49 SL (6) 2-dr., $1,320*. 
STUDEBAKER — '52 %-ton pickup. $1,- 
560*. °51 Commander (8) 4-dr., $1,725*; 
club coupe, $1,525*; Champion 4-dr., $1,- 
410*. '50 Commander (8) conv., $1,450*; 


Cosmopoli- 


"51 conv., 
$2,055*, 
$1,- 
"49 


$1,925°*. 





| 
| 
| 


"49 Deluxe 2-dr., $930. °47 SD 4-dr., | *49 RM sedan, $1,260*%, $1,295*, $1,300*, 
$730, $725. | $1,345. °48 Super sedan, $825, $860, $890, 
a an ~—'52 Catalina, $2,775*. '50 Chief- | $1,005, $1,170. '47 Super conv., $825. 
tain (8) 4-dr., $1,400*, $1,330*. '46 SL | CADIZ 2 62 3 
ce) — $700. °41 Chieftain (6) ‘See, ee 148) “sedan, 92005, 52°00", 
sedanet, 50. = onne. § an, ,990", 95,000", 
— ‘50 Commander conv., pov nag $2 SY. 92,290 eer Oe Nee 
,090*. . iste. sche co 
WILLYS——'50 Jeepster, $770. CHEVROLET—'52 conv., $2,300*; SL De- 
MISCELLANEOUS—'48 Diamond T wreck-| lUX€ sedan, $2,000", $2,100*, $2,210*, 
er & hoist, $750. 2,295*; %-ton pickup, $1,645, $1,650, 


$1,665; %-ton pickup, $1,425, $1,495, $1,- 


. a a r 500, $1,560. '51 SL Deluxe sedan, $1,- 

MASON CITY, IA. 570, $1,685, $1,825. ’50 Bel-Air, $1,500, 
(Lapiner’s Auto Auction. Sale every | $1,510, $1,525, $1,540*; FL Deluxe sedan, 
Wednesday. Prices are for sale of Aug. 6.) $1,260, $1,275, $1,315, $1,320, $1,335; 
%-ton pickup, $895, $910, $960. "49 FL 


2-dr., $1,260*; SL Special 4-dr., $1,320, 

$1,330, $1,340. '49 SL Special 2-dr., $890, 

$910, $955. °48 FL Aerosedan, $880, $765, 
$785, $790. 

DeSOTO—’52 Fire Dome (8) 4-dr., $3,005*. | _ 

DODGE—’'47 Custom 4-dr., $705. ’42 4-dr., 
$225. '40 4-dr., 

FORD—’52 Custom (8) 4-dr., $2,265*, $2,- 
205°; 
$2,445*; 
Custom (8) 2-dr., $1,575*; 4-dr., $1,490*. 
‘47 Deluxe (8) 4-dr., $290, $300, $310. 

HUDSON—’51 Commodore (8) club coupe, 
$1,685. ’ 

KAISER—’49 4-dr., $555*. '48 4-dr., $300. 

LINCOLN—’'49 2-dr., $1,190*. 

MERCURY—’51 4-dr., $1,870*. '49 4-dr., 
$1,120*, $1,110, $1,040. 

NASH—’51 Statesman 2-dr., $1,130; Am- 
bassador 2-dr., 
4-dr., $1,060. 

OLDSMOBILE 
(88) 

310* 
PACKARD—’50 4-dr., $1,000*. 
PLYMOUTH—’51 Belvedere, $1,695, $1,575. 

’50 Deluxe club coupe, $1,175. '47 Deluxe 

4-dr., $765, $750, $740, $680. 

PONTIAC—’51 SL (8) 2-dr., $1,655*; Cat- 
alina, $2,265*. ’48 Chieftain 4-dr., $910*; 
club coupe, $905*. '47 SL (6) club coupe, 
$685; 4-dr., $645. 

STUDEBAKER—’52 Champion 4-dr., 
550*. ’50 Champion 4-dr., $1,010*, $915*. 
49 Commander 4-dr., 

WILLYS—'48 \%-ton pickup, $500. 


(Denver Auto Auction. Sale every Tues- 
day and Thursday 
Prices are for sale of Aug. 5.) 

(Prices were up slightly—buying was 
active. Sold 286 units out of 361° offer- 
ings.) 

BUICK — ’'52 RM _ stationwagon, 
sedan, $2,840*, $2,900*, $2,980*, $3,080*; 
Special sedan, $2,300. 
$2,120", 4 a 
Super sedan, $1,305, $1,450*,- $1,600*. 


(Sold 132 units out of 174 offerings.) 
BUICK—’52 Super Riviera 2-dr., $2,805*, 


$175. —_— 


Deluxe sedan, 
$1,060. ‘48 FM sedan, $705, $710, $900, 


$860, $895, $970, $1,055, 


$2,850°. '50 Special 4-dr., §1,395*, $1,-| $910, $955. 

60*; Super Riviera 2-dr., $1,750. '49 CHRYS — 52 Se 

RM 2-dr., $1,155*. '47 Super 2-dr., $730. | "$3 1i0e 63,173" ee Tt aaen a 

OADILE ag niet i 335%, $2,860*. 50 N. Y. sedan, $1,715*, 
"$2.275° C—'49 (62) 4-dr., $2,360%; 2-dr.,| $1,730"; ‘Windsor sedan, $1,595*, $1,620°, 
2,275°, a 

CHEVROLET —'52 SL Special 4-dr., $1,- ahr si ase” eee, UiEee*, %,- 
795; Bel-Air, $2,140, $2,150. '51 Bel-Air, | nesQTO — 52. Fi 

$1,855*, $1,805, | $1,800. 50 SL Deluxe|  g50, $3,060". "51 Custer, sega $2.- 


925*, $2,060". '50 Deluxe sedan, $1,410*, 
$1,450, $1,485*. 
DODGE—’52 Coronet sedan, $1,995*, $2,- 
100*. ’51 Coronet sedan, $1,380*, $1,590*, 





$1,655*. '50 Coronet sedan, $1,425*, $1,- 
445*, $1,465*. '49 Coronet sedan, $1,035*, 
$1,040*, 


FORD—’52 Custom (8) sedan, §$2,095*, 
$2,250*, $2,255. ’'51 Custom (8) sedan, 
$1,500, $1,550, $1,955*; %-ton pickup, 
$1,175. '50 Custom (8) sedan, $1,320*, 
$1,380*, $1,400. '49 Custom (8) sedan, 
$910, $955, $980, $1,000, $1,010. ’48 
%-ton pickup, $810, $835. '47 SD (8) 
sedan, $690, $700, $745*. 

HUDSON—’51 Hornet sedan, $1,870*. '49 
Commodore (6) sedan, $555. 

KAISER—'51 Henry J sedan, $855, $885. 

LINCOLN—’50 sedan, $1,380*. ’49 Cosmo- 


politan sedan, $1,105*, $1,195*. 
MERCURY—’52 conv., $2,945*; sedan, $2,- 
615*, $2,665*, $2,795*. °51 sedan, $1,- 
955*, $1,995*, $2,025*, $2,035*. °50 se- 
dan, $1,020, $1,190*, $1,200*, $1,215*. 
NASH—’51 Statesman sedan, $1,440*. '50 


Statesman sedan, $1,075*. °49 (600) se- 
dan, $780*. 

OLDSMOBILE—’52 (98) Holiday, $3,750*: 
(88) sedan, $2,795*, $2,875*, °51 (98) 
sedan, $2,250*, $2,300*, $2,360*, $2,400", 
$2,420*; (88) sedan, $1,850*, $1,870*, 


$2,050", $2,155*. 50 (88) sedan, $1,460*, 
(Continued on Page 56, Col. 1) 





ADVERTISEMENT 








Victoria, $2,505*, $2,410*; conv., 
Deluxe (8) 2-dr., $1,895. ‘51 


*50 Pacemaker 4-dr., $680. 


$1,335*, °50 Statesman 
"52 (88) 4-dr., $2,825*. ’50 
4-dr., $1,540*. '49 (98) 4-dr., $1,- 


$1,- 


$1,065*, $1,110*. 


DENVER 


at Littleton, Colo. 


$3,110°*; 


’51 Super sedan, 


$2,195*, $2,300*, $2,390*. ’50 





“Whirlabout" Umbrella Attracts More Sales 





THE NEW MCFARLAND "“WHIRLABOUT" is a “GREAT” Umbrella (21-foot 
spread) that rotates electrically 6 times per minute. The “GREAT” Umbrella has always 
been a real business builder for car lots. It's size and color attract attention and 
create interest. It also affords shade and comfort for cust $s, 
Now with the new “WHIRLABOUT" you can have all of these advantages, 
added attention and advertising value of motion. For full information, on the McFar- 
land “GREAT” Umbrella and new “WHIRLABOUT," call, wire or write: McFarland 
“GREAT” Umbrella Co., division of McFariand Awning Corp., 742 S. W. 8th Street, 
Miami, Fia. . 


and cars. 
plus the 




















4-dr., $1,215*; Champion 4-dr., $1,095; 
%-ton pickup, $780. 
WILLYS—’50 stationwagon, $945*. 
EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 7) 
(Convertibles and late models off 

slightly—other offerings steady. Sold 92 
units out of 109 oerings.) 

BUICK—’50 Special 4-dr., $1,210*: 2-dr., 
$1,335*, $1,320*. "49 RM 4-dr., $1,280*; 
Super conv.. $1,025; 4-dr., $1,200*. '48 | 
RM conv., $900*. ’41 century 4-dr., $160. 
'35 4-dr.. $165. 

CADILLAC—’49 (62) 4-dr., $2,390*, $2,- 
200*. 

CHEVROLET—’51 SL Deluxe 4-dr., $1,- 
550; FL Deluxe 2-dr., $1,545. '50 SL 


Deluxe conv., $1,390; 4-dr., $1,370; 2-dr., 
$1,350*, $1,305, $1,240; SL Special 2-dr., 
$1,180, $1,085; FL Deluxe 2-dr., $955; 
¥%-ton pickup, $825; %-ton pickup, $865. 
‘49 SL Deluxe 2-dr., $1,110, $1,080, $1,- 
070; SL Special 2-dr., $1,000; FL De- 
luxe 2-dr., $1,090; %-ton stake, $795; 
%-ton pickup, $805. °48 stationwagon, 


$690; FL Aerosedan, $960, $905; SM 
4-dr., $880, $815. '47 FM conv., $300; 
FL 2-dr., $707, $760; SM 2-dr., $580. 


*42 SD 2-dr., $350; MD 2-dr., $200. '40 | 


SD 4-dr., $210. 
CHRYSLER—’47 Windsor conv., $695*. 


DeSOTO—’52 Fire Dome (8) 4-dr., $2,- 
725*. ’47 Custom 4-dr., $780, $760. 
DODGE—’48 Custom 4-dr., $635. 
FORD—'51 Custom (8) conv., $1,755*. '50 
Crestliner, $1,350, $1,350; Custom (8) 
4-dr., $1,760; club coupe, $1,200, $1,- 
060*, $1,050; %-ton pickup, $800. °49 
Deluxe (8) 4-dr., $930, $855; Custom 


(6) 2-dr., $900. '47 SD (8) club Coupe, 

$560. '46 Deluxe (8) 2-dr., $550. '41 SD 

(8) 2-dr., $210. ’33 (V8) coupe, $250. 
FRAZER—’51 4-dr., $1,310. 


| 


HUDSON—’48 Commodore (6) 4-dr., $805. | 


KAISER—’51 Henry J sedan, $800. 
MERCURY—’51 4-dr., $1,700*. 
NASH—’49 (600) 4-dr., $885*, 
Ambassador club coupe, $735*. 
OLDSMOBILE — ’'51 (88) 2-dr., $1,975*, 
$1,900*. ‘50 (88) Holiday, $1,700*, ’49 
(98) conv., $1,300*, $1,250*; (76) se- 


$870*. '48 


danet, $1,020*. '48 (66) 2-dr., $830. 
PLYMOUTH—’51 Belevedere, $1,760; Cran- 
brook conv., $1,715. ‘50 SD 2-dr., $1,250. 





HYPRESSURE 


perry 


STEAM CLEANER 





em 

” 

JENNY turns dirt and grime into quick profit dollars the minute you put it * 

to work in your service station, repair shop or garage. JENNY makes dirty, e 
oil soaked car motors look like new in 15 minutes... frees radiator and 

grill work of dust, bugs and leaves... reverse flushes fouled cooling systems r 

-.. thaws radiators .. . cleans crusty springs, dirty wheels and white side- 

walls .. . prepares cars for painting or undercoating, and does scores of ° 

e 

° 

. 

s 

- 


other services at handsome profits. 


Before repairs, JENNY removes every speck of mud, muck and grease 
from motor or parts, thus permitting your mechanics to work up to 40% 
faster, more efficiently, and more profitably for you. In fact, JENNY does 
so many extra-profit service jobs that it can easily bring you up to $800 


more business every month. 


Hypressure JENNY 


COMBINATION STEAM CLEANER 
and COOLING SYSTEM FLUSHER 








This Big Information 
Packed Booklet 
is yours FREE, 
Write for it Today! 





HYPRESSURE JENNY DIVISION 





HOMESTEAD VALVE MANUFACTURING COMPANY 


P.O. BOX 100 


“Serving Since 1892”’ 


CORAOPOLIS, PA. 
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Used-Car Auction Prices 








(Continued from Page 55) 


$1,610*, $1,670*. '49 (98) conv., 


"48 (76) sedan, $990*, $995". 
PACKARD—’51 (200) sedan, $1,790*, 
850*. '50 sedan, $1,065*, $1,070* 
PLYMOUTH—’52 Suburban, $2,205; 
brook sedan, $2,000, $2,070 51 
brook sedan, $1,255, $1,455, $1,580, $1,- 
600. '50 suburban, $1,450, $1,470, $1,- 
475; SD sedan, $1,265, $1,310, $1,360 
‘49 SD sedan, $910, $1,005. 
PONTIA C—'52 stationwagon, $2,875*; 
Chieftain (8) sedan, $2,575*, $2,595*. 
’651 Chieftain (8) sedan, $1,735*, $1,900*, 
$1,950*. '50 Chieftain (8) sedan, $1,550*. 
‘49 Chieftain (8) sedan, $1,400*. ‘48 
SL (8) sedan, $815*, $820, $905*, $945°*. 
'47 Chieftain (8) sedan, $665, $710. 
STUDEBAKER—’'51 Commander (8) se- 
dan, $1,315*, $1,450*. ‘50 Champion se- 
dan, $935. 48 Champion sedan, $740. 
WILLYS—’52 pickup, $1,805, $1,825. ‘51 
pickup, $975, $1,050, $1,115. °50 pickup, 
50. 


$1,455* 
$1,- 


Cran- 
Cran- 


$950. 

MISCELLANEOUS—’51 GMC \%-ton pick- 
up, $1,290. "50 %-ton GMC pickup, $945, 
$1,005. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 8.) 
BUICK—’49 Super 2-dr., $1,350. '48 Super 

2-dr., $1,000. °47 RM sedan, $700, $660. 
CADILLAC—’50 (62) conv., $3,210*. ‘49 

(62) 4-dr., $2,150*. 

CHEVROLET—'50 SL Deluxe club coupe, 
$1,325, $1,295. '49 SL Deluxe sedan, $1,- 

150, $1,060, $1,130. '47 FL Aerosedan, 


$775, $705. '46 SM sedan, $515. '41 SD 
sedan, $390. 

CHRYSLER—’48 Windsor sedan, $700. '47 

| N. Y¥. sedan, $690. 

| DeSOTO—’52 Fire Dome (8) sedan, §2,- 
825*, $2,675*. '46 Deluxe sedan, $625. 

DODGE——'50 Wayfarer 2-dr., $1,185*. ‘49 
Meadowbrook sedan, $1,000", 

FORD—’52 Deluxe (6) sedan, $1,470. '50 
%-ton pickup, $770. °49 Custom (8) 
sedan, $985, $960, $1,040; club coupe, 
715; conv., $885*. °47 SD (8) conv., 
$700. '46 SD (8) sedan, $470, $580. '39 
pickup, $120. 

HUDSON—’50 Commodore (8) club coupe, 
$1,260. 

MERCURY—’46 sedan, $685; conv., $530. 

NASH—’52 Statesman sedan, $1,950. °49 


Ambassador sedan, $800. '48 Ambassa- 
dor sedan, $740*. '46 (600) sedan, $550. 
OLDSMOBILE — ’51 (88) sedan, $2,150*. 
"49 (98) sedan, $1,290*. '47 (66) sedan, 
$605. '46 (76) sedan, $430. 
PACKARD—’'50 Deluxe sedan, $1,230*. 
PLYMOUTH—'49 SD 4-dr., $1,065. 
PONTIAC—'46 Chieftain (6) 2-dr., $700*. 
STUDEBAKER—’50 Champion 2-dr., $1,- 
095*; business coupe, $900*, $1,010*. '48 
Champion conv., $800. 
WILLYS—’51 (4) stationwagon, $1,100. 


DYER, IND. 
(Dyer Auto Auction. Sale every 
Prices are for sale of Aug. 8.) 


(Market is strong on clean cars—weak 
on rough cars. Sold 126 units out of 185 


Friday. 





offerings.) 


BUICK—’52 RM sedan, $3,185*. '51 Super 


Laundry Gets Fleet of 





sedan, $2,070*. '50 RM sedan, $1,815*; 
Super sedan, $1,650*; Super Riviera 2- 
dr., $1,585*. '49 Super sedan, $1,125, $1,- 
265; conv., $1,255. 


CADILLAC—’48 (62) sedan, $1,695*; se- 
danet, $1,635*. 

CHEVROLET — ’51 Bel-Air, $1,640, $1,- 
795*; FL Deluxe sedan, $1,595. ‘50 Bel- 
Air, $1,475; SL Deluxe sedan, $1,230, 
$1,290; club coupe, $1,250, $1,320. 

CHRYSLER—’51 Windsor sedan, $2,140*. 


’48 Royal sedan, $725*; 
$960". 
DeSOTO—’51 Custom sedan, $1,795"; 


Windsor conv., 


club 





coupe, $1,770*. '50 Custom sedan, $1,- 
565*. °49 Custom sedan, $1,365*; carry- 
all, $1,405. 

DODGE — ’'48 Custom club coupe, $675, 


$890, $825. °47 Custom sedan, $685, $665. 
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call it 


Influence 





...an added 
attraction of 


THE DALLAS NEWS 


e Like the subtle couch of perfume 
that causes ties to be straightened 

_ or the elusive spices that make 
an apple pie delicious . - . the read- 
ability and prestige of The Dallas 





News add an effective ingredient to | 


paper and ink. 


e Call it influence ... sway... oF 


confidence . it’s an extra some- 
thing that adds strength and sell to 
any product advertised in The News. 


e The area of this influence is wide 
and large, for The News is the 
breakfast time visitor, the family 
newspaper of 72 North Texas coun- 
ties —a market of more than a third 
of Texas’ population and wealth. 


e With the News’ larger circulation 
and larger market, plus the News’ 
impelling influence, you've a right 
to expect greater return when your 
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@ Buying Income per family: $4,266 
@ Retail Sales: $3,264,267,000 

@ Food Sales: $707,800,000 
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Merchandise: $492,690,000 


@ Furniture, Household, Radio 
$159,108,000 


@ Drug Sales: $105,605,000 
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Internationals— 


Modern Laundry, Cincinnati, has replaced their entire fleet of 17 trucks with new 
International LM-22 metro-multi-stop delivery trucks. Saunders System Truck Rental Co. 
purchased the trucks from International Harvester and will lease them to the laundry. 





FORD—’52 Custom (6) club coupe, $2,- 
030; Custom (8) sedan, $2,310*, $2,290*; 
conv., $2365*. '51 Custom (8) sedan, $1,- 
450, $1,710, $1,600; Victoria, $1,850*, 
$1,805, $1,685; Deluxe (8) sedan, $1,205. 

FRAZER—’47 sedan, $565. 

HUDSON—’47 Super (6) club coupe, $410. 
’46 Commodore (6) sedan, $165. 

KAISER — '51 sedan, $1,290. ‘50 sedan, 
$660. ‘47 sedan, $380, $410. 

LINCOLN—’52 Capri sedan, $3,565*. °50 
sedan, $1,465, $1,350. °47 club coupe, 


$330. 
MERCURY—’51 sedan, $1,785*. °49 club 


coupe, $1,150; stationwagon, $855. °47 
conv., $655. 

NASH—’51 Rambler conv., $1,200; Am- 
bassador sedan, $1,620, $1,650*, ‘47 
(600) sedan, $350. 

OLDSMOBILE—’52 (98) sedan, $3,100*. 
"51 (88) sedan, $2,060, $2,145; (98) 
conv., $2,455*. °49 (88) conv., $1,185*; 


(98) sedan, $1,350*. ’48 (98) sedan, $1,- 

130*. 

PLYMOUTH — '51 Cranbrook club coupe, 
$1,550. ‘50 SD club coupe, $1,255; De- 
luxe club coupe, $1,230. °49 SD sedan, 
$1,000, $975. 

—'52 Catalina, $2,710*. '51 Cata- 

lina, $2,285*; Chieftain (6) sedan, $1,- 

900. °50 SL (6), $1,465. "49 SL (8), $1,- 


255*; Chieftain (8), $1,155. 

STUDEBAKER—’52 Commander (8) se- 
dan, $2,115*. °’50 Commander conv., 
$930; Champion sedan, $1,160. "49 


Champion conv., $900; sedan, $870. 
WILLYS—'49 (6) stationwagon, $715. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wednes- 
day. Prices are for sale of Aug. 6.) 

(Prices holding firm. Buyers’ demands 
are exceeding number of listings. Sold 
120 units out of 161 offerings.) 

BUICK—’52 Super 4-dr., $3,150*. ‘51 
Super 4-dr., $2,325*, $2,000*. ‘50 RM 
4-dr., $1,600*; Super 4-dr., $1,725*, $1,- 
525*; 2-dr., $1,500. '49 Super conv., $1,- 
225*; 2-dr., $1,300, $1,250. ’48 RM 4-dr., 
$1,010. 

CADILLAC—'51 (62) 4-dr., $3,505. ‘50 
(62) 4-dr., $2,875; (61) 4-dr., $2,800. 
’49 (62) 4-dr., $2,375. 

CHEVROLET—'52 SL Deluxe 4-dr., $1,- 
960; 2-dr., $1,980; FL Deluxe 2-dr., $2,- 
080. ’°51 SL Deluxe conv., $1,625; 4-dr., 
$1,700, $1,635; 2-dr., $1,600, $1,580, $1,- 
530; club coupe, $1,650; FL Special 2-dr., 


$1,475. ’50 SL Deluxe 4-dr., $1,370; 
2-dr., $1,400, $1,380, $1,350; FL Deluxe 

-, $1,400, $1,350; club coupe, $1,355, 
$1,350. °49 conv., $1,020; SL Deluxe 
4-dr., $1,200; 2-dr., $1,185, $1,150, $1,- 
125. '48 FL Aerosedan, $975, $800; SM 


business coupe, $755. ’47 SM 2-dr., $710. 
DeSOTO—’52 Fire Dome (8) 4-dr., $2,575*. 
DODGE—’52 Coronet 4-dr., $2,200*. ’51 
Coronet club coupe, $1,510. °49 Coronet 
pnd coupe, $1,110. °47 Custom 4-dr., 


FORD—'52 Victoria, $2,535*; Custom (8) 
4-dr., $2,150. '51 Victoria, $1,650; conv., 
$1,805, $1,625; Crestliner, $1,690; station- 
wagon, $1,525; Custom (8) 2-dr., $1,650, | 
$1,625, $1,575; Deluxe (8) 2-dr., $1,500; 


'46 SD 2-dr., $630. 
HUDSON—'48 Super (6) 2-dr., $600 


LINCOLN "51 Cosmopolitan 4-dr., §$2.- 
075*. $1,875. 
MERCURY—’50 club coupe, $1.465, $1,400 


’49 club coupe, $1,125. °46 4-dr., $600 
NASH—’49 (600) 2-dr., $815. | 
OLDSMOBILE—'52 (88) 2-dr., $2,850* | 
(88) 2-dr., $1,660*. | 
PLYMOUTH—’51 Belevedere, $1,825; Cran- | 

brook 4-dr., $1,300; club coupe, $1,475; | 

Cambridge club coupe, $1,360. 
4-dr., $650. '46 SD 4-dr., $625. 
PONTIAC—'52 Chieftain (8) conv., 2 at | 
$2,750*; 4-dr., $2,350*. '50 Chieftain (8) 
2-dr., $1,625. "49 SL (8) 4-dr., $1,280. | 
or * acne ’50 Champion conv., $1,- | 


50 | 
“47 


SD | 


WILLYS—'49 Jeepster, $645. ‘46 station- 
wagon, $350 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Aug. 1.) 

(Market good. Sold 106 units out of 
159 offerings.) 

BUICK—’52 RM Riviera, $3,400*, $3,060". 


‘51 Super 2-dr., $1,790*. ‘49 Super 2-dr., | 


$1,375*; RM 4-dr., $1.330*; Super 2-dr.. 
$1,310. ‘48 RM conv., $1,085. "47 RM 
conv., $1,080. 

CADILLAC—-'51 (62) 4-dr., $3,540*. °50 
(62) 4-dr., $2,835*. '49 (61) 4-dr., §$1,- 
990*. °47 (62) 4-dr., $990*. ‘46 (62) | 
4-dr., $1,010*. | 

CHEVROLET—’'52 Bel-Air, $2,460*; sta- 
tion wagon, $2,350*; SL Deluxe 4-dr., 
$2,050. '50 conv., $1,340; FL 2-dr., $1,- 


300. '49 SL Deluxe 4-dr., $1,030. 47 SM 
4-dr., $500. 


CHRYSLER—'52 N. Y. 4-dr., $3,060*. $3. - 


000. ’°51 N. Y. 4-dr., $2,040*. '48 Wind- 
sor 4-dr., $915*, $880*. 

DeSOTO—'51 Custom 4-dr., $1,910", $1,- 
840*. '50 Suburban, $1,580. 

DODGE—’51 Diplomat, $1,900*. ‘50 Cor- 
onet 4-dr., $1,560*; Meadowbrook 4-dr., 
$1,360*; Wayfarer 2-dr., $1,255 


Wayfarer roadster, $830. 


FORD—-'52 Victoria, $2,525; conv., | 
510*; Custom (8) 2-dr., $2,270*. j 
Victoria, $1,780*; Deluxe (8) 2-dr., $1,- | 





50; Custom (8) 2-dr., $1,520*. ‘50 sta- | 
tionwagon, $1,230. 


| FRAZER — '51 Manhattan 4-dr., $1,355* 
'47 4-dr., $530. 

HUDSON—'51 Hornet 4-dr., $1,790. ‘49 
Commander (8) 4-dr., $970. ‘47 Super 
(6) 4-dr., $575; conv., $540 

KAISER—’52 4-dr., $2,075*. '51 4-dr., $1,- 
500 

LINCOLN—’52 conv., $3,525* 51 conv 
$2,390*. '48 4-dr., $530 

MERCURY—'52 Monterey, $2,650*; 2-dr 
$2,610*. °51 4-dr., $1,740*, $1,710*. ‘49 
2-dr., $1,130 

NASH—’51 Rambler, $1,450; conv., $1,390 
"50 Statesman 2-dr., $840. '49 Ambassa- 
dor 2-dr., $930 

OLDSMOBILE—’52 (98) Holiday, $3,710* 
(88) 2-dr., $2,780*. ‘51 (98) 4-dr., §2,- 
310*, $2,195*. °50 (S88) 4-dr., $1,690*. 

PACKARD —'48 2-dr., $920. '46 4-dr., $560 


PLYMOUTH—’52 Belevedere, $2,250; Cran- 


brook club coupe, $2,000; 4-dr., $1,810 
"51 Cambridge 4-dr., $1,550. °49 Sub- 
urban, $1,200 

PONTIAC—’52 Catalina, $2,730*. '51 Chief- 
tain (8) conv., $2,150*; 4-dr., $1,975*. 
°49 SL (8) 2-dr., $1,280*. ’48 Chieftain 
(8) conv., $1,010*. ‘47 SL (8) 2-dr 
$860. 


STUDEBAKER—’51 Commander (8) 4-dr 
$1,680*, $1,530*, $1,440; Champion 4-dr., 
$1,480*. °50 Champion conv., $1,345. 

WILLYS—’52 Aerowing 2-dr., $1,610* 


British Increase 


U.S. Car Sales 
By 21 Percent 


NEW YORK.—Sales of British 
cars in the U. S. increased 21 per- 
cent during the first four months 
of 1952, in comparison with the 
same period a year ago, according 
to the Society of Motor Manufac- 
turers & Traders, British automo- 
tive trade association. 

U. S. sales of British cars totaled 
6,610 from January through April 
this year, compared to 5,292 during 
the same 1951 period. Exports of 
cars to the U. S. from Britain also 
are increasing, it is reported, with 
10,141 cars being shipped here 
through May this year, compared 
to 9,648 during the same period in 
1951. 

Shipments for May alone totaled 
3,055 cars, nearly twice the number 
for the same month a year ago and 
the largest monthly shipment to 
the U. S. since November, 1948. 

Total production of British cars 
decreased slightly during the first 
quarter of the year, due to diver- 
sion of vital materials, particularly 
steel, for defense production. First- 
quarter production for 1952 totaled 
113,505 cars, compared to 123,174 
for the first quarter a year ago. 
Export totals, as part of Britain’s 
export drive, have been maintained 
by a further reduction of cars allo- 
cated to the home market. Only 
60,000 cars of all makes will be 
available to the car-hungry British 
public this year, which means that 
only five out of every 100 waiting 
customers in the home market can 
buy a new car during 1952. Based 
on first-quarter figures, it is esti- 
mated that some 400,000 British 
cars will be exported to world mar- 
kets in 1952. 








business coupe, $1,400. °50 Custom a | 
4-dr., $1,400, $1,310; 2-dr., $1,400, $1,- | 
365, $1,350. '49 conv., $1,055; Custom | 
(8) 2-dr., $1,175, $1,135, $1,100; 4-dr., 
$950; club coupe, $1,000. '48 SD (8) | 
4-dr., $875. °'47 SD (8) 4-dr.. $825; 
2-dr., $750, $725; Custom (6) 2-dr., $500 


Reese Opens Second Lot 


Bob Reese Motor Co. (Dodge) 
has opened a second used-car lot 
on N. Main Ave. in Twin Falls, Ida. 
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HOTEL FORT SHELBY 
Detroit 


Automotive men in Detroit have 
for years followed the easy route 
to The Fort Shelby. 


Personal service, attractive ac- 
commodations, moderate prices, 
and convenient location have 
made this renowned hotel popu- 
lar with men in the industry. 900 
comfortable rooms (some with TV), 
two fine restaurants, Tiger Room 
Bar and Cocktail Lounge. 


Selection of Attractive Rooms for 
Private Parties 


AN ALBERT PICK HOTEL 


J. E. FRAWLEY, MANAGING DIRECTOR 
JERRY MOORE, GENERAL MANAGER 





i 
t 
| 
| 





~* 











Chamber Notes Big Rise . . 





AUTOMOTIVE NEWS, AUGUST 18, 1952 


67 








‘Hidden’ Labor Costs 
Add to Price Spiral 


WASHINGTON.—“Hidden” labor 
‘-osts, which are reflected in higher 
prices to the consumer, have in- 
reased by more than one-third in 
two years, according to preliminary 
figures taken from a survey by the 
U. S. Chamber of Commerce. 

This “hidden payroll” — made up 
of benefits not included in outright 
wages—ranges from a sixth to a 
third of all money paid to em- 
ployes, the Chamber reports, 

The fact that the U. S. Bureau 
of Labor Statistics gives little or 
no attention to the hidden payroll 
in its wage data is criticized by 
the Chamber, which says that the 
Bureau’s figures do not represent 
the true cost of doing business or 
the true level of workers’ in- 
comes. 

The Chamber says that the aver- 
age employe of the companies 
reporting in the survey got $653 in 
hidden pay in 1951, as against $480 
in 1949. Further, the organization 
says, the study shows that pay for 
time not worked has, in effect, cut 


Standard Offers 


Film on Value | 
Of Lubrication | 


CHICAGO.—A _ technicolor, 23- 
minute educational movie, “The 
Why of Lubrication,” depicting 
drops of oil and globules of grease 
battling wear and tear to keep 
cars from an early junkyard grave, 
is being offered for showing by 
Standard Oil Co. (Indiana). 

Principal characters in the Holly- 
wood-animated cartoon-style pro- 
duction are “Mr. Grease” and “Mr. 
Lube Oil,” derived from the latest 
scientific concepts of molecular 
shapes and structures. 

Combined with animation is the 
use of cutaway models showing 
how moving parts of an automobile 
function, what a fine mechanism a 
car is and what lubrication does in 
protecting its vital parts. 

Teaming up with the two cartoon 
characters is the real life star of 
the picture. Dusty Short, of Rock- 
ford, Ill., dealer and service man. 


Educational points stressed in-| 
clude one to the effect that 63 per- | 
cent of all car trips are for less) 
than six miles at a time, making| 
it important to give the engine a/| 
few chances to warm up and re-| 
quiring more frequent oil changes 
than cross-country driving. 


State-istics | 
1952 Oil Data Book 


Issued by Group 


TULSA, Okla.—A 1952 edition of 
“The Oil Producing Industry in 
Your State,” a statistical reference 
book on oil and gas production in 
27 states, has been published by the 
Independent Petroleum Assn. of 
America. 


The book has been doubled in size 
with additional information and 
comparative charts on petroleum 
reserves, production, drilling and 
economic value in each producing 
state. 

With four illustrated pages on 
each state, the book contains in- 
formation on the geographical ex- 
tent and economic contributions of 
the petroleum industry from the) 
date of first recorded production up | 
to Jan. 1, 1952. 

Copies may be obtained from | 
IPAA Information Service, P. O.| 
Box 1019, Tulsa. | 


NASCAR Membership 


Passes ’51 Record 


DAYTONA BEACH, Fla—Mem-| 
bership in NASCAR for 1952 has 
reached a total of 4,617 members, 
surpassing the record 1951 figure of | 
4,501, announced Bill France,| 
NASCAR president. 

Membership in NASCAR, which | 
Sanctions races in the U. S., Can-| 
ada and Hawaii, includes drivers, | 
Mechanics, promoters, fans and 
others closely connected to auto 
racing. 























the 40-hour work week down to a 
35-hour week. 


As defined by the Chamber, the 
term “hidden payroll” covers: 


1. Legally required payments, 


° . . 

Liability Rates Up 
e ee 
Sharply in Calif. 

NEW YORK.—The National Bu- 
reau of Casualty Underwriters said 
that it is raising its automobile 
liability insurance rates in Cali- 
fornia 30 to 40 percent, effective 
immediately. 

The company said the California 
increases are part of a nationwide 
movement “to bring the rates for 
this form of insurance into line 
with the current frequency and 
cost of claims incurred by insured 
motorists.” 








such as unemployment and work- | 


men’s compensation, old-age and 
survivors’ insurance, and off-the- 
job disability insurance (in effect 
in four states and on the rail- 
roads). These amounted to 2.9 per- 
cent of the payrolls of 690 compan- 
ies which took part in a 1949 
survey. The Chamber notes that 
the cost components have risen to 
about 3.5 percent since then. 


2. Private pensions; life insur-| 


ance; disability insurance, includ- 
ing hospital and medical-care 
programs; separation pay; dis- 
counts on employe purchases; be- 
low-cost meals, etc. These came to 
5 percent of payrolls in the 1949 
survey. 

38. Payments for time not 
worked, including pay for lunch- 
time, washup time, vacations, 
bonuses in lieu of vacations, holi- 
days, jury and National Guard 
duty, etc. These came to 6.6 per- 
cent of payrolls in 1949. 

4. Profit- sharing, Christmas 
bonuses, suggestion and_ service 

awards, ete. which came to 1.5 
percent of payrolls in 1949. 

The Chamber’s report says it is 
difficult to estimate the total cost 
of the hidden payroll. 





PIONEER MOTORS 





Plant Post for Williams 
Harry J. Williams, of Detroit, 
has been appointed plant controller 
of Ford’s Twin Cities assembly 
plant in St. Paul, succeeding Harris 
H. Kneeland, who was named su- 
pervisor of the general accounting 
section at the plant. Williams since 
1950 had been manager of the ad- 
ministrative department in the 

Ford division controller’s office. 





Ingersoll-Rand 
Cites Benefits 


Of Impactools 


PHILLIPSBURG, N. J. — Inger- 
soll-Rand Co. is offering a series 
of service study manuals to show 
that great savings in labor time 
are achieved through the use of its 
Impactools. 


The manuals are being published 
on Chevrolet, Ford, Plymouth, 
Buick, Oldsmobile, etc. They are 
ready for Chevrolet and Ford, and 
may be obtained from the com- 
pany’s office at 11 Broadway, New 
York. 


According to Ingersoll-Rand, 
dealers can, without hiring addi- 
tional mechanics, increase shop 
output 25 percent simply by hav- 
ing each mechanic use Impactools. 

The Impactool is described as a 
multi-purpose tool which can be 
used for nut running, drilling, tap- 
ping, driving and removing studs 
and for many other operations. 

Ingersoll-Rand says time saving 
possibilities run from 24 percent on 
piston ring jobs to 55 percent on 
rear spring replacements. 
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Select from FLINTKOTE’S Complete Line of Automotive Products 
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FLINTKOTE 
Froducts for Industry 











Metal noises and the infiltration of moisture, dirt, etc....in body, 
joints and seams...are definitely unsound for everybody concerned. 


Preventing them are familiar jobs for Flintkote Automotive Products. 
You'll find them deadening sound and minimizing the weakening 
effects of corrosion. They are recognized as valuable components 
of cars...a sound investment for automobile manufacturers. 


Look over the wide line of standard and specialized products we are 
making for many famous name cars...including, perhaps, yours? 


Only Flintkote makes such a complete line...to meet the variety 
of both new and long-used specifications. 


Flintkote Automotive Products are quality through and through. 
Our Research Laboratory keeps abreast of developments in the in- 
dustry. Our trained and experienced technicians work constantly on 
your problems. Our manufacturing facilities are engineered to pro- 
duce the materials that exactly fit your needs. 


We can help you. We have developed materials and techniques that 
you should know about...in felt products, in spray-applied mastics, 
in non-inflammable adhesives. And, remember, we are a one-source 
supplier with a complete line in this field. Just call, or write. 


THE FLINTKOTE COMPANY, Industrial Products Division, 
30 Rockefeller Plaza, New York 20, N. Y. 


14201 Schaeffer Highway, Detroit 27, Mich. 


Atlanta . 
Los Angeles ° 


Boston . Chicago Heights ° Detroit 
New Orleans . Washington 


The Flintkote Company of Canada, Ltd., 30th Street, Long 
Branch, Toronto, Canada. 
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sociation and their guests, and a 
second for the public. 
+ * * 


No Rush for Congress 
RESIDENT TRUMAN last week 
was not expected to rush in 

with a call for a special session of 

Congress to deal with the threat of 

more inflation. Here is the reason- 

ing anent the proposal, which has 
been pushed by one faction and op- 
posed by another: 

To begin with, the President’s 
own record shows that the admin- 
istration does not have a satis- 
facory pro to recommend. 
Even if it did, it would be un- 
likely to obtain a go-ahead from 
the present divided and politic- 
ally conscious Congress. 

The problem, observers believe, is 
one for a new administration and 
a new Congress to solve, working 
together instead of at cross-pur- 
poses. 


* * * 


Eyed to Succeed Cass 


nan has it that George Davis, 
deputy director of the National 
Production Authority’s Motor Ve- 





Gasoline to Gas 
Fla. Service Station Alters 


Fuel Systems 

PALMETTO, Fla.—Jimmy Ray, 
owner of Ray’s service station at 
the foot of Green bridge, offers a 
unique service to car and truck 
owners, He specializes in the con- 
version of standard fuel systems to 
bottled-gas operation at an esti- 
mated cost of $200 for the average 
vehicle. 

The advantages, says Ray, are 
savings in oil consumption, less 
carbon from unused fuel clogging 
up the engine, and more miles per 
dollar of fuel. According to Ray, an 
engine can go as far as 20,000 miles 
without an oil change. 

One local company is using the 
new system on a large fleet of 
trucks and reports a saving of ap- 
proximately 50 percent in operation 
costs. 

There is, however, at least one 
obvious disadvantage for the ordi- 
nary car owner: He can’t stop at 
just any service station and get his 
gas bottle refilled. 





hicle division, will succeed Robert 
Cass when the latter quits as direc- 
tor, as he intends to do, before 
Nov. 1. 

Such a move would mean that a 
government man, rather than an 
industry man, would be placed at 
the head of the division, Davis has 
long been regarded as the out- 
standing automotive specialist in 
the government service. 

* * * 


Saga of Erasers 

|= following tale of two erasers 
was passed on to this column 

by Rep. Oakley Hunter, of Cali- 

fornia: 

The Ontario (Calif.) report ex- 
plains rising taxes with the story 
by a supply sergeant of two 
bevel-ended pencil-and-ink eras- 
ers of the variety you buy in local 
stores for about a nickel. After 
the Dixon company manufactures 
them, the sergeant says, they are 
shipped to central supply depot 
which in turn sends them to 
supply depot at San Bernardino. 


From there they go to the base 
here and are put into stock. The 
stock clerk in base supply pulls out 
a back order release for base head- 
quarters, calling for two erasers. 
She gives the B.O. to a typist who 
types out a B.O. release, and sends 
it to the voucher unit, which puts 
a number on it, then it is mailed 
to warehouse 1. Upon arrival, a 
civilian employe with a salary rat- 
ing of about 5 ($3,500), gets it and 
gives it to a locator card clerk, an- 
other 5, who locates the item and 
then gives it to another 5, who is 
the warehouse supervisor, who in 
turn gives it to the stock boy who 
is a staff sergeant. 


He runs the erasers down in the 
bins and brings them to the front 
counter, then calls headquarters, 
telling the supply sergeant that 
warehouse 1 has supplies to be 
picked up. The sergeant calls the 
motor pool where the only trans- 
portation he can get is a 2%-ton 
truck which he drives to ware- 
house 1, where he picks up the two 
erasers, signs a receipt and gets 
back in the 2%-ton truck to ride 
back to headquarters, where he 
presents the two erasers to the 
civil service stenographer who re- 
quested them in the first place. 








Here's Why 


COLUMBUS 
is the Best Shock Absorber 


POINT No. 2 OF A SERIES 


The Columbus Shock Absorber piston is 
the size of a silver dollar.* Conventional shock / 
absorber pistons are the size of a quarter.* 


Compare these coins to see why 


Columbus has such tremendous holding 
power. This larger diameter piston, with 


230% more area, permits very low 


fluid pressures, with ample reserve power 


for any road condition. They have 


holding power in excess of extra heavy duty 
models, yet give a boulevard ride on 
smooth highways and fit perfectly 


on standard mountings. 
*Within 1/16 inch. 


NOW is the time to line up with COLUMBUS, 
“The Best Shock Absorber in the World.” Backed 


by extensive national advertising. 





gotumBus 
YMM@E SHOCK ABSORBER 














GUARANTEED 
1 YEAR 

OR 15,000 
MILES 









LICENSED BY DE CARBON 





MANUFACTURED BY HECKETHORN MFG. & SUPPLY CO., LITTLETON, COLORADO 





Ford Aids in Mission Work— 


This 1952 Ford, being delivered to Rev. William Cox (right), will be kept over 75 
miles from the nearest service station in the Belgian Congo. Rev. Cox, with his wife 
and two children, have spent five years in the northeast section of the Congo building 
a mission. They will return to Africa after a year at home. Rev. Cox bought his car 
from John W. Tucker Co., Harbor Beach, Mich. 


Chevrolet Rounds 50 Million 
In Bonded Brake Linings 


which is a test of the shoe and 

the lining adherence. When this 

is carried to extremes in spot 
checks, the lining itself will give 

way before the adhesive that 

holds it to the brake shoe. The 

bond must be stronger than the 

lining in order to pass inspection. 

Chevrolet’s policy of exchanging 
new bonded linings for old, where- 
by the old assemblies are scrapped, 
precludes the possibility of Chev- 
rolet brake shoes being relined by 
any inferior bonding process, Kelley 
said. 


The Chevrolet parts and acces- 
sories department reports that fac- 
tory-bonded brake linings are com- 
manding much more of the replace- 
ment market than formerly, as evi- 
denced by a 55 percent increase in 
brake-lining sales in 1951 over 1950, 
These same sales in 1952 are run- 
ning double the 1950 rate, it is said. 

Chevrolet factory brake linings 
for replacement include two heavy- 
duty truck linings that still are of 
the riveted type. In total volume, 
however, bonded linings make up 
97 percent of Chevrolet replace- 
ment linings. 





DETROIT.—Chevrolet has 
reached the production milestone 
of 50,000,000 bonded brake linings, 
enough for 6,500,000 vehicles, it was 
disclosed last week by E. H. Kelley, 
the division’s general manufactur- 
ing manager, 

In announcing the event, Kelley 











Canadian Farms 
Up Truck Use 
153% in Decade 


OTTAWA. — Tremendous strides 
in mechanization have increased 
the number of trucks on Canadian 
farms by 153 percent in 10 years, 
a government survey shows. 

In 1941, Canada’s farmers were 
using 77,480 trucks. In 1951, this 
number had grown to 196,115, with 
2% times as many farms equipped 
with trucks. 

In the same 10-year period, the 
number of cars owned by farmers 
showed a gain of only 4.5 percent 
to 329,667 from 315,461. There was 
a slightly larger increase—4.9 per- 
cent—in the number of farms with 
trucks. These rose from 300,394 in 
1941 to 315,021. 


There were increases in farm 
trucks in every province, the larg- 
est proportionate increase being in 
Quebec, with 19,167 against 6,703 a 
decade earlier. The largest in- 
creases in automobiles were in 
Quebec, Manitoba and Saskatche- 
wan, with decreases being recorded 
for Nova Scotia, New Brunswick 
and Ontario. 

The number of tractors in use by 
farmers climbed 150 percent in the 
10 years to 399,683 from 159,752, 
with 342,655 farms—more than half 
the total number of farms of all 
sizes—reporting ownership or one 
or more tractors. 

Farmers in Quebec, Prince Ed- 
ward Island and British Columbia 
reported five times as many trac- 
tors as in 1941, New Brunswick 
four times as many, Ontario and 
Nova Scotia three times as many, 
and the prairie provinces about 
twice as many. 


Ball-Point Pen Tradein 


Costs Canada Firm $500 


WINNIPEG, Manitoba. — Plead- 
ing guilty to giving a $505 tradein 
allowance on a ball-point fountain 
pen toward the purchase of a $2,- 
200 car, Dominion Motors was 
fined $500 and assessed court costs 
for violating Canada’s consumer 
credit regulations. 

Six other charges of credit viola- 
tions against the firm were with- 
drawn. At the time of the admit- 
ted violation, Canada credit rules 
required a 50 percent downpayment 
on automobile purchases. 














50 Millionth Lining— 

Somewhere in this ‘‘float’’ of bonded 
brakes awaiting assembly at the Chevrolet 
Gear & Axle plant in Detroit is the 50 
millionth bonded brake lining produced 
by Chevrolet. The ‘float’ is maintained 
on a set of trees. These 14 trees, with 
24 brakes to a tree, are mounted beside 
the brake assembly line as a reserve in 
order to keep up the supply needed to 
turn out 300 front axles per hour. At work 
here is Harold W. Warren. 

. * ” 

hailed bonded linings as a forward 
step in automotive safety that had 
doubled the life expectancy of 
brake linings by eliminating the 
rivets which could score drums 
after half of the old-type linings 
were worn away. 

Chevrolet introduced bonded 
brake linings in October, 1948, on 
light trucks, and made them 
standard on Chevrolet cars be- 
ginning with 1949 models. 

The Chevrolet gear and axle 
plant in Detroit makes 85 percent 
of the division’s bonded brake 
requirements. The process is com- 
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Reduce Corporate Taxes 
on the Warehouse “Diet” 


Remember, when your inventory goes 
down —so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 





plete in one plant. The component 





parts of brake shoes are stamped, 
formed, welded, trimmed, bonded 





with linings, and assembled into 
complete brakes or packaged for 
shipment to parts replacement 
warehouses. 


It was at gear and axle that the 
50,000,000 milestone was reached 
when the plant resumed produc- 
tion following a shutdown caused 
by the steel strike. 


Kelley said Chevrolet had spent 
10 years and a million dollars in 
development preparatory to chang- 
ing over from riveted to bonded 
linings. That included the cost of 
setting up new plant machinery, 
equipment and processes. 

In the manufacture of bonded 
linings, Kelley said, Chevrolet re- 
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quires 100 percent shear testing, 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.58 
pestpaid to our subscribers. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By George Deery 
Associate Editor 

The number of radio - equipped 
iutos has soared 27,500,000 from 
7,500,000 in the past seven years, 
Kevin B, Sweeney, vice-president 
of Broadcast Advertising Bureau, 
told the Illinois Broadcasters Assn. 
at a meeting in Peoria. Of all 
postwar cars, 92.4 percent are 
equipped with radio, he said. 

Radio listening in automobiles is 
very much higher during most 
hours than the highest home listen- 
ing figures. Throughout the day an 
average of more than one-third of 
the sets are in use at all times. 
Listening was checked between 
7 a.m. and 8 p.m., he added. 

The larger the city, the higher 
the percentage of radio-equipped 
automobiles — with approximately 
eight out of 10 cars radio-equipped 
in very large cities. The Northeast 
quarter of the U. S. has the highest 
percentage of automobile radio 
ownership—75.1 percent. 

Listening is uniform throughout 
the nation with the Western 
quarter of the U. S. having a 
slightly higher average listening 
level. About 25 percent of all radios 
are now in automobiles. 

= * * 


Heads Dodge Publicity 
Appointment of William D. Ayres 
as public relations director of 
Grant Advertising in Detroit has 
been announced 
by Will C. Grant, 
president. Ayres, 
a former news- 
paperman, spent 
the last five years 
in the public rela- 
tions division of 
Studebaker. In 
Detroit he will be 
responsible for 
publicity matters 
concerning the 
- D. Ayres Dodge passenger 
car account. Before entering public 
relations work, Ayres was city edi- 
tor of the Binghamton (N. Y.) Sun. 
He left there in 1943 to join the 
general news desk of the South 
Bend Tribune and to handle a news 
broadcast for radio station WSBT. 
Ayres is a 1934 graduate of the 
University of Notre Dame. 
Associated with him will be 
Franklin H. Johnson, a navy vet- 
eran who attended the Universities 
of Michigan and Miami, Fla. For 
the past year he has been assigned 
to the Grant office in Miami as 
copy writer. 
= 


* 
More for Dinah 
An NBC network of 43 tele- 
vision stations is carrying the 
Dinah Shore Show “live.” In ad- 
dition, kinescope versions are 
slated on five stations, giving the 
singing star a substantial in- 
crease over the lineup of 26 “live” 
and 10 “delayed” stations over 
which she made her bow last fall. 
Again, the 15-minute show is 
programmed at 7:30 p.m. (EDST) 
Tuesdays and Thursdays. 
7 + * 
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Coates Joins Forbes 
William E. Coates sr., publisher’s 
representative at Lakewood, O., has 
been appointed manager of the 
Cleveland office of Forbes maga- 
zine. Coates will cover the Ohio 
territory and western Pennsyl- 
vania, according to Bruce Forbes, 
vice-president. 
* 
Maremont’s Agency 
Charles A. Klaus, sales director 
of Maremont Automotive Prod- 
ucts, Chicago, has announced ap- 
pointment of Waldie & Briggs as 
its ad agency. Distributors and 
dealers are now receiving the 
1952 fall and winter promotion 
plans. 


New Dodge Editor 

Robert L. Mobley, formerly of 
Marion, O., has rejoined the Detroit 
copy staff of Ross Roy, Inc., ac- 
cording to John W. Hutton, vice- 
President. Mobley will edit two 





magazines produced by the agency 
for Dodge. 

He formerly was associated with 
the Howard Swink agency in 
Marion, and Keeling and Co., In- 
dianapolis. 

* * * 


Will Plug ASI Show 
Appointment of Harshe-Rotman, 
Chicago and New York, to handle 
public relations and publicity for 
Automotive Serv- 
ice Industries 
show in Atlantic 
City, Dec. 10-13, 
has been an- 
nounced. Don H. 
Teetor, vice-presi- 
dent of Perfect 
Circle Corp., Hag- 
erstown, Ind., is 
general chairman 
of the show’s op- 
erating commit- 
tee. He said that 





Don H. Teetor 
more than 18,000 manufacturers 
and wholesale distributors of auto- 


motive replacement parts will at- 
tend what is expected to be one of 
the nation’s largest trade shows. 
Three national groups in the au- 
| tomotive field cooperatively sponsor 
|the ASI show. They are the Na- 
tional Standard Parts Assn., the 
Motor and Equipment Wholesalers 
Assn. and the Motor and Equip- 
ment Manufacturers Assn. 
oa * * 


Rootes Names PR Counsel 


Rootes Motors, manufacturer 
of Hillman Minx, Sunbeam-Tal- 
bot and Humber autos, has an- 
nounced appointment of Robert 
S. Taplinger & Associates as 
public relations representative 
for the U. S. and Canada. 

The Taplinger organization, 
with headquarters in New York 
and branches in Chicago, Los 
Angeles, Washington and Lon- 
don, will establish an office in 
Toronto to service the account. 

* * * 


New Ad Manager 


V. P. Bresan, general sales man- 
ager of Radiator Specialty Co., 
Charlotte, N. C., has announced 
appointment of George Einhart as 
ad manager. Einhart has been art 
director of the Charlotte Observer 











Truck Sign Heralds Civic Events— 


This sign is on the 35-foot stainless steel Fruehauf trailer owned by the Pacific 
Fleet System, of los Angeles, and operated by Nevada Beverage Co., liquor 


distributor, 


It operates two of these 35-foot units which are maximum length for 


California. The hauls run from San Francisco to Los Angeles and then to Las Vegas, a 
total of 750 miles one way. The sign illustrated here calls attention to the highlights 
of Las Vegas, while the square panel at the rear is constantly being changed to put 


in a “plug” 


for current tourist attractions. As noted, the one shown is an Elks’ meeting. 





for the past eight years. Radiator 
Specialty makes Solder Seal prod- 
ucts. 


TV City 
Columbia Broadcasting System 
last week staged a Detroit preview 
of a model of its new “television 
city” in Hollywood, Calif., prior to 
its being exhibited at the J. L. Hud- 
son Co. department store, Detroit. 


* * x 








The new plant, designed ex- 


pressly for TV, cost $7,500,000 and 
the equipment will total $4,500,- 
000. It will be opened Oct. 1. The 
four studios in this initial unit 
will be able to produce half of 
the entertainment of the 18 stu- 
dios in New York, according to 
CBS. 

A feature of the model is 200 lead 
figurines, an inch and a half tall, 
and 1,000 separately carved pieces 
of minature equipment, furniture 
and exterior decors. 










Somethin 





Austher 


You'll find 


wher 





...in fact, Registered Rest Rooms 


has 


been one of the most powerful 


and productive ideas in the oil busi- 
ness! We pioneered in creating this 
nation-wide convenience. Today, 
millions of motorists stop where 
they see the famous Registered Rest 
Room sign. 

Above is the current magazine ad- 
vertisement (full page — full color) 





Wo wonder Texaco Dealers 
are such busy dealers! 


sate | 
g we ladies appreciate: 


TEXACO DEALER soe’ 


appreciated by. =e 


in al 
ever you drive 


and one of the 
dealer, sales builders / 


— fs. 
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\ 48 States. 
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‘ 
DB ine Texas COMPANY 






grease 


which, with the billboards, is now 
being seen by motorists throughout 


the United States and Canada. 


Here is another indication of the 


foresight and planning of a 
company, whose dealers 
know that year in and year 
out they can count on the 
finest of advertising and 
sales promotion support. 
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New Passenger Car Registrations, 


All States 


for June, 1952-1951 
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for June, 1952-1951 
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The following vered prices (Ultramatic standard on 400, optional at 
Seetesion, a0. wtabliched 7 a Ofice of C C *i: YA C SI PLYMOUTH—Gonsord — 2 
as es y ice oO! -dr. sed., $1,- 
Price Stabilization. These prices include e Tt e | p e Oo New 757.23; bus. cpe., $1,615.52; Suburban 
Soderal ensige tance and Seer =A ry handling urr n I in ric Ss n ars 164.68; —— oa ae eee -99. —. 
charges, r very-and-handling ge — 4- sed., 1 61; cl. cpe., 
charges. They do NOT include transpor- | Newport, $3,084.24; conv., $3,206.60. Sara- |2-dr. sed., $1,629; bus. cpe., $1,525.50; | 4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; | $1,788.55. Cranbrook—4-dr. sed., $1,915.80; 
tation charges, me and local taxes or -dr. sed., $3,217.40; cl. cpe., $3,-| stat. wag., $2,004. Mainline 8—4-dr. sed.,| bus. cpe., $2,212.82; 2-dr. Traveler, $2,-|Cl. cpe., $1,884.99; Belvedere, $2,216.39; 
optional FS amy 189.62; Se & Country wag., $3,922.37; | $1,753.50; 2-dr. sed., $1, ee bus. cpe., $1,- | 505.40; 4-dr. Traveler, $2,557.89. Manhat- | conv., $2,328.37. 
*~ALLSTA TE— Tos Quir. sed., $1,395. | 8-pass. sed., $4,167.15. New Yorker—4-dr. | 601; stat. wag., $2,079. Customline 6—|tan—4-dr. sed., $2,568.38; 2-dr. sed., $2,- PONTIA 6—4-dr. sed., $2,- 
in sed., $1,657. (Sold only by Sears | sed., $3, 530, 18; Newport, $3,965.99; conv., | 4-dr. sed., $1,769; 2-dr. sed., $1.720.50; cl. |515.91; cl. epe., $2,536.89; 2-dr. Traveler, | 000.95; 2-dr. sed. $1, 943.06; stat. wag 
res. ) $4,088.59. Imperial—4-dr. sed., $3,837.26: |cpe., $1,730.50. Customline 8—-4-dr. sed., | $2,620.84; 4-ar. Traveler, $2,673.31. (Hy- | $2,597.24. Chieftain 8—4-dr. sed., $2. - 
USTIN—Bemercet—<-dr. sed., $1,795; | Newport, $4,219.22. Crown Imperial — | $1, 844.50; 2-dr. sed., $1, 785; ci. epe., $1,- | dra-Matic optional at $178.55 on all mod- | 075.40; 2-dr. sed., 2 017.63; stat. wag., 
stat. wag., $1,895; conv., $1,945; A-40|8-pass. sed., $6,870.54; lim., $6,992.53. | 805.50; stat. wag., $2,248.59. Crestline 8— | els.) $2,670.64. Chieftain Deluxe—4-dr. sed., 
conv., 295; A-90 sports sed., $3,395. | (Fluid-Matic optional at $131.81 on Wind- | Victoria, $2,104; conv., $2, 213.50; stat. LINCOLN — Cosmopolitan — 4-dr. sed., | $2,104.11; 2-dr. sed., $2,046. _ conv., $2,- 
(Delivered at U. S. ports.) sor, standard on Windsor Deluxe and other | wag., $2,384. (Ford-O-Matic optional at | $3,489; cl. epe., $3,592.50. Capri — 4-dr. = 54; stat. wag., "$2, 680.99. Chieftain 8 
BUICK — 4-dr. sed., $2,192.92; | series. -Torque standard on Crown | $184 on all models.) sed., $3,631.50; spt. cpe., $3,834.50; conv., | Deluxe—4-dr. sed., $2,178. 38; 2-dr. sed., 
2-dr, sed., $2,133.91; cl. cpe., $2,099.50; | Imperial, optional at $166.51 on other FORD OF BRITAIN—Prefect 4-dr. sed., | $3:991. (Hydra-Matic standard on all | $2,121.78; conv., $2,500.48; stat. wag., $2,- 
bus. cpe., $2,040.48. ‘Special Deluxe—4-dr. | eights, at $124.70 on Windsor Deluxe and sed., $1,183; Consul | Models.) 753.52. Catalina — Deluxe 6, $2,288.60; 


sed., $2,239.14; 2-dr. sed., $2,181.13; Rivi- 
$2,278.95; conv., ~~, oe 22. Super— 
4-dr. sed., $2,545.16; Riviera, $2,460.16; 
conv., $2,848.38; stat. wag., $3,272.47. 
Roadmaster—4-dr. sed., $3,177.88; Riviera, 
$3,282.83; =. $3,428.29; stat. 

$3,948.70. (Dynaflow standard on Road- 
master, wm at $192.50 on Special and 


Super. GM power steering optional at 
$198.90 on Super and Roadmaster. ) 
CADILLA sed., $3,- 


636.48; cl. cpe., $3,542.32; Coupe de Ville, 
) 


a 08; conv., $4,110. .01. 60 Spe- 
— 4-dr. sed., $4,269.94. Series 75 — 
3 a sed., $5,360.51; lim., $5,572.01. 


(Hydra-Matic standard on Series 62 and 
Series 60 Special, optional at $198.36 on 
Series 75. GM power steering optional at 
$198.43 on all models.) 

CHE — Styleline Special — 4-dr. 
sed., $1,659.05; 2-dr. sed., $1,602.61; cl. 
cpe., $1,609.22; bus. cpe., $1, 519.14; Style- 
line Deluxe — 4- sed., $1, 749.19; 2-dr. 
sed., $1,695.69; cl. ‘cpe., $1,714.51; Bel- Air, 
$1, 992.37; conv., $2, 113. 47; stat. wag., $2,- 

Fleetline 





281.41. Deluxe—2- dr. sed., $1,- 
695.69. (Powerglide optional at $178. 35 on 
Deluxe models.) 

CHRYSLER Wing sor — 4-dr. sed., $2,- 
499.91; cl. cpe., $2,476.79; Town & Country 
wag., $3,197.84; 8-pass. sed., $3,337.66. 
Windsor Deluxe —4-dr. sed., $2,726.54; 


at $256.51 with Fluid-Matic on Windsor. 
Power steering standard on Crown Imper- 
ial, optional at $198.90 on other special- 
transmission models. ) 
OROSLEY—Stat. wag., $1,001.64; 
coupe, $943.38; Hotshot, $952.07. Super— 
2-dr. sed., $1,032.82; stat. wag., $1,076.77; 
conv., $1,035.38; Sports roadster, $1,028.72. 
DeSOTO—Deluxe—4 


bus. 


-dr. sed., $2,336.24; 
el. cpe., $2,323.22; Carry- -All sed., $2,- 
573.90; 8-pass. sed., $3,140.31. Custom— 
4-dr. sed., $2,555.15; cl. cpe., $2,534.10; 
Sportsman, $2,890.50; conv., $2,995.71; 
8-pass. $3,359.38; ty wag., me 
187.80: Suburban, $3,728. Fire 


Eight—4- dr. sed., $2,741. ose “el. cpe., —_ 
719.75; Sportsman, gg conv., $3,181.50; 
stat. wag., $3,374.25; 8-pass. sed., $3,- 
543.25. (Tip-Toe Shift standard on Cus- 
tom, optional at $131.97 on Deluxe and 
Fire Dome Eight. Tip-Toe Shift with 
Fluid-Torque optional at $256.67 on Fire 
Dome Eight. er steering optional at 
$198.90 on all special-transmission models.) 

DODGE — Wayfarer — 2-dr. sed., $2,- 
037.50; bus. cpe., $1,890.36. rook 
—4-dr. sed., $2,166.32. Coronet—4-dr. sed., 
cpe., $2,242.42; Diplomat, 
conv., $2,696. 88; Sierra, $2,- 
905.74. (Gyro-Matic optional at $102.61 on 





all models. ) 
FORD—Mainiine 6—4-dr. sed., $1,677.50; 


$1,344; Anglia 2-dr. 
4-dr. sed., $1,693; Zephyr six 4-dr. 
$1,890. (Delivered at U. 8S. ports.) 


HENRY J—Vagabond Four — 2-dr. sed., 
$1,407.24. V Deluxe Six — 2-dr. 
sed., $1,552.38. Corsair Four — 2-dr. sed., 
$1,507.25. Corsair Deluxe Six — 2-dr. sed., 
$1,662.38. 

HUDSON—Pacemaker — 4-dr. sed., $2,- 
296.54; 2-dr. sed., $2,250.13; cl. cpe., $2,- 
296.54; bus. cpe., $2,102.77. Wasp — 4-dr. 
sed., $2,448.33; 2-dr. sed., $2,396.15; cl. 
epe., $2,448.33; Hollywood, $2,789.68; 


conv., $3,025.78 ore - 4-dr. 
cpe., $2,627. m; - Holly- 
Hornet 


sed., 


sed., $2,654.60; cl. 
wood, $2,976.59; conv., $3,223.6. 
—4-dr. sed., $2, 749. 18; cl. cpe., 32, 722.51; 
Hollywood, $3,071. 19+ conv. 
Commodore Eight — 4-dr. sed., 
el. ecpe., $2,722.51; Hollywood, $3,071.19; 
conv., $3,318.24. (Hydra-Matic optional at 
$175. 71 on all models.) 

JAGUAR—XK-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at U. S. ports.) 

— 4-dr. sed., 


KAISER—Virginian Special 


$2,212.26; 2-dr. sed., $2,159.79; bus. cpe., 
$1,991.89; 2-dr. Traveler, $2,264.72; Ba 
irginian 


Traveler, $2,317.21. xe — 

4-dr. sed., 327.70; 2-dr. sed., $2, 275. 23; 
cl. cpe., . 2-dr. Traveler, §$2,- 
380.17; 4-dr. Traveler, $2,432.63. Deluxe— 





MERCURY—4-dr. sed., $2,231.50; 2-dr. 
sed., $2,174; cl. cpe., $2,296; 6-pass. stat. 
wag., $2,754; 8-pass. stat. wag., $2,802.50. 
Monterey—4-dr. sed., $2,312; hardtop, $2,- 
430; conv., $2,585.50. (Mere-O-Matic op- 
tional at $189.81 on all models.) 

NASH—Rambler Super—Suburban, $1,- 
990.35. Rambler Custom — Country Club 
sed., $2,080; conv., stat. wag., $2,104.30. 
8S Super — 4-dr. sed., $2,159.85; 
2-dr. sed., $2,125.40. Statesman Custom— 
4-dr. sed., $2,311.90; 2-dr. sed., $2,289.90. 

Ambassador Super — 4-dr. sed., $2,534.40; 
2-dr. sed., $2, ory Ambassador Custom 
—4-dr. sed., 692.20; 2-dr. sed., $2,- 
670.95. (mvareshintic optional at $178.85 
on Statesman and Ambassador.) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,311.25; 2-dr. sed., $2,246.23. Super 88 
sed., $2,444.94; 2-dr. sed., $2,- 

. cpe., $2, 328, 96; Holiday, $2,- 
655. 16; conv., $2,833. 12. Classic 98—4-dr. 
sed., $2, 766. 81; Holiday, $3,001.11; conv., 
$3,206.77. (Hydra-Matic optional at $178.35 
on all models. GM power steering optional 
at $198.90 on all models.) 

PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4-dr. 
$2,675; 2- ‘ar, sed., $2,622. 250—Mayfair, 





$3,293; conv., $3, 450. 300—4-dr. sed., 
094. Patrician 400 —4-dr. sed., $3,767 


Super Deluxe 6, $2,354.27; Deluxe 8, $2,- 

363.77; Super Deluxe 8, $2,429.32. (Hydra- 

Matic optional at $178.35 on all models.) 
ES—Hiliman Minx 


533; conv., $1,840; stat. wag., $1,938. 
Hill Deluxe—4-dr. sed » $1,645; 
conv., $1,890. Humber — Hawk sed., $2,- 


295; ‘Super Snipe sed., $3,369; Pullman & 
Imp. lim., $5,110. Sunbeam-Talbot—sed., 
$2,685; conv., $2,911. Rover 75—sed., $2,- 
697. (Delivered at U. S. ports.) 

STU DEBAKE! 


sed., 
cpe., 
sed., $1,849.30; 2-dr. 
epe., $1,843.64. 
sed., $1,933.48; 2-dr. 
cpe., $1,927.82; Starliner, $2, 220.35; conv., 
$2, 257. 50. Commander Regal — 4-dr. sed., 
$2,107.01; 2-dr. 5 cpe., 
$2,101.10. , 
$2,193.05; 2-dr. sed., $2,158.08; cl. 
$2,187.14; Starliner, $2,487.52; conv., $2,- 
531.01. State “Land Cruiser — 4-dr. sed., 
$2,349.33. (Automatic optional at $231. 24 
on Champions and $243.08 on Commanders 
and Land Cruiser.) 

YS-OVERLAN D—Aero—Lark 2-dr. 
sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
Ace 2-dr. sed., $2,073.97. Four—stat. wag., 
$1,848.50 (four-wheel drive, $2,260.17). Six 
—stat. wag., $1,934.40 (Deluxe, $1,963.24). 
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Trunks Carry Tanks for LP Fuel— 


ggage compartments of most cars contain 


the fuel supply for LP gas carburetion systems. Here are two typical installations 
made by American Liquid Gas Corp., Los Angeles. 





Trade Shows Involving 
Automotive Products 


AMERICAN BOTTLERS OF CARBONATED 
BEVERAGES, 1128 16th St., N.W., Wash- 
ington 6, D. C. SHOW: Atlantic City, N. J, 
Nov. 17-20 (trucks). 


AMERICAN INSTITUTE OF LAUNDERING, 
Joliet, Ill. SHOW: Atlantic City, N. J., 
Auditorium, Oct. 2-5 (trucks). 


AMERICAN PUBLIC WORKS ASSN., 1313 
E. 60th St., Chicago, Ill. SHOW: Los An- 
geles, Aug. 24-27 (trucks). 


AMERICAN TRUCKING ASSNS., 1424 
16th St., N.W., Washington, D. C. SHOW: 
New York, Waldorf-Astoria, Oct. 6-10 
(truck accessories and tires). Roadeo, 
Oct. 6, 7 and 8. 


AUTOMOTIVE SERVICE INDUSTRIES 
SHOW, Merchandise Mart Building, Chi- 
cago. SHOW: Atlantic City, N. J., Audi- 
torium, Dec. 10-13 (aftermarket). 


NATIONAL AUTOMATIC MERCHANDIS- 
ING ASSN., 7 S. Dearborn St., Chicago. 
SHOW: Chicago, Palmer House, Sept. 
14-17 (trucks). 


NATIONAL AUTOMOBILE DEALERS 
ASSN., 1026 17th St., N.W., Washington, 
D. C. SHOW: San Francisco, Auditorium, 
Feb. 14-18 (service dept. equipment). 


NATIONAL EDUCATION ASSN., 1201 
16th St., N.W., Washington 6, D. C. 
SHOW: Detroit, Statler Hotel, June 29- 
July 4 (school buses). 


NATIONAL INSTITUTE CLEANING & 
DYEING, Silver Spring, Md. SHOW: Cleve- 
land, Feb. 13-15, 1953 (trucks). 


NATIONAL INSTITUTE GOVERNMENTAL 
PURCHASERS, 730 Jackson Place, N.W., 
Washington 6, D. C. SHOW: Chicago, 
Edgewater Beach Hotel, Oct. 15-22 
(trucks). 





Aurel Takes Helm 
Of 1953 Pacific 
Auto Show in S.F. 


SAN FRAN.CISCO.—Fred E 
Aurel, of San Francisco, will serve 
as president of the 1953 Pacific 
Automotive Show to be held at the 
Civic auditorium here Feb. 26- 
March 1. 

Other officers are Frank B. 
Smith, of Portland, Ore., first vice- 
president; Howard B. Weaver, of 
Los Angeles, second vice-president; 
P. T. Johnston, of Los Angeles, 
secretary, and Ira Lambert, of Los 
Angeles, treasurer. 

The following are directors: 

C. M. Burnett, of Visalia, Calif.; 
Lou Cresta, of San Francisco; 
Thomas R. Curtan, of Denver; W. 
Gerald Driscoll, of Los Angeles; 
J. W. Foster, of Denver; Oscar 
Freitag, of Reno, Nev.; J. Leonard 
Gibson, of Inglewood, Calif.; E. H. 
Harre, of Portland, Ore.; E. T, Har- 
wood, of Los Angeles. 

Erle Henderson, of Sacramento, 
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REMOVE 
HANOLE 
INSTALL SAFETY 


©OOOR LOCK 





190% EFFECTIVE—Cannot Fail 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury. 

Quickly Installed or Removed. Re- 


places Inside Door Handle Rear 
Doors are Always Locked From In- 
side, but can be opened from out- 
side as usual. No Mechanical 
Changes To Make. Handle can be 
replaced if desired. No Delicate 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 
IMMEDIATE DELIVERY 
If your jobber cannot furnish order 
direct. Write today for free catalog 
of over 200 HOUSER service items. 

















Calif.; Kirby K. Kennedy, of Santa 
Fe, N. M.; Mike Klinger, of Los 
Angeles; Hy R. Koslowsky, of Los 
Angeles; George A. Kreplin, of 
Oakland, Calif.; F. E. Mackenzie, 
of Pocatello, Id.; W. A. Mayne, of 
San Diego, Calif.; J. P. McCoy, of 
Phoenix, Ariz.; Joe W. Muser, of 
San Francisco. 

Walter Olson, of Havre, Mont.; 
E. E. Pike, of Salt Lake City; A. V. 
Rodman, of Los Angeles; Andrew 
D. Shaw, of Los Angeles; Harold 
Sibley, of Seattle; Charles Silvey, 
of Culver City, Calif.; S. B. Sturte- 
vant, of Van Nuys, Calif.; A. J. 
Thompson, of Seattle, and J. K. 
Wilkinson, of Pomona, Calif. 





Safety vs. Speed 
Chains, Shovels, Sand 


Urged on Cars 

ALBANY, N. Y.—New cars 
should be sold with chains, shovels 
and built-in sand boxes as standard 
equipment, Saratoga county’s high- 
way superintendent, F. Ray Wil- 
liams believes, 

He said so as he assailed auto 
manufacturers as being more in- 
terested in making cars that go 
fast rather than in thinking up 
ideas to make them safer. 





Rubber Assn. Issues Chart 


On Correct Tire Pressures 


NEW YORK.—Correct tire pres- 
sure plays an important part in 
promoting satisfactory service from 
farm tractors and implements, 
points out the Rubber Manufac- 
turers Assn. 

“It is evident that many tires are 
being damaged through incorrect 
methods of unloading machines 
from freight cars or trucks,” the 
association said. “Over or under 
inflation of tires on vehicles in 
dealers’ display windows or ware- 
houses also injures the rubber.” 

To help dealers take care of 
tires, the association has mailed 
some 21,000 farm tractor implement 
dealers a combination letter-display 
poster carrying the correct pres- 
sure listing for all sizes of front 
and rear wheels of agricultural 
tractor tires, 





LP Plugged 


as Car Fuel 


Coast Firm Reports Conversion to Gas Operation 
Is Spreading; Tells of Savings 


LOS ANGELES. — Motorists are 
displaying increased interest in liq- 
uefied petroleum gas as a passen- 
ger-car fuel, according to Robert E. 
Barnes, manager of the Carbure- 
tion division of American Liquid 
Gas Corp. here. 

Barnes said enthusiasm for the 
product had been built up by ar- 
ticles appearing in business and 
technical publications. His own 
firm, he said, is stimulating the 


DTA Chief Hails 


Shipper Teamwork 
In Coast Quakes 


WASHINGTON.—Defense Trans- 
port Administrator James K. Knud- 
son has praised motor carriers and 
railroads throughout the Pacific 
Coast area for their “outstanding 
display of neighborliness and patri- 
otic cooperation in immediately 
banding together to surmount the 
transportation problems created by 
the disastrous earthquakes of 
July 21.” 

Knudson’s commendation of the 
carriers of the stricken area and 
to adjacent carriers, who are sup- 
plying the use of equipment, per- 
sonnel and routes to keep vital de- 
fense and civil traffic flowing 
during the clean-up period follow- 
ing the disaster, was contained in 
letter to W. T. Farley, president of 
the Assn. of American Railroads; 
Walter F. Mullady, president of the 
American Trucking Assns.; Arthur 
M. Hill, president of the National 
Assn. of Motor Bus Operators, and 
J. M. Hood, president of the Amer- 
ican Short Line Railroad Assn. 
Knudson requested these officials 
to transmit his “well done” to the 
carriers involved. 








interest of car owners by citing 
examples of the use of butane- 
propane fuel in the truck field. 

Barnes said more and more cars 
were being converted to LP gas 
carburetion, with resultant savings 
in fuel, oil and engine maintenance 
costs. 

As a typical example of a car 
owner who had switched to LP gas 
carburetion, Barnes pointed to the 
case of Elmer G. Brown, of North 
Hollywood, Calif. 

Brown bought a Packard 200 in 
May, 1951, and installed an Algas 
carburetion system. It consisted of 
a conventional adapter-mixer, a 670 
filter, two solenoid valves and a 23- 
gallon Santa Fe fuel tank. Brown 
said he made the installation him- 
self at a cost of about $300. 

Operating on an eight-to-one 
engine ratio, Brown said that he 
had driven 24,000 miles with no 
apparent wear to his spark plugs 
and that he never had the points 
adjusted. 

Brown said that he checked his 


oil at the end of 6,900 miles and 
found it clean. He said he had 
“never touched the motor for any 
kind of repairs whatever” after in- 
stalling the carburetion equipment. 

When using gasoline, Brown re- 
ported, he averaged 18 miles per 
gallon, compared with 15 miles per 
gallon of LP gas, which is cheaper. 


K-F Plant Employs 
Record 17,655 


WILLOW RUN. — Kaiser-Frazer 
announced last week that employ- 
ment at its Willow Run plant had 
reached an alltime peak of 17,655, 
including a gain of 2,130 workers 
in July. 

The K-F personnel office said 
hiring was continuing daily, with 
a goal of 20,000 to 22,000 workers 
by the end of the year. Employ- 
ment for manufacture of Kaiser 
and Henry J automobiles remained 
constant throughout the steel crisis, 
the company said, with the job 
gains reflecting increased aircraft 
activity. 

Willow Run output currently in- 
cludes Fairchild C-119 cargo-per- 
sonnel planes. Manufacturing of 
detail parts and tooling for assem- 
bly of Chase C-123 assault transport 
planes is now in progress. 
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Every automotive 
accessory that bears 

the Cello name is the 
result of over 40 years of 
ngineering experience. 


Every Cello Product is the 


of its kind because Cello 


uses better materials, more careful 





GRILLE GUARD 
WITH WINGRAILS 


Over 1,000,000 
Pairs Sold 
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/Cello Products Co 


tion to assure your customers of 
lasting satisfaction. A satisfied cus- 
tomer means more profits for you. 

When you sell Cello Guards you provide 
the best protection money can buy. Custom 
styled guards are available for all 1952 cars 
as well as models back to 1946. 

Join the thousands of successful merchan- 
disers who are now featuring the complete 
Cello line, and get your share of those extra 
profits. 

For full information send for our Free 
price lists and catalog pages. 


GRILLE GUARDS 


Quality Automotive Products 
for Forty Years 


«161 Prescott Street, East Boston 28, Mass. 
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Jobber Profits Off 


MEW A Finds Earnings Down for 1951, 


Despite Greater Sales Volume 


CHICAGO. —-The average auto- 
motive parts jobber did a bigger 
volume of business last year but 
wound up 1951 with lower profits 
than in 1950, even before figuring 
his taxes, according to the Motor & 
Equipment Wholesalers Assn. 

J. Howard Reed, MEWA man- 
agement and legislative counsel, 





Vacating Detroit... 


L-M Rolls Off 
First Bodies at 
New Mich. Plant 


WAYNE, Mich.—The first body- 
in-white units started coming off 
the line last Monday at Lincoln- 
Mercury’s new assembly plant here, 
into which the division is moving 
from its Detroit plant. 

The move, which got under way 
last week, involves the transfer of 
thousands of machines, fixtures, 
tools, gauges and production parts. 
It will be completed with no loss 
of production, according to R. P. 
Powers, general manufacturing 
manager of the division. 

Powers said the movement and 
related expense would cost more 
than $1,000,000 and will take until 
mid-October to complete. Then 
the manufacturing portions of 
the Detroit plant will be aban- 
doned. 

Bodies turned out at the Wayne 
plant will be shipped back to De- 
troit so that the present plant can 
continue uninterrupted operations. 

Other departments and manufac- 
turing activities to be transferred 
include the paint laboratory, quali- 
ty control laboratory, maintenance 
tool room, plant hospital with its 
X-ray equipment, sheet metal lay- 
out inspection department and the 
plant’s office furniture and equip- 
ment, 

Personnel for the Wavne plant is 
being recruited from the existing 
force at the Detroit plant on W. 
Warren Ave. and from new em- 
ploves hired in the Wayne area. 

When in full operation, the 
plant will be one of the largest 
and most modern auto assembly 
plants in the world, and will be 
devoted to the production of both 
Lincoln and Mercury cars, the 
company said. A portion of the 
main manufacturing building has 
been set aside for producing jet 
aircraft engine parts for the 
Navy. 

ciat plans call for the con- 

tinuance of divisional offices at the 
Detroit plant at W. Warren and 
Livernois for an indefinite veriod. 
The Lincoln vlant was built in 1918 
by Henry W. Leland, then nresi- 
dent of Lincoln Motor Car Co. It 
has produced nearly 500,000 cars. 


Toledo Auto-Lite 


Resumes Work 


TOLEDO.—The Electric Auto- 
Lite plant here announced last 
week that full production schedules 
would be resumed today (Aug. 18). 
It called back 125 maintenance em- 
ployes to prepare the shop for re- 
opening. 

"The A was shut down on July 
10 for annual vacations, which were 
moved up because of the steel 
strike. Following those two weeks, 
workers were told not to return 
until further notice because of a 
dropoff in orders 











Steel Plants Just Short 


Of Capacity Operations 

NEW YORK.—With the steel 
industry restoring more facilities 
to full operation after the 55- 
day strike, output rose close to 
the 2,000,000-ton mark last week. 

Operations at steel plants 
were scheduled at an estimated 
95.4 percent of rated capacity, 
up from 89.8 percent the preced- 
ing week, according to the 
American Iron and Steel Insti- 
tute. 

Production of ingots and steel 
for castings was expected to 
reach 1,981,000 net tons, com- 
pared with 1,866,000 the prior 
week. 





issued that report simultaneous 

with announcing release of the 

1952 edition of MEWA’s booklet 

“Cost of Doing Business in the 

Automotive Wholesaling Indus- 

try.” 

Reed said jobbers’ profits slumped 
in 1951 because “gross margins de- 
clined and operating expenses in- 
creased.” 

He added that even after doing 
about 15 percent more business, the 
average jobber’s inventory at the 
end of 1951 was approximately 10 
percent higher than at the end of 
1950. 

He noted that the 15 percent in- 
crease in business was achieved 
despite the fact that the average 
jobber cut his work force about 10 
percent below 1950 levels. 

MEWA’s booklet covers a study 
of operating ratios and cost of 
doing business in the automotive 
wholesaling industry. It estab- 
lishes a standard of performance 
which individual jobbers can com- 
pare with their own experiences. 

The booklet also describes trends 
which are apt to reveal changes in 
profit margins and operating ex- 
penses as they might be reflected 
from the impact of economic 
changes. 

All personnel expenses are bro- 
ken down into five classifications, 
and all other operating expenses 
_ broken down into 22 classifica- 
tions. 





Hudson Hornet 


Wins AAA Test 


WILLIAMS GROVE, Pa— 
(UTPS) — Jack McGrath drove a 
1952 Hudson Hornet to victory in 
the 100-lap AAA national champion- 
ship race for late stock model cars 
here last week in just under 59 
minutes. 

It was the second straight. vic- 
tory for McGrath, who won a 100- 
mile race the previous week at 
Richmond, Va., becoming the first 
driver to stop Marshall Teague, of 
Daytona Beach, Fla., who had 
scored five straight triumphs in 
AAA competition. 

Teague was forced out on the 
30th lap, while in second place, 
with a broken wheel bearing on 
his 1952 Hudson Hornet. The 100- 
lap grind took its toll of cars, with 
only 15 out of 24 running at the 
finish, 


On the House 


105 Top Salesmen 


Feted by Dodge 

DETROIT. — One-hundred and 
five charter members of the Dodge 
400 club arrived in Detroit yester- 
day (Aug. 17) for a three-day round 
of events arranged by Dodge divi- 
sion in recognition of their out- 
standing sales records. 

The program will reach a climax 
tomorrow evening in the grand 
ballroom of the Hotel Statler where 
E. C. Dock, general sales manager 
of Dodge, will address the visitors 
and present each of the club mem- 
bers with pins and certificates at- 
testing to their ability as Dodge 
car and truck salesmen. On the 
speaking program with Dock will 
be L. F. Desmond, director of ad- 
vertising and merchandising. 

Special buses will carry the group 
on a Detroit sight-seeing tour that 
will take in the downtown area, 
Chrysler engineering, Birmingham, 
Bloomfield Hills and Cranbrook 
school. In the afternoon the guests 
will have a choice of visiting the 
Dodge car or truck plants or they 
may inspect the Plymouth plant. 

The Dodge 400 Club, only a few 
months old, is to be a permanent 
organization according to Dock, 
with membership each year deter- 
mined by the best individual sales 
records. 


Named Morris Distributor 

Percy Carriere Automobiles has 
been appointed distributor for 
Morris cars and trucks in Ottawa, 





Hull and District, in Ontario. 





Prest-O-Lite's Kickoff— 


Pigskin Parade, of the Prest-O-Lite bat- 
tery, gets its launching by Pat Conklin as 
huge life-size standees of stars of the 
National Professional Football League are 
moved into stadiums across the nation. 
Standees, both large and small, of stars 
of the pro gridiron will dot the nation 
during the football season in a promotion 
sponsored by the battery company. 


Delco Radio Gets 
Federal Order 
Of $7.6 Million 


DETROIT. — With plenty of de- 
fense orders on the books to keep 
them busy for awhile, auto firms 
in the past week shared two more 
war contracts of the handful 
awarded by the U. S. 

Of the total awards, the biggest 
went to Delco Radio division of 
General Motors, Kokomo, Ind. The 
order calls for Air Force radio sets 
valued at $7,634,173. 

ACF-Brill Motors Co., Philadel- 
phia, received a $700,000 contract 
from the Army Corps of Engineers 
for the manufacture of trailers, ac- 
cording to C. W. Perelle, president. 

The trailer, known as Type III, 
is to be used for transporting pow- 
er equipment. It is a single-axle, 
dual wheel unit with four 9.00-20 
balloon tires and has a maximum 
rated payload of 6,500 pounds. 

ACF-Brill currently has a back- 
log of orders amounting to over 
$21,000,000, the company said. 

* 


* * 





Army Holds Up Acceptance 


Of Cadillac’s T-41 Tank 
CLEVELAND.—AIl of the Cadil- 
lac-produced T-41 Walker Bulldog 
light tanks have failed to meet 
Army requirements, it was disclosed 
last week by Lt.-Col. B. A. Sahol- 





| The tank is designed for recon- 





sky, deputy chief of the Cleveland 
Ordnance district. 

Although the tank was accepted 
by Ordnance, the Army Field 
Forces refused it because of a de- 
sire to get an improved gun-fir- 
ing mechanism, Saholsky said. He 
added that plant engineers are 
now redesigning the mechanism. 


naisance. 

“The difficulty is not a matter of 
a fault in the mechanism,” said 
Saholsky. “It’s a question of im- 
proving the product. Instead of just 
wanting to aim and hit a man, they 
want to hit him in the eye.” 





Saholsky said that “the changes 
are so slight that they will be made | 
at the Army’s depots where the ve- | 
hicles are stored.” | 


To Train Shop Instuctors 


DETROIT. — Increasing recogni- 
tion of the importance of automo- 
tive technology in high school and 
junior college curriculums is being 
evidenced this summer by the 
growing number of graduate cours- 
es being conducted for teachers of 
automotive motor mechanics 
classes. 

P. B. Hopkins, manager of the 





| Dealers Groomin’ 
Oldtime Cars for 


Dearborn Fete 


DEARBORN. — Dealers through- 
out the midwest are being kept 
busy restoring cars of yesteryear 
in preparation for the second an- 
nual old car festival to be held here 
at Greenfield village Sept. 13. 

Nearly 100 antique autos, from 
the American Underslung to Zent- 
mobile, will compete in the Veteran 
Motor Car Club of America event. 
Cars will vie in beauty, cranking 
and slow-speed contests in various 
age and horsepower classifications. 

Heralding the festival, a parade 
of restored old-timers will sputter 
their way in front of the Henry 
Ford museum to Greenfield village, 
where they will be led by George 
Finzel’s old-time band. 

Assembling on the green, the cars 
will be judged not only on the care 
and accuracy with which they were 
restored, but on the authenticity 
and fashion of the passengers’ cos- 
tumes as well. 


Obituaries 


S. W. Sparrow, 64, 
In Fatal Accident 


SOUTHBRIDGE, Mass. — Stan- 
wod W. Sparrow, 64, engineering 
vice-president at Studebaker since 
1948, died in a 
hospital here last 
Thursday, two 
hours after he 
suffered injuries 
in an auto acci- 
dent. 

Mr. Sparrow 
had been with 
Studebaker since 
1926. He entered 
the auto business 
in 1911 as a Stev- 
ens-Duryea tester 
at Chicopee Falls, Mass. Massachu- 
setts state police said Sparrow’s car 
ran into the rear of a truck trailer 
near Charlton, Mass. 

* * * 
George C. Hescock 

ROCHESTER, N.H.—(UTPS)—George C 
Hescock, 39, manager of the parts depart- 
ment at Towle’s automobile dealership here, 
died at his Rem, Ang. 5 











S. W. Sparrow 


* 


Marshall E. Beaman 

DETROIT.—Stricken by a heart attack 
while at work at his desk, Marshall E. 
Beaman, assistant general industrial rela- 
tions manager for Ford Motor Co., died 
Aug. 7. Before joining Ford in 1948, Mr. 
Beaman was director of industrial relations 
for General Motors’ Steering Gear division 
and for North American Aviation Corp. 
Born in Kokomo, Ind., in 1908, he was a 
graduate of Purdue university. 

* * * 


Eugene S. Ford 
MONTROSS, Va.—Eugene S. Ford, 75, 
retired automobile dealer, died here Aug. 5. 
Mr. Ford operated a dealership for many 
years in Stratford, Va. 








Ford's Deadly Punch Against Enemy— 


Patton 48 tanks begin to roll off the assembly line at Ford's new tank plant at 


Livonia, Mich. Tank at right is ready for 


running trials at test track. Behind it, a 


crane lowers turret on a partially-built weapon. Production at the plant, which covers 
1,600,000 square feet of space on a 165-acre plot, started on schedule despite a fire 
which swept a portion of the building last Feb. 29. Before Production began at 
Livonia, Ford produced tanks at its Highland Park (Mich.) plant, 


| 


| Central Service division of Chrys- 

ler Corp., said that auto manu- 
facturers are cooperating with 
state and city boards of education 
by providing technical experts to 
conduct courses at colleges and 
universities across the country, 
and schools are granting credits 
toward graduate degrees to the 
teacher-students. 

Now in its third year, the auto- 
motive teacher-training program 
has increased from one participat- 
ing school in 1950 to nine this year, 
Hopkins said. 

Upon completion of the summer 
course, teacher-students return to 
their classrooms to instruct thou- 
sands of motor mechanics students 
throughout the country. Hopkins 
said that nearly 1,000 elementary 
schools, trade schools, high schools 
and junior colleges conducted 
classes in automotive motor me- 
chanics during the 1951-1952 school 
year. 


The automotive clinics are part 
of the regularly scheduled summer 
courses offered by many of the 
country’s leading colleges and uni- 
versities. 

To cooperate with the various 
state and city boards of educa- 
tion, under whose _ supervision 
the automotive teacher training 
courses are given, Chrysler’s Cen- 
tral Service division furnishes 
technical experts and training 
aids to participating colleges. 

The company’s instructors al- 
ready have conducted such clinics 
this year at the University of Cali- 
fornia, Ohio university, Fitchburg 
(Mass.) state teachers college and 
at the Vinal regional technical 
school, Middletown, Conn. 

Other automotive manufacturers 
have sent technical experts and 
teaching aids to five other schools 
for instructional purposes. 


Steel Tieup Fails 
To Stem Rise 


In Personal Pay 


WASHINGTON. — Personal in- 
comes for Americans in June were 
at an annual rate of $266 billion, 
the Commerce department reports. 

Despite the steel strike this total 
was $1.5 billion higher than the 
May total. 

Slightly higher earnings and em- 
ployment in nondurable goods fac- 
tories offset the loss in the durable 
| goods industry resulting from the 
| steel shutdown, the report said. In 
addition, the effects of the strike 
were cushioned by the fact steel 
workers received in June some pay 
earned the month before. 
| Personal incomes for the first six 
|months of 1952 were at the rate of 
$263.8 billion a year. This compares 
with $249.1 billion for the first six 
months of 1951. 


IF ord Hosts 7,500 
At Chicago Fete 


CHICAGO.—More than _ 7,500 
wholesale parts customers and fleet 
operators were guests of the Met- 
ropolitan Chicago Ford Dealers 
Assn. last week at the 87th St. 
Speedway. 

The evening’s program included 
food, refreshments, a thrill show, 
award of $5,000 in door prizes and 
a gift of Fomoco car cleaner and 
polish for every guest at the “Let’s 
Get Acquainted” party. 

A group of 15 Ford officials from 
Dearborn, was headed by Larry 
Doyle, sales and advertising man- 
ager; L. W. Smead, general sales 
manager; J. D. Ball, manager of 
product sales and service; D. C. 
Burdette, parts and service sales 
manager; Carl Doman, service man- 
ager, and G. C. Eldredge, advertis- 
ing manager. 

Chicago Ford officials in attend- 
ance included W. K. Edmunds, mid- 
west regional manager; C. H. O’- 
Donohue, Chicago district sales 
manager, and S. L. Simmons, man- 
ager of Ford’s Chicago assembly 
plant. Carl Wildey, president of the 
dealer association, welcomed the 
guests on behalf of the dealers. 
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Output Boost Sought 


Makers Ask NPA to Permit 1% Million Cars 
In First Quarter of 1953 


(Continued from Page 1) 


However, car maker representa- | 
tives were informed at a meeting 
with Motor Vehicles division peo- 
ple that the changes were not ac- 
ceptable to DPA Administrator 
Henry J. Fowler or NPA General 
Counsel R. H. Winn. Fowler at- 
tended Thursday’s meeting but 
made no statement. 


It was speculated that there was 
strong pressure from some source, 
either against any change or for 
greater changes. Observers said 
that unless agreement was reached 
soon it might not be possible to put 
new percentages of industry into 
effect before the first quarter of 
1953. 

+ * ol 

T WAS generally expected that 

any revised percentage of indus- 
try pattern drawn up by NPA 
would meet with opposition from 
some quarters. 

Ford recently lost an appeal to 
NPA, that it should be granted a 
larger portion of allowable pro- 
duction on the basis of sales 
trends immediately before and 
after the start of the Korean war. 


Ford reportedly would benefit by 
NPA’s present proposal to change 


| aluminum. 





industry percentages of production. 
However, Ford would not succeed 
Chrysler as the second largest re- 
cipient of car production materials, 
as it would have done had its ap- 
peal been granted. 

Ford, however, is the industry’s 
second largest materials recipient 
in the matter of combined car and 
truck ouptput. 

NPA noted that fourth quarter | 
allotments had been made for 275,- 
000 trucks, with a reserve of 10,000 
trucks to cover possible changes in | 
competitive positions. | 

- * * 
PA said, however, that it had 
now decided to make the 10,000 
reserve trucks available to the in- 
dustry immediately, and that tick- 





Eight Engineers 
Named to Ford’s 
New Army Project 


DEARBORN.—Appointment of a 
chief product engineer and seven 
members of the engineering depart- 
ment to Ford’s new ordnance vehi- 
cle project is announced by Thom- 
as H. Holden, project manager. 

J. L. Hooven, who has been serv- 
ing as advance design engineer for 
Ford trucks, is the chief product 
engineer of the new project, Hold- 
en said. 

Hooven began working for Ford 
in 1939 at the Ford Rouge plant. 
In 1941 he joined the Ford engi-| 
neering on a universal carrier for | 
ordnance and in 1950 was made 
project engineer in the truck de- 
partment, and later technical as- 
sistant to the truck engineer. 

Other engineers appointed to the 
project are: Emory DeNador, as- 
sistant chief product engineer; E. 
H. Wright, chassis engineer; John | 
C. Rau, assistant chassis engineer; 
E. A. Hardy, engine engineer; J. T. | 
Hadwin, body engineer; J. T. Neill, | 
electrical engineer, and L. A. 
Thompson, chief draftsman. 


Smirl Heads Up 
New Dodge Region 


DETROIT.—Dodge last week an- | 
nounced it has opened its 22nd na- 
tional regional sales office in Mil- | 
waukee in the} 
Wisconsin Broad- | 
way Bldg. to serve 
sts dealers in Wis- 
consin, Michigan’s 
upper peninsula 
and parts of Iowa 
and Illinois. This 
new sales area 
formerly was a 
part of the Chi- 
vig cago and Minne- 
e. ©. Gantet a yy ye 
eral sales manager of Dodge, has 
named T. Perry Smirl as regional 
manager of the new sales unit. 

Smirl joined Dodge in 1938 as 
merchandising representative in the | 
St. Louis region, 











‘ 


ets for the material to build them 


would be issued at once. 
* * * 


Dy and truck makers made their 
4 recommendations for 1953 first 
quarter quotas after hearing esti- 
mates of future prospects for such 
materials as _ steel, copper and 


A representative of NPA’s Iron 
and Steel division said steel pro- 
duction is coming back faster 
than had been anticipated, add- 
ing that production was at about 
95 percent of capacity last week. 

However, he warned, further out- 
put increases are a few weeks 
away because a number of blast 
and open hearth furnaces need re- 
pair, 

The scrap situation was described 
as “fair,” and it was predicted that 
by March, 1953, when more expan- 
sion projects will come into being, 
the steel industry will be producing 
about 10 million tons of ingots a 
month. 








Back in Business— 


It was good news for dealers last week when the cars started rolling off the 
Plymouth lines at Detroit, the largest single assembly plant in the world. It was the 
first time the lines had rolled since the steel strike forced a shutdown on July 11. 
The lines started up on last Tuesday, and Plymouth General Sales Manager R. C. 
Somerville, left, joined with F. L. DeCavitte, operating manager, to check the first 
cars out. Plymouth had 9,000 men back at work and said it would recall more. 





—— the auto industry 
was urged to stay in strict 
compliance with a 30-day limitation 
on steel inventories, which will be 
in effect from Sept. 1 to the end 
of the year. 


NPA’s steel spokesman said if 


the rule is observed by everyone, 
industry generally will get through 
the present steel situation in better 
shape. 

The outlook for both copper 


and aluminum was called good. 
The steel strike is said to have 





set the aluminum industry’s ex- 

pansion plans back only a week 

or two, and it is expected that 
aluminum output will hit new 
high levels by the second quarter 

of 1953. 

Car and truck makers were ad- 
vised that if they wish to reconvert 
to aluminum, they could plan to 
do so at that time. 

* * * 
AUTOMOBILE people told NPA 
+2 it would be helpful if tickets 
were issued to allow them to obtain 
such quantities of conversion steel 
as might be available. NPA prom- 
ised to study the situation. 

The auto industry’s committee 
on conserving materials told NPA 
that nickel continues in short 
supply. They said plants are ex- 
perimenting with boron steels as 
a substitute, particularly in 
valves, gears and spark plug elec- 
trodes, 

Truck makers suggested they be 
allowed to build slightly more light 
and heavy trucks in the first 
quarter of 1953 at the expense of 
medium models. 


NPA is considering a suggested 
ratio of 63 percent lights, 25 per- 
cent mediums and 12 percent 
heavies. 
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SACRIFICING 


VOLUME! 





Here is a simple buying and merchandising plan 
which has been proven successful by just about 
every profit-making store in the USA! 


Perhaps the best way to examine it is in the words 


of the Presiden 
most successful 


t of one of America’s largest and 
stores. 


He stated recently: 


“We recognize the many advantages of ... brands 


in our day-to-day merchandising. 


The consumers of America favor manufacturers’ 
brands by eight to one. Need we say more? 


A NON-PROFIT EDUCATIONAL FOUNDATION e« 





“We know that it is much easier to sell branded 


merchandise because the advertising has pre-sold 


the product to the consumer. 


“We know that self-service and self selection are 
possible with brands, thereby cutting selling costs. 


“And in a business with a close margin of profit, 


we are constantly looking for just 
cut selling costs without changing 


of our operation.” 
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Comrie Sells to McCoy é 

J. F. Comrie has sold his interest |G. R. Volstroff retains his interest 

in Comrie Motors (Cadillac-Olds-|in the business, and is president of 
mobile-GMC), Pendleton, Ore., to|the corporation. 


Now You Can Use Bemis BURLAP 
In Seat Cushions Again! 











Burlap prices are substantially 
lower and supplies are plentiful. 
You can again have seat cushions 
the way you ... and your custo- 
mers .. . want them. 





Detroit * Brooklyn * Chicago * Indianapolis 
New Orleans * Boston * New York « St. Louis 
Also offices in Other Principal Cities 


New Low-Priced Passenger Car ROAD SANDER 


Bemis 




















RSTAR PRICE $1 


Ae 


Foot Conta Releases Sand 
For Instant Traction 


FREE! Send now for literature, 
dealer selling plan and prices. 





CONNECTICUT TELEPHONE & ELECTRIC CORP. © MERIDEN, CONN. 








is your business 
GROWING ? 


Meet 
the demands 
of increased 
activity with 

GFFICIEN At 


D)Taererle 
FLEX Sle 


RECORD SYSTEMS 


Here’s the perfect answer to your record problems, proven in dollar 
savings for every type of business. Flex-Site gives you visible margins 
for fast finding—and vital control on each and every record. And, it grows 
easily with your business. Let’s examine the facts together. 
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DIEBOLD, Incorporated, 
RARSID, MICREPORATES Mulberry Road, Canton, Ohio ; 
usiness Jor over . 

psa 94 a" Send me complete facts on | 
Diebold Flex-Site record systems. | 

Microfilm * Rotary, Vertical and Visible | 
Filing Equipment * Safes, Chests and | Name | 
Vault Doors * Bank Vault Equipment | COMPANY | 
* Burglar Alarms + Factory Branches ADDRESS | 
and Deoclers in all principal cities Loo... ad 


| ; ; ye . 
| Paul O. McCoy, a wheat rancher.) Way Unite with Cleveland’s Fawick Concern... 





| 
| 
| CLEVELAND. — Fawick Airflex 
|Co., Inc., of Cleveland, and Federal 
|Motor Truck Co., Detroit, plan to 
, merge within 
three months, it 
was announced 
here last week by 
the directors of 
both companies. 
Fawick is a 
maker of heavy- 
duty clutches, 
brakes and simi- 
lar equipment for 
industrial uses. 
Federal has been 
a manufacturer of 
trucks for more than 40 years. 


Prior to the merger announce- 
ment, Federal reported a loss of 
$356,252 for the first six months 
this year. This compared with a 
loss of $295,423 in the correspond- 
ing period a year ago. 

A Fawick spokesman said that 
the stockholders of the company 
probably would meet sometime in 
August to vote on the merger. Fed- 


Illinois Road 
Is Selected for 
$1 Million Test 


SPRINGFIELD, Ill.—A stretch of 
US-6 in LaSalle county has been 
selected for tests to determine the 
most economical design for modern 
paved highways under present day 
legal traffic loads. 

The test site was picked by the 
American Assn. of State Highway 
Officials for its “million-dollar ex- 
perimental highway,” according to 
Frank N. Barker, chief Illinois 
highway engineer. 

Expected to participate in the 
project are the Federal Bureau of 
Public Roads and the highway de- 
partments of several states. 

A five or six-mile relocation of 
the route, near Ottawa and La- 
Salle, Ill., will be built nevt year 
as a four-lane divided highway. 
Various structural designs now in 
use or proposed will be constructed 
on the highway, Barker said. 

The road will then be tested for 
valid results for about 12 months 
by continuous traffic by gross loads 
ranging to the legal maximum, 
Barker said. After experiments are 
finished, the road will be repaired 
and used as part of the state’s 
primary road system. 





G. H. Hammond 








Mich. Hikes Rates 


On Insurance 9.9% 


LANSING.—A 9.9 percent in- 
crease On auto insurance rates 
throughout Michigan was an- 
nounced last week by Joseph A. 
Navarre, state insurance commis- 
sioner. 

The rate change, which affects 
263 companies writing insurance in 
the state, ranges from $3 to $14 on 
cars and $7 to $30 on commercial 
vehicles. 

W. O. Hildebrand, manager of the 
Michigan Assn. of Insurance 
Agents, attributed the rate hike to 
increasing number of accidents and 
higher costs for repairs. 





Danville Auction Slates 


Annual Party Aug. 20 


DANVILLE, Va.—The third an- 
nual dealer feast of the Danville 
auto auction will be held Aug. 20, 
with sales beginnnig at 11 a. m. 
and lasting to 5 p. m., it is an- 
nounced by T. C. Baker jr., presi- 
dent. 

Baker said that nearly 2,000 buy- 
ers and sellers are expected to 
attend this year’s event. An evening 
program also is planned. 





Webster Joins Ferguson 


Lewis A. Webster has been ap- 
pointed sales administration man- 
ager for Harry Ferguson, Inc., ac- 
cording to Curry W. Stoup, sales 
vice-president. Webster succeeds 
William A. Kimball, who has been 
made a regional manager. Webster 
formerly was assistant branch chief 
of the tractor and harvesting 
branch of NPA’s Agricultural Ma- 
chinery and Implement division. 





eral shareholders are expected to 
meet in late September for the 
same purpose. 

George H. Hammond, president 
of Federal, said that the merger 
would mean more diversification of 
products for the company, and 





Agricultural Chemical Unit 
Formed by Shell in Denver 


NEW YORK. — Shell Chemical 
Corp., which recently purchased 
the Denver firm of Julius Hyman 
& Co., will centralize all of its 
agricultural chemical activity in 
Denver, according to J. Ooster- 
meyer, Shell president. 


He said Denver will become the 
marketing headquarters for all of 
the firm’s agricultural products, ex- 
cept fertilizers. The new organiza- 
tion will be known as Julius Hy- 
man & Co. division of Shell Chem- 
ical Corp. 


|Thomas L. Fawick, founder and 
president of Fawick, said they 
| would gain badly needed manufac- 
| turing facilities. 
The announcement said that 
the new company would be called 
| Federal Fawick Corp., and would 
make its headquarters in Cleve- 
land. 

It is planned that the corpora- 
tion will have two divisions, the 
Federal division and the Fawick 
division. Shares in the new corpor- 
ation will be offered to stockholders 
of Federal and Fawick stock on an 
exchange basis. Proxy statements, 
the announcement said, will be 
mailed to shareholders soon. 


Richard S. Huxtable, executive 
vice-president of Fawick, predicted 
that without major additions to 
present facilities, the new corpora- 
tion will realize a $50,000,000 vol- 





ume in 1953. 
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Try this new use for RuGLYDE to clean rubber and 
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restore the NEW look — not a painted look. Gives 
superior results with less time . . . less effort .. . less 
cost than ordinary rubber dressings and paints. 
Simply rub on — wipe off! Order RuGLYDE from 
your jobber in one and five gallon cans, 


American Grease Stick Co., Muskegon, Michigan 
















Nation's Largest 
Lincoln-Mercury Dealer 
Uses Lee End Lifts 





J. E. Coberly, Jr., Executive Vice President of 
J. E. Coberly, Los Angeles, says “Lee End Lifts 
help us handle more body and fender jobs at 
less labor costs. Our men find it easier to 
work in a standing position and are turning 
out consistently higher quality work.” 


With body and fender, as with all types of 
under-car work, Lee End Lifts speed the job, 
lifting either end of a car to any of 10 con- 
venient working heights —to 53”. 3000 Ib. 
capacity. Patented automatic safety latch. 
Stores in 2 ft. sq. Write for data and price 
sheet. 





This is the all new Model 52 Lee 
End Lift with cantilever action. 


6000 Ib. truck lift— 
AUTOMOTIVE EQUIPMENT Medel 82-T—also 


MFG. CO. 


11000 So. Alameda St. 





Lynwood, Calif. 








Federal Truck in Merger Proposal ' 
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thinned out, with only about a 
third of the number of cars on 
the lots that they would like to 
have. This was particularly true 
of ’51 and ’52 models, which were 
virtually nonexistent. They have 
been in big demand and have sold 
at $50 to $200 above the usual 
prices in most cases. Otherwise, 
there has been no general rise to 
speak of. 

Certainly the “boom” which some 
dealers anticipated with the steel 
strike did not materialize—just a 
good, firm market. This condition 
was expected to change with the 
reappearance of new cars. A weak- 
ening of 5 to 10 percent in used- 
car prices was expected by some 
dealers, and there has been some 
indication of this in the last few 
weeks, with a number of dealers 
reporting considerable slowing of 
sales. 

“The public has resisted,” one 
dealer said, “largely because they 
have not found the bargains they 
thought they might expect at this 
time of the year.” 

Others thought that the extreme 
heat and drought might have 
played a part in recent slackening, 

















Leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Stree? 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 
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O° GENERAL MGR. 


PASSENGER CAR 
LEASING OPERATION 


Large well known NYC 
franchised automobile con- 
cern seeks thoroughly ex- 
perienced man to take full 
charge and management- 
ship of the passenger car 
leasing department. Must 
know OPERATING e 
MAINTENANCE e IN- 
SURANCE & SERVICE 
COSTS for large and small 
fleets and individuals. Sub- 
stantial salary plus addi- 
tional opportunities. Sub- 
mit complete resume in 
strict confidence. 
Box AN 300, Automotive 

News, Detroit 26, Mich. 

























WE 
WHOLESALE 
USED CARS 


12240 JOS. CAMPAU 
DETROIT'’S OLDEST 
CHEVROLET DEALERSHIP 
TW 1-0600 











| but in spite of these factors, the 

| overall report was “good.”—(Fran- 

| ces Satterfield.) 
a 


* * 


Denver 


EMAND for both new and used 

cars in the Denver market has 
been good—better, in fact, than it 
was a year ago. 


The curtailment of new-car pro- 
duction has resulted in a scarcity 
of the popular makes. Cadillac 
dealers reported waiting lists, with 
deliveries promised four to six 
months ahead. 


Chevrolet, Ford and Plymouth 
cars were hard to get, and in 
some cases purchasers have had 
to wait for delivery. Some models 
of Oldsmobile and Pontiac also 
were in short supply. Tradein 
allowances have been cut. 


Dealers in the independent lines 
also were enjoying good demand, 
but tradein allowances here have 
been higher in most cases. 


Used-car sales were extremely 
good, with late-model cars in nice 
condition bringing higher prices 
than a year ago—from 5 to 10 per- 
cent higher. 

Right now, dealers would wel- 
come an increase in new-car allot- 
ments. They point out that Denver 
is one of the few cities experiencing 
a rapid population growth, and 
they’re confident that the new-car 
market is expanding right along 
with it—(Ira R. Alexander.) 


* * * 


Chicago 
LOOR-PLAY, the barometer of 
buying interest, has not im- 

proved in Chicago, a consensus of 
dealers showed. They attributed the 
condition to the shortage of new 
cars and to a realization among 
motorists that such a shortage ex- 
isted. 

Improvement in sales was fore- 
cast all along the line when new 
cars become more plentiful, the 
expectation being based on heav- 
ier advertising and more inten- 
sive merchandising efforts. Deal- 
ers predicted, however, that 
buyers would become sharper 
traders and would be seeking 
greater allowances for their pres- 
ent cars. 

As new automobiles became more 
difficult to obtain, many buyers 
turned to the purchase of used 
cars, but dealers reported that late- 
ly the demand for used cars had 
tapered off. 

Prices, as a result, have dropped. 
One dealer who does a big used- 
car business said he had cut prices 
on the average of $75 per car. 

Meanwhile, new-car dealers, un- 





Biggest ‘Group’ 
1,850,000 GMAC Buyers 


Now Insured 


NEWARK, N. J.—Prudential In- 
surance Co. has disclosed that, as 
of June 30, more than a billion 
dollars worth of life insurance was 
in force under the single “group 
creditors” policy issued to General 
Motors Acceptance Corp. 

The 1,850,000 individuals insured 
are all purchasers of new or used 
automobiles, refrigerators and other 
appliances sold on time and 
financed by GMAC. 

The insurance, optional to the 
buyer, is for an amount equal to 
the unpaid balance of his purchase 
agreement during the time it is in 
force. In the event of his death, 
his family or estate receives a 
“paid-in-full” contract and clear 
title to the car or other product 
financed by GMAC. 

The group policy—which Pruden- 
tial says is now the largest, numer- 
ically, in the history of life insur- 
ance—was first issued to GMAC in 
1941, and has been made available 
through General Motors dealers to 
buyers throughout the U. S. and 
Canada. 

To date, Prudential has paid out 
more than $7,000,000 under the 
policy. 








| 





worried by inventories, continued to 
retail their used cars. — (Mel 


Adams.) 
. * * 


Montgomery, Ala. 


ONTRADICTORY factors and 

uncertainty over the future 
clouded the auto sales picture in 
Montgomery, Ala., according to a 
survey of dealers in all lines of 
cars. 

A used-car rush expected by some 
dealers during the steel strike failed 
to materialize. Prices firmed up at 
wholesale and strengthened some- 


| what at retail, but did not reach 


the expected levels at retail. 

Used-car stocks were low, and 
prospect interest also was low. late- 
model cars have been reduced as 
much as $50 to $100 on one lot in 
an effort to boost traffic. 

One dealer said that the public 
seemed to go on a ‘buying strike” 
during the steel strike, and that 
this situation had some basis in 
layoffs resulting from the steel 
shortage. Another dealer summed 
up the slowdown as “psychologi- 
cal” and said sales would pick 
up when “new cars start coming 
in and salesmen begin to circu- 
late again.” 


New-car stocks were almost non- 
existent, and while top-line dealers 
believed demand would equal sup- 
ply for at least 60 days, there was 
no definite feeling about what the 
trend would be after that. Most 
dealers reported a lack of spon- 
taneous prospect interest in new 
cars. 

Some dealers were worried that a 
price increase on 1953 models was 
bound to come as a result of the 
steel-strike wage settlement, and 
they were firm in their belief that 
prices already had risen too far. 
One dealer said the demand for 
automobiles had been met to such 
an extent that the public no longer 
was willing to pay prices that 


seemed too high —(William R. 
Lynn.) 

* + * 

Seattle 


New-car sales in the Seattle area 
were slow, partly because of low 
stocks and scanty model variety 
and partly because of a lack of 
buyer demand. 

Dealers, in the Big Three and 
independent makes alike, foresee a 
highly competitive market when 








Ford Trailer Carries Safety Message— 


The Washington state patrol, in cooperation with the Washington state safety coun- 
cil, is actively engaged in the promotion of traffic safety in the state. The Ford trailer 
pictured here is visting all county fairs, and the public is invited to view the display 
inside the trailer, depicting the destruction and damage caused by careless driving. 
From left are J. T. Cavnar, Seattle district sales manager, Ford division; Arthur S. 
Hatch, western regional sales manager, and Leon Titus, Titus Motor Co., Tacoma. 





the factories resume full-scale pro- 
duction and new cars come rolling 
in. 

“There are going to be plenty 
of cars,” said a dealer in one 
of the most popular makes, “and 
we'll have to do a lot of selling.” 
Used-car sales were good in the 

light of the current supply, which 
was less than 50 percent of normal. 
Prices, although below ceilings, 
were holding fairly firm with re- 
spect to postwar models. Sales and 
prices of prewar models were con- 
siderably off.—(Martin Trepp.) 
* * * 


Cincinnati 

EALER stocks of both new 

cars and good used cars have 
been pretty well cleaned out in Cin- 
cinnati. Shortages of better late- 
model used cars began to show up 
about the first of July and resulted 
in a tightened sales picture which 
hadn’t eased too much by mid- 
August. 

Wholesale used-car prices have 
gone up while retail prices have 
held about the same, but dealers 





were in a position to be a little 
choosier about the deals they 
made, 

Most dealers do not expect any 
complete or abrupt reversal of the 
current situation but predict a 
gradual shift in the supply-demand 
balance as cars become available 
in quantity again. 

Shortages caused new-car sales 
to drop to the year’s lowest month- 
ly total in July. While some new- 
car sales undoubtedly were lost, it 
appears that demand for new cars 
will be firm here for some time to 
come.—(Emery Bacon.) 

+ - 


Wamego, Kans. 


Ne NEW cars to sell and very 
few used cars—that was the 
lament of dealers in Wamego, 
Kans. But nearly all predicted 
bright sales prospects for the time 
when cars again were available in 
volume. 

Dealers in the Big Three class 
expected no new cars until Septem- 

(Continued on Page 66, Col. 1) 





INCREASED SPEED—BETTER MILEAGE 
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“FOR USE WITH STOCK MUFFLERS” 


Hollywood Deep Tone DUAL-FLOW EXHAUST SYSTEMS are 
the last word in efficiency for ADDED MOTOR PERFORM- 
ANCE on all V-8 ENGINES. Their Super-Efficiency lies in the 
fact thot an independent exhaust system for each cylinder 
bank permits exhaust gases to be readily expelled, thereby 
eliminating practically all back pressure . . . Back pressure is 
one of the greatest detriments to over-all engine perform- 
ance. It results in: 1—Loss of horsepower. 2—Rough idling. 
3—Excessive carbon deposits. 4—Engine overheating. 5— 
Dilution of oil . . . Removal of the standard cross-over pipe 
eliminates overheating of the oil pan thereby reducing the 
possibility of condensation in the oil which is one of the 
couses of sludge . . . The DUAL-FLOW EXHAUST SYSTEM 
can be readily installed in o minimum of time. 
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Dealers Across U. S. 
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ber, if then. One of these dealers 
said he was experiencing the great- 
est demand in the history of his 
business and had a long waiting list. 

Another Big Three operator, 
one of the biggest in this area, 
said he had never received enough 
cars since the war. His stock of 
used cars was almost nonexist- 
ent. 

Dealers in the independent lines 
had a similar story to tell. One 
said he didn’t have a new car in 
the place and his used-car inven- 
tory was down to one unit. Used 


Willys Building an 
Vehicle Assembly 


Plant in Brazil 


TOLEDOW—A Willys-Overland 
assembly plant is being erected at 
Sao Paulo, Brazil, for the produc- 
tion of Jeeps, sta- 
tion wagons, 
trucks and Aero 
Willys cars, Pres- 
ident Ward M. 
Canaday an- 
nounces. 

The plant will 
be owned by 
“Willys - Overland 
do Brasil,” a com- 
pany organized by 
Willys - Overland 
Ward M. Canaday Export Corp. and 
prominent Brazilians long engaged 
in distribution of Willys products 
in that country. 

Vehicle assembly operations are 
expected to provide immediate em- 
ployment for hundreds of Brazil- 
ians, it was stated, with additional 
employment expected as facilities 
are developed for the manufacture 
of component parts for the Willys 
vehicle line. 

Nearly 9,000 Willys units were 
purchased by Brazilians during 
1951, Canaday said. 

Other assembly plants for Willys- 
Overland, third largest U. S. ex- 
porter of commercial vehicles, are 
in Belgium, Ireland, the Nether- 
lands, Denmark, India, Union of 
South Africa, Indonesia, Mexico 
and Australia. 


Dealer to Direct 


Cleveland Safety 


CLEVELAND. — Birkett L. Wil- 
liams, head of a Ford dealership 
bearing his name, last Wednesday 
was appointed safety director of 
Cleveland by Mayor Thomas A. 
Burke. 

Williams, 62, has been in the au- 
tomotive business more than 30 
years and has held various civic 
posts in the city. During the war 
he served as regional director of 
OPA. He will be paid $10,000 a year 
in his new post. 


Like Gibralter 


Dealer Losses Small 
In Calif. Quake 

SANTA BARBARA, Calif.—Al- 
though the recent earthquake in 
California caused over $1,000,000 in 
damages in Santa Barbara, this 
city’s auto row was left intact. 

Two dealers in nearby Bakers- 
field, Ed Haberfeld (Ford) and 
Bob Kitchen (Lincoln-Mercury), 
report that only two dealers suf- 
fered noticeable losses. Others had 
no losses, they said. 

In Tehachapi, damage was minor, 
dealers reported, compared to the 
devastation that was caused there 
generally. 


Dominick Buys Deal 

Hayne W. Dominck jr. has 
bought the Chevrolet franchise 
formerly held by Narrows Motor 
Co., Narrows, Va., and will op- 
erate the dealership under a new 
name, Dominick Chevrolet Corp. 
Dominick was formerly employed 
as sales manager at Burroughs- 
White Chevrolet Corp., Martins- 
ville, Va. 




















cars have been bringing ceiling 
prices, he said. 

This dealer added that used cars 
at auction sales were selling for 
retail prices—instead of wholesale 
prices—and so he wasn’t buying.— 
(George M. Hunholz.) 


* * * 


Roanoke, Va. 
HE WORST new-car shortage 
since World War II was re- 
ported by dealers in Roanoke, Va. 

Supplies of cars in the popular 
low-price field have virtually been 
exhausted, they said, and even the 
expensive makes were becoming 
scarce. Some dealers reported 100 
or more unfilled orders. 

Meanwhile, the used-car business 
was said to have experienced a 
boom. Prices, though perhaps a bit 
better, remained under ceiling 
levels, however. One used-car deal- 
er said July was his biggest month 
in three years.—(T. D. Eaton.) 

* * * 


Detroit 

New-car dealers in Detroit seem 
to feel that the future is as un- 
certain as the past has been, and 
are making the best deals they can 
on a day-to-day basis. 

Dan Lowe, sales manager of 
Blair Freeman Pontiac, west side 

dealership, said the market 
changed almost every day. He 
added that the company was at- 
tempting to control depleted 
stocks by tightening bargaining 
policies, but was selling a few 
cars to keep things moving. 

He said the company was contin- 
uing to wholesale all its used cars 
and saw no reason to change—es- 
pecially at curfent wholesale prices. 

Stocks are down, another dealer 
said, but dealers here haven’t be- 
gun to feel the full effects of the 
steel strike yet. 

“Most of the dealers,” 


hand, and can move them if they 
want to. However, a real short 
stock situation is yet to come. It’ll 
be a headache.”—(Sam Sampson.) 





Picture Switch— 











Captions for the above pictures were 
switched in the Aug. 11 issue. To set the 
record straight, in the top picture, Domen- 
ich Basso (left), Los Angeles DeSoto-Plym- 
ouvth dealer, and his service manager, 
larry Nelsen (center), are receiving a 
master technicians service conference 
award from R. P. Brown, district manager 
for DeSoto. In the lower picture, produc- 
tion of the 500,000th model 8N Ford 
tractor is marked at the Highland Park 
(Mich.) plant. Left to right are D. S. 
Harder, Ford manufacturing vice-president; 
G. D. Andrews, and M. D. Hill, vice-presi- 
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Cuban Distributor Marks Dual Birthday— 

Sabates Motors, S. A., Nash distributor in Havana, Cuba, combined the 50th anni- 
versary of Cuban independence and Nash Motors’ golden anniversary in producing 
the window display shown above. The display featured a replica of the 1902 Rambler. 





Stocks Reach Postwar Low: 
Only 4 Cars Per Dealer 


(Continued from Page 1) 


the same at the end of July as 
they were at the end of June, 
even though July factory ship- 
ments were sparse. 

“Floor play, the real barometer 
of buying interest, was practically 
non-existent,” reported a Missuola, 
Mont., dealer. “I don’t know of a 





New-Car Stocks 


In Postwar 
(Estimated by Automotive News) 


Dealers’ 

Cars Cars in Total 

in Transit Potential 

Perlod Field to Inventory 
Ending Stockst Dealers Stocks 
Jan. 1, '50.. 251,754 188,500 440,254 
Apr. 1, ’50.. 276,136 158,000 434,136 
June 1, ’50.. 247,680 160,200 407,880 
Sept. 1, °50.. 239,642 160,400 400,042 
Oct. 1, °50.. 208,367 157,800 366,167 
Nov. 1, ’50.. 330,571 158,500 489,071 
Dec. 1, °50.. 295,521 128,300 423,821 
Jan. 1, ’51.. 305,888 98,900 404,788 
Feb. 1, ’51.. 291,042 127,000 418,042 
Mar. 1, ’51.. 303,874 136,000 439,874 
Apr. 1, °51.. 406,541 138,500 545,041 
May 1, ’51.. 369,101 113,000 482,101 
June 1, ’51.. 365,241 93,000 458,24 
July 1, °51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
Sept, 1, °51.. 283,402 86,800 370,202 
Oct, 1, °51.. 250,762 79,500 330,262 
Nov. 1, ’51.. 230,804 76,000 306,804 
Dec, 1, ’51.. 250,445 77,500 327,945 
Jan, 1, ’52.. 224,968 31,000 968 
Feb. 1, ’52.. 198,762 69,000 267,762 
Mar, 1, °562.. 182,577 76,000 258,577 
Apr. 1, ’52.. 213,391 ,000 296,391 
May 1, ’52.. 251,674 88,000 339,674 
June 1, '52.. 232,036 70,000 302,036 
duly 1, °52.. 193,462 84,500 *277,962 
Aug. 1, ’52.. 168,717 12,000 180,717 


tField stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories and demonstrators. 


*Revised. 





dealer in my area who can make 
delivery of any specific new car, 
if the customer expresses a partic- 
ular body style or color preference. 
However, neither do I know of any 
instance where the public is getting 
apprehensive about a possible new- 
car shortage. The customers com- 
ing into our place are customers we 
go out and get.” 

More and more dealers are ex- 
pressing concern over the likeli- 
hood of higher prices on 1953 mod- 
els, and most dealers think higher 
steel prices have made higher au- 
tomobile prices inevitable. 

* * * 

‘pes are high enough now,” 

said a Portland, Ore., dealer, “to 
foreshadow a sales battle next year 
that will, as far as dealers are con- 
cerned, separate the men from the 
boys. Personally, I don’t think 
many of the boys will survive.” 

Nearly all dealers, with the ex- 
ception of those handling lines at 


_|the bottom of the price ladder, 


think higher prices will prove a 


'| serious deterrent to 1953 sales. 


A Birmingham, Ala., dealer put 





Texas Governor Wants 


Better Inspection Law 


AUSTIN, Tex. — Gov. Shivers 
has asked the 1953 Texas legis- 
lature either to revise the state’s 
new compulsory vehicle inspec- 
tion law “and sell it to the 
people,” or repeal it. 

The governor announced that 
he plans to appoint a citizens 
traffic committee of about 25 
members to study the entire 
highway safety problem and 
submit its r dations to 
the next legislative session. As- 
serting that the legislature 
should make the inspection law 
“a real safety law,” Shivers said 
about 13 percent of the traffic 
accidents are caused by mechan- 
ical defects. 








it this way: 

“The public is suffering from a 
price psychology that we can’t buck 
without giving away more and more 
of our trading margins. The aver- 
age working man enjoys getting 
paid with today’s 50-cent dollars, 
simply because he gets so many of 
them. On the other hand, he feels 
as though he is paying $2,500 for 
a $1,500 car.” 

* * * 

Naan dealers went up to 

their necks in the used-car bus- 
iness during July, and most of them 
said they were thankful that it was 
easy to move units fast. They ex- 
pect used-car prices to drop sharply 
in the near future. 

They said the story behind cur- 
rently high wholesale used-car 
prices was that during all of July 
new-car dealers were willing to 
accept smaller unit profits on 
used cars in order to get some 
merchandise to sell. 

“Used-car prices will have to 
slide soon,” insisted a Providence 
dealer, “because retail prices never 
have reflected wholsesale levels 
over the past several weeks. It has 
been an artificial situation where 
new-car dealers have been outbid- 
ding used-car dealers for merchan- 
dise to offset the lack of new cars.” 

Few dealers are of the opinion 
that the steel strike has created 
any backlog of unsatisfied demand 
for new cars. In fact, they are gen- 
erally pessimistic about sales pros- 
pects through the rest of the year. 

* * * 
7s question was asked in the 
survey: “Do you think sales 
will continue to absorb production 
through the rest of 1952, after the 
great output losses due to the steel 
strike?” 

The following answers were 
typical: 

Harrisburg, Pa., dealer: “Yes, 
by forcing.” 

San Diego, Calif., dealer: “No.” 

Dallas dealer: “Yes, but it won’t 
be easy.” 

Richmond, Va., dealer: “Yes, if 
production and prices don’t go 
too high.” 

Detroit dealer: “Depends on area 
of operation. Certainly, the loss of 
wages by workers during the steel 
strike will adversely affect sales 
here.” 

Denver dealer: “Yes, but only on 
the low-priced popular models.” 








Oldsmobile Seen 
Challenging for 


Racing Laurels 


DAYTONA BEACH, Fla.—In a 
reported move to challenge Hud- 
son’s domination of late - model 
stock car racing, Oldsmobile has 
released three sets of ring gear and 
pinion sets for use in all 1951 and 
1952 Series 88 Oldsmobile, accord- 
ing to the National Assn. for Stock 
Car Auto Racing. 

Choice of the three sets was 
available to contestants who com- 
peted in the 100-mile championship 
event last Friday (Aug. 15) at the 
Monroe county fairgrounds, Ro- 
chester, N. Y., and are immediately 
available to the general public. 

NASCAR officials interpreted this 
move on Oldsmobile’s part as a step 
toward challenging the success of 
Hudson in stock racing. They 
voiced hope that other manufac- 
turers will pay considerably more 
attention to this extensive “prov- 
ing ground” in the future. 





Chrysler Obtains 
More Plant Room 
For V-8 Engines 


DETROIT.—An increase in the 
space available for the manufac- 
ture of Chrysler 180-horsepower 
V-8 engines will enable the division 
to catch up with the more than 
36,000 orders on hand for V-8 cars, 
reports General Manager E. C. 
Quinn. 

“Recently the Chrysler Marine 
and Industrial Engine division was 
moved to new quarters in the Tren- 
ton, Mich., plant,” he said. “This 
made available to Chrysler division 
many additional thousands of 
square feet of floor space which we 
have needed for production of V-8 
engine components in order to meet 
the increasing demand for the 
engine.” 

Quinn said that up to the time 
that the steel strike cut off pro- 
duction, 120,000 V-8 Chryslers had 
been produced. 

“In the first six months of 1952 
we shipped 39,801 V-8 engines,” he 
said. “This represents an increase 
of 36.8 percent over shipments of 
V-8’s for the first half of 1951. The 
increase would have been greater 
if steel had been available.” 

Quinn said that in June, the last 
full month of production, 62 per- 
cent of the 11,866 Chryslers shipped 
were V-8’s. 


Soderquist Gets 
Ford Truck Post 


DETROIT.—Charles J. Soderquist 
has been promoted to truck sales 
manager of the central region of 
Ford division, it 
was announced 
last week by Paul 
Larson, regional 
manager. 

Soderquist, who 
was special field 
manager of the 
Detroit sales dis- 
trict for the past 
year, has been 
with Ford since 
1935. He worked 
at the central of- 








©. J. Soderquist 
fice in special events for several 
years and joined the truck sales 
department prior to World War II. 





129 ‘Bootleg’ New Cars 


Sold in N. C. in Month 

RALEIGH, N. C.—A total of 
129 new cars was sold by non- 
franchised dealers in North Car- 
olina in July, the North Caro- 
lina Automobile Dealers Assn. 
has disclosed. 

The “bootleg” cars included 40 
Chevrolets, 32 Fords, 17 Pontiacs, 
11 Plymouths, seven Buicks, five 
Oldsmobiles, four Cadillacs, four 
Dodges, four Mercurys, two 
Chryslers, two Studebakers and 
one Willys. 








Bumper Sign— 

Something new in auto advertising— 
the bumper display card—has been de- 
vised by Lee Gilpin, service manager of 
Ranger Pontiac, 830 Broadway, San An- 
tonio, Tex., with the cooperation of Gra- 
ham Poster Display Co. They are printed 
with fluorescent ink on Kleen-Stick card- 
board, the back of which is easily peeled 
off to permit “‘sticking,"’ and bear the 
words: “Honest Injun—Safety Pays” and 
the name and address of the dealership. 
In the past two months, Ranger has used 
this card on every car coming into its 
shop for repair work—more than 500. 
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Si}/é6 |}S& |e /GE] € (Ss zl LPs {[ ds] b6jos;F | ol} FlLFi si ells el sclzrlizi;2ei}as}si}z)2 
Alabama "52 561 342| 1297) 2896 5096 4565 178 1024 5767 1699 330; 6173; 1157; 1585 10944 46 290 180; 516) 5 ! 12 395; 631| 356! 1036) 307| 33} 25099 
5| 797 505 1637; 3548 6487 7177) 163) 1714 9054) 2506 426 | 7996; 1485) 2116 14529 495 236 731 27 13) 33) 362; 585 276; 1250 159] 13; 33519 
Arizona ‘52 262 185 466 819 1732 1582 62 569 2213 832 164 1830 499 607 3932 44 132 71| (247 1} 30 19} 221; 229 183; 564 93) 79; 9543 
51 305 161 520 903 1889 2076 él 551 2688 943 191 2806 613; 704 5257 106 115} 9221 | 4; 27) 279; 300 150! 626} 52| 72| 11565 
Arkansas 52 297 288 937' +1983 3505 2782 70 606 3458 981 205 3437 665 982 6270) 16 164, 128 308 | 5) 16 167 434 160; 649 143) 15; 15131 
‘S| 448 444, 1009 253) 4432| 3817) 72 929 4818 1449 276! 4984 925| 1286) 8920 296 265; 56!) 4 1} 20 315! 420} 173| 722 167} 2| 20555 
California "52, 5946) 4594) 9529! 18915) 38984) 26821; 1268! 9630; 37719) 11715) 4632! 33649; 9383) 10834 70213 2 758| 1580! 2340 778! 887! 79| 3945! 6693) 2926| 8668) 1643; 3188| 178063 
S51! 8339 4868) 10087; 20646) 43940) 35387! 1253] 12049; 48689) 16914; 5696) 43956) 12615| 13297 92478 1456] 1429; 2885; 398| 400) 157! 4516) 6038] 2635) 10787) 1094) 1982) 215999 
Colorado ‘52 614 328 1939 3765 3090! 148) 832 4070 «1635 348 3333 960; 1075) 7351 60) 86 146) | | 32! 509! 591) 237) 679; 214) 72| 17667 
‘5! 892 430 1274 2469 5065 4180 172) 1265 5617' 2406 436 4920; 1342) 1503) 10607) 197) 192) 389) 2 | 63 919; 694) 327) 771) 197| 26| 24677 
Connecticut "52; 1039 730 2436! 3289 7494 4849 233! 1391 6473; 2238 728 5857; 1957) 1995) 12775) 3 457| 433) 893) 48) 94, 26| 756) 41175! 702! 1381! 396! 287! 32500 
Si] 1385 866! 2536) 4221! 9008) 5946) 206) 1991! 8143! 3133 921 7864| 2625| 2622) 17165} | 800) 542] 1342] 20) 85) 56{ 869 971{ 695} 1793{ 295] 277| 40719 
Delaware ‘52 136 94 373 588 1191 1182) 34, 237; 1453 497 128 1364, 374, 345) 2708 | 67| 64; 131) 2| 8} tt] tS} = 182) 80; 428 28) 22| 6359 
‘SI 204 128 520 775 1627 1691} 56) 357; 2104; = 714 148) 1960 559; 671 | 4052) 96) 88} 184) 1| 18! 148) 159 86; 451 35) 17; 8882 
Dist. of Col. "52 335 184 776, 2261 3556 1508 | 6! 306 1875 656 255 2333; 597; 715) 4556 | 113) Si; 164) 26) 6) 3 187| 230 204; 314) 64 42| 11227 
‘Si 533 264 928, 2387) 4112} 2312! 90' 529 2931 1054 368 3190 913) 998) 6523 } 154} 64; 218) 22| 25) 7| 224 241) 166| 399} 55) 51| 14974 
Florida "52; 1162 667 2703 4311 8843 6362 382; 1941 8685, 3184) 917 7828, 1984) 2393) 16306 | 31; 635; 302) 968) 212) 67; 182; 567; 1401 805; 1585; 549| 517! 40687 
‘S| 1522 765; 2630| 4847 9764 8276 415| 2983) 11674; 4012) 1183 9818) 2365) 3553; 2093) | 1091; 489; 1580 254| 41| 301| 755) 979) 707) 1453; 539} 451| 49429 
Georgia ‘52 910 538! 2388, 4235 807! 7371 225, 1817 9413) 3203 630' 9446) 2081; 2915 18275) 2) 502; 275| 779) 61) 11} 34) 458; 815! 534! 1698) 323) 4 40538 
i) 1156 668; 2635; 5229; 9688) 11229 414; 3292) 14935) 4271; 802) 12805) 2451) 4598; 24927 | 744) 577| 1321 | 76| 9| 72) 668! 770} 589} 2192} 277| 75| 55599 
Idaho "52 236 180 484 855 1755 1441 57, 525' 2023; 9840 163 1838 493; 522) 3856! | 56 137) 193) I 4) | 324) 371| 179 572| 174| 30 9482 
‘SI 336 229 586, 1086 2237) 1780 68; 528 2376| 1076 187) 2335) 589} 817} 5004 | | 105} 220} 325) 4| 4/404) 406) 187 773| ~=—158] 13) 11891 
Illinois "52; 4559, 3744 10058 18815' 37176) 24106 881; 6531) 31518) 12821; 3364; 29149; 8014; 8987; 62335 4 705! 1279; 1990) 10} 14, 126| 4128) 6587| 2398) 5896 | 674| 733) 153585 
‘51! 6146) 4506) 12032) 23464) 46148) 29226, 1014) 8725) 38965) 16526, 3765) 38495| 10851! 11679] $1316] 1549| 2497| 4046/ 30) 9| 164) 7028! 5412} 2994) 6943) 474) 743) 194272 
Indiana ‘52. +1776 1453! 3628) 7116 13973) 10538 346; 2211! 13095) 4532! 1029! 13778) 3240! 4039; 26618) 2} 526! 664) 1192) 3) 14; 53! 1306) 2292! 938) 4485; 485! 3 64482 
‘SI 2471 1818} 4494 9664 18447; 1506! 388) 3147) 18596; 6363) 1310) 19779; 4356) 5594) 37402) | 1068| 1078] 2146! 2) 9| 108} 2170) 2521; 1094) 6099) 348} 34| 88976 
lowa "52; 1054 698 2213 4316 828! 7158 187 1616 8961! 2629 596; 9028! 1923) 2243; 16419) | 165) 303) 468) | | 8| 402; 1241! 450! 1656! 203 24| 38113 
‘S| 1656 951| 3053) 6099! 11759) 10213) 191} 2454) 12858; 4003) 721) 12459) 2676| 3379) 23238) | 351} 697) 1048} | | 31} 904!) 1442) 595} 1909; 130 8| 53922 
Kansas ‘52 815 566 1860! 3290 6531 5531 163; 1302 6996; 2420' 433) 6729! 1540) 1821) 12943) | 300] 495] 726] 1 1} 24| 822! 1358) 527) 1254 176} 19| 31378 
‘S| 1137 679| 2059) 4062 7937 7339| 173! 2044 9556; 3181| 550! 8856; 1901| 2472) 16960 | 408} 528; 936| { 47| 923) 1300} 473) 1405) 122 12| 39671 
Kentucky "52 678 374 +«#+41714) 2836 5602 4742 79 912; 5733 1798 | 6070; 1321; 1595 11131) | 194) 159) 353) 4 5; 20 392| 1051; 361) 1217; 252) 40| 26161 
‘SI 938 536; 1838, 3640 6952! 7144 103; 1229; 8476; 2299) 450! 8026; 1682) 2182) 14639) 298; 237| 535) 3 | 25! 431) 844) 362) 1296| 193] 24| 33780 
Louisiana "52 679 534, 1498 3096 5807, 4733) 143; 946; 5822! 1648 345; 6255) 1248; 1851; 11347) 261; 248; 509) 10) 16; 34, 226) 770! 489; #1371) 2iI1} 40! 26652 
‘S!) 791 590| 1494, 3497; 6372) 6580 114, 1306) 8000; 1995 487, 7781; 1380) 2056) 13699} 363} 372) 735| 3} | 30) 309) 375) 309) 1272) 147] 17| 31268 
Maine ‘52 236; 211; 557; 1009; 2013 1468 7I 339; 1878; 603; 136) 2025 541 638 3943 | 174) 116) 290 4 15 14; +195! 301; 107; 345) vial 24 9259 
Si] 379 278 774, +1572 3003! 2045) 76; 556) 2677| 1103; 223) 2829; 750) 873) 5778 | 171} 162; 333) 4) 4| 26| 246| 339/ 140; 470) 116 14| 13150 
Maryland "52 950! 740! 2070! 4114 7874 5939; 179) 1347 7465' 2055; 452; 7669' 1639; 2008) 13823) | 620 331) 951 15) 17) 17; 852; 1218) | 1309) 263 91| 34481 
‘S!| 1386) 750; 2397) 4885 9418; 7530 213} 1805 9548 | 2788 | 546| 9907, 2147| 2485) 17873 ; Wi} 348| 19 25| 25) 39; 991 1027} 572! 1485) 184 75| 42381 
Massachusetts ‘52\ +1791; 1794) 4346! 7827 15758 9128; 337 2270) 11735; 4150 1029) 11316) 4127) Pred 24626 | 671! 467) 1138) 52} 154) 94) 998) 2381| 898) 2465) 466; 310) 61075 
51) 2541) 2142) 4625! 9531! 18839, 12200 409; 3381| 15990) 5733) 1382) 15669; 5858} 5362 34004 | | 709} 658; 1367) 49| 96| 128) 1525 | 2013! 886; 2835 361| 222) 78315 
Michigan *52| 3151; 2549| 7663) 13966) 27329; 29893; 992) 5998) 36883) 12195; 3982) 33229; 8197| 11146; 68749) | 912| 1405) 2317 21) 10; 53! 2293! 4579) 2008; 4039; 678) wt 149090 
‘S!/ 4909) 3366) 9580) 19441) 37296; 42321; 861; 8595) 51777] 15807) 4519) 45123) 10381! 14907] 90737 | | 2135) 2107| 4240 28) 9| 68] 3785) 3702} 2067; 4862} 410) 78| 199059 
Minnesota "52; 1572) 41159! 2821; 5907| 11459 8617' 169! 1774; 10560, 3673} 748) 11577; 2615; 3047; 21660) | 245) 455 700) | 2! 8} 630! 1375) 814) 2441) 239) 58| 49946 
'S!| 2238) - 1440; 3853) 7638 15169; 11727; 245) 2679; 14651| 4924; 941) 14657| 3111] 4106; 27239 499; 1024) 1523} 22| 8| 20} 1187} 1472} 876] 2608] 183] 20| 65478 
Mississippi ‘52; 446 252 | 2056/ 3614; 3092) 89 3883) 1378) 253) 4204 790! 1090! 7715! 29; ~=—«175} 33 | 327) 4) | 14; #177| 434! 250! 835! 152! it} 17417 
‘5! 627; 327; 1027) 2659 4640 4352) 86) 1oor Dr | 5439/1936] 331) 5641) 949) 1348) 10205) 290; 208 498) 7| {| 21] 205) 288) 187| 846] 89] 9| 22434 
Missouri "52; 1323) 1181) 2805; 6462| I1771! 9791 226! 2079; 12096) 3657/ 794) 12319! 2321! 2939! 22030) | 332; 317; 649! 4) 4, 33) 634: 2380 839! 1774) 260) 57| 52531 
‘S!| 2245! 1750! 3782) 9734) 17511} 13843) 309; 3862) 18014; 5445) 1140| 19111; 3648! 4477) 33821] | 542} 682) 1224| 3} 3} St} 972| 2733) 803) 2251 280| 53| 77779 
Montana "52 267 179 517 937 1900 1663, 51; 448 2162 763| 186) 2066) 75 | 515| 4105) | 49) 76| = 125! I 1! 4; 281{ 203; 121 | 155! 5! 9529 
‘SI 420 242 672| 1237 2571! 2298 56’ 551! 2905) 967) 210} 2957) 64) 829) 5727) 100/134} = 234| | 3) 2} 469) = 244) 191 535| 166} 2| 13049 
Nebraska 52 687! 342; 1061; 2359) 4449) 4653 131; 989! 5693) 1881; 386; 4536; 1085) 1502!) 9390) 1} 91 161| 253) 4) 2! 14) 276} 600! 253 920; 170) 6| 22030 
‘SI 1016 426; 1307| 3417) 6166) 5954] 133) 1524) 7611} 2605! 497) 6464! 1407] 2154/ 13127] | 140 313} 453 1! | 29{ 630) 578| 410} 1050} 132! 9| 30196 
Nevada 52) 126 60 192 290 668 344) 18) 164) 526 207 77) 552; 156) 148! 1140) | 6) 7 13 | | 6! 61 25! 85) 193! 31 a 2765 
‘5! 166 62 180 352 760 503) 25 194) 722; 260 101! 619; 186} 164 | 1330 18] 24 42 5| 67 46} 100) 190! 32 2 3296 
New Hampshire ‘52; 205) 137 497| 824 1663) 1182 62! 265! 1509 539| 95 1751| 428| 614!) 3427 | 27) 156] 283) | 43) Ii} 206) 363) 125) 366) 145) 50! 8202 
‘BI] 241) 124 539| 980) 1884 | 1493) 43 400! 1936| 703) 121 2263; 505! 673) 4265) | 140 146] 286} 10| 12] 14, 253) 317) 135| 376} = 14} 24| 9626 
New Jersey ‘52; 2654) 1909, 5150) 7800! 17513) 11958) 486) 3552) 15996; 5785! 1751 | 14742, 4235| 5489 32002 1; 814 862| 1677) 39; 168; 68) 1963) 2297; 1776; 3202; 770) 415 77786 
'51| 3494; 2132} 7004) 10218; 22848; 15334; 513) 4951; 20798] 7806) 2104) 18635; 5741| 7295; 41581} | 1836] 1573) 3409 | 22| 126} 99| 2376| 2266| 1683) 3614 729| 322) 99873 
New Mexico "52 240; 153 451' 840) 1684) 1195) 65; 439; 1699| 739; 135; 1530) 389| 472!) 3265 | 27| 28) 55) " 16| 24) 153) 239; 143; 495) _—s*I77 23! 7914 
‘S!| = 289) 176| 448 820) 1733 1441} 61} 513) 2015 902) 151} 2007 529; 656 4245 | 79\ 86) 165] 26| 234) 202) 127 460 92) 6| 9305 
New York "52; 6031; 5656; 13838 17525! 43050; 23739! 1227! 7058! 32024) 14318! 4528! 30597/ 10467! 11879! 71789 1| 1742\ 2113| 3856| 122| 485! 166! 3701| 5961| 3636| 6432| 1866) 1253| 174341 
*S!| 8831) 7214) 17801; 24868; 58714) 35272) 1330) 10408} 47010) 20403) 5456; 43829) 15319} 16950} 101957) | 3283) 3311] 6594) 80| 475) 234) 4858) 5764) 3764) 8254) 1635] 1340) 240679 
North Carolina "52; 884) 731) 2131) 4131 7877; 7121; 201; 1663; 8985 3170) 661 8943, 1955; 2816) 17545 | 19| 440! 327 Hd 32! 31; 38 516| 947; 599/ 1710; 405) | 39550 
‘SI 1180 946| 2651; 5387, 10164, 10493 226, 2540) 13259) 4364) 792) 12266) 2554 | 23575) | 940; 599) 1539 59| 13} 84) 666; 890! 633) 1806; 200) 73| 5296! 
North Dakota ‘52 333 174 473; 1184 2164, + =1768 34; 329; 2131; 706 134 2103; 374 454 3771 | | 20) 49) 69) | | 8 130; 186 131! 405) 59) 1| 9055 
‘BI| 426 302 543; 1550 2821; 2476!) 40' 438 2954; 868 122 2873; 507) 715 5085 | 57| 140 197} | 5} 218) 235) 189| 430} 54] } 12188 
Ohio *52| 4323) 3089 9102) 14643) 31157| 20440 722; 5130) 26292! 9829) 2964) 29213; 7092) 8291; 57389 | $933) 1413) 546 | 6 20! 155! 2743| 4322) 2426| 5405; 1274; 221| 133956 
"St! 5952) 4045 11194) 19525) 40716) 31674; 804) 7539) 40017) 13812) 3453) 40620! 9745) 12195) 79825 | | 2116} 2194) retry 9 17| 254) 3887) 3568) 2441 | 6107} 918} 124] 182193 
Oklahoma "52 582 516| 1459, 2934; 5491 5766 147; 1099 7012| 1842! 386; 6325; 1350; 1571) 11474) 85. 85 | 170 2) 3} 20 379; +759; 257) 903 151! 64; 26685 
‘SI 753 647, 1476 3528 6404 6921 152) 1671 8744) 2458 566 8719} 1657} 2000 15400 | 133} 139] 272 | | 19 372 661! 302) 1025) 112} 21| 33332 
Oregon 52 606 517 987' 2096 4206; 3720 112; 1038; 4870) 1601; 363 4681; 1259; 1245) 9149) | 139) 246) | 58) 63 11; 544) 894 506) 1032 382) 126| 22226 
: ‘5! 1113 715} 1602) 3113 6543, 4992) 178; 1680 6850; 2513 449; 7053) 1787) 2016 13818) | 427; 430| 857 42| 71} 36} += 806} -—-1103 534, 1566; 357) 129} 32712 
Pennsylvania "52! 4499| 3924) 10029) 19167) 37619| 23676 743; 5512; 29931) 11193) 2363) 32050; 7758| 8627; 61991) | 1499) 1710; 3209) 12) 69; = 88) 2861 | 5041; 2790 6012 1376) 410; 151409 
‘S!| 6576) 4947| 12499| 25267, 49289; 31528! 854; 7842! 40224) 14811) 2942) 39395) 10825| 12095 80068 | | 2725; 2367) 5092) 35] 67| 194) 4142} 4877, 2935) 6699; 1221) 166} 195009 
Rhode Island ‘52 322 241; 771; =+41176; =2510; ~=—-1700 66 446) 2212 641 228 2219 679| 580 4347 | 2 132! 106; 240) 3) 20; 22; «217; 447; = 178 437) 80) 51| 10764 
‘S| 493 326 895; 1513; 3227; 2484 74 620! 3178 941; 310 3146 957| 835 6189) 144] 151] = 295) 5| 14) 16 246| 401) 200 479) 47) 57| 14354 
South Carolina ‘52 400 352) +1184) 2030 3966, 3714) 84 702; 4500; 1509; 314; 4454) 1021; 1296 8594 } 294) 115) 409 | 71) 2| 22); 293) 587 291 769; 141} 55; 19700 
‘5! 530 48) 1502; 2798; 5311; 5425; 134) 1175} 6734) 2188 443; 7422) 1349; 1750) 13152 397; 200, 597) 65) 5; 34) 346; 561; 301 835 88 | 25| 28054 
South Dakota ‘52 263) 193 506; 1133; 2095) 1636 57 392 2085 695 138; 2093 472| 471) 3869 48 86 134) | | 135; 211 168 418 84 6} 9205 
‘SI 382 246 652; 1350 2630 2208 él 592| 2861 1017} 156 2787; 616; 788) 5364 | 140; 217; 357} | | | 327; 273 245 485 72) 1} 12616 
Tennessee ‘52 701 632, 1957, 3851 7141 5503 124; 1078 6705; 2422 467, (7222; + 1357, 2077) 13545 59 311; 192) 562} 36) 15 43 467; 792 383, 1345) 209 62) 31305 
‘Sl 856 665, 2019| 4460 8000 7780 132) 1358; 9270; 3140 542 9874; 1685| 2688 17929 | 277; 315| 592| 58) 18; 104 689; 750 451; 1513 194| 33; 3960! 
Texas "52; 3398) 2055 7031) 12286) 24770; 21963; 836; 6025; 28824) 10298; 2329; 26671; 6763; 7475 53536 349, 729 749| 1827 23 23, «+tth) $587) 3157) 1762; 5177 706 209| 121642 
"S51; 4432) 2473) 8112) 15606; 30623) 29748; 904) 8754! 39406) 14173) 2934) 37408; 8965) 10700 74180 1031; 1027; 2058) 15 28; 150; 1976; 2501; 1561; 5887; 598) 1hi{ 159094 
Utah ‘52 256; 3194 512 801) 1763 1635 49 512 21% 725 167; 1752) 539 654 3837 35 49; 121; 205 2 7 284, 328 192; 438 132 4 9425 
‘51 366 279, 568 993 2206 2220 60 591; 2871; 1092 204 2416; 653; 918 5283 84) 183) 267) 2) 8 533 303 158; 690 79| 17; 12417 
Vermont ‘52 114 77 331 518 1040 596 16) 159) 771 309 63) 902 231 278 1783 60° 65 125 2 10 6 60; 175 84 156 125) 14; 4351 
‘S| 154 99 324 679 1256 924 28 251 1203 48) 85) 1447 372; 497 2882 110 141); = 251} 2) 24 135; 258) 114 197 131} i 6469 
Virginia ‘52; 1208 854, 2575| 5464; 10101; 8523) 218) 1767; 10508; 3199 677; 10088! 2330; 3039, 19333) 88 627; 550; 1265 5! 4s 68; 1007; 1182 778 2146 332! 223| 47039 
‘5! 1494; 881, 2745, 6557; 11677; 11302; 255; 2354; 13911| 3841 789; 13705; 2709; 3625 24669) 877; 584; 1461} 67) 35 69; 1181; 928 754; 2097; 230) 176| 57255 
Washington ‘52 753; 662; 1349 2705; 5469; 4747 131} 1320; 6198) 1994; 445 5789; 1540) 1518) 11286) 175 358, 533 67 137 24 606; 1212) 406! 1302 247 163; 27650 
'51| 1404} 970, 2129} 4052} 8555; 46480 144; 1593) 8217) 3115} 554) 8273; 2403) 2273 16618 330 695} 1025 23; «112 70! 839, 1357 590; 1998; 229 259; 39892 
West Virginia ‘52 524, 279; 1194; 1982; 3979; 2560) 74, 615; 3249; 1223 227 3822 759| 1062 7093 | 147; 124, 271 | | 34 321; 510 402 732; 271 20: 16882 
‘S| 769 368; 1573) 2824; 5534, 3941) 80 875; 4896; 1614 277 5233| 1047, 1487 9658 281 214, 495 1} 5 44 366; 507 366} 818) 223 1S; 22928 
Wisconsin "52; 1410; 1173) 3089! 5230; 10902; 7791; 215! 1876; 9882) 4243 809; 10451; 2980; 2989; 21472 2 211 493 706 | 2 10 889, 2953 678, 2422 275 84; 50275 
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Financed by Higher Taxes or Bond Issues .. . 





States Press Fight for Road Funds 


_ Dpceieicoigpnaianage of the trend of 
A recent years toward increased 
highway-user taxes or bond issues 
to raise additional revenue for 
highway modernization is forecast 
by developments in state capitals 
throughout the country. 

Although comparatively few 
state legislatures convened this 
year, the general trend was re- 
flected in the enactment of Mis- 
souri bills raising the state gaso- 
line tax rate from two to three 
cents a gallon to bring in an 
estimated $12,000,000 in additional 
revenue and increasing truck and 
bus fees to yield approximately 
$8,000,000. 

An increase in the Massachu- 
setts gasoline tax rate from 4.3 
cents to five cents per gallon was 
on its way to final legislative ap- 
proval as part of a measure author- 
izing a new $200,000,000 highway 
bond issue. Louisiana’s legislature, 
however, enacted a bill cutting the 
gas tax rate from nine to seven 
cents a gallon. 

Montana’s state highway advis- 


Jobber Show Gets 
Ready for March 
Stand in Dallas 


DALLAS.—Invitations to partici- 
pate in the 1953 Southwest Auto- 
motive Show will be sent to manu- 
facturers and jobbers about Sept. 
15, according to D. A. Johnson, 
show manager. 

The event will be staged March 
26-29 in the automobile building at 
Fair park here. The building will 
accommodate approximately 260 
manufacturers in 500 booths, John- 
son said. 

Exhibition of new and improved 
automotive products will be empha- 
sized, Johnson said. He added that 
special attention also would be 
given to improvement of morning 
manufacturer-jobber sales confer- 
ences, a feature of the show. 








ory committee circulated petitions 
to put on the November election 
ballot an initiative measure to in- 
crease the state gasoline tax rate 
from six to seven cents a gallon. 

The gas tax issue was kept off 
the Michigan ballot by a state 
supreme court ruling that a 1951 
law increasing the gasoline tax 
rate from three to 4% cents was 
an appropriations act which under 
the state constitution was not sub- 
ject to a public referendum. 

* * * 
ald oe in which gasoline tax in- 
creases may be proposed next 
year include Arkansas, Arizona, 
California, Colorado, Connecticut, 
Indiana, Maryland, Nebraska, New 
Jersey, New York, North Carolina, 
Ohio, South Dakota, Texas, Utah, 
Vermont, West Virginia and Wis- 
consin. A gas tax rate cut may be 

sought in Oklahoma. 

Bond issuance as a means of 
financing highway improvements 
may be proposed in California, 
Connecticut, Iowa, New Jersey, 
New York, Oklahoma, South Da- 
kota and Utah. 


Truck taxes will be an issue in 
the November election in Oregon 
as the result of a referendum to 
increase the mileage tax and lower 
plate fees. The Oregon trucking 
industry also announced it would 
seek a state constitutional amend- 
ment to prohibit imposition of 
truck mileage taxes. 

Litigation is still pending in New 
York and Pennsylvania courts in- 
volving the constitutionality of new 
truck tax measures enacted in 
those states last year, while an 
Illinois supreme court decision up- 
holding a 1951 act boosting truck 
taxes is being appealed to the U. S. 
supreme court. 

: ee * * 


| poate proposals for new 
or increased truck taxes are 
being planned in many of the 44 
states. States in which they may 
be proposed include California, 
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Not an Accessory, But a Necessity 
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UNIVERSAL LUBRICATING SYSTEMS, 







INC. 


Oakmont, Pa. 


Colorado, Connecticut, Maine, 
Maryland, Nebraska, New Jersey, 
Ohio and Vermont. 

Proposed state constitutional 
amendments outlawing the use of 
highway-user tax revenues for 
nonhighway purposes will appear 
on the November ballots in Ala- 
bama, Arizona and Georgia. 

Florida will vote in November on 
a@ proposed constitutional amend- 
ment to earmark motor vehicle fee 
receipts for school building pur- 
poses, 

Minnesota will vote on a pro- 
posal amendment specifying the 
distribution of motor vehicle fee 
receipts between the state and its 
subdivisions. 


Synthetic Gas 


Can’t Compete, 
Refiners Told 


CLEVELAND. “Government 
plans to make synthetic gasoline 
from coal by hydrogenation are 
most unlikely to succeed in pro- 
viding a competitive motor fuel,” 
it was emphasized by L. C. Kemp 
jr., director of research for Texas 
Co., in a speech before the Na- 
tional Petroleum Assn. convention 
here. 

“Synthetic gasoline is not an 
‘ersatz’ substitute for today’s fuel 
and it’s not a miracle substance,” 
Kemp said. “It’s simply a gasoline 
refined by familiar processes from 
crude oil derived from coal or oil 
shale. And it’s going to have to 
make its own way by competing 
with present day fuel on a basis 
of price and quality.” 

A good deal of confusion has 
arisen over contrasting industry 
and government figures covering 
the cost of turning the nation’s 
coal and oil shale deposits into 
gasoline, Kemp commented. 

Last year the Bureau of Mines, 
which is advocating an immediate 
coal-to-oil program, announced that 
synthetic gasoline could be made 
by coal hydrogenation for 12 cents 
a gallon, Kemp declared. The Na- 
tional Petroleum Council, on the 
basis of studies requested by In- 
terior Secretary Oscar Chapman, 
placed the cost at 41 cents a gallon. 


London Show Stirs 


Overseas Interest 


LONDON.—A record attendance 
of overseas visitors is indicated 
for Britain’s 1952 Commercial 
Motor Show, according to the So- 
ciety of Motor Manufacturers and 
Traders. The society said 1,000 
Overseas buyers already had sent 
notice that they would attend. 

The show, 16th of its kind, will 
be opened by A. T. Lennox-Boyd, 
minister of transport and civil avi- 
ation, in a ceremony at noon Sept. 
26. It will run through Oct. 4. 

The display area in the Exhibi- 
tion Hall at Earls Court has been 
enlarged since the show was last 
held in 1950, providing the 425 
exhibitors of commercial vehicles 
and allied products with more than 
250,000 square feet of exhibition 
space, the society said. 


Arc Welding Is Topic 
Of $30,000 Contest 


CLEVELAND.—A new competi- 
tion for machinery designers, engi- 
neers and manufacturers is an- 
nounced by the James F. Lincoln 
Arce Welding Foundation. 

Under the program, 101 cash 
awards totaling $30,000 are offered 
for the best papers describing the 
mechanical design and construction 
of any type of machine or machine 
component which is designed for 
arc-welded steel fabrication. Any 
machine or component whose per- 
formance or appearance has been 
improved or whose cost has been 
reduced through the use of arc 
welding in its construction also 
may be described. 

The program closes July 27, 1953. 
A rules brochure is available from 
the Lincoln Foundation, Cleve- 
land 17. 











The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 





MOTIVE NEWS WANT ADS! Are you? 





Industrial Spider— 

A workman applies finishing touches 
on a maze of steel tubes inside the fur- 
nace portion of a new boiler for new 
steam generating unit at B. F. Goodrich 
Co.'s Akron plant. Nearly 60,000 lineal 
feet of steel tubes form this web. BFG's 
installation will be Ohio's largest spreader 
stoker fired steam generating unit. Tubes 
rise 38 feet above a floor area 27 feet 
square, and creates temperatures that 
range between 2,000 degrees and 2,500 
degrees Farenheit. Water circulating in 
the tubes turns into steam which is used 
to generate power. 


Tires Offered 
In 1,000 Models, 


Dinsmore Says 


CAMBRIDGE, Mass.—The Ameri- 
can rubber industry produces more 
than 1,000 different sizes and types 
of tires involved directly or indi- 
rectly in our national economy and 
way of life. 


This was revealed here by Dr. R. 
P. Dinsmore, research vice - presi- 
dent for Goodyear, who was a guest 
lecturer for two days at the annual 
summer sessions of Massachusetts 
Institute of Technology. 


The Goodyear executive’s lectures 
dealt with factors involved in tire 
construction—steering control, cush- 
ioning ability, durability and safety. 

He said that there are reasonably 
well-defined ranges of performance 
required on different types of tires, 
and each size and type has been 
designed and constructed to meet 
some specific need in transporta- 
tion and industry. 








Gals in Hacks 


Coming Back 
In Many Cities 


WASHINGTON.—The ranks of 
taxicab employes have been hard 
hit by the manpower needs of de- 
fense production, and women are 
again replacing male cab drivers 
on daytime shifts in many cities, 
according to the monthly Manpow- 
er Bulletin issued by the Defense 
Transport Administratic 

Based upon informati provided 
by DTA’s street ana highway 
transport division, the U. S. Bureau 
of Employment Security, the De- 
partment of Labor and the Cab 
Research Bureau, of Cleveland, a 
spot survey shows a current and 
continuing shortage of adequately 
trained employes in the taxicab in- 
dustry, the bulletin says. 

Indicative of the scarcity of 
qualified manpower in the taxicab 
field are the following driver em- 
ployment-turnover examples given 
for the first three months of 1952: 
Chicago, 33.33 percent; Detroit, 25.7; 
New York, 25.4; Cleveland, 45.8, and 
Los Angeles, 10. 

Chief among causes given for this 
labor shortage, it was said, is the 
lure of higher wages from expand- 
ing defense production plants. An- 
other important factor is the 
lengthy training period required 
in most areas before a driver is 
permitted to operate a cab. 





Chrysler Promotes Harmon 


To Detroit Tank Plant 


Appointment of Charles Harmon 
as general plant superintendent of 
the Chrysler Detroit tank plant has 
been announced by Robert T. Kel- 
ler, general manager of tank manu- 
facturing operations of Chrysler 
Corp. 

Harmon served in several super- 
visory and administrative capaci- 
ties at the Chrysler tank arsenal 
here during World War II and was 
assistant superintendent of the 
arsenal from 1942 to 1945. Since 
1951, he has been on special assign- 
ment to the works manager of the 
Chrysler Delaware tank plant, han- 
dling coordination and development 
of production methods and tech- 
niques on the Patton 48 tank. 


Wells Elected President 


Of Elkhart Chamber 


Walter O. Wells, vice-president, 
general manager and treasurer of 
Schult Corp., Elkhart, Ind., has 
been elected president of the Elk- 
hart chamber of commerce. 
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Car, Truck Output Estimates Soft Market S Likel 
hs iubiiadies oft Market Seen Likely 
y “Automotive INEWws Dealers Plan Intensive Selling Efforts to Move 
PASSENGER CARS Increasing Stocks This Fall 
(U. S. PRODUCTION ONLY) (Continued from Page 1) 
Week Week ~~ 1 —_ 1 
Ended Same Ended Aug. o ‘ ‘ es : 
° principal cities throughout the na-|help overcome buyer resistance, 
“Te.” bt a mm, A “0° a tion ran the gamut from confidence | and New Yorkers, who said they 
CHRYSLER . 7,188 238,409 7,188 868,192 533,763 | 4 to uncertainty to apprehension over |had to press for sales even now, 
Chrysler * oe 3.420 ue 117,811 1,978 a highly competitive market in the|were rolling up their sleeves to 
DeSoto : a 2.551 80,785 54,618 future, One complaint was univer- handle anticipated volume deliv- 
Dodge .... ue 6,816 cusses 228,883 140,832 sal: gee = oun Peg ie , 
Plymouth .............. > Tie: See 7,188 440,713 266,335 enough cars wi ic o do - ere were said to be waiting 
FORD occ 1,488 19,801 19,874 22,255 813,680 526,472 Proper selling ob. ists for the lower-priced makes 
Ford . sie . 16,010 15,819 15,819 631,092 403,182 N SOME : : 
places, a decline in 
Lincoln .. oo 561 382 5 el =e I buyer interest was making itself Auto Stocks 
Mercury ....................... 1,438 3,230 3,673 5,891 163,517 104,024 a Cow siete ant tonal cone a a sibs 
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Chevrolet. ................0..... 3,722 19,717 2,617 6,863 768,805 490,747 Dr. Roy K. Marshall (left), scientist and Dealers in those areas were GM 61% 60% 61% 50 : 
Oldsmobile _.................. 2,160 5,191 1,708 3,868 195,609 132,330) radio and TV speaker on Ford division counting on a resumption of new- Hudson 14% 15 15% 12% 
Pontiac ......... selling eeweres 2,254 6,517 2,259 4,956 234,181 159,789 programs, presents the championship car deliveries to stimulate de- K-F 4y, 4% q 4, 
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Total Cars, U. S. ........ 25,834 94,919 35,088 64,024 3,713,783 2,422,508 Talks by Davis, tion boom, were figuring on closer| be developed for the larger lines. 
tincludes station wagons. *Revised. eune M profit margins to keep prospects| Denver reported good demand in 
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Cars and Trucks 


U. S. and Canada ...... 40,605 128,535 44,063 88,907 4,957,707 3,359,114 





*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U.S. totals 


include cars and trucks for military orders, 





Big Production Rebound 
Slated for This Week 


(Continued from Page 1) 


ages forced the closing of most 

Ford plants, the past week’s pro- 
duction showed a deficit of nearly 
7,000 units from the week before, 
when 35,038 cars and 8,917 trucks 
were built for a total of 43,955 
vehicles. 

However, this week will see all 
U. S. car builders in the production 
lineup, with the exception of Cros- 
ley. Nash, Packard and Studebaker 
will, be building cars for the first 
time in several weeks. Along with 
Ford, they hope to be able to main- 
tain schedules without further in- 
terruption. 

Plymouth got a slight start on 
car production last week, and will 
be joined today (Aug. 18) by 
ew division, Dodge and De- 

oto. 


* ok x 
AM General Motors plants have 
been working on_ curtailed 


schedules for the past two weeks, 
but this week should see them 
pushing to higher levels. Cadillac is 
the only GM plant to have survived 
the steel strike with normal pro- 
duction, except for a week of in- 
ventory. 

Truck production should show a 
strong comeback this week, too. 
Chevrolet built trucks last week for 
the first time since July 18. Dodge 
truck also resumed in Detroit. 

Truck schedules have been 
normal for two weeks at Stude- 
baker, while GMC, International, 
Willys and others hope to reach 
normal levels before this week is 
over. 

One thing is certain—car and 
truck makers are anxious to get 





back into volume production as 
soon as possible. There is some 
doubt whether the government is 
going to permit makers to carry- 
over unaccounted for production 
quotas into the fourth quarter of 
this year. 
* * 

" Pigeee makers fell far short of per- 

mitted production rates during 
July and they will be even further 
off the pace when this month is 
over. The same is true for all truck 
makers. 

Industry feeling is that the gov- 
ernment may limit fourth quarter 
material procurement to the 
number of cars permitted during 
that period, without regard for 
production that will be lost in 
the third quarter. 

It is believed that the promise of 
higher output quotas starting in 
1953 may be intended as something 
of a concession to the industry to 
make up for some of the hardships 
suffered in 1952. 

If fourth quarter material allot- 
ments are held strictly to quotas 
set up for that period, 1953 model 
plans may have to be delayed by a 
few makers or 1952 model runs cut 
off sooner than planned. 

* of * 

HOWEVER, at most plants it 

looks as though 1953 model pro- 
grams will proceed on schedule. 
Two or three makers were busy 
shooting pictures of their 1953 
offerings for publicity purposes last 
week, 

—Bernw THOMAS 





than $1 a share. 

Steadman demanded steps by the 
K-F board “to replace the present 
management and to correct the 
company’s policies.” If this is not 
done, he predicted that “the share- 
holders would unite and force such 
action.” 

In a public statement, Steadman 
reiterated a proposal that “valu- 
able aluminum facilities be re- 
turned to the corporation by Kaiser 
interests now holding them.” 

These facilities, he added, 
“would give the shareholders 
some hope of recapturing a part 
of the $56,000,000 invested in the 
company, which equity has pres- 
ently shrunk to $4,186,938.” 

Steadman said the protective 
committee was organized in 1948 by 
Col. K. O. Cuttle, of Crestline, 
Calif. He said that it was composed 
of 14 members, including himself 
and Cuttle, and that it had repre- 
sented up to 700,000 shares, He 
would not disclose how many 
shares or shareholders now were 
represented. 

In its report, the corporation said 
that automotive operations for 
June showed a loss of $177,631.21 
after retroactive adjustments of 
$262,112.11 had been made. Defense 
operations for the month showed 
a loss of $82,602.48. Sales of auto- 
motive and defense items were $12,- 
666,515.89 and $8,030,765.14, respec- 
tively. 

President Edgar F. Kaiser pre- 
dicted that automotive operations 
for July would show a substantial 
improvement over those of June. 

With regard to defense opera- 

tions, he explained that the June 
loss was the result of retroactive 
adjustments arising from a change 
in the method of accruing fees 
payable under the contract for the 
manufacture of the C-119 airplane. 
He said he expected the third 
quarter to show substantial earn- 
ings for defense operations. 

Kaiser said also that no profits 
had been accrued in connection 
with the manufacture of C-123 air- 
planes although a substantial 
amount of work had been per- 
formed on this contract. 


year’s session, John J. Jewell, sec- 
retary-treasurer of the associa- 
tion, said. 

One of the other main attractions 
at this year’s parley will be a dis- 
cussion on the importance of the 
lube rack. A talk on this subject 
titled, “How to Get the Public to 
Patronize Your Lubrication De- 
partment,” will be given by Linn C., 
Jones, of the Minneapolis district 
of Socony-Vacuum Co. 

Jack Williams will handle a 
panel discussion on shop efficiency. 

Awards will also be presented to 
individuals and firms who have 
loaned automobiles for behind-the- 
wheel driver training in schools by 
Lester Olson, the _ association’s 
safety chairman. . 





hard to find in St. Louis. 

Prices of postwar models were 
reported firm in Seattle, but pre- 
war cars had dropped. Retail prices 
in Cincinnati failed to match re- 
cent wholesale gains. 





Oregon Conclave 
Set for Dec.3 


PORTLAND, Ore.—The annual 
meeting of the Oregon Automobile 
Dealers Assn. will be held at Co- 
lumbia athletic club on Dec. 3. 

Manager Brud Fox reports that 
speakers of national renown are 
now being lined up for the pro- 
gram. 





siege: 





Legless Vet Displays Driving Device— 


Here is James W. Redding, driving instructor extraordinary. He teaches persons 
who have lost the use of one or both legs how they can operate the clutch, brake and 
accelerator pedals by using a single hand lever installed on the steering column. 
Redding showed this new simplified driving control, developed by Plymouth Corp., to 
the convention of the American Federation of the Physically Handicapped in Detroit 
recently. Redding himself lost both legs in World War il. 
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Eased CPR 83 to Apply... 





Retail New-Car Prices 
Going Up Saturday 


(Continued from Page 1) 


however, they will have to be ab- 
sorbed now. 
* * 

G gies aides said factory wholesale 

prices on new cars would re- 
main unchanged, under the often- 
amended CPR 1. Separate regula- 
tions governing used cars and new 
trucks also will hold at their pres- 
ent patterns. 

Pending final issuance of the 
much-delayed CPR 83 revision, 
many questions about dealer re- 
quirements and practices lacked 
answers last week. Some of these 
were: 

Without specific “basic” ceilings, 
will dealers still have to display 
price posters in their showrooms? 

If so, on what basis will OPS at- 
tempt to enforce such ceilings, if 
indeed enforcement is possible? 

Is not a relaxed CPR 83 a step 
toward ultimate decontrol of new 
and used-car prices altogether? 

Will OPS press prosecutions of 
dealers who are accused of violat- 
ing practices scrapped or softened 
by the new regulation? 
* oe * 

HIS week’s menu of controls in 

the new-car retail trade will be 
the fourth in the year-and-a-half 
during which dealers have been 
under OPS rule. 

Early in 1951, after CPR 1 was 
announced for new-car manufac- 
turers, dealer prices were _ re- 





Munn 


(Continued from Page 3) 
Declaration of Independence we 
had a loose confederation of states. 

A new constitution was advo- 
cated for many years. An educa- 
tional process to the public was 
necessary to convert the powers 
who wanted to continue states 
rights and not sacrifice any prerog- 
ative to the federal government. 

The result was the famous 

Madison papers by Thomas 
Paine, Thomas Jefferson and 
James Madison. And it took 
many years of education before it 
was possible to approve our Con- 
stitution and Bill of Rights, a 
charter that has made us the 
most prosperous nation in the 
world. 

There isn’t any doubt but what a 
more liberal contract will eventu- 
ally be written in this trade. It is 
only hoped that we won’t wait until 
a great many dealers are forced 
into liquidation who otherwise 
would live and make real contribu- 
tions to the trade if the charter of 
the relationship between manufac- 
turers and dealers were revised 
now. 

* * of 


Inevitable Development 

ANY dealer leaders believe that 

dealers should be thinking 
about a new contract and that 
dealers should talk about it among 
themselves. They should confer 
with factory representatives. They 
should use their influence to get 
a suggestion of a change of con- 
tract on the agenda in dealer-fac- 
tory councils. 

This movement for a new and 
better contract will not be 
stopped. It will eventually come. 
How soon it will come depends 

less upon the factories or upon 
dealer organizations than upon the 
thinking of the individual dealer. 
He must recognize the importance 
of this basic contract. He must 
recognize its need and advocate 
its change, 

Whenever dealers get together 
unitedly, the contract will be liber- 
alized and it will benefit all. Such 
a change is in the public interest. 


Portland (Ore.) Truck Firm 
Is Rebuilding After Fire 


A $150,000 building permit has 
been issued to Roberts Motor 
Co. (Kenworth truck) for a 1%- 
story shop and office building to 
be erected at 123 N. W: Pacific 
St., Portland, Ore. It will be 100 
by 200 feet, and will replace a 
structure wrecked by fire, 








strained by the General Ceiling 
Price Regulation. 

This was superseded for dealers 
by Supplementary Regulation 5, ef- 
fective Marhe 2, 1951. On March 7 
of last year, the now-famous dis- 
count denial took hold when the 
factories were allowed to boost 
prices 3% percent but dealers were 
forbidden from getting a share of 
the increases. 

Last Oct. 15, SR 5 gave way to 
CPR 83, and the Special Orders 
prescribed by the latter ukase 
began pouring from the OPS mill 
Dec. 7. Ten Special Orders cover- 
ing new models and equipment of 
all car builders were published 
before the Capehart formula took 
effect, Capehart increases applied 
by all but two makers brought 
the final total of Special Orders 
to 18. 

Pursuant to the Herlong amend- 
ment in last year’s Defense Act, 
OPS was compelled to honor tra- 
ditional dealer discounts on all 
price boosts after March, 1951. 
Changes in the 1952 statute banned 
all such wartime restraints. 

* * * 

DOPTION in the new CPR 83 of 

the 1950 and 1951 base periods, 
plus removal of an industrywide 
system for controlling the trade, is 
expected to meet many of the ob- 
jections raised against OPS 
methods by NADA and Texas deal- 
ers at a hearing in Washington 
last April. 

A panel of three OPS officials 
heard NADA General Counsel 
James C. Moore assail standardized 
controlling of dealer prices and 
profits as a blow to the competitive 
enterprise system. 

The panel’s findings on the evi- 
dence submitted by the dealer as- 
sociations and OPS controls ex- 
perts never has been released. 











Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


WORKING SALES MANAGER. Selling 
and supervising one or two salesmen for 
Chrysler - Plymouth against competition 
from Cadillac, Buick, Chevrolet and 
Ford. Must have proven record in sales, 
closing deals, training salesmen. Salary 
and profit sharing plan. Growing south- 
west town of 10,000. Last two years, 
60 cars a year. Want to increase vol- 
ume. We also sell trucks, reason for 
wanting top-notch man to take over cars. 
Send recent picture, full particulars of 
experience, family and references. Box 
1725, c/o Automotive News, Detroit 26. 


EXCELLENT OPPORTUNITY. We are in- 
creasing our engineering staff and have 
a position available for a semi-technical 
and practical trained man. Experience 
and ability to supervise, operate dyna- 
mometer and conduct road testing of 
friction materials essential. Give full de- 
tails, experience, education, references, 
salary and date available. Replies kept in 
strict confidence. Our employes know of 
this position. Address or write Box 1743, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, capable of taking 
complete charge of gas station and used 
car repair department. New organization, 
contemplating expansion. Wonderful op- 
portunity for right man. Guaranteed 
over $5,000 first year. Write experience, 
reference, age to Box 1696, c/o Auto- 
motive News, Detroit 26. 














SALESMAN. Want to live in Florida? We 
need young but experienced and aggres- 
sive new and used car salesman. Liberal 
straight commission compensation my 
excellent opportunity for adva 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed ‘Box No. ......, 


in care of Automotive News, 


Detroit 24, Mich.’ add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received. Display‘ Ads: 
WANT AD DEPT., 


$9.80 per inch, per insertion. 
AUTOMOTIVE 





NEWS, PENOBSCOT BUILDING, DETROIT 26, 


MICH. 





HELP WANTED 


BUSINESS MANAGER. Large Ford author- 
ized reconditioner seeks experienced and 
competent business manager. Must have 
automobile mechanical knowledge, strong 
accounting qualifications and executive 
ability. Experience in dealer contacts and 
knowledge of industrial plant operation 
helpful. College work in accounting and 
mechanical engineering also helpful. Age 
32 to 38 preferred. Box 1778, c/o Auto- 
motive News, Detroit 26. 








SALESMEN 
NEW CAR DEALER FOLLOWING 


Must know parts buyers by first name to 
represent one of the larger distributors of 
body hardware and parts expanding into new 
territories. Sure fire sales program. Salary 
00, commission, car expenses and bonus. 
Salesmen with following must earn $10,000 a 

year or better. Territories now open—Va., 
N.C., S.C. and middle west. 


National Automotive Parts 
310 W. Cumberland St. Philadelphia, Pa. 








We Are Looking For A 
TOP SALESMAN OF SEAT 
COVER FABRICS 
For The Southwest 


Must have wide experience and contacts 
with jobbers and manufacturers. To rep- 
resent a well-established, aggressive com- 
pany with the best-known, advertised 
brand name in its field. Write fully to 
Box 1784, De- 
troit 26. 


c/o Automotive News, 





WANTED—Ford and Cadillac mechanics. 
Excellent working conditions, 50-50 basis. 
All the work you can turn out. Beautiful 
town, twenty miles from Phoenix. Come 
to the healthy land of the sun. Earn- 
hardt Ford Sales, 130 S, Arizona Ave., 
Chandler, Ariz. 


USED CAR BUYER. One of New York 
City’s largest used car dealers has open- 
ing for experienced buyer. Must have 
over five year’s experience. Wonderful 
opportunity for right man, Write experi- 
ence, age, salary desired. Box 1697, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Long established, 
central New York dealer needs qualified 
man to take charge of service operations, 
customer relations. Good salary, bonus, 
vacation, group insurance. Box 1742, c/o 
Automotive News, Detroit 26. 

SALES OPPORTUNITY. Large Ford dealer 
requires experienced automobile man to 
fill the position of new car sales man- 











ager. Attractive salary and _ incentive 
payment plan. Apply by letter, stating 
qualifications and experience, in confi- 


dence to D. B. Webster, President, Web- 
ster Motors (Windsor) Ltd., Windsor, 
Ont., Canada. 


EXPERIENCED AUTO PARTS SALES- 
MEN. We offer an unusual opportunity for 
aggressive salesmen, interested in earning 
$6,000 a year and up, selling direct to 
new car dealers and fleets. Ours is an 
old established company, the manage- 
ment having had years of experience in 
this field and due to sales expansion have 
openings in all parts of the United 
States. A sound financial arrangement 
and a different sales program will enable 
you to succeed in your protected terri- 
tory. A company car furnished men who 
can qualify. Write in detail to Lee 
Rodgers and Company, Box 182, West 
Richfield, Ohio. 

LINCOLN-MERCURY PARTS MANAGER, 
southern California coast city. Earnings 
$350 to $400. Wire inquiries. Pascal Dil- 
day, San Pedro, Calif. 














POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted -_ ere accepted at half requier 
rates, namely: 9 cents per word for each 
Insertion. ash in advance. (Half-rate 
does not apply to display eds in this 
section.) 











SALES EXECUTIVE DESIRES position in 
factory sales. Nine years’ experience 
with Chevrolet factory. Six years’ retail 
dealer management experience. Thor- 
oughly familiar with all phases of new 
and used car, parts and service activity 
including merchandising program and the 
hiring and training of personnel. Well 
experienced in business management, or- 
ganization, building layout, remodeling, 
leases, taxes, insurance, etc. Age 42, 
married, excellent health, college gradu- 
ate. Box 1728, c/o Automotive News, 
Detroit 26. 





DEALER CONSULTANT desires position 
with retail automobile dealer consultant 
firm. College graduate, married, good 
health, age 41, Sixteen years’ experience 
in factory and retail sales activity. Car 
and truck sales a specialty. Very fa- 
miliar with all phases of business man- 
agement from the obtaining of leases to 
the distribution of profits. Have been 
associated with one of the largest auto- 
mobile dealers in the United States. Box 
1729, c/o Automotive News, Detroit 26. 





GENERAL MANAGER thoroughly familiar 
in every respect with large new and 
used car operation. Have supervised vol- 
ume wholesale and retail parts and serv- 
ice activity. Also well versed on business 
management. Can furnish best of refer- 
ences from associates of ‘‘Big Three’’ 
operations as a well qualified manager. 
Age 41, married, college graduate, excel- 
lent health. Will consider part owner- 
ship. Box 1730, c/o Automotive News, 
Detroit 26. 





SALES or GENERAL MANAGER with 15 
year successful record will assume full 
responsibility for profitably managing a 
dealership with or without option to pur- 
chase from proceeds of profits. Western 
states preferred—now residing California. 
Box 1746, c/o Automotive News, De- 
troit 26. 





GENERAL MANAGER with 24 years’ of 
General Motors experience in retail and 
wholesale. Have held all positions in re- 
tail, both large and small. Held respon- 
sible position with Chevrolet Zone also 
with G.E.I.C. Presently employed as gen- 
eral manager in large eastern Chevrolet 
dealership. Resigning August 31st for ex- 
cellent reasons. Exceptional character 
and management ability references. Age 
40; married. Box 1779, c/o Automotive 
News, Detroit 26. 





AVAILABLE on short notice. Service su- 
perintendent or manager, excellent tech- 
nical background. Truck or passenger 
car field. Presently engaged in govern- 
ment service as packaging specialist. Box 
1720, c/o Automotive News, Detroit 26. 


ATTENTION FORD and Lincoln-Mercury 
dealers. General manager in mid thirties, 
happily married, thoroughly proven in 
every phase of automotive management, 
desires to take complete charge of 
agency. Prefer deal where owner wants 
to take it easy and turn things over to 
a man who knows how and what to do 
profitably. Will go anywhere on salary 
and percentage basis. Presently employed 
in executive position. Formerly sales 
manager and general manager of Hull 
Dobbs dealership. Best of references 
from district, region, past and present 
employers, All replies held in confidence. 
Box 1750, c/o Automotive News, De- 
troit 26. 





BUSINESS OPPORTUNITIES 





FOR SALE. Opportunity for one of the 
best business propositions in this sectior 
of the country. I will sell all used part 
with three to five acres of groun 
(amount optional) on route US 22, coast 
to coast highway. Excavating completed 
Building blocks on ground included ir 
sale. New highway coming through in 
near future. Already surveyed. Priced at 
$4,500 with three acres. If additional 
ground wanted, reasonable price will be 
made, A. R. Sickle, Phone—Day 25, 
Night 30, Cadiz, Ohio. 





SMALL INVESTMENT — excellent return. 
Used car lot completely equipped includ- 
ing neon lights and modern office. Next 
door to Chevrolet dealer, opposite Ford 
and Buick. Best lot in booming southern 
California city of 30,000. Gross sales 
first six months—$283,000. Good lease— 
$12,000. Terms if desired. Box 1780, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE. One of “Big 
3’’ with 100 plus car franchise located 
in southeast on main highway. All mod- 
ern equipment. Approximately $40,000 
will handle. Must have factory approval. 
No good will, only inventory, cost of 
stock and equipment. Reasonable rent on 
property. Box 1781, c/o Automotive 
News, Detroit 26. 


WEST TEXAS OPPORTUNITY for the 
man with $30,000 to invest in a well- 
established dealership, handling Chrysler- 
Plymouth; town of 8,000 in the oil-rich 
Permian Basin. No real estate or used cars 
to buy; excellent location and facilities; 
consistent money-maker; earned $20,000 
net first half of 1952; present owner 
must change climate at once. Box 1782, 
c/o Automotive News, Detroit 26. 


250 CAR CONTRACT, handling Lincoln- 
Mercury, in heart of rich farm territory. 
New building, complete modern equip- 
ment, full staff or trained personnel. 
Nets twice national average on gross 
sales of $800-$900,000 last three years. 
$65,000 will handle, lease building. Must 
have factory approval and arrange own 
financing. Write, stating full particulars 

















to L-M, 8125 S. Avalon Ave., Chicago 
19, Il. 
DEALERSHIP 
Now Handling 
LINCOLN-MERCURY 


In large midwestern city, showing big 
profits. Facilities among the best in the 
country. Will lease to reputable party. 
Principals only. 
Box 1765 
c/o Automotive News 
Detroit 26 





FOR SALE. Agency selling leading inde- 
pendent make of automobiles and trucks 
in a trading area of 20,000 population, 
doing over $250,000 business annually. 
Modern shop*with new equipment, beau- 
tiful showroom and offices. Brand name 
drive in gasoline station, good gallon- 
age included. Used car lot across street. 
Will sell for inventory price. Lease or 
sell garage and property. Box 1756, c/o 
Automotive News, Detroit 26. 





ONE-HUNDRED CAR DEALS within 100 
miles of N. Y. C. Ford, Chevrolet, Pon- 


tiac, Oldsmobile and DeSoto-Plymouth; 
several independents. M. Korn, 148 
Market St., Paterson, N. J. 





SERVICE MANAGER, married, 37, will re- 
locate. Ten years’ experience. Know how. 
Ford, GMC, Studebaker. Sober. Avail- 
able August 15th. All replies acknowl- 
edged. Gables, Box 293, Bellmore, L. I., 
N. Y. 





LEASE MANAGER. Experienced all phases 
long and short term automobile and truck 
leasing. Best references. Box 1769, c/o 
Automotive News, Detroit 26. 





ONE OF THE UPPER MIDWEST’S larg- 
est dealers desires general manager. Must 
be capable directing new and used car 
and truck management and sales person- 
nel to make it an outstanding setup in 
the territory. This is a splendid oppor- 
tunity for an aggressive individual. Give 
age, furnish photograph and experience. 
References protected. Write Box 1766, 
c/o Automotive News, Detroit 26. 


SOUTHERN WIPING CLOTH concern 
wants salesman for southeastern territory 
to call on automotive jobbers, dealers, 
industrial plants and suppliers. Box 1767, 
c/o Automotive News, Detroit 26. 








Very progressive dealer in outstanding 
city on Florida’s west coast. Furnish full 
particulars and photograph to C. E. 
Holtsinger, Clearwater Lincoln-Mercury 
Co., Inc., Clearwater, Fla. 


SERVICE MANAGER. The opportunity you 
have been looking for; 700 car Dodge- 
Plymouth dealer in business 27 years, 
about 200 miles from New York City. 
Need service executive with mechanical 
background, able to supervise 40-50 shop 
men, maintain proper customer relation- 
ship, carry on aggressive merchandising 
program and be willing to keep up to 
date on and adopt new ideas. Salary 
$5,200 or more to start, new car fur- 
nished, two assistants and separate serv- 
ice office personnel. Give complete out- 
line qualifications, age, peceeareae. ond 
Photograph in reply addressed 
1777, c/o Automotive News, Detroit 20. 











FORD SERVICE MANAGER, pay exceeds 
$10,000. Our labor volume in excess of 
$300,000. If you are thoroughly experi- 
enced in managing a large operation and 
have the ability to promote and expand 
a highly profitable service department, 
then write your complete history, includ- 
ing references and snapshot, all of which 
will be treated strictly confidential. The 
location is one of the largest southern 
cities. Conference at our expense. Box 
1768, c/o Automotive News, Detroit 26. 


WANTED—DISTRICT sales managers and 
salesmen. If you have had five years’ 
experience in selling automotive body 
hardware, small parts and specialties and 
are located or will relocate in Michigan, 
Ohio or Pennsylvania, we have an un- 
usual sales opportunity to offer. Lee 
ee and Company, West Richfield, 

oO. 








SERVICE OR PARTS MANAGER, twelve 
years’ experience. Thorough knowledge 
of all phases of both departments. Ex- 
cellent references. Box 1770, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER. Brooklyn and L. I. 
following. A-1 closer. Can operate con- 
servative or volume. Prewar Buick, six 
years’ recent Ford experience. Age 44, 
excellent references, sober, hard worker, 
reliable, sharp trader, organizer. Write 
direct mail and newspaper copy. Many 
more assets. I can produce. J. A. Doty, 
8002 Park Lane South, Woodhaven 21, 

= 








ACCOUNTANT-OFFICE MANAGER, Ex- 
perienced in Dodge uniform accounting 
system with knowledge of all phases of 
dealership. Now employed but desires 
relocation with dealership in south or 
southwest. Write R. D. Scaggs, P. O. 
Box 1071, Logan, W. Va. 


PARTS MANAGER. Have profitably op- 
erated large Mo-Par wholesale depart- 
ment. Twenty years’ experience. Can 
direct and train salesmen, know volume 
merchandising, excellent references. Box 
1749, c/o Automotive News, Detroit 26. 


GENERAL SALES MANAGER. Hard hit- 
ting, aggressive. Exceptional background 
of experience and sales production. Ex- 
cellent closer, organizer and developer 
of men. Box 1761, c/o Automotive News, 
Detroit 26. 











DEALERSHIP, now handling Nash. Well 
established. Massachusetts southern Wor- 
cester county. Selling everything. Cash. 
Must qualify. Box 1772, c/o Automotive 
News, Detroit 26 


FOR SALE. 25% interest in dealership, 
handling Nash, western Pennsylvania. 85 
cars per year. Corporate organization 
with option to buy up to 50% of stock. 
Corporation owns real estate valued at 
$60,000. All equipment and furnishings, 
parts, used cars, used car lot and two 
pump service station. $15,000 will handle. 








Box 1773, c/o Automotive News, De- 
troit 26. 
OPPORTUNITY. Owner retiring, dealer- 


ship handling Studebaker, in town of 
8,000 in southern Ohio. Netted $27,000 
for owners last year and sales up 36% 
to date this year over last year. Ideal 
sales and display location. Can handle 
for $19,000 cash with privilege of long 
term lease. We are first in total car 
sales in county. Write Box 1774, c/o 
Automotive News, Detroit 26. 


DEALERSHIP—-INDEPENDENT. S.F. Bay 
area industrial city of 110,000. Promi- 
nent location, big used car lot, low over- 
head, modern equipment. No real estate 
involved. Box 1775, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth. 
Quota 49 Dodges, 24 Plymouths, un- 
limited on trucks; completely equipped 
show room, garage, parts department: 
employs six; building 100 x 150; rent 
$100; lease; fine deal for partners; price 
under $50,000. Apple Co., Brokers, Cleve- 
land, Ohio. 

DEALERSHIP, now handling Nash, in 
central Illinois — population 25,000. Un- 
limited allotment new cars. $10,000 or 
less will handle. Subject to inventory. 
Owner seling due to poor health. Factory 
approval required. Box 1776, c/o Auto- 
motive News, Detroit 26, 

rN 
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DEALERSHIPS AVAILABLE 


CARS FOR SALE 


PARTS FOR SALE 


TRUCKS FOR SALE 








WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
411 Curtis Bidg. Detroit 2, Mich. 





FORD FARM MACHINERY agency located 
in N.C. for sale at inventory approxi- 
mately $25,000. Will return investment 
plus profit in two years. New building 
erected to our specifications. Long term 
lease available. Box 1736, c/o Automo- 
tive News, Detroit 26, 





DEALERSHIP WANTED 

PONTIAC OR CHEVROLET in California, 
about 100 car deal. Will rent and pay 
cash at inventory. P. O. Box 1763, c/o 
Automotive News, Detroit 26. 








WANTED. FORD, GM or Chrysler deal in 
Iowa. Experienced. $50,000 cash avail- 
able Box 1752, c/o Automotive News, 
Detroit 26. 


MIDWEST PARTY is interested in pur- 
chasing Chevrolet agency within metro- 
politan Boston or vicinity. Will lease or 
purchase real estate. Replies held in 
strict confidence. Write Commercial Ad- 
vertisers Service, Chamber of Commerce 
Building, Room 607, Eighty Federal St., 
Boston, Mass. 


WANTED TO BUY. General Motors pas- 
senger car dealership. 200 cars or over. 
Plenty of capital available. E. T. Smith, 
Apartment 636, Blackstone Hotel, Omaha, 
Nebr. 


AUTOMOBILE AGENCY WANTED. Met- 
ropolitan New York or 50 mile radius. 
Strictly confidential. Have factory ap- 
proval of ‘‘Big Three.’’ Box 1771, 
Automotive News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 











c/o 











THINKING OF SELLING? 


| want a desirable Ford franchise of 150 new 
units up to 400. Would consider Mercury or 
GM. Absolutely no publicity pending final 
signing. Airmail reply giving salient details. 
Box 1714, c/o Automotive News, Detroit 26 





ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 1951 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 
Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 
1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
e~ IANAPOLIS, INDIANA 
rt Grandi, Auctioneer 

CORNER CAPITAL AND MORRIS STS. 
arket 8541 — Belmot 015! 

IN THE EART OF INDIANAPOLIS 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Nember of N.U.C.D.A. and N.A.A.P.A. 











IS SELLING YOUR INTEREST? 
Buying Is Mine 
Ford or GM with 400 Units 
Can Qualify with Factory 
No Objection to Location 
Replies Confidential 


Box 1764, c/o Automotive News, Detroit 26 








DEALER SERVICES 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or vained path a details. 


Aut e Co. 
9900 Freeland “WE 3-6449 


Detroit 7, "Miche 











INVENTORY SERVICE 
Parts Accessories 

arge and Small Dealerships 
a taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED VENTORY Cco., INC. 
1831 E. 79th S$ Chicago, Illinois 
= 5-8300 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


CARS FOR SALE 


—AUTO— 
AUCTION 


— = 

















BIG AUTO AUCTION 


MONTPELIER, OHIO 


Every Monday of Every Week 
At 12:30 P. M. 
DEALERS ONLY BUY 


But since dealers may consign, we honor 
and pay checks on cars sold by us in 
the auction. 

One trip here and you will return. Many 
buyers from many states always in at- 
tendance. Very modern sales pavilion 
conveniences. 


MONTPELIER AUTO 
AUCTION COMPANY 
Woodruff, Jenkins and Drake 


Telephone 129 Local 
Telephone 9009 Long Distance 








BEST in the MIDWEST! 
Carl E. Marker's 
FORT WAYNE 
AUTO AUCTION 
Sale Every Tuesday — 11:30 A.M. 
Open all night Monday night 
Dealers Only 
Phone — E-1254 Phone — E-5209 
Where You Buy and Sell RIGHT! 
324 West Main St. 
WE GUARANTEE ALL CHECKS 








PARTS FOR SALE 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 








—AT—— 





DANVILLE, PENNA. 
EVERY WEDNESDAY 








You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 














BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
"'Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





Fort Wayne, Ind. | 


CADILLAC, OLDSMOBILE, LaSALLE 
parts. Wide selection from 1935 through 
1942. Wire, write or phone. Stuyvesant 
Motors, Inc., Kingston, N. Y. Phone 
1450. 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
"EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
All Phones WAbash 2-1030 











GENERAL MOTORS PARTS! 
From “A” to “Z"’ 
Shipped Anywhere — Same Day 
Phone — Wire — Write 
(Direct Phone — AM 2-7117) 
FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago 26, 








HARD-TO-GET 


BUICK PARTS 


Large Inventory 
All the Scarce Items 
Orders Shipped Same Day 


Phone — Wire — Write 


MASSEY BUICK CO. 


2676 W. LIBERTY AVENUE 


PITTSBURGH, PA. 
LEhigh 1-9800 








Oldsmobile 
Parts 


24 HOUR DELIVERY SERVICE 
e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two 
Big Locations 


GAGE & DRUMMY INC. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 











PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1-1773 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 

| GREBE OLDS 
| 3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. | 








PARTS WANTED 


ATTENTION PARTS MEN. Wanted—one 
or more ring gear and pinion sets with 
9-44 teeth. Casting No. 379513. Was in- 
stalled in some 1937 and 1939 Chevrolet 
%-ton trucks. Can use new or used 
gears. Write Reinhart Chevrolet Sales, 
Paulding, Ohio. 

TRUCKS FOR SALE 

FOR SALE. Torson tandem axles and 
tandem unit. 1951 Fruehauf trailer, light 
damage on left side of cross member on 
tandem. New type wheels, rims, axles 
and air brakes A-1 condition. Sell cheap 
quick sale. Amount quoted $500. A. R. 
Sickle, Phone—Day 25, Night 30, Cadiz, 
Ohio. 

AUTO HAULAWAY—1650, 1950 Dodge two 

ton tractor with two speed axle, low 

mileage, good tires. Trailer and tireg in 

good condition. FR 9183. Downtown Used 

yg Inc., 147 E. Market St., Akron, 
0, 























NEW 1950 DIAMOND T TRUCKS 
Eleven NEW 1950 Diamond T model No. 520, 
with oversize 1-98 four-speed transmission, 
No. 16500 rear axle, capacity 14,000 pounds, 
2-speed rear axle, oversize 12'' clutch, 900x20 
tires, dual rear, oversize 320 cubic inch engine 
and deluxe cab. 

Price $2,550 each — Call or Wire 
SYLACAUGA MOTOR CAR COMPANY 
Sylacauga, Alabama Phone 2-326! 








WRECKER FOR SALE 


1951 Dodge 2!/2-ton cab and chassis. Model 
KAI52 with Holmes wrecker body. Model 225 
with towing cradle, fire extinguisher, flare and 


flags, first aid kit, beacon ray light, marker 
lights, grille guard, heater and spot lights, 
900x20 10-ply tires, less than 5,000 actual 


mileage. Original cost $6,400, now only $4,250. 
Write or Call JOE SCHULICK 


W. ©. Strausbaugh Motor Co. 
1097 Wick Ave. Youngstown, Ohio 
Phone 4-4563 








BUSES FOR SALE 


NEW SCHOOL BUSES—Dodge, Reo, GMC, 
International Harvester, Ford, Chevrolet, 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers. 
Late model used buses. 1950 GMC, 
Chevrolet, 1947 Ford, Pony Cruiser (25- 
passenger) Yellow Cruiser (29-passen- 
ger). National Bus Sales Co., Inc., 101 
os on ’ St., Philadelphia 4, Pa. BAring 








BUSES WANTED 


USED SCHOOL BUSES WANTED for re- 
sale, 1947 or later models. 42, 48 or 54 
Passenger. Must be in good condition 
and priced right. Give full description 
and price in first reply. Write Box 1758, 
c/o Automotive News, Detroit 26. 


NEW CHEVROLET 54 passenger school 
bus wanted or a new or used 60 passen- 
ger International or GMC. Box 1783, c/o 
Automotive News, Detroit 26. 


MISCELLANEOUS 
EEL TT CE 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 
NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 
$ 














85 Federal Tax 
Included 
LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


FACTORY 
NET PRICE 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 











AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 








MISCELLANEOUS 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


EE 
WHY TAKE CHANCES 


INSIST on the BEST 
Buy "THE ORIGINAL" 


Automatic Braking 


Yellow Tow Bar 
WITH BRAKE HOOK-UP 


ONLY .. °51* ais 


Meets 1.C.C. Strength Requirements 
. e e 


FOR INTERSTATE TOWING 
GUIDE CABLES ON 2ND UNIT 
IS AN 1.C.C. "MUST." 


AUTOMATIC BRAKING 
TOW BAR 
COMPLETE with 


Guide Cables and 56] 45 
BRAKE HOOK-UP .......... 


Meets ALL 1.C.C. Requirements! 


ee oe Steering and Brake 

Hook-Up, Chain Jaws that FIT for Easy 
Quick INSTALLATION. WRIST ACTION 
guarantees a Full Floating Ride and Tow 
on all type roads ... AND 


STOPLITES and BRAKES 
(8 Wheels) at All Times 


THE CHEAPEST 
- INSURANCE - 
YOU CAN BUY 


QUICK-TOW, Bumper- $19 50 


TRIKING 3-Point Hook-Up 

- -Point Hook-Up 

Intra-State Tow Bar .... $42.50 
(Folding ''V'' Type) 














All Prices Include 8% Fed. Excise Tax 
ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


— SPECIAL — 


Protecto Covers (Tailor Made) .... $6.95 
Carrying Bags ................ $1.00 & $3.50 
SAFETY CHAINS, set of 2, only .... $2.50 


WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 
e e 


= 
TOW BAR SALES CO. 
Exclusive Factory Distributors 
AN 3-8888 . MO 4-4485 
DE 2-0700 Nite { DO 3-8373 
40 So. Clinton St., Chicago 6, Ill. 
i RAMEE ERR TNA EPIL 


SHOP EQUIPMENT FOR SALE 


ONE BRUNNER —= turntable. Perfect 
condition. $250. F.O.B. Meridian. Reli- 
able Chevrolet Co., Meridian, Miss. 


SHOP EQUIPMENT WANTED 
WANTED. Used turn table for automobile 
display. Write or call Joe Schulick, W. O. 


Strausbaugh Motor Co., 1097 Wick Ave., 
Youngstown, Ohio. 


ANTIQUE CARS FOR SALE 
ANTIQUE FOR SALE. 1914 Overland 


























touring car. Perfect condition. Irwin 
G. Burton, Inc., Smyrna, Delaware. 
Phone 5091. 





1917 CHEVROLET 490 touring sedan, good 
tires, runs good $475. 1915 Ford touring, 
brass radiator, oil tail and sidelights, 
good tires. $350. Jack Tallman, 1714 
West Wood, Decatur, IIl. 








New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [j or Two Years $14 [] 
for which check is attached ["] or send bill [7] 





Car Dealer [) 


Jobber [) insurance [] 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Deoler [) 


Manufacturer [_] 


Financial [ Supplier [1 
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How Another Live-Wire Progressive Dealer Found Gold in His Own Back Yard 











v 
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Bill, you’ve been our best new car sales- We've just become a franchised CARLIFE | Miss Smith, I would like you to open a | It’s only a few months since we started 
man for yeasf. Here’s how you can make GUARANTY “72” Dealer and it’s easy to | Special Bank Account to keep our CAR- | using CARLIFE and just look at this bal- 
extra money and keep your customers sell every new car. You make commission | LIFE GUARANTY funds separate from our |_ance in the Special Bank Account... t# 


happier. iy 


9 ; on Carlife. other money. Adds up fast. 





OW CARLIFE GUARANTY ‘72 


PILES 


UP CASH FOR DEALERS 








“Here, Dad, Like the Man Said, Carlife Puts Money In the Bank” Watch Your Cash 








There’s nothing like the security and satisfaction you secure from seeing your CAR- 


$ $ Grow and Grow $ $ 


Day after day since 1935, large, small and medium sized 
new car dealers from coast-to-coast have been accumulating 
cash through the operation of CARLIFE GUARANTY “72”. 


CARLIFE GUARANTY “72” is now within easy reach 
of every dealer because it usually pays for itself in from two 
weeks to a month’s time. Just as CARLIFE GUARANTY 
“72” has been acclaimed “the greatest money-saving, trouble- 
saving aid in automotive history” by new car buyers, so, 
too, it is a profitable asset for dealers in today’s competitive 
market. CARLIFE enables you to offer your customers 
“Something Extra” at no cost to you, in fact at a profit. In 
addition, the good-will you obtain from CARLIFE GUAR- 
ANTY “72”, cannot be measured in dollars and cents. 


Don’t ask “Can I afford CARLIFE GUARANTY “72”? 
Because, you CAN’T afford NOT to have CARLIFE GUAR- 
ANTY “72”. With this amazing plan, every new car customer 
BELONGS to you. He becomes a member of your “inner 
circle,” to assure you of a continuing flow of service business. 
CARLIFE GUARANTY “72” has been constantly improved 
and expanded through the years and today it offers you more 
than ever before. Remember, CARLIFE was originated by 
an automobile dealer who has the same problems as you. It 
is often called “The Car Dealer’s Plan.” 





LIFE GUARANTY “72” bank balance increase. Because CARLIFE GUARANTY “72” Get the Facts Without Cost 


is not connected with any oil company or follow-up promotion scheme, all funds re- 


you sail a hew cay without CARLIFE GUARANTY “2” “"° | AA ATL THIS COUPON TODAY 





BULLETIN! 


Don’t bother to write a letter. Make it easy for your- 








Carlife Guaranty 
Series B Available 
for USED CARS 


Just released! CARLIFE 
GUARANTY series B for au- 
thorized New Car dealers only 
who have Used Car Depart- 
ments. If you want the top 
dollar for your Used Cars that 
you take in trade, mail the 
coupon now. You need this 
powerful sales tool to move 
more Used Cars. 





self. It'll take you just an instant to fill out the coupon 


Thousands of Dealers Have Carlife ‘'72’’ below and mail it to us. Do it NOW... there is no cost, 
no obligation whatsoever, you'll be amply rewarded. 


S REASONS WHY _ | ..........----------.-0c--cc-cceceeecenceecensen, 











The CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 


1. CARLIFE GUARANTY “72” accumulates cash for you. 
CARLIFE GUARANTY “72” adds to your profit and income. 


CARLIFE GUARANTY “72” brings back 72% of your cus- 
tomers regularly for service. 


CARLIFE GUARANTY “72” is helpful in selling new cars. 
Service Managers like CARLIFE GUARANTY “72” because 
it keeps the shops busy. 

CARLIFE GUARANTY “72” enables you to adjust customers 
complaints without it costing you a penny. 


CARLIFE GUARANTY “72” builds good-will because it 
guarantees your customer “no major repair bills for 25,000 
miles or 2 years, whichever comes first.” 

CARLIFE GUARANTY “72” provides your salesmen with 
an easy source of extra commission. 


Tell us how ["] CARLIFE GUARANTY “72” [7] CARLIFE GUARANTY 
SERIES B (Used Car) will help us without cost or obligation. 


Name of Dealership 





Name 
Make of Car 
Address. 

City Zone State 
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